







THE POWER 

OF THE “POST” 
GOES TO WORK 
FOR 





In The Saturday Evening Post 
January 29 


Again in the Post March 26 


@ For more than a quarter of a century, the F. S. 
Webster Company has given more advertising 
support to its dealers than any other manufac- 
turer of carbon papers and typewriter ribbons. 
Again in 1938, we will advertise in publications 
reaching more than 4,000,000 families. Quality 
products and quality service plus the five extra 
features of Micrometric give you the edge on 
competition. Use the power of the Webster 


name to get more business. 


F. S. WEBSTER COMPANY 


13 AMHERST STREET, CAMBRIDGE, MASS. 


ANNOUNCING 


TWO CARBON 
PAPER 
CHAMPIONS 


( |'M THE ONLY CARBON 
PAPER WITH THIS SCALE.. 

| HELP SECRETARIES SPACE 
LETTERS MORE EVENLY 








I'VE BEEN CHAMPION 
IN THE QUALITY FIELD 
FOR 48 YEARS 
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Us 
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SPECIAL SAMPLE OFFER 


To introduce to a few more businesses these 
two popular carbon papers, we make this 
offer. Send 25 cents and we will mail you ten 
sample sheets. Tell us whether you are in- 
terested in regular MultiKopy, or MultiKopy 
with the Micrometric scale. Also the number 
of copies usually made at one typing, the 
name of the machine you are using, size of 
carbon desired, and your name and address. 


Act now—for best carbon paper results. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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Published on the first of every month by The Office Appliance 
Co., 20 North Wacker Drive, Chicago, Illinois. Cable Address: 
Applico, Chicago, Telephone Franklin 0205 


ESTABLISHED 1904: Succeeding and embodying American 

Stationer, New York, established 1873; Typewriter Trade 

Journal & Office Systems, New York, 1904; The Office, Fnank- 
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In the News 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign —one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps cr currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 

Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
“Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 


(COPYRIGHT. Contents 


covered by Copyright, 1938, 
by the Office Appliance 
Company. 








ran NN 
Vii | 
a 








AU IAS niet DD 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 

offer their services in resolving any disagreements which 
through the journal. 


customers. They do, however, 


A 
Acco Products, Inc. 82 
Ace Fastener Corp. 80 
Acme Staple Co. 187 
Adams, Henry T., Mfz. Co. 187 
Allen & Co. 180 
Allen-Wales Add. Mach. Corp...189 
All-Steel-Equip Co. 111 
Alma Desk Co. 154 
Amer. Number. Machine Co. 188 
Amer. Writing Machine Co. 88 
Ames Supply Company 99 
Art Metal Construction Co.....78, 9 
Art Steel Co., Ine. 148 
Autmte. File & Index Co. 169 
Autopoint Company 87 

B 
Bankers Box Co. 83 


Bankers & Merch. Stamp Wks...171 


Barkley, C. L., & Co. 138 
Bassick Company 144 
Bentson Mfg. Co. 170 
Bickett, L. M., Co. 180 
Bridges, F. W., Ltd 188 
Bright Chair Co. 164 
Bristow, Stanley R. 186 
Browne-Morse Co. 182 
Bushnell, Alvah, Co. 145 
C 
Cameron, Cal. 178 
Cel-U-Dex Corp. 186 
Chicago Sound Systems Co. 133 
Clarotype Co., The 142 
Clip-On Corp. 182 
Cloyes Gear Works 186 
Codo Mfg. Corp. 174 
Collier-Keyworth Co. 124 
Columbia Rib. & Carbon Mfg. 
Co. 128 
Columbia Steel Equipment Co...107 
Comptodesk 121 
Cook, The H. C., Co. 172 
Corona Typewriter 77 


Corry-Jamestown Mfg. Corp.....118 
Crown Ribbon & Carbon Co.....164 


Cushman & Denison Mfg. Co.....137 


D 
Darnell Corp. 178 
Dawn Mfg. Corp., The 141 
Dick, A. B., Co. 75 
Dictaphone Sales Corp. 125 


Dictating Machine & Rec. Corp.189 


Domore Chair Co., Inc. 103 
Doppe’.. Charles, & Co. 163 
Downey, C. L., Co.... : 183 
Duplicator Supply Corp. 157 
E 
Fagle-Ottawa Leather Co. 132 
Elliott Address. Mach. Co. 166 
Elliott-Fisher Back Cover 
Eraser Co., Inc., The 156 
Esterbrook Steel Pen Co 147 
Evansville Desk Co. 160 
Executone, Inc. 177 
F 


Fastener Corporation 153 


Faultless Caster Corp. 
F. B. Mfg. Co. 
Fox, George E., & Co. 
Fulton Specialty Co. 
G 
Gaylo Mfg. Co. 
General Fireproofing Co. 
Gilson-Bolens Mfg. Co. 
Globe-Wernicke Co. 
Graff, Geo. B., Co. 
Gregory Ink Company 
Guide System & Supply Co. 
H 
H. A. Ink Eradicator Co. 
Hall-Welter Co 
Hampden Mfg. Co., Inc. 
Hanson Scale Co. 
Harding, Milo, Co., Ltd. 
Harriman-Welts Products Co. 
Harter Corporation, The 
Heyer Corporation 
High Point Bd. & Chair Co. 
Hotchkiss Sales Co. 
I 
Imperial Desk Co. 
Imperial Mfg. Co. 
Imperial Methods Co. 
Indiana Desk Co. 
Ink Specialties Co. 


Internat’l Typewr. Exchange 


Invincible Metal Furniture Co. 


J 
Jasper Chair Co. 
Jasper Office Furniture Co. 
Jasper Seating Co. 
K 
Kilian Mfg. Corp. 
Koh-I-Noor Pencil Co., Inc. 
L 
Leopold Co., The 
Little, A. P., Ine. 
Loose Leaf Metals Co. 


Lyon Metal Products, Inc. 


M 
Manifold Supplies Co. 76 
Markilo Co. 187 
Markwell Mfg. Co. 146 
Marvel Seale Co. 186 
Mashek, Frank, & Co. 146 
Meilicke Systems, Inc. 187 
Metal Furniture Co. 84 
Metal Office Furniture Co. 162 
Meyer & Wenthe 182 
Miami Systems Corp. 159 
Milwaukee Chair Co. 108 
Mimeograph, The 75 
Mitcheil Binder Co. 167 
Mittag & Volger, Inc. 113 
Monroe Cale. Machine Co. 85 
Moore Push-Pin Co. 188 
Morse, J. S., Typewriter Co. 187 
Munson Supply Co. 181 
Murphy Chair Co. 134 
Myrtle Desk Co. 155 

N 
Nagel-Chase Mfg. Co. 176 
Nat'l Blank Book Co. 151 
Nat'l Brief Case Mfg. Co. 158 
Nat’l Engraving Co. 186 
Nat'l Office Cushion Co. 182 
Nat'l Vuleanized Fibre Co. 179 
Neva-Clog Products, Inc. 156 
New Indiana Chair Co. 174 
Niagara Duplicator Co. 140 

O 
Oakville Co. 139 


Old Town Ribbon & Carbon Co. 97 
Oxford Filing Supply Co. 112 
P 
Pacific Cb. & Ribbon Mfg. Co...117 
Parrot Speed Fastener Corp.....114 


Peerless Key-Imperial Mfg. 


Co. 81, 135 
Peerless Steel Equip. Co. 177 
Phillips Process Co. 171 
Polar Mfg. Co. 109 





THE SERVICE BUREAU| 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 


of its various commissions 


this bureau calls upon 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of i 


office equipment, supplies names of manufacturers of 


any article wanted, puts man and job together, pre- 
pares advertising copy, 
agents and dealers in nearly every country, aids for- 


| eign dealers in securing U. 


| 
furnishes list of desirable | 
| 


| 
S. A. lines, and in many | 


Subscribers in every land have made, and are making, 


good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers. 


other ways performs useful service, all without charge. | 
| 

| 

| 

| | 





result from relations established 


Pronto File Corp. 136 
Pruitt Co., The 138 
Q 
Quality Park Envelope Co.........104 
R 
Regal Typewriter Co., Ine. 161 
Reliable Tw. & A. M. Corp. 90 
Remington Rand Inc. 115, 143 
Rivet-O Mfg. Co. 189 
Roberts, Weldon, Rubber Co.....122 
Rockwell-Barnes Co. ....... .....106 
Rotospeed Co., The sch tO 
Royal Typewriter Co. 190 
Ss 


Sanymetal Products Co., Ine.....137 


Seat, Dr., Chemical Co. 187 
Shaw-Walker Co. ................ 131 
Sheaffer, W. A., Pen Co. 119 
Sheppard, C. E., Co. 110 
Sherman-Manson Mfg. Co. 126 
Shipman-Ward Mfg. Co. 150 
Smith, Bradner & Co. 145 


Smith, L. C., & Corona 


Typewriters, Inc. 17 
Speed Key Mfg. Co.. 186 
Speed-O-Print Corp..... ...184, 185 
Spencerian Pen Co. 105 


Sponge Rubber Prod. Co., The..130 


Stationers Loose Leaf Co. 149 
St. Johns Table Co. 175 
Storms, H. M., Co. 169 
Sturgis Posture Chair Co. 95 


Sundstrand Back Cover 


T 
Technygraph, The 186 
Tell City Desk Co. 176 
Toledo Metal Furniture Co. 166 
Triner Scale & Mfg. Co............. 168 
Troy Sunshade Co. 182 
Trussell Mfg. Co. 133 
Tubular Specialty Mfg. Co. 178 
U 
Underwood Elliott Fisher 
Co. Back Cover 


Union Rubber & Asbestos Co...186 


United Scientific Laboratories..175 


U. S. Tw. Ribbon Mfg. Co. 182 
Vv 

Vail Manufacturing Co. 129 

WO On, Bas eee 

Victor Safe & Equipment Co.....182 
WwW 

Wagemaker Co. 149 

Warshaw Mfg. Co. 142 

Webster Electric Co. 188 


bo 


Webster, FE. S., Co. 
Weis Mfg. Co. 


Wiggins, John B., Co. 187 
Wilson-Jones Co. 101 
Wilson Memindex Co. 141 
Wonder Lock 189 
Woodstock Typewriter Co...134, 163 
“W. P.”’ Something New............120 
Y 
Yawman and Erbe Mfg. Co. 89 








For the benefit of the subscribers the lines advertised are here classified. 


are represented. 


TLASSIFICATIONS 


Many of the requirements of the modern business office 
Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


wn 





communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 


Ames Supply Co 99 
Cloyes Gear Works 186 
Shipman-Ward Mfg. Co 150 


Adding Machine Rolls & Paper 
Rockwell-Barnes Co 106 
Smith, Bradner, & Co 145 


Adding Machines 


Allen-Wales Add. Mach. Corp 189 
Monroe Cale. Machine Co 85 
Remington Rand, Ine 115, 1438 


Sundstrand Back Cover 


Adding Machines (Stylus) 

Reliable Typewr. & A. M 
Adding Machines, Rebuilt & Used 

Morse, J. S., Typewriter Co 187 

Pruitt Co., The 138 

Reliable Typewr. & M. Corp 90 
Adding Typewriters 

Underwood Elliott Fisher 

Co Back Cover 

Addressing Machines 

Elliott Address. Mach. Co 166 
Adhesives 

(See Inks, Adhesives, etc.) 
Arch and Clip Boards 

Cushman & Denison Mfg. Co ] 

Globe-Wernicke Co 1 

Rockwell-Barnes Co 106 

Shaw-Walker Co. 1: 
Ash Trays, Office 


Corp 90 


Nagel-Chase Mfg. Co 176 

Oakville Co 139 
Autographic Registers 

Miami Systems Corp 159 
Banker’s Note Cases 

Art Steel Co 148 

General Fireproofing Co 86 

Globe-Wernicke Co 127 

Victor Safe & Equipt. Co 182 
Billing Machines 

Remington Rand, Inc 115, 143 

Underwood Elliott Fisher 

Co Back Cover 

Binders, Catalog and Periodical 

Acco Products, Ine 82 

Mitchell Binder Co 167 
Binders, Permanent Storage 

Bankers Box Co 83 
Binders, String 

Bankers Box Co 83 
Blank Books 

National Blank Book Co 151 

Rockwell-Barnes Co 106 

Wilson-Jones Company 101 
Blotting Paper 

Smith, Bradner & Co 145 
Blueprint and Plan File Cabinets 

All-Steei-Equip Co 111 

Art Metal Construction Co 78,9 

Art Steel Co 148 

Browne-Morse Co 182 

Columbia Steel Equip. Co. 107 

Corry-Jamestown Mfg. Corp 118 

General Fireproofing Co RH 

Globe-Wernicke Co 127 

Shaw-Walker Co 131 

Yawman and Erbe Mfg. Co 89 
Bond Boxes 

Art Steel Co 148 

General Fireproofing Co 86 

Globe-Wernicke Co 127 
Book Cases 

All-Steel-Equip Co 111 

Alma Desk Co 154 

Art Metal Construction Co 78, 79 

Browne-Morse Co 182 

Corry-Jamestown Mfg. Corp 118 

General Fireproofing Co 86 
Globe-Wernicke Co. 127 

Shaw-Walker Co 131 

Weis Mfg. Co Si. 3 a, 4 

Yawman and Erbe Mfg. Co 8 
Book Rings 

Adams, Henry T., Mfg. Co 187 
Oakville Co 139 
Bookkeeping Machines 

Underwood Elliott Fisher 

Co Sack Cover 

Box Letter Files 

Art Steel Co 148 
Globe-Wernicke Co 27 

Rockwell-Barnes Co. 106 
Weis Mfg. Co 1, 2, 3, 4 


Brief and Zipper Cases 
Doppelt, Charles, & Co 1 
Mashek, Frank, & (Co 1 
National Brief Case Mfg. Co 1 


obligation. 

Calculating Devices Cushions and Pads, Chair 

Meilicke Systems, Inc 187 Bickett, L. M Co 180 

Reliable Tw. & A. M. Corp 90 Fox, George, E., & Co 179 
Calculating Machines Nat'l Office Cushion Co 182 

Allen-Wales Add. & Mch. Corp 189 Polar Mfg. Co 109 

Monroe Cale. Machine Co g5 Shipman-Ward Mfg. Co 150 

Sundstrand Back Cover Sponge Rubber Products Co., The 130 
Calculating Machines, Used Cuspideor Mats 

Pruitt Co The 138 Polar Mfg. Co 109 

Reliable Tw. & A. M. Corp 90 Shipman-Ward Mfg. (« 150 
— nor ai Cuspidors 

ee Ribbons anc arbons) Art Steel Co 148 


Card Index Boxes and Trays 


All-Steel-Equip Co 111 
Art Metal Construction Co 78, 79 
Art Steel Co 148 
Sentson Mfg. Co 170 
Cameron, Cal 178 
Columbia Steel Equip. Co 107 
Corry-Jamestown Mfg. Corp 118 
Globe-Wernicke Co 127 
Guide System & Supply Co 165 
Imperial Methods Co 181 
Invincible Metal Furn. Co 23 
Metal Office Furn. Co 162 
Shaw-Walker Co 13 
Warshaw Mfg. Co 142 
Weis Mfg. Co 91, 2,3, 4 
Yawman and Erbe Mfg. Co 89 
Cash Boxes 
Art Steel Co 148 
General Fireproofing Co 86 
Casters, Caster Bearings, Slides 
Sassick Co 144 
Darnell Corp 178 
Faultless Caster Corp 187 
Kilian Mfg. Corp 170 
Celluloid Envelopes 
Markilo Co 187 
Chair Irons 
Bassick Co 144 
Collier-Keyworth Co 124 
Gilson-Bolens Mfg. Co 173 
Chair Mats 
Bickett, L. M., Co 180 
Fox, George E., & Co 179 
Globe-Wernicke Co. 127 
Polar Mfg. Co 109 
Shipman-Ward Mfg. Co 150 
Chairs 
Cameron, Cal 178 
Domore Chair Co., Ine 103 
Gaylo Mfg. Co 181 
General Fireproofing Co 86 
Harter Corp 116 
High Point Bd. & Chair Co 154 
Jasper Chair Co 100 
Jasper Seating Co 178 
Lyon Metal Products, Inc 160 
Metal Furniture Co 84 
Milwaukee Chair Co 108 
Murphy Chair Co 134 
New Indiana Chair Co 174 
Sturgis Posture Chair Co 95 
Toledo Metal Furn. Co 166 
Troy Sunshade Co., The 182 
Chairs, Folding 
Gaylo Mfg. Co 181 
Lyon Metal Products, Ine 160 
Chairs (Posture) 
Domore Chair Co., Ine 108 
Gaylo Mfg. Co 181 
General Fireproofing Co R6 
Harter Corp 116 
High Point Bd. & Chair Co 154 
Jasper Chair Co 100 
Jasper Seating Co 178 
Milwaukee Chair Co 108 
Murphy Chair Co 34 
Sturgis Posture Chair Co. 95 
Toledo Metal Furniture Co 166 
Check Protectors and Writers 
Hz il-Welter Co. 141 
Check Protectors & Writers, Used 
Pruitt Co., The 38 
Reliable Tw. & A. M. Corp 90 


Checks, Stamped Metal 
Meyer & Wenthe 182 
Coin Bags, Trays and Wrappers 
Art Steel Co 4 
Downey, C. L., Co 183 


Compass, Pocket 


Hampden Mfg. Co., Ine 159 
Copyholders 

Acco Products, Inc 82 

Dawn Mfg. Corp., The 141 
Costumers 

Sanymetal Products Co 137 

Tell City Desk Co ... 176 


Dating Stamps 


Amer. Number. Machine Co 188 

Fulton Specialty Co 98 

Meyer & Wenthe ..182 

Rivet-O-Mfg. Co 189 
Desk Bumpers 

Fox, George E., & Co 179 

Polar Mfg. Co 109 
Desk Calendar Pads 

Fox, George E., & Co 179 
Desk Pads 

Fox, George E., & Co 179 

Polar Mfg. Co 109 
Desk Pending-Letters Holders 

Acco Products, In¢ 82 
Desk Pen & Ink Sets 

Gregory Ink Co 96 
Desk Trays 

Art Metal Construction Co 78, 79 

Art Steel Co., Ine 148 

Autmate. File & Index Co 169 

Corry-Jamestown Mfg. Corp 118 

Fox, George E., & Co 179 

General Fireproofing Co 86 

Globe-Wernicke Co 127 

Imperial Methods Co 181 

Shaw-Walker Co 13 

Weis Mfg. Co 91, 3: & 4 

Yawman and Erbe Mfg. Co a9 


Desk Work Distributors 


Art Steel Co 148 
Bristow, Stanley R 186 
Fox, George E., & Co 179 
Globe-Wernicke Co 127 
Lyon Metal Products, Ir 160 
Polar Mfg. Co 109 
Victor Safe & Equipt. Co 182 
Weis Mfg. Co 91, 2, 3, 4 
Desks 
Alma Desk Co 154 
Art Metal Construction Co 78, 79 
Autmate. File & Index Co 169 
Sentson Mfg. Co 170 
Browne-Morse Co 182 
Cameron, Cal 178 
Columbia Steel Equip. Co 107 
Comptodesk 121 
Corry-Jamestown Mfg. Corp 118 
Evansville Desk Co 160 
reneral Fireproofing Co 86 
Globe-Wernicke Co 27 
Imperial Desk Co 173 
Indiana Desk Co 174 
Invincible Metal Furn. Co 123 
Jasper Office Furn. Co 181 
Leopold Co., The 158 
Metal Office Furn. Co 162 
Myrtle Desk Co 155 
Shaw-Walker Co 131 
Tell City Desk Co 176 
Troy Sunshade Co., The 182 
Victor Safe & Equipt. Co 182 
Wagemaker Co 149 
Weis Mfg. Co a, 3; & 4 
Yawman and Erbe Mfg. Co 89 


Dictation Machines 
Dictaphone Sales Corp 125 


Dictation Machine Supplies 
Dictaphone Sales Corp 125 
Dietating Mach. & Record Corp 89 


Duplicating Machines 


Dick, A. B., Co 75 
Duplicator Supply Corp 157 
Elliott Address Mach. Co 166 
Heyer Corporation, The 191 
Mimeograph, The 75 
Niagara Duplicator Co 140 
Rivet-O-Mfg. Co 189 
Rotospeed Co., The 170 
Shipman-Ward Mfg. Co 150 
Smith, L. C., & Corona Type 77 
Speed-O-Print Corp 184-5 


Duplicating Machines, Used 
Pruitt Co., The 138 


Duplicating Machine Supplies 


Columbia Rib. & Carb. Co 128 
Dick, A. B., & Co , 7 
Harding, Milo, Co., Ltd. 153 
Heyer Corp., The 191 
Ink Specialties Co 150 
Manifold Supplies Co inn OO 
Mimeograph, The siosnecanieesnbeigaidl, 
Mittag & Velget, IR@.cnncencnseee 
Niagara Duplicator Co....... 140 
Rotospeed Co., The nnee 
Shipman-Ward Mfg. Co. a 150 
Smith, L. C., & Corona Type. 17 
Speed-O-Print Corp. .... 184-5 
Technygraph, The ..................- .. 186 
Victor Safe & Equipt. Co..... 182 
Engraving, Copper Plate 
Wiggins, The John B., Co. 187 
Envelope Openers 
Oakville Co, .... ier 139 
Envelope Sealers 
Elliott Addressing Machine Co. 166 
Envelopes 
Bushneli, Alvah, Co ibe 145 
Globe-Wernicke Co. . 127 
Quality Park Envelope Co. 104 
Envelopes, Celluloid 
Markilo Co. . - 187 
Eradicators, Ink 
H. A. Ink Eradicator Co. 188 
Heyer Corp., The ‘ ond O1 


Erasers, Rubber 


Eraser Co., Inc., The ¥ 156 
Koh-I-Noor Pencil Co., Ine. 102 
Oakville Co. ..... 139 
Roberts, Weldon, Rubber Co 122 
Eyelets & Eyelet Fasteners 
Markwell Mfg. Co..... ‘ 146 
Rivet-O-Mfg. Co. outed 189 
Fan Fold Forms 
Miami Systems Corp. : 159 
File Boxes, Collapsible Corrugated 
Bankers Box Co. ; 83 
Barkley, C. L., & Co. nae 
Globe-Wernicke Co.......... saalnibincnn 
Guide System & Supply Co. 165 
Oxford Filing Supply Co........ 112 
Pronto File Corp. sian 136 


Weis Mfg. Co..... 91, 2, 3, 4 


File Boxes, Metal 
Art Metal Construction Co. 
Art Steel Co. _ one 
Corry-Jamestown Mfg. Corp. 
Pronto File Corp. 
Rockwell-Barnes Co. ........... 
Victor Safe & Equipt. Co........ 


Filing Cab. Ball & Roller Bearings 





Killam Mig. Ceri. ccsccccrereesecses 70 
Filing Cabinets, Insulated 
Shaw-Walker Co. . yintidcbnabengehiaee 
Victor Safe & Equipt. Co. = 
Filing Cabinets, Metai 
All-Steel-Equip Co. : pnietiel 
Art Metal Construction Co...........78, 79 
Art Steel Co. ° 148 
Autmte. File & Index Co... 169 
Bentson Mfg. Co..... ns 179 
Browne-Morse Co. .... ‘ o«-e-1 82 
Cameron, Cal. - - sicantincanete 
Célumbia Steel Equip Co... 107 
Corry-Jamestown Mfg. Corp.. nae 
General Fireproofing Co. mde OO 
Globe-Wernicke Co. . 127 
Invincible Metal Furn. Co. 123 
Metal Office Furn. Co. al «Ak 63 
Peerless Steel Equip. Co. 177 
Pronto File Corp............ . ...136 
Remington Rand, Ine. 115, 143 
Shaw-Walker Co. .........--c-cccceenseeeeee LBL 
Victor Safe & Equipt. Co 182 
Yawman and Erbe Mfg. Co.... . 89 
Filing Cabinets, Wood 
Globe-Wernicke Co. - sihchdiehtee 
Imperial Methods Co................. 181 
Wagemaker Co. . ..149 
Weis Mfg. Co. ‘ ctmants & ee 
Yawman and Erbe Mfg. Co. 89 
Filing Supplies 
Acco Products, Ine..... ? — 
Art Metal Construction Co. 78, 79 
Barkley, C. L., & Co................ 138 
Browne-Morse Co.  .2....-.0s0--:--see-- 182 
Bushnell, Alvah, Co.................. 145 
Camere, GMb. curisesessunisesstnis peniscens bee 
Corry-Jamestown Mfg. Corp............ 118 


THE CLASSIFICATIONS 
(Continued on page 6) 





THE CLASSIFICATIONS 
(Continued from page 
General Fireproofing (« Re 
Globe-Wernicke Co 127 
Guide System & Supply Co 165 
Imperial Methods Co ] 
Metal Office Furniture Co 162 
Oxford Filing Supply Co 112 
Pronto File Corp 13 
Quality park Envelope Co 
Rockwell-Barnes Co 
Shaw-Walker Co 
Victor Safe & Equipt. (« 182 
Warshaw Mfg. Co 142 
Weis Mfg. Co ioe i 
) 


Yawman and Erbe Mfg. ¢ RS 


Finger Pads 
Parrot Speed Fastnr. Corp 114 


Folders 


(See Filing Supplies 
Fountain Pens 
Autopoint Company 
Esterbrook Pen Co 147 
Sheaffer, W. A., Pen Co 


Gummed Cloth Rings 
Graff, Geo. B., Co 
Warshaw Mfg. Co 14 


Index Card Signals 
Cook, H. C., Co 
Graff, Geo. B., (« 
Victor Safe & Equip 


Steel 


Index Tabs 
Barkley, C. L., & Co 
Cel-U-Dex Corp 
Globe-Wernicke 
Guide System 
Markilo Co 
Parrot Speed Fastener l 
Shaw-Walker Co 131 
167 
i 


l 
l 
Co 1 
& Supply Co l 

1 


Corp 


Veit Co., The 
Victor Safe & Equipt 
inks, Adhesives, Ete. 
Harriman-Wells Prod. Co 
Ink Specialties Co 
Rivet-O-Mfg. Co 
Sheaffer, W. A Pen 
Union Rubber & Asbestos Co 


Mf Co 


Inkstands 


Cushman & Co 137 


Denison Mfg 

Intercommunicating Systems 
Chicago Sound Systems Co 
Executone, Inc 
United Scientific 
Webster Electric Co 


Laboratories 


Leads for Mechanical Pencils 
Autopoint Company 
Sheaffer, W. A., Pen Co 


Leather Goods 
Doppelt, Charles 
Mashek, Frank, & 
National Brief Case 

Leather Upholstered Furniture 
Bright Chair Co 
Jasper Chair Co 
Metal Furniture Co 
New Indiana Chair (« 


& Co 163 
Co +h 
Mfg. Co 158 


164 


100 


Upholstering 


Leather Co 


Leathers, 
Eagle Ottawa 
Desk Trays 


(See 


Letter Trays 


Letterheads 
Wiggins, The John B., Co 

Library Equipment 
All-Steel-Equip Co. 
Art Metal Construction Co 8 
Art Steel Co 
Corry-Jamestown Mfg 
General Fireproofing Co Rf 
Globe-Wernicke Co 127 
Shaw-Walker Co 131 


Corp 118 


Lockers and Storage Cabinets 
All Equip. Co 
Art Metal Construction Co. 78 ) 
Art Steel Co 
Browne- Morse 
Corry-Jamestown Mfg 
General Fireproofing Co 86 
Globe-Wernicke 
Invincible Metal Furn. Co 
Lyon Metal Products, Ine 160 
Metal Office Furniture Co 16: 
Shaw-Walker Co. 131 
Yawman and Erbe Mfg. Co 89 


Steel 


Co 
Corp 


Co 24 


Locks, Desk, Showcase, Ete. 


Wonder Lock 


Loose Leaf Books & Systems 
Adams, Henry T., Mfg. Co 
F. B. Mfg. Co 
National Blank Book Co 151 
Sheppard, The €. E., Co 
Stationers Loose Leaf Co 149 
Trussell Mfg. Co. 133 
Wilson-Jones Company 101 


Loose Leaf Envelopes, Celluloid 
Markilo Co 187 


Loose Leaf Metals and Devices 
Henry T., 


Adams, Mfg 


Co 


Loose Leaf Metals 
Stationers 


Wilson -Jones 


Mail Distributors 


Loose 


sristow 
Globe-Wernicke ( 
Victor Safe & 
Map Tacks 
Graff, George B 
Moore Push-Pin 


Stanley R 


Co 


Leaf 


Company 


Equipt 


Matched Office Suites 


Art Metal Constru 
General 
Globe-Wernicke 
Leopold Co The 
Troy Sunshade Co 


Memorandum Books 
National Blank 
Rockwell 
Trussell Mfg. Co 
Wilson-Jones 


Fireproofing 


Co 


ctior 


Co 


The 


300k 
Barnes Co 


Company 


Memorandum Devices 
Bristow, Stanley R 


Wilson 


Mending Tape 
Warshaw Mfg. Co 

Moisteners 
Rivet-O-Mfg. Co 


Numbering Machines 
Amer. Numbering 


Office Partitions and Railings 


Globe-Wernicke 


Pads, Figuring 
National Blank 
Rockwell-Barnes ¢ 


Wilson-Jones 


Paper 
Rockwell-Barnes ¢ 
Smith, Bradner, & 


Paper Clamps 
Acco Products, 
Cushman & 
Esterbrook Steel 


Inc 


Paper Clips 
Acco Products, 
Clip-On Corp 
Cook, H. ¢ Co 
Cushman & 


Inc 


) 


Memindex Co 


( 


{ 


tr 


Mach 


Book 


Denison 
Pen 


Denison 


i or 


Fulton Specialty Co 
Graff, George B., Co 
Oakville Co 

Vail Manufacturing ¢ 


Paper Fastening Machines 


Ace Fastener Corp 
Acme Staple Co 


Cameron, Cal 
Fastener Corp 
Hotchkiss Sales C« 
Markwell Mfg. C« 


) 


) 


Company 


Mfg 


Mfg 


Mfg 


Et 


Neva-Clog Products, Inc 

Parrot Speed Fastener Corp 

Victor Safe & Equipt. Co 
Paste (See Inks, Adhesives 
Pen and Pencil Clips 

Oakville Co 
Pencil Sharpeners 

Graff, George B., Co 

Koh-I-Noor Pencil Co., Inc 
Pencils, Wood Cased Lead 

Koh-I-Noor Pencil Co., Inc 
Pencils, Mechanical 

Autopoint Company 

Esterbrook Steel Pen Co 

Sheaffer, W. A., Pen Co 
Pens 

Esterbrook Steel Pen Co 

Spencerian Pen Co 
Picture Hooks 

Moore Push-Pin Co 
Pins and Pin Containers 

Oakville Co 

Vail Manufacturing Co 
Platens, Typewriter 

American Writing Mach. Co 

Ames Supply Co 

Shipman-Ward Mfg. Co 
Postal Scales 

Hanson Scale Co 

Marvel Scale Co 

Shipman-Ward Mfg. Co 

Triner Scale & Mfg. Co 
Publishers 

Bridges, F. W., Ltd 
Punches 

Acco Products, In¢ 


Globe-Wernicke Co 
Mitchell Binder Co 
National 


Wilson-Jones Company 


Push Pins 


Moore Push-Pin ( 


Ribbons ard Carbons 
Allen & Co 


0 


Blank Book (« 














Ames Supply Co 
Codo Mfg. Corp 
( bia R. & C. Mf Co 
Crown Ribbon & Carbon (« 
rial Mfg. Co 
Ai Reg 


fold Suppiies Co 


& Volger, Ir 


Old Town Ribbon & Carbor 
Pacific Carbon & Ribbon (: 
Philliy Process (¢ 
temington Rand, In l 
Royal Typewriter Co Inc 
Shipman-Ward Mfg. Co 
Smith, L. C., & Corona Tws 
Spencerian Pen ¢ 
Storms, H. M., Cc 
Underwood Elliott Fisher 
CX Back 
I S. Typewriter Ribbon Mfg. Co 
Webster, F. S Co 

Rubber Bands 
Roberts, Weldon, Rubber (C« 
Shipman-Ward Mfg. Co 

Rubber Stamps 
tankers & Merchants Stamp Wks 
Meyer & Wenthe 


Rubber Type Outfits 


ilton Specialty Co 


Safes 
Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co 
Remington Rand, In« 
Shaw-Walker Co 
Victor Safe & Equipt. Co 
Yawman and Erbe Mfg. Co 
Scrapbooks 
Globe-Wernicke Co 


Secretary Desks 
Art Metal Construction Co 
General Fireproofing Co 
Globe-Wernicke Co 


Shelving 
All-Steel-Equip Co 
Art Metal 
Art Steel Co 
srowne-Morse Co 

Jamestown Mfg 

General Fireproofing Co 

Globe-Wernicke Co 

Metal Products 


Construction Co 


Corry Corp 


Lyon Inc 
Smoking Stands, Office 
Nagel-Chase Mfg. Co 
Stamp Pads 
Fulton Specialty Co 
Meyer & Wenthe 
Rivet-O-Mfg. Co 
Rockwell-Barnes Co 
Victor Safe & Equipt. C« 


Stands for Office Machines 


All-Steel-Equip Co 
Art Steel Co 
Corry-Jamestown Mfg. Corp 


General Fireproofing Co 
Globe-Wernicke Co 


Harter Corp 

Metal Furniture Co 

Pruitt Co., The 
Sherman-Manson Mfg. Co 
Shipman-Ward Mfg. Co 
Sturgis Posture Chair Co 
Toledo Metal Furniture Co 


Tubular Specialty Mfg. Co 
Staple Extractors 
Ace Fastener Corp 


Markwell Mfg. Co 


Staples and Stapling Machines 


Ace Fastener Corp 

Acme Staple Co. 

Cameron, Cal 

Fastener Corp 

Hotchkiss Sales Co 

Markwell Mfg. Co 

Neva-Clog Products, Inc 

Oakville Co 

Parrot Speed Fastener Corp 

Vail Manufacturing Co 
Stationery, Engraved, Lithogr. 

National Engraving Co 

Wiggins, John B., Co 


Stenographers’ Note Books 
National Blank Book Co 
Rockwell-Barnes Co 


Storage and Transfer Cases 
All-Steel Equip Co 
Art Metal Construction Co 


Art Steel Co 

Bankers Box Co 

Barkley, C. L., & Co 
Sentson Mfg. Co 
Browne-Morse Co 

Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp 


General Fireproofing Co 
Globe-Wernicke Co 





QR 


182 


10% 





OFFICE APPLIANCES 


Guide System & Supply Co 165 
Imperial Methods Co 181 
Invincible Metal Furn. Co 123 
Metal Office Furniture Co 162 
Oxford Filing Supply © 112 
Peerless Steel Equip. Co 177 
Pronto File Corp 136 
Rockwell-Barnes Co 106 
Shaw-Walker Co 13 
Weis Mfg. Co 9 2, 3, 4 
Yawman and Erbe Mfg. Co 89 
Swinging Typewriter Stands 
Globe-Wernicke Co 127 
Weis Mfg. Cx 01, 2 3; 4 
Tables 
Art Metal Construction Co 78, 79 
Art Steel Co 148 
Browne-Morse Co 182 
Corry-Jamestown Mfg. Corp 118 
General Fireproofing Co 86 
Globe-Wernicke Co 127 
Lyon Metal Products, Inc 160 
Shaw-Walker Co 131 
St. Johns Table Co 175 
Victor Safe & Equipt. Co 182 
Tabulating and Statistic. Machines 
Remington Rand, Inc... 115, 148 
Telephone Accessories 
Victor Safe & Equipt. Co 182 
Telephone Stands 
Art Metal Construction Co 78, 79 
Art Steel Co 148 
General Fireproofing Co 86 
Globe-Wernicke Co 127 
Shaw-Walker Co 131 
Yawman and Erbe Mfg. Co xo 
Thumb Tacks 
Graff, George B., Co 189 
Moore Push-Pin Co 1X8 
Oakville Co 139 
Vail Manufacturing Co 129 
Type, Typewriter 
American Writing Mach. Co RS 
Ames Supply Co 99 
Shipman-Ward Mfg. Co 150 
Typewriter Cleaning Material 
American Writing Mach. Co RX 
Clarotype Co 142 
Mittag & Volger, Inc 113 
Rivet-O-Mfg. Co 18 
Dr. Seat Chemical Co 187 
Shipman-Ward Mfg. Co 150 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Munson Supply Co 181 
Peerless Key-Imperial Mfg. Co.81, 135 
Shipman-Ward Mfg. Co 150 
Speed Key Mfg. Co 186 


Typewriter Cushion Knobs and Bases 


American Writing Mach. Co 88 
Ames Supply Co 99 
sickett, L. M., Co 180 
Fox, George E., & Co 179 
Peerless Key-Imperial Mfg. Co.81, 135 
Shipman-Ward Mfg. Co 150 
Typewriter Parts and Tools 
American Writing Mach. Co 88 
Ames Supply Co 99 
Shipman-Ward Mfg. Co 150 
Typewriters, Mfrs. of 
Corona Typewriter 77 
Remington Rand, Inc 115, 148 
Royal Typewriter Co. 190 
Smith, L. C., & Corona Tws 77 
Underwood Elliott Fisher 
Co. Sack Cover 


Woodstock Typewriter Co 134, 168 


Typewriters, Rebuilt and Used 


American Writing Mach. Co 88 
Internat'l Typewriter Exchange 152 
Morse, J. S., Typewriter Co 187 
Pruitt Co., The 138 
Regal Typewriter Co 161 
Reliable Tw. & A. M. Corp 90 
Shipman-Ward Mfg. Co 150 


Visible Systems Equipment 


Art Metal Construction Co. (8, oo 
Autmate. File & Index Co 169 
Globe-Wernicke Co 127 
National Blank Cook Co 151 
Shaw-Walker Co. 131 
Sheppard, C. E., Co 110 
Victor Safe & Equipt. Co 182 
Wilson-Jones Company 101 
Yawman and Erbe Mfg. Co 89 
Waste Baskets 
Art Steel Co 148 
Cameron, Cal 178 
Corry-Jamestown Mfg. Corp 118 
Fox, George E., Co 179 
General Fireproofing Co RG 
Globe-Wernicke Co. 127 
Metal Office Furniture Co 162 
Nat'l Vulcanized Fibre Co. 179 
Shaw-Walker Co. 131 





1938 


JANUAR‘ 


WANTS AND £OR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


SALESMANAGER AVAILABLE —Successful record. Now employed, 20 
years same concern, experienced in manufacturing and selling both re- 
tail and wholesale. Typewriters, Adding Machines and other office 
equipment, desirous of making a change. Personally well known to 
trade throughout the United States and Canada. Will be glad to furnish 


references and full information. Address A-146 care Office Appliances, 
Chicago. : 
MR. MANUFACTURER—How is your New York business? Here is a 


man with exceptional sales record, young, but still with twenty years in 
the business. Knows filing cabinets, desks, etc., from all angles—retail, 
dealer sales, direct mail. As manager increased New York volume sub- 
stantially during years of depression. Knows New York and surround- 
ing territory thoroughly, both dealer and consumer. Producer of multi- 
run volume. If New York and eastern volume does not satisfy, you 
should contact this party. Address A-145, care Office Appliances, 
Cc hicago. 

SALESMAN with nine years experience traveling Denver west 5 aed to 
represent manufacturer of office or school supplies. Will consider one 


major line on a full time basis, or two or three non-conflicting lines for 
same class of buyers. Capable, well acquainted with the trade, good 
references. Address A-140, care Office Appliances, Chicago. 


in office supply and equipment business, 


MAN thoroughly experienced , ‘ 
with record of achievement in store management and buying desires to 
make change. Now employed executive position. Write Box A-142, 


care Office Appliances, outlining proposition. 

with some sales experience is open for new 
connection. Familiar with all makes. Also some adding machine and 
mimeograph experience. Has worked in Kansas City, Omaha. Minneap- 
olis and Chicago. Prefers Middle West or Northwest but will go wher- 


TYPEW RITER MECHANIC 


ever opportunity is presented. Address A-136, care Office Appliances, 
Cc hicago. 
TYPEW RITER MECHANIC wants job. Now located in Ohio. Glad to 


submit qualifications and references on request. Address A-139, Office 


Appliance es, Chicago. 


employed, 
care Office 


makes, at present 


MECHANIC 15 
Address A-144, 


years experience on all 
wants to make a change, 


available Jan. 15. 


Appliances, Chicago. 
SALESMEN WANTED 
REPUTABLE EASTERN CORPORATION specializing in Loose Leaf 


a full line of Visible Record Books has opening for 
Appliance men, selling direct to the consumer. 
time basis. Liberal commission. Address N-149, 
Chicago. 


Equipment including 
experienced Office 

Either full or part 
Care Office Appliances, 


SALESMEN WANTED-—Still have a few territories open for salesmen 
ealling on Banks who want to carry a side line of Passbooks and Pocket 
Check Cases on a commission basis. Our Products are advertised con- 
tinuously throughout the entire country and we are seldom unders ld 
due to the fact that we have one of the most efficient Passbook Plants in 
the country. State what you are now selling, what territory you cover 
and give references—Confidential. William Exline, sioad Cleveland, O 


DUPLICATOR SALESMAN—A thoroughly experienced ‘inal dupli- 
eator salesman can secure a fine salary and bonus contract with the 
largest office equipment concern in Pittsburgh. Only a man with ace 
high sales record on hich »riced machines and capable of taking full 
charge of our Niagara Duplicator department need apply. Give full de- 
tails regarding self and send snapshot. Write E. J. Eggleston, Presi- 
dent, General Office Machines Corp., 719 Liberty Avenue, Pittsburgh, Pa 


SALESMEN WANTED-—To sell filing and mailing supplies direct to 
banks, lawyers, accountants, insurance companies, ete. Exclusive terri- 
tory arrangement. Liberal commission paid. Write today. Send full 
particulars about yourself. Ames Safety seahlatsoniel Co., Boston, Mass. 


non-conflicting line in haitenes Michigan 
manufacturer of Duplicator Supplies. 
Address N-152, care Office Appliances, 


SALESMAN having one other 
or Ohio to represent old reliable 
Good proposition for right man. 
Chicago. 


young man with complete inside sell- 
salesmen in stationery, well known 
good record. Wonderful oppor- 
reference and photo. Address 


Near Central Indiana, 
ing experience and supervision of 
steel files and furniture. Must have 
tunity. Send detailed experience, age, 
N-154, care Office Appliances, Chicago. 


WANTED 


WANTED 
permanent 


State quali- 


TYPEW RITER SAL ESM AN AND MECHANIC 
position. 


fications and experience. Good opportunity and 
Frank Davis, 134 South Main, Decatur, IIl. 


zipper portfolios, ring bind- 
DOPP-KIT, has several 
men only. Charles 


SALESMEN— Established manufacturer of 
ers, etc., including the nationally advertised 
open territories. (Commission basis. Experienced 
er & Co., 412 Orleans St., Chicago. 


DISTRIBU TORS—-Amazing patented envelope sealer! Seals 3000 hourly. 


Retails $3. Defies competition! Big profits, exclusive territory. Offices 
buy quantities. Red-E, 1026 Winthrop Bldg., Boston, Mass. 
ARTICLES WANTED ABROAD 
CZECHOSLOVAKIAN WHOLESALER SEEKS aniiie in all ciate of 
office appliances and commercial gifts. Offers, catalogues, perhaps 


samples required. Konrad Hart, Lublanska ulice No. 8, Praha XII., 


C.S.R. 


REPRESENTATIVES AV AILABLE 
WE ARE OFFICE SUPPLY specialists covering greater Cincinnati tere 
ritory. Are you correctly represented by one who is well acquainted in 
the field through knowledge of general promotional work. Let us repre- 
sent you 100% on strictly commission basis. Special assignments given 
immediate attention. M. A. Moers, 111 E. 4th St., Cincinnati, Ohio. 


ATTENTION, MANUFACTURERS !—-How about your Boston and New 
England Territories? I have just enjoyed the best ever of my ten years 
covering New England and can offer you conscientious, aggressive direct 
to user representation. Further information gladly exchanged. E. ' 
Steele, 120 Boylston St., Boston, Mass. 


SALESMAN representing manufacturer of stapling machines in middle 
western territory has capacity for one additional major line. Has head- 
quarters in Chicago and works territory thoroughly. Always a good pro- 
ducer. Can furnish first-class references. Send particulars to A-137, 
eare Office Appliances, Chicago. 


REPRESENTATIVE now handling office desks open 
suitable sell office furniture trade New York and 
facilities available. Write Box A-143, care 
42nd St., New York. 


ESTABLISHED 
for additional lines, 
vicinity. Warehousing 
Office Appliances, 100 E. 
REPRESENTATIVE with warehouse facilities in New York wishes ex- 
clusive distribution of line in Metropolitan area on commission or out- 
right purchase. Address A-138, care Office Appliances, Chicago. 
SALESMAN now carrying an outstanding line of Office ‘Desks and ‘sell- 
ing the best trade in Eastern Territory is open for a companion line. 
Address A-141, care Office Appliances, Cc Chicago. 





REPRESENTATIVES WANTED 

you can sell our high evade Type- 
profitably. Liberal profit on each sale. Protection 
becomes a major line. Write for details, giving terri- 
Address N-155, care Office Appliances, Chicago. 


IF YOU SELL 
writer Specialty 
given. Quickly 
tory you cover. 


DIRECT to offices, 


TERRITORIES AVAIL ABL E, except Now York City, to proper repre- 





sentatives to sell office desks to trade. Write Office Appliances, Box 
N-151, 100 E. 42nd St., New York. 

MEC HANICS WANTED 
MEC HANICS W ANTED Tynewsiter mechenia. ‘also adding machine 


mechanic. P ruitt Corporation, 172 N. LaSalle St., Chicago. 
W ANTED- First class Mechanic on Royal typewriters by mid- western 
dealer. Good position for right party. Give details. Address N-148, 


care Office niece es, em: 


BU SINESS OPPORTUN NITIES 








FOR SALE—Equipment and commerci ial stationery store in the best 
business town and section of Minnesota. Has an established trade in 15 
counties on Royal typewriters. Better opportunity only reason for sell 
ing. Address N-153, care Office Appliances, Chicago. 

old established wholesales office. supply business. 
Address N-150, care Office Appliances, 


FOR SALE—A small 
Central part of New York State. 
Chicago. 

small ofes supply store, well stocked 
Terms 


FOR SALE—In Central Illinois, 
with new merchandise, doing nice business Reasonable prices. 
eash. Address N-156, care Office senbatitsersetin eens 


ADDING : MAC HINE PARTS, 3, TY PE, ETC. 


NEW PRICE LIST of adding machine parts, ribbons and type now 
ready. Send for yours. The Pioneer Adding Machine Parts Man—I. A 
Dehn, Jr., 1450 102d Avenue. Oakland, Calif. 

FOUNTAIN PEN REPAIRING 





»>AIR ALL MAKES Fountain Pens, Desk Pens, ““Vakuum” 
Repaired at standard prices. Mail all makes to 
(Established 1904.) We feature Gold Pen 


WELTY’S REI 
Pens, Pencils, etc. 
ONE place for better service. 


Points and Repairing. Welty Pen and Repair Co., 38 S. State St., 
Chicago. 

SAL ES LETTERS | 
LETTERS WILL BUILD SALES—For years I ek: built beet: that 


Send me your data for 
Particulars on re- 


You need them more than ever now. 
letters for reshaping. 


pull sales. 


new letters, or unsuccessful 
quest. Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, 


N. M. 





FOR SALE AND WANTED TO BUY 





ELLIOTT-FISHER MACHINES—Burroughs aoa Hopkins—Adding 

Machines—-Caleulating Machines—bought and sold. Chicago Office Appli- 

ance Co., 533 S. Dearborn, Chicago. 

Adding Machines, Comptometers, Bur- 

Typewriters and all office machines 
849 N. 3rd St., Milwaukee, Wis. 





EL L 1OT T-FISHER — hines, 
roughs and Monroe Calculators, 
bought and sold. Teeter-Warsh Co., 





BURROUGHS, MOON HOPKINS, Elliott- Fisher, Remington Account- 


ing Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International 
Office Appliances, Inc., 326 Broadway, New York City. 





FOR SALE AND WANTED TO BUY—Continued on page 8. 





FOR SALE AND WANTED TO BUY—Continued from page 7. 


BURROUGHS—Several Model 111714 and 
1,400,000, full cycle 
Will take calculators in trade. 
Federal St., Boston, Mass. 


ELLIOTT-FISHER machines, typewriters, adding machines—all offic 
equipment, bought Company, 


Bldg., Milwaukee, Wis. 


DICTAPHONES, EDIPHONES, SUPPLIES headquarters—machines 


bought, sold. Wholesale, Chicago Dictating Machine 


sold. 


machines. 


retail. 


Co., 19 S. Wells St., Chicago. 


The statistics here presented are 


United States Exports of Typewriters, October, 1937 


Countries 
Austria 
Belgium 
Czechoslovakia 
Denmark 
Finland 
France 
Germany 
Gibraltar 
Greece 
Hungary 
Iceland 
Irish Free State 
Italy 
Latvia 
Malta, Gozo and 
Cyprus 
Netherlands 
Norway 
Poland and Danzig 
Portugal 
Rumania 
1.8.8. R. (Russia 
Sweden 
Switzerland 
Albania 
United Kingdom 
Yugoslavia 
Canada 
British Honduras 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico 
Newfoundland and 
Labrador 
Bermuda 
Barbados 
Jamaica 
Trinidad and Tobago 
Other Brit. W. Indies 
Cuba 
Dominican Republic 
Neth. West Indies 
French West Indies 
Haiti, Republic of 
Argentina 
Bolivia 
Brazil 
Chile 
Colombia 
Ecuador 
British Guiana 
Surinam 
Paraguay 
Peru 
Uruguay 
Venezuela 
Aden 
British India 
British Malaya 
Ceylon 
China 
Netherlands Indies 
French Indo-China 
Hong Kong 
Iraq 
Japan 
Palestine 
Iran 
Philippine Islands 
Siam 
rurkey 
Australia 
British Oceania 
French Oceania 
New Zealand 
Belgian Congo 
British East Africs 
Union of 8. Afric: 
Other Brit. S. Africa 
Gold Coast 
Nigeria 
Other Brit. W. Africa 
Egypt 
Algeria 
Other French Africa 
Liberia 
Morocco 
Mozambique 
Other Portug. Africa 
Canary Islands 





Total 
Shipments to 
Hawaii 
Puerto Rico 


ee Tr ee 
5, ee 
ra 


x 
= oo 


Standard 
typewriters, 


Value 
$4,060 
13,037 
20,989 

512 
5,326 
43,452 
150 


219 
170 


$656,684 


5,309 
4,618 


New 


Ww. 


Write us. 


A-1 condition. it. 
England Adding Machine Co., 129 


J. Crowley 


7772 
Portable 
typewriters 


new 
No Value 
71 $1,396 
72 1,782 
194 5,207 
65 
125 
5 149 
10 338 
80 2,160 
1 34 
100 
66 
178 
116 
61 
10 
58 
2,173 
72 yf 
32 1,162 
46 1,538 
20 
72 2,415 
7 261 
1,178 35,688 
18 479 
1 30 
7 181 
5 165 
4 120 
20 597 








109 3,500 
3 721 
5 165 
26 797 

168 >, 484 
5 149 
40 957 

241 4.307 
6 186 
85 2,233 
68 1.906 
17 511 

145 4,299 
2 63 
23 571 
27 786 

26 912 
26 SO4 
l 40 
8 346 
26 & 748 


9,880 $261,774 


34 $l, 


92 
26 83° 


Can 








7774 


Used and 
rebuilt 
typewriters 


No. 


30 
9 
99 


108 


41S 


be 


x 


131714. Serial, 1, 
bought 


34 


Value 


999 


131 
33 


,933 








OFFICE APPLIANCES 


DICTAPHONES, EDIPHONES-—~all models, select machines, prompt de- 
liveries, profit-making prices. Sole distributor rights to our Cleartone 
cylinders being granted to dealers. American Dictating Machine Co., 
1141 Broadway, New York City. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak- 
ing Circular. Pruitt, 527 Pruitt Bldg., Chicago. 
KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all 
types bought and sold. We specialize in this field and offer full co- 
operation to dealers. Commercial Card System, 401 Broadway, New 
York City. 

MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
writer ribbons. Established over ten years. Write us, save money. 
Lewis Co., 953 N. 4th St., Milwaukee, Wis. 


Export Statistics by United States Department of Commerce 


preliminary and subject to revision in the annual published reports. 


709.23 780.86 
Calculating Calculating 
machines machines 780.92 
having not having Calculating 
an electric an electric anc 
motor as an motor as an accounting 











7781.6 essential essential machines 
l'ypewriters feature feature n.e. 8 

Countries No Value No Value No Value No. Value 
Denmark ? 1$ 169 
France fs 1$ 59 1 $2,100 : pee 
Germany 510 10,573 
Norway l 53 
Sweden 1 126 
Switzerland 500 =7,302 
Canada 3 110 1$ 185 

rotal 1015 18,097 1 $2,100 23 295 1$ 185 
EXPORTS 
7752 7753 
Listing-adding- Typewriter- 7756 
bookkeeping bookkeeping- Listing- 
machines machines adding machines 

Countries No Value No. Value No. Value 
Austria j $ «© $ 1,650 1 ¢ 21 $ 2,549 
Belgium..... l 1,039 8 128 10,932 
sulgaria 3 13 1,594 
Czechoslovakia 3 43 4,697 
Denmark pie 21 1,059 
Finland 38 3,959 
France 23 22,451 84 54,266 243 22,621 
Greece 1 1.057 10 480 
Hungary 1 821 3 2,545 “sa een 
Iceland a 2 98 
Irish Free State 3 2,151 5 291 
Italy 6 30 3,643 
Netherlands 1 1,035 15 13,200 37 4,656 
Norway 1 3,342 189 8,748 
Poland and Danzig l 792 8 1,037 
Sweden 14 12,491 8 6,456 236 2,672 
Switzerland 2 1,300 5 2,899 51 9,435 
United Kingdom 61 58,398 105 63,657 45 57,587 
Yugoslavia 1 743 34 2,708 
Canada | 1,398 6 2,358 146 12,777 
British Honduras 4 186 
Costa Rica 2 400 
Guatemala 2 126 
Nicaragua 3 315 
Panama 1 2,495 23 1,762 
Salvador ee 5 401 
Mexico 7 7,288 4 1,997 174 
Newf. and Labrador 7 
Barbados 3 
Jamaica 1 851 1 
rrinidad and Tobago 5 
Other Brit. W. Indies 4 
Cuba l 913 3 933 76 
Dominican Republic 6 
Netherland W. Indies 1 239 3 
Argentina 8 10,442 13 12,749 128 
Bolivia 9 
Brazil 28 45,840 9 4,581 96 
Chile l 1,199 38 
Colombia 150 
Ecuador 21 
British Guiana 2 
Surinam 1 
Peru 47 
Uruguay 3 3,575 101 
Venezuela 1 416 2 1,961 31 
British India 11 3.190 12 
British Malaya 1 621 13 
Ceylon 1 
Netherland India 16 6,946 97 
Hong Kong 1¢ 
Japan 1 704 
Philippine Islands 5 5,142 14 13,263 46 
rurkey 13 
Australia 81 31,574 186 
New Zealand 3 2,118 10 5,196 37 
Belgian Congo 11 
Union of South Africa 2 7.336 7 3,187 35 
Other British South 

Africa 1 
Egyp 1 
runisia l 640 4 
Other French Africa 3 
Mozambique 3 

Total 173 $182,573 430 $258,717 3,015 

Shipments to: a 

Hawaii 4 3,005 2 1,997 30 

Puerto Rico ; l S16 ; . ; 33 








JANUARY, 1938 


Countries 


Austria. 

Belg ium... 

Cc sochosiovakia 
Finland. 
France 
Germany...... 
Greece. : 
— 


Italy..... 
Netherisnds. 
Norwa . 
Poland. and Danzig 
Sweden 
Switzerland. 

United Kingdom . 
Yugoslavia.... 
Canada...... 
Guatemala... . 
Honduras......... 
Nicaragua... 
Panam 
——- 
Mexicc ‘ 
ten “and Labrador 
Jam 

T Hatdad and Tobago. 


Netmeriand ‘W. Indies 
Haiti, Republic of. 
Argentina. : 
Bolivia. . 

ee 
ee 
Colombia 
Ecuador. ‘ 
British Guiana. 
 ), ee 
Uruguay..... 
Venezuela 
British India...... 
British Malaya....... 
Netherland India..... 
French Indo-China. . . 
Hong Kong... . oe 
Maas os 6.45.8 4° 
Palestine. . 

Philippine Islands. 
a eae 
Australia : 
New Zealand... 
Union of South Africa. 
Liberia...... 


Total. . 
ments to: 


Shi 
Hawa ; 
Puerto Rico. 


EXPORTS 


7757 
Calculating 
machines 








No. Value 
7 $ 3.310 
67 11. 180 
28 4,9: 24 
16 3,05 
68 18,9: 34 
4 2,385 
10 464 
2 89 
49 8,130 
25 3,150 
12 1,475 
2 355 
35 1,501 
53 9,366 
290 83,135 
2 237 
164 28,567 
3 375 
3 652 
4 982 
2 320 
2 414 
23 2,406 
1 53 
1 125 
25 
9 
75 175 
2 5 
24 5,633 
10 8,674 
6 757 
1 200 
21 2, 699 
10 1,755 
12 767 
2 340 
9 920 
10 788 
7 1,332 
65 13,117 
6 1,972 
1 350 


7759 
Card- 
punching, 
sorting, 
and tabulating 


machines 
No Value 

16 $ 5,900 
13 6,416 
13 4,531 

+ 14,550 

2 5,760 

y 4 2,410 

19 7,074 

5 4,992 

1 1,620 

30 35,498 
15 16,080 

2 4,689 

2 1,367 

7 6,112 

1 363 

2 1,988 

19 24,434 
153 $143,764 


United States Exports of Adding, Calculating, Billing 


Countries 


Ds. See 
Belgium...... ray 
Czechoslovakia...... 
Denmark... . ; 
er 
Bee 
ay Packwons 
Hungary . 
Italy 
Malta, Gozo and Cy prus 
Netherlands ee 
Norw 
Poland and Danzig. 
tee 8 
8 RR 


(Russia). 


Switzerland ae 
UD )nited Kingdom Poe 


cendnmane er ee eee 
Honduras 
Nicaragua 
Panama....... 
Mexico. . 

Newf. and Labrador. 
— and Tobago 
0 
Netherland W. 
Argentina..... 
Saat 
SS Fee 
Colombia. . . 
British Guiana. 
Sa aee 
Uruguay...... 
Venezuela....... 
British India..... 
British Malaya... 
Netherland India 





‘Indies 


Philippine Islands. 
Sia 


Australia. Pe 
New Zealand. 
Union of South : 
Gold Coast. ; 
eres 
Algeria. . ue at 
Morocco... piheewe aes 


Total... 
Shipments to: 
Hawail.. ; 
PUGEtO RICO. «2.05055. 


Cash Registers 


EXPOR 


7761 
Parts for 


October, 1937 


TS 


accounting and 7764 
calculating Cash registers, 
machines new 
Value No Value 
$ 139 
3,647 8 $ 3,323 
408 5 795 
2,247 
2 1,479 
74,830 7 2,455 
30 
90 
11,480 
5 569 
1,125 11 3,971 
40) 1 75 
522 
1,706 
1,067 18 5,090 
5,750 15 8,922 
85,128 17 6,106 
42,752 68 3,831 
‘ 11 986 
4 
114 
2 
63 7 1 
754 35 9,035 
62 
237 42 4.061 
2 336 
11,283 27 6,064 
? 664 151 22,290 
297 6 2,394 
32 10 1,859 
1 429 
300 1 79 
268 1 223 
29 15 5,130 
907 
2 604 
683 
707 18 3,362 
5 1,443 
397 35 4,017 
2 201 
7,739 14 6,092 
1,405 13 6,935 
1,207 121 13,641 
1 489 
2 
a) 864 
, 234 
$ 260,117 685 $127,809 
$ 3,177 31 $ 4,138 
15 12 930 


7760 
Other 
adding and 
calculating 
machines, 
including 
used and rebuilt 
No. Value 
» ee 505 
12 509 
4 972 
6 317 
78 25,450 
10 751 
39 4,482 
7 418 
1 175 
40 445 
429 1,185 
1 16 
1 14 
15 884 
1 55 
3 217 
18 
30 3,129 
3 149 
40) 2,774 
3 230 
14 “195 
2 111 
20 513 
17 371 
1 813 
6 338 
1 30 
1 15 
42 2,534 
19 1,392 
$ 109 
1 50 
854 $50,166 
23 102 
Machines and 
7766 
Cash registers, 
used and 
rebuilt 
No. Value 
13 $ 2,239 
2 461 
3 437 
37 5,698 
40) 13,190 
5 763 
3 996 
16 583 
12 1,690 
16 284 
185 3 260 
4 161 
1 100 
1 40 
48 9,516 
168 18, 349 
5 731 
6 1,077 
19 2,793 
2 109 
2 363 
17 1,715 
1 330 
606 $ 66,885 
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United States Exports of Metal Office Furniture and Office Equipment 


Countries 


Belgium 

Czechoslovakia 

Denmark 

Estonia 

Finland 

France 

Italy 

Netherlands 

Norway.. 

—— 
8.8. R. 

evades 

United Kingdom 

Canada 

Costa Rica 

Guatemala 

Panama 

Salvador 

Mexico 

Newf. and Labrador 

Bermuda 

Barbados 

Jamaica 

Trinidad and Tobago 

Other Brit. W. Indies 

Cuba 

Dominican Republic 

Nether. W Indies 

Haiti, Republic of 

Argentina 

Bolivia 

Brazil 

Chile 

Colombia 

British Guiana 

Peru 

Uruguay 

Venezuela 

Saudi Arabia 

British India 

British Malaya 

Netherlands Indies 

Hong Kong 

Philippine Islands 

Turkey 

Australia 

New Zealand 

Brit. Ea. Africa 

Un. of So. Africa 

Other Brit. So. Africa 

Gold Coast 

Egypt 

Algeria 

Morocco 

Mozambique 


(Russia 


Total 
Shipments to: 
Hawaii 
Puerto Rico 
Virgin Islands. 


Countries 


Austria 

Belgium 
Czechoslovakia 
Denmark 

Finland 

France 

Greece 

Hungary 

Irish Free State 
Italy ; 
Netherlands 
Norway 

Sweden 
Switzerland 
United Kingdom 
Canada 

British Honduras 
Costa Rica 
Guatemala. . 
Honduras 
Nicaragua 
Panama 

Salvador 

Mexico 

Newf. and Labrador 
Bermuda 
Barbados 
Jamaica 

Trinidad and Tobago 
Other Brit. W. Indies 
Cuba 

Dominican Republic 
Nether. W. Indies 
French W. Indies 
Haiti, Republic of 
Argentina 

Bolivia 

Brazil 

Chile 

Colombia 
Ecuador 

British Guiana 
Surinam 

Peru 

Uruguay 
Venezuela 

Saudi Arabia 
British India 
British Malaya.. 


October, 1937 





EXPORTS 
6130 
Sheet- 
metal 
6129 shelv- 6132 
Sheet-metal ing 6131 Sheet- 
lockers and and Sheet-metal metal 
storage wall filing cases, cabinets 
cabinets bins not insulated insulated 
No Value Value No. Value No. Value 
i3 § 46 22 $ 659 3 $ 180 
27 647 
16 577 
1 34 
29 929 
1 33 
10 24 
$ 62 1,250 
22 134 37 9 263 34 1,826 
5 228 7 334 
1 115 
163 6,138 50 2,175 
84 1,364 833 19 382 2 170 
487 3,855 4.731 284 4,164 16 946 
6 59 
5 59 54 24 620 
110 988 2,869 40 1,360 10 487 
4 110 ‘ 
52 475 79 2,837 2 201 
21 157 3 64 
76 633 1 19 
7 208 
10 30 
4 32 2 138 2 100 
28 254 7 204 
327 665 123 1,965 2 95 
| 10 32 773 7 818 
5 70 24 161 1 77 
1 13 
24 99 975 109 2,409 
13 "588 6 456 
98 590 27 1,189 1 #1 
11 954 11 576 
108 876 90 2,428 19 1,733 
1 29 
7 130 84 50 837 s 564 
Ss 120 2 92 
132 2,165 3,298 111 3,583 7 452 
1 54 : 
20 96 15 431 
2 114 ‘ sank 
19 278 17 911 
122 3 
3 98 206 194 5,712 
149 3,607 
24 144 32 712 
3 15 56 13 327 
3 6 99 6 140 4 162 
55 712 144 275 7,267 1 68 
39 639 
1 28 
73 
3 76 
2 89 
21 886 
1,732 13,782 14,130 2,183 56,332 213 12,599 
264 $4,433 $ 409 174 $4,810 2 $ 158 
299 2,243 458 116 2,530 10 528 
10 190 2,216 ‘ ; 
6134 
Bank 
and Other metal 
safety 6135 furniture 
deposit Other ik 
vaults office 6137 Chief 
and furni Chief value 
vault ture 6136 value of 
6133 equip- and fix- Metal beds and of uphol- 
Safes ment tures bed springs metal stery 
No Value Value Value No. Value Value Value 
$ 68 
367 
oe Scere Saeed ; 
2$ 192 974 a 
1 98 818 nl 
261 $ 196 os 
13 nae ; ee 
30 sae : 
114 a eae 7 
2 31 eas - 
1,472 Be nual - 
6 291 533 jk —_ 193 wha 
3,728 ee exe 251 $ 627 
; 12 ee nae 25 : 
70 «64,318 11,168 ple ‘ 712 2,07 
77 3,073 $ 484 10,227 41 $ 509 11,816 48 
7 30 161 ; 
249 136 627 113 
373 17 180 77 
4 28 225 me es 
a - 115 ona 
2 169 1,607 1,803 13,612 3,932 130 
7 346 Jaume 211 2 
2 150 2,640 254 1,816 2,754 
1 "30 142 622 1,063 
2 298 358 65 662 751 
995 67 423 103 
3 88 200 289 992 5,357 775 
1 216 29 818 ,237 82 
1,226 69 59% 1,189 
‘481 85 758 5,093 
103 1 37 267 
5 171 746 4,916 327 
210 1,232 pate 
204 295 1,822 
4,000 1,394 an ‘ 
89 338 1,942 30 
1,258 4,230 1 35 61 
1 34 200 7: 
54 2,779 3,225 3,482 159 1,316 819 
6 505 1 39 
48 71 642 
4 27 ea 
bt 429 1,363 89 975 e 
562 335 
103 4,488 1,685 303 4,884 16,797 
92 awe 107 
2 290 49 : edhe wade 
2 135 72 439 324 
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6134 
Bank 
and Other metal 
safety 6135 furniture 
deposit Other 6138 
vaults office 6137 Chief 
and furni- Chief value 
vault ture 6136 value of 
6133 equip- and fix- Metal beds and of uphol- 
Safes ment tures bed springs metal  stery 
Countries No. Value Value Value No. Value Value Value 
Netherlands Indies 198 78 
Hong Kong 134 
Japan 9 
Kwantung 7,100 
Philippine Islands 370 14,891 865 1,399 713 4,210 883 
Siam 2 16 
Turkey 120 765 
Australia 651 20 241 148 195 
French Oceania 85 
New Zealand 54 257 
Un. of So. Africa 34 «1,506 1,969 216 676 3,280 190 
Gold Coast S4 99 529 
Nigeria 14 SS 152 
Egypt 151 
Other French Africa 74 
Liberia 35 14 128 756 
Mozambique 81 
Total 752 $34,151 $17,132 56,659 8,037 $54,772 $54,438 $ 3,700 
Shipments to 
Hawaii 13 $ 777 $ 423 $7,459 2818 20,796 $21,029 $ 148 
Puerto Rico bad 349 686 3,346 1,027 7,258 7,596 SS 
Virgin Islands 158 129 2 199 


Safes and Vaults Census of Manufactures 








The United States Bureau of the Census has released statistics 
on the manufacture of safes and vaults. 

The principal products of the establishments classified in this in- 
dustry are fireproof and burglar proof safes and vaults for banks 
offices, and residences; money chests, safe deposit boxes, vault 
doors and safe locks. It is necessary in the case of this industry 
to withhold from publication all state figures for salaries and 
wages, cost of materials, value of the products, and value added 
by manufacture in order to avoid disclosing exact or approximate 
data for individual establishments Wage earner figures are, how 
ever, given for Ohio, the most important state in the industry, and 
the only one represented by more than two establishments. 

TABLE 1 GENERAL STATISTICS, FOR THE UNITED STATES: 1929 TO 1935 
Percent of 
Increase or — 
1935 1933 1931 1929 Decrease 
1933- 1929- 
1935 1935 - 
Number of establishments 14 21 25 27 * * 
Proprietors and firm mem- ; 

bers 3 5 . 7 - * 
Salaried personnel, total’. 251 ‘ 749 4 66 5 
Salaried officers of é 

corporations 27 4 49 ‘ * 
Supervisory, technical, 

and clerical employees 224 6275 700—18 5—68 .0- 
Salaries paid, total? $479,628 4 $2,003,041 ) —36.3 
To salaried officers or 

corporations $130,067 4 $398,717 4 67 .4 
Tosupervisory, technical, | 

and clerical employees > $349,561 6414,307 $1,604,324 15 .6—78 .2 
Wager earners (average for 
year)’ 809 933 3,033—13 .3—73 .3 
Wages $800,314 $643,411 $2,176,226 $4.438,698 24 4—82 0 
Cost of materials, etc., total 1,203,636 937,557 4,073,014 6,392,461 28 4—81 2 
Cost of materials and 

supplies 1,123,481 6,175,C47 81.8 
Cost of fuel 45,333 92.826 (°° 51.2 
Cost of purchased electric 

—— 34,822 124,588 (2 72.1 
Value of products $3 3.313.065 2,917,905 11,606,575 19,362,192 13 .5—82.9 
Value added by 
manufacture® 2,109,429 1,980,348 7,533,561 12,969,731 6 .5—83 .7 


* Percent not computed where base is less than 100 

' California, 2 establishments; New York, 2; Ohio 

2 No data 

3 No data for employees of central administrative offices are included in the figures for 
any year. See sec. 8, p. 111 

4 Data incomplete 

5 Supervisory, technical, and clerical employees reported separately for 1935 only, as 
follows: Supervisory, 35; salaries, $107,103. Technical, 15; salaries, $24,320. 
174: salaries, $218,138. See sec. 8, p. 1 

6 Supervisory, 52; salaries, $134,740. Clerical and other, 223; salaries, $279,567. See sex 
8. ov. Ill 

7 See sec. 9, p.m 

8 Includes $144,805, value of miscellaneous products and receipts, but does not include 
$1,075,191, value of safes and vaults made as secondary products in other industries 
supplies, fuel, and purchased elecuric energy 


7; Pennsylvania, 2; Wisconsin, 1 


Clerical 


® Value of products less cost of materials 
See sec. 12, p. I 


——— 


Germany’s Oldest Fair 


The United States Department of Commerce states that the 1938 Spring 
fair will be held at Leipzig, Germany, from March 6 to 14. This is the 
oldest as well as the largest of the trade fairs. It dates back more 
than 700 years. The coming fair is expected to include some 10,000 
exhibits from twenty-five of the leading countries. Every conceivable 
kind of art and industrial product from all parts of the world can be 
seen. 

snincsilcamsin 
South African Men Want No Pothooks 
A dispatch to the Chicago Daily News indicates that men of Sout} 


effeminate to write shorthand and to use a 
Town Council at Port Elizabeth inserted an 
seeking a committee clerk. The advertisement 


Africa consider it 
A member of the 
ment in London, 


typewriter 
advertise 
brought 


a “‘very disappointing response.” 





OFFICE APPLIANCES 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 
The following detailed inquiries, received direct from readers of OFFICE 
APPLIANCES, are tangible business opportunites. . 
Where inquirers submit references mention is made in the item. 


Wanted Here at Home 


Canadian Distribution Offered. The firm of Walter E. Soper, 56 Sparks 
i and commission 





Street, Ottawa, Ontario, acts as a manufacturers’ agent 

broker, handling office systems, equipment and stationery. Most of its 
business is direct to commercial houses and government offices but one 
line is sold only to stationers. The concern would like to hear from an 
American manufacturer or two seeking more complete distribution in 
eastern Ontario. Correspondence should be addressed to Elmer Brounlee. 


Lines sought for Far West. H. K. Lea, 405 Orpheum building, Seattle, 
Wash., desires an additional line to sell to dealers in the states of Wash- 
ington, Oregon, Idaho and Montana. At present he represents a line of 
office chairs of wood. He will be happy to consider other office furniture, 
desk pads, desk sets, chair pads or other accessory lines, including filing 
supplies and specialties. He was at Chicago for the January Furniture 
Market. 

—— 
Biennial Census of Manufactures 

The Biennial Census of Manufactures, covering the calendar year 1937, 
got under way on January 25, 1938, when schedules were mailed to manu- 
facturers throughout the country, announces Director William L. Austin 
of the Bureau of the Census, Department of Commerce. The census will 
cover all manufacturing establishments in the United States making prod- 
ucts valued at $5,000 or more during 1937. 

The Census Bureau has set a goal of greatly 
issuing the reports of this canvass. The Division of Manufactures has 
been completely reorganized and strengthened towards this end. Codépera- 
tion of manufacturers in returning schedules promptly is necessary, how- 
ever, if this goal is to be attained. Prompt publication of the figures 
will greatly enhance their value and the Bureau is making every effort to 
set a speed record in the collection, compilation and publication of the 
reports of the Biennial Census of Manufactures, 1937. 

The usefulness of these statistics is indicated by the following resolu- 
tion adopted by the Congress of American Industry on December 9, 1937: 

“Resolved, that the Congress of American Industry express to the 
United States Census Bureau appreciation of its endeavor to codperate 
in developing sound forms and practice in the forthcoming Census of 
Manufactures, and that all manufacturers be urged to coéperate with the 
Census of Manufactures in prompt return of Census forms.”’ 

The general schedule consists of four pages including a page and one- 
devoted to instructions. The major questions are: Description of 
plant; character of industry; time in operation and hours of labor; sal- 
iried employees and salaries paid; wage earners employed, by months, 


increased timeliness in 


ind wages paid; cost of materials, ete., actually used during year; prod- 
ucts made and work done during year; fuel and electric energy used 
during 1937; and inventory at the beginning and also at the end of the 
year. This is the first time the inventory information has been gathered. 


Leading manufacturers and trade associations participated actively in 
drawing up the schedule used in the canvass. Every effort was made to 
restrict inquiries to those which will yield the maximum of usefulness 
with the minimum of trouble in reporting. Manufacturers are again 
assured that their reports to the Bureau are confidential and cannot be 
used for purposes of taxation, regulation or investigation. 

= 


Mexico Marking Requirements 

Mexican Department of Weights and Measures have 
enforcement of metric unit marking requirements be- 
ginning January 1, 1938, will be applied to imported goods at the time of 
resale in Mexico, and not to the time of their importation into that 
country, according to a report from the office of the American Commer- 
cial Attache, Mexico City. 

Consequently export shipments to Mexico may continue to be made in 
containers of any desired size and marked with any unit of weight or 
measure, both as regards the container and the product itself. In other 
words, no weights and measures restrictions will be applied to imported 
goods at the time they pass through the Mexican customs. 

However, after customs clearance, the importer or distributor in Mex- 
ico is required to delete all indications of measure or weight other than 
those of the metric system, prior to placing the goods on sale in Mexico. 
This may be done by means of a sticker placed on the container or 
label, or by other suitable methods, in such a manner as to obliterate 
any reference to weights or measures in non-metric units. In the case 
of products such as machine tools and machinery, on which weights or 
measures are cast, it will not be necessary to change the existing 
markings even at the time of the resale to the Mexican customer. 

Exemption Has General Application 
The same exemption applies to invoices and other documents covering 


Officials of the 
stated that strict 





export shipments to Mexico, which may be made out in any system of 
weights and measures, and it is only on invoices covering the resale 
of the goods in Mexico that it is necessary to show price quotations 
in terms of metric units, or to designate the weight or measure of 


goods in the metric system exclusively. 


packaged 


Catalogues and advertising matter of all kinds relating to goods for 
sale in Mexico must use the metric system exclusively. However, where 
this requirement would involve considerable expense and difficulty on 
the part of exporters, officials of the Mexican department of weights 
ind measures have indicated their willingness to consider requests for 


Such requests should be made through 
Similarly, 


exemption from this requirement. 
the Mexican distributor or representative of the exporting firm. 


in the event that there is some doubt as to whether or not the Mexican 
regulations require a change in the customary method of marking prior 
to the resale of the goods in Mexico, the question may be referred in 
the same manner to the Mexican officials for consideration. Commerce 
Reports) 
>. —- 
Meat Inspection Stamps 

Commerce Reports stated that the United States meat inspection 
stamps used by American meat packers are acceptable as the official 


certificate for Public Health purposes of imports of meat and meat prod- 
ucts shipped from the United 





ie 

France Increases Import Duties on Carbon Paper 
paper is an item in a list of manufactures included in prod- 
which import duties have been increased by France. 


Carbon 
ucts on 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,100,720. Letter Tray. John H. Page, Muskegon, 
Mich., assignor to The Shaw-Walker Company, Muske- 
gon, Mich., a corporation of Michigan. Application 
January 1t!, 1937, Serial No. 120,031. Granted No- 
vember 30, 1937. 

2,100,768. Envelope Closure. Julius Schuknecht, 
Middle Village, N. Y. Application April 21, 1937, 
Serial No. 138,092. Granted November 30, 1937. 

2,100,771. Combined Billfold and Key Holder. Her- 
man B. Welch, West Bend, Wis., assignor to Amity 
Leather Products Co., West Bend, Wis., a corporation 
of Wisconsin. Application February 8, 1937, Serial 
No. 124,703. Granted November 30, 1937. 

2,100,804. Drive For Calculating Machines, Book- 
keeping Machines, and the Like. Karl Reinhold 
Heinitz, Dresden, Germany. Application October 6, 
1933, Serial No. 692,544. In Germany October 24, 
1932. Granted November 30, 1937. 

2,100,814. Manifolding Book. John R. Morrison, 
Newport News, Va., assignor, by mesne assignments, 
to J. Stuart Fleming, Niagara Falls, N. Y. Appli- 
cation December 14, 1931, Serial No. 508,786. Granted 
November 30, 1937. 

2,101,292. Passbook or the Like. Tom B. Rada- 
baugh, West Milton, Ohio. Application August 19, 
1936, Serial No. 96,849. Granted December 7, 1937. 

2,101,304. Fountain Pen. Howard S. Wright, Fort 
Madison, lowa, assignor to W. A. Sheaffer Pen Com- 
pany, Fort Madison, lowa, a corporation of Delaware. 
Application June 5, 1936, Serial No. 83,599. Granted 
December 7, 1937. 

2,101,427. Tabulating Card. Leo C. Conradi and 
Almon M. Fairbrother, Binghamton, N. Y., assignors 
to International Business Machines Corp., New York, 

. Y., a corporation of New York. Application May |, 
1935, Serial No. 19,180. Granted December 7, 1937. 

2,101,766. Calculating Machine. Edward C. Walter, 
Orange, N. J., assignor to Monroe Calculating Machine 
Company, Orange, N. J., a corporation of Delaware. 
Application December 1{7, 1935, Serial No. 54,909. 
Granted December 7, 1937. 

2,101,767. Calculating Machine. Edward C. Walter, 
Orange, N. J., assignor to Monroe Calculating Ma- 
chine Company, Orange, N. J., a corporation of Dela- 
ware. Application February 19, 1937, Serial No. 126,- 
699. Granted December 7, 1937. 

2,101,914. Cheek Signer. Howard |. Morris, Indi- 
anapolis, Ind. Application June 15, 1935, Serial No. 
26,729. Granted December 14, 1937. 

2,102,044. Fountain Pen and the Like. Milford 
Guy Sypher, Belleville, N. Y., assignor to The Chil- 
ton Pen Company, Inc., Long Island City, ee. 
corporation of New York. Application March 31, 1934, 
Serial No. 718,313. Granted December 14, 1937. 

2,102,087. Tool For Removing Staples. William G. 
Pankonin, Chicago, ill. Original application Decem- 
ber 12, 1932, Serial No. 646,846. Divided and this 
application February 6, 1936, Serial No. 62,614. 
Granted December 14, 1937. 

2,102,272. Filing Cabinet Shell. Frank D. Jonas, 
East Williston, N. Y., assignor to Oxford Filing Sup- 
ply Co., Brooklyn, N. Y., a partnership composed of 
Richard A. Jonas, Richard A. Jonas, Jr., Robert P. 
Jonas, Frank D. Jonas, and Edward F. Jonas. Appli- 
cation March 31, 1934, Serial No. 718,447. Granted 
December 14, 1937. 

2,102,292. Back Gauge for Punches. Charles V., 
St. Louis, and George J. Rundblad, Chicago, IIl., 
assignors to Wilson-Jones Company, Chicago, IIl., a 
torporation of Massachusetts. Application October 26, 
i Serial No. 107,644. Granted December 14, 

2,102,366. Dictating Machine. Joseph M. Luca- 
relle and John E. Reinholdt, Bridgeport, Conn., as- 
signors to Dictaphone Corporation, New York, N. Y., 
a corporation of New York. Original application June 
7, 1929, Serial No. 369,044. Divided and this appli- 
cation November 2, 1933, Serial No. 696,364. Renewed 
January 9, 1936. Granted December 14, 1937. 

2,102,431. Copy Holder For Stenotype Strips. Jay 
McNamara, New York, N. Y. Application September 
4, 1936, Serial No. 99,339. Granted December 14, 1937. 

2,102,526. Typewriting Machine. Frederick M. 
Guilfoyle, Denfield, Ontario, Canada, assignor to Rem- 
ington Typewriter Company, Ilion, N. Y., a corpora- 
tion of New York. Application January 18, 1934, 

2,102,693. Adding Machine. Max Garbell, Chicago, 
lll., assignor to Victor Adding Machine Company, 
Serial No. 707,176. Granted December 14, 1937. 
Chicago, III., a corporation of Delaware. Application 
June 3, 1937, Serial No. 146,171. Granted Decem- 
ber 21, 1937. 

2,103,098. Check Writer. Ole Slettevold and Clar- 
ence W. Johnson, Chicago, III., assignors to The Hed- 
man Manufacturing Company, Chicago, IIl., a cor- 
poration of Illinois. Application February 15, 1934, 
Serial No. 711,299. Granted December 21, 1937. 

2,103,275. Typewriter Ribbon and Ink Composition 
Therefor. George W. Schaefer, Quincy, Mass. Appli- 
cation November 22, 1934, Serial No. 754,312. 
Granted December 28, 1937. 

2,103,307. Loose-Leaf Binder. Paul O. Unger, 
Elmhurst, IJll., assignor to Wilson-Jones Company, 
Chicago, IIl., a corporation of Massachusetts. Appli- 
cation June 26, 1933, Serial No. 677,534. Granted 
December 28, 1937. 

2,103,417. Pencil. Friedrich Wilhelm Haach, Ber- 
lin, Germany. Application July 25, 1934, Serial No. 
736,944. Granted December 28, 1937. 

2,103,551. Stapling Device. William G. Pankonin, 
Chicago, IIl. Application October 18, 1934, Serial 
No. 748,803. Granted December 28, 1937. 

2,103,668. Typewriter. William A. Fowler, Lin- 
coln, Nebr. Application May 20, 1936, Serial No. 
80,871. Granted December 28, 1937. 

2,103,699. Fountain Pen Cleaner. Joseph D. Shee- 
han, Brooklyn, N. Y. Application November 30, 1934, 
Serial No. 755,331. Granted December 28, 1937. 

2,103,734. Typewriter. William H. Schmidt, Wau- 
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watosa, Wis. Application March 9, 1936, Serial No. 


67,945. Granted December 28, 1937. 107,349. Design 


2,103,882. Writing Pen. George S. Walter, Chicago, Rochester, N. 


ill. Application April 25, 1936, Serial No. 76,400. ; 
Granted December 28, 1937. ne agg 


DESIGN PATENTS 


For a Desk. James R. Clark, 
assignor to The National Cash 


Dayton, 
May 24, 1937, Serial No. 


Ohio, a_ corporation of 


2,103,921. Typewriting Machine. Russell G. Thomp- 69,530. Granted December 1937. 
son, West Hartford, Conn., assignor to Underwood 107,438. Design for a Combined Fountain Pen 
Elliott Fisher Company, New York, N. Y., a cor- and Check Protector or Similar Article. Charles J. 
poration of Delaware. Application February 20, 1937, MacNally, Jamaica, . Y. Applieation October 19, 
Serial No. 126,903. Granted December 28, 1937. 1937, Serial No. 72,311. Granted December 14, 1937. 





Now, Says Father Bime 


ba his 


Son! 


Drawing and Text by Ernst A. Spuehler, Designer, Ch 


Keep up your cowrage 
But watch your.— 


Step! 

Conuert some of that pep 
Jute elbow — 

Grease! 

Don’t seck popularity 
Refereeing — 

Politics ! 

And don't retwrn te me 
A. recessional— 
Scaredy-cat ! 

But bring home the bacon 
And some eggs— 

Tn “38! 
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OFFICE 
APPLIANCES 


THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 


APPRECIATION 


EFORE us, pleasant to contemplate, lie cards, letters and telegrams which 
B brought greetings at the Christmas and the advent of the new year. Cards 
of beautiful artistry of form and color and cards of simple form. Letters on 
sheets specially designed and on sheets plain. Telegrams with holiday orna- 
mentation. Some of all having come from friends here at home and some from 
friends across the seas. All identical in value: value beyond computation in the 
good will represented by each, and for each of which we here express our grateful 
appreciation. 

> 

Good Will. The most potent agency in human relations: unaffected by time, 
place, race or creed. Universally applied, it would transform the world: would 
take armed men from every national boundary line: would convert battleships 
into agents of mercy and airplanes into swift carriers of glad tidings: would 
minimize poverty, diminish dissension and promote the happiness and welfare 
of mankind. Under its full sway would be gain for all and loss for none. 
Lack of good will causes most of life’s tragedies and tribulations. And even 
now, in our own country, ts the greatest hindrance to solution of our national 
problems and proper adjustment of our economic difficulties. 


1938 IN PROSPECT—-A FEATURE SECTION 


EGINNING on page 14, entitled ‘‘The Office Equipment Industry in Pros- 
pect for 1938.” appears this journal’s annual special section presenting re- 
views and forecasts by prominent company officials throughout the world. This 
special service feature was inaugurated by OFFICE APPLIANCES twenty-seven 
years ago. T rade conditions in many lands are revealed in the impressive array of 
statements comprising the section. Likewise are reflected the general bust- 
ness conditions and significant trends in these countries, which affect the 
office equipment distributors and their suppliers at home and abroad. American 
manufacturers engaged in overseas trade will find this section of particular in- 
terest, as many of the authors prepared their statements with the manufacturers 
of the United States in mind. We commend the section as first-hand source 
material for all those who would be informed on conditions in this industry 
around the world. 


OFFICE SPECIALTIES SECTION 


UMEROUS practical ideas that may be incorporated in this year’s mer- 
chandising program will be found in the thirteenth annual Office Special- 
ties section, starting on page 36. Ten successful dealers tell in their own stimu- 
lating words how they have built sales with specialty lines. They unfold the 
extensive possibilities offered by the great range of specialized products available. 
Moreover, they point to the many staple lines that can be converted into profit- 
able specialties. A variety of sales methods are outlined, with concentrated effort 
and intimate knowledge of both the product and its application emphasized 
as keynotes to success. 
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A world-wide perspective of the office equipment industry over the 
past year—together with a forecast of the prospective future—as a 
basis for projecting the sale of office utilities in 1938 will be found in 
this section. 

This absorbing interchange of views by these high executives of com- 
panies outstanding in their respective count.ies will be especially inter- 
esting to manufacturers in the United States of America. Distributors, 
too, at home and abroad will catch an informative glimpse of conditions 
prevailing throughout the trade in many lands. 

Although the international picture is a kaleidoscope of conditions, 
better times appear in the offing in many lands and the sun of prosperity 
shines in others. A particularly encouraging note in these discussions is 
that current problems are transitory, and that in the course of time 
adjustment to a more satisfactory status is possible for those who extend 


their efforts accordingly. 
To our many friends around the world who have codperated in this - 


symposium, Office Appliances adds its appreciation. 


na le ae 


Note.—Because the statement by 
Mr. Watson is general rather than 
specifically for the office equip- 
ment industry, and international 
rather than national in inclusive- 
ness, it heads this special section 
out of alphabetical order. 

Mr. Watson is an active member 
of a group of industrialists and 
economists who have devoted much 
time to study of the economic in- 
terdependence of nations and who 
advocate removal of certain ob- 
structions in the channels of inter- 
national commerce to promote not 
only world welfare but world peace 
also. The International Chamber 
of Commerce, of which he is presi- 
dent, includes in its membership 
representatives of thirty-two coun- 
tries and extends its activities to 
forty-seven countries. Although 
organized to develop world trade, 
the organization actually is work- 
ing for world peace through inter- 
national commerce. 


United States 


By THOMAS J. WATSON, 


President, 
International Business Machines Corpora- 


tion, New York, N. Y. 


(President, International Chamber of 


Commerce.) 


In an address before a world 
trade conference in Chicago De- 
cember 10, Mr. Watson said: 
“Economic strife between nations 
causes business depressions and 
leads to more serious trouble. 
Economic strife within a nation is 
bound to interfere with the pros- 
perity or even normal progress of 
that nation. If continued, it is 
likely to have more far-reaching 
consequences. 


“Applying that to our country, 


the economic strife between busi- 
ness and government is retarding 


the general prosperity of our na- 
tion, as well as the spiritual, cul- 
tural and otherwise normal and 
proper development of our people. 

“World peace is closely bound 
up with standards of trade. * * *” 
“No industrial country in the 
world can increase or even main- 
tain its present standards of living 
without participating in world 
trade.” 

[Elsewhere in this number is a 
story of Mr. Watson’s receiving on 
December 28 high honor from 
King Leopold III of Belgium for 
his contributions to world peace 
through international trade.| 


Tae MOST encouraging factor 
for the development of sound 
prosperity in 1938 is the sincere 
effort that business and govern- 
ment are making to cooperate 
with each other, the result of 
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which will mean solving the prob- 
lems that have been holding back 
the development of American 
business. With a continuation of 
this codperation, we need have no 
fears as to the future prosperity 
of all of our people. 

The development of better trade 
relations with other countries is 
also an important factor in im- 
proving the prosperity of our peo- 
ple, because everyone is affected, 
directly or indirectly, by our ex- 
port and import business. With- 
out substantial imports to assist 
us in the making of iron and steel, 
chemicals, and a long list of other 
products, it would be impossible to 
keep our major industries in oper- 
ation. Without exports to balance 
our imports, our world trade would 
be on an unsound basis. 

We might say, why should a 
mechanic in an American type- 


writer factory be interested in for- 
eign trade? The answer is that 











Mr. Watson 


forty per cent of all the typewrit- 
ers made in the United States are 
sold abroad. Why should a man 
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in an automobile factory be inter- 
ested? Because over $300,000,000 
worth of American automobiles 
are sold abroad annually. This 
applies, to a greater or lesser de- 
gree, to a long list of important 
industries. 

The world’s business and finan- 
cial men, through the Interna- 
tional Chamber of Commerce, are 
working toward fair adjustments 
of trade barriers, the stabilization 
of currencies, the limitation of 
armaments, the settlement of in- 
ternational debts on a basis which 
will be fair to the debtor and 
creditor countries alike, and a bet- 
ter distribution of raw materials, 
food and clothing throughout the 
world. If this program can be 
worked out, it will mean increased 
standards of living and greater 
happiness for all people. 


General Prosperity Reigns; Country to Celebrate |50th Anniversary in 1938 


W ux three parts of the year 
behind us, Australia can say that 
1937 has been a wonderful year. 
Here in a country as large in 
area as the United States of Amer- 
ica, and with a comparatively 
small population, our prosperity 
depends very largely on the prod- 
ucts of the land. Our climate 
ranges from cool, in Tasmania, to 
tropic heat in the north of the 
continent, so that conditions can 
be found suitable for the produc- 
tion of an infinite variety of pri- 
mary products. That our export- 
able products have brought good 
prices in the markets of the world 
is reflected in the general pros- 
perity we are enjoying today. 
Manufacturing industries in this 
country are very active, particu- 
larly those industries associated in 
any way with building, and this 
fact is usually the best indication 
of good times. Apart from locally 
controlled enterprises, many over- 
seas manufacturers have availed 
themselves of the protection af- 
torded by customs tariff and have 
established plants here to provide 
for the local demand for their 
goods. Unemployment in industry 
has been reduced to less than 
eight per cent of the employable 
workers. Wages are increasing 
with the times and many busi- 


By H. R. AUSTIN, 


Managing Director 
Sydney Pincombe Pty., Ltd., Sydney 


(Retailer, Importer and Agent Handling 

Typewriters, Typewriting Supplies and Of- 

fice Supplies and Equipment; Agents for 
Royal Typewriters.) 














Mr. Austin 


nesses which were at a standstill 
have returned to the dividend 
paying list. 

The office equipment industry 
has reaped the full benefit of the 
rapidly improving conditions and 
all good quality lines have sold 
well. Manufacturers of office 
equipment hoping to do business 
in Australia would do well to re- 
member that the Australian buyer 


is very keen and discriminating. 
He demands high quality, is well 
acquainted with most modern ma- 
chines and systems, but is always 
on the lookout for anything more 
modern or up-to-d.te. 

Providing outside influences, 
such as political troubles in Eur- 
ope or the Far East do not de- 
velop into a major conflict, a con- 
tinuance of prosperity seems as- 
sured. 

The year 1938 will mark the one 
hundred and fiftieth anniversary 
of the establishment in Australia 
of a British colony, and to com- 
memorate the occasion a very 
comprehensive program of cele- 
brations has been arranged. Syd- 
ney, being the capital city of the 
mother state of New South Wales, 
is to be the center of all activities. 
Pageants, carnivals, exhibitions, 
sporting features, etc., will be held 
throughout the country. Perhaps 
the greatest single occasion will be 
the All-Australian exhibition, to 
be held at Easter time in Sydney. 
This will include all descriptions 
of primary produce, as well as 
industrial, scientific, handicrafts, 
and other exhibits. 

Sydney will undoubtedly be a 
festive city in 1938 and thousands 
of visitors are expected from over- 
seas countries. 





— 1937 the office ma- 
chines business in Austria was 
marked by two outstanding phe- 
nomena which might be of con- 
siderable interest to the office ma- 
chines industry as a whole and by 
no means least to the American 
office machines industry. 

During a period up to a few 
years ago the American office ma- 
chines industry supplied a large 
part of the machines imported 
into Austria, which has herself 
no domestic production in this 
sphere. But in 1936 and particu- 
larly during the past year, there 
was to be seen a shift in the im- 
port figures, above all with respect 
to the furnishing of machines im- 
ported. America was compelled— 
at least so far as concerns Austria 

to relinquish her dominant posi- 
tion to Germany, which, accord- 
ingly, steps into the place of chief 
supplier of the products of this 
industry. 

Germany Supplants U. S. 
Dominance 

A little comparison of the fig- 
ures will make this clear: 

Number of 

[Typewriters America’s Share 


Imported Into in These 


Austria Imyx tions 


1934 61% 
193 12. 53% 
1936 6.482 32% 
1937 (first half) 7,984 23% 

That America’s percentage share 
in importations of new typewriters 
has declined even more than is 
expressed by the above figures 
may readily be recognized from 
the fact that these figures include 
machines in-the-rough as well as 
new machines. Rough machines 
are imported into Austria only 
from America; Germany exports 
no machines in-the-rough! 

Measured in terms of value, 
America’s share in the total value 
of typewriters imported during the 
first half of 1937 amounted to 
thirty per cent; Germany’s share 
to forty-seven and one-half per 
cent. 

However, it was not alone to 
Germany that the American type- 
writer industry had to. give 
ground. As new sources of supply 
for typewriters there have ap- 
peared in the last two years Switz- 
erland and, above all, Italy, and 
their share of typewriter imports 
is growing month by month. 

And with calculating machines 
it is not much different than with 


Austria 


American Market Shrinks as German, Italian, and Swiss Importations Gain 


By OTTO GIBIAN 


The Rex Company, Vienna 


(Importers, Retailers and Agents Handling 

Typewriters, Adding, Calculating, Book- 

keeping and Duplicating Machines, Cash 
Registers and Visible Index Systems.) 
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typewriters. Apportionment of cal- 
culating machines according to 
country of origin is indicated by 
the figures in the following table: 


United States Germa 


51% 
1Y36 t2% 21% 


1937 (first half) 39% 306 


To the American office ma- 
chines industry the figures quoted 
above ought really to be alarming. 
Yet up to now there have been 
observable no noteworthy indica- 
tions that, on the part of Amer- 
ican manufacturers, any steps are 
to be undertaken to meet this 
ever-increasing loss of markets 
and again win the Austrian mar- 
ket for themselves. 

The reasons for the decrease in 
America’s share in supplying our 
country with office machines are 
two-fold. They are, in the first 
place, purely economic, that is, of 
the very nature of business; sec- 
ondly, they are of a political na- 
ture. During the last few years 
the production of office machines 
by German manufacturers has 
unmistakably taken an upswing— 
from the standpoint of quality as 
well as quanitatively. And Ger- 
man manufacturers are exerting 
every conceivable effort to con- 
quer new markets for themselves. 
These manufacturers have been 
urged toward the conquering of 
new markets by a knowledge of 
the fact that, in the immediate 





future at least, the domestic re- 
quirements of Germany will not 
serve to keep working at full ca- 
pacity production facilities which 
have been modernized and en- 
larged by means of tremendous 
capital investments. Thus Ger- 
many, thanks to the fact that she 
has undeniably established a qual- 
itative improvement in her type- 
writers, has been able to take up 
the gauntlet of competition with 
the American typewriter through- 
out the combined markets of Eu- 
rope. Moreover, German manufac- 
turers have understood how to in- 
crease their sales in our country 
by means of extensive support of 
their distributors in Austria and 
at no inconsiderable expense. In- 
dividual German manufacturers, 
with a true appreciation of the 
value of school propaganda, place 
at the disposal of their agents 
here under particularly favorable 
terms machines for school pur- 
poses. m 

A large German _ typewriter 
manufacturing company quite re- 


Sweden Switzerland Czechoslovakia 


1S% 5% 3% 


OF > Be, 
20% 7% 2% 


24% 4% 1% 
cently carried out in the form of 
a traveling exposition a sales cam- 
paign undertaken at considerable 
cost. 

Besides the increase in their 
market through improvement of 
quality and through the stimula- 
tion afforded by modern advertis- 
ing methods, German machines 
have also greatly benefited by the 
political attitude of certain circles 
in Austria. 

All in all, it must be said that 
American manufacturers run the 
danger of finding themselves 
witthin the next few years face 
to face with a further and really 
serious shrinking of their type- 
writer market in Austria, if they 
do not take in time measures to 
prove themselves a match in every 
respect for German, Italian, and 
Swiss competition on the Euro- 
pean market. 


Unregulated Price Cutting 


A second characteristic factor 
which is leaving its mark on the 
office machines business in Aus- 
tria is unregulated price cutting, 
which would seem destined to 
make the selling of office ma- 
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chines a profitless business for the 
general representative. The over- 
abundance of makes of typewrit- 
ers and calculating machines 
postulates that of necessity there 
Shall be a fierce battle among 
competitors, which works out with 
dangerous results on the price pol- 
icy of the country, especially if 
it is a small country like Austria 
with its six million inhabitants. 
The market crisis encourages at- 
tempts to close business deals on 
a basis in which salesmanlike 
reckoning is not firmly adhered 
to, since one is all too readily in- 


clined to overlook the high ex- 
pense coefficients which must be 
taken into consideration in the 
Selling of office machines. 

It is true that shortly before 
these lines were written the type- 
writer representatives in Austria 
called into being an agreement 
with respect to sales prices for 
new standard and portable type- 
writers, yet this was only the be- 
ginning of the process of restoring 
the entire trade to a healthy con- 
dition. 

It would be desirable, and surely 
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also of great advantage to other 
countries, if typewriter manufac- 
turers for their own part took 
some interest in setting and sta- 
bilizing the prices at which their 
products are sold at retail, and 
extended the helping hand to 
their representatives by promoting 
healthy relations in the trade. 
Only through the codperation of 
manufacturers with their sales or- 
ganizations can there be any hope 
of improvement in their relations. 
Let us hope that even in the year 
1938 there may be an indication 
of such a restoration to soundness. 


British West Indies 


Predicts 1938 Will Equal If Not Surpass Last Year 


Ax OUTLOOK for 1938 could be 
fairly accurate in the case of most 
territories, as at the time of this 
writing 1937 is almost completed 
and one can figure out rather 
closely what trade should be like, 
barring unforeseen circumstances, 
at least during the first half of the 
coming year. 

In the case of Trinidad, how- 
ever, it is somewhat different, as 
just now there is a commission ap- 
pointed by the British Govern- 
ment to investigate the pros and 
cons of complaints by local leaders 
that labor is not being adequately 
paid. This island being mainly 
agricultural, with a petroleum oil 
industry developing into equal 
magnitude, the findings of that 
commission will have material ef- 
fect and the repercussion will, no 
doubt, be reflected on trade gen- 
erally. 

Nevertheless, indications of eco- 
nomical prices on cocoa, sugar, 
copra, limes, grapefruit and other 
products of the island, plus signs 
that the oil fields will undertake 
further expansions next year, tend 


By CHARLES PEREIRA 
Pereira & Company, Ltd., Trinidad, Port-of- 
Spain 


(Agents for Remington Rand, Inc.; The 
Wahl Company; Wilson-Jones Company; 
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to infuse a feeling of optimism. 
All things considered, I cannot, in 
all fairness, prophesy a year less 
prosperous than the present. 

American manufacturers know 
what volume of business they put 
through with us in 1937, and I can 
safely advise those who have de- 
pendable articles to distribute that 
1938 will be equal if not better 
than its predecessor. 

In making appointments for the 
distribution of their products in 
this country, it would be well for 
American manufacturers to com- 
municate with the U. S. A. consu- 
lar service, the branches or cor- 
respondents of the leading banks, 
or the substantial manufacturers’ 
agents for information upon the 
companies engaged in the busi- 
ness. 

Let us trust that during 1938 
there will be no setbacks, as ex- 
perienced last year through the 
labor troubles in the United 
States, and that efficient construc- 
tion and prompt deliveries may be 
the rule rather than the excep- 
tion. 


1937 Most Prosperous in Many Years; Manufacturer-Dealer Aids Needed 


™ on the prosperity prevail- 
ing in Malaya during the greater 
part of 1937, it would be natural 
to expect good business during the 
coming year, but, unfortunately, 
the whole situation has undergone 
a great change. 

International political complica- 
tions, wars and rumors of wars, 
world-wide depreciation of securi- 
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ties and commodity prices, all 
combine to make the task of look- 
ing ahead into 1938 a raost difficult 
one. 

Malayan trade is chiefly con- 
cerned with the export of produce, 
with the complementary import of 
manufactured goods. The exports 
are mainly tin and rubber, and to 
a lesser extent, copra, palm oil, 
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pineapples, spices, etc. The higher 
prices obtained for tin and rubber 
during the earlier part of last year 
resulted in a great increase in the 
volume of imports, and a strong 
upward trend in general business. 
Office equipment did not fail to 
share in this increase and, despite 
the falling away experienced to- 
ward the close of the year, 1937 
can be counted as the most pros- 
perous year for a long time past. 

The position of American manu- 
facturers in this market has been 
well maintained, particularly in 
the typewriter field, but wider 
sales are now being obtained for 
calculators of continental makes 
than was previously the case. 

It is a matter of some surprise 
to find that many manufacturers 
are now somewhat lacking in that 
cooperation which can be such an 
important aid to their dealers, 
especially those in far off coun- 
tries. It may be that the domestic 
market has made such demands 
on American manufacturers that 
they have not had time to handle 
their export business as efficiently 


as hitherto, but cases have not 
been unknown where it has even 
been difficult, if not impossible, to 
obtain replies to correspondence. 
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A lack of adequate descriptive 
leaflets has also been a more re- 
cent characteristic in connection 
with some products. And little at- 
tention is given to the problems 
peculiar to a market such as Ma- 
laya, with its climatic difficulties 
which are so liable to affect the 


Canada 
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finish of goods exposed to the con- 
stant humidity prevailing day and 
night throughout the year. 

The Sino-Japanese crisis has 
had a considerable effect on local 
conditions, there being a large 
Chinese population in Malaya. 
Singapore alone has over 400,000 
Chinese, out of a total of approxi- 
mately 600,000, and they represent 
a large portion of the buying 
power. Outwardly there has been 
little or no disturbance here as a 
result of the Japanese “gesture of 
friendship” in China, but unoffi- 
cially it has resulted in a strong 
boycott on the purchase of Japa- 
nese goods. In addition, large 
sums of money have been sub- 
scribed by local Chinese for relief 
in China, and this must involve a 
decrease in local purchasing 
power. 

Given more settled economic 
conditions in America and a bet- 
ter European political outlook, it 
should be possible to look forward 
to a reasonably prosperous year in 
1938, even if the high levels of 
1937 cannot be fully achieved. 


Sees 1938 Gain in Equipment Sales; ‘Made in Canada Movement Grows’ 


on MANUFACTURERS of office 
equipment, during 1937 having 
done a great deal toward expand- 
ing and improving their facilities, 
are evidently conscious of the im- 
portance of the “Produced in Can- 
ada” movement and feel that de- 
cided impetus should be given it. 
This “Made in Canada” movement 
is sponsored not only by the Cana- 
dian Manufacturers Association as 
a whole, but is looked upon most 
favorably by the government of 
the country. 

Therefore, 1938 should witness a 
continuation of these development 
plans of office equipment organ- 
izations to round out and, where 
necessary, increase their Canadian 
manufacturing activities, which 
embrace not only the requirements 
of the Canadian market, but also 
the Empire export field as well. 
This program has brought about a 
substantial increase in the capital 
investment of several of the larger 
companies producing office equip- 
ment in Canada. So much for 
manufacturing. 

Sales-wise, and applicable to the 
Canadian market, the year 1937 
has more than fulfilled our proph- 
ecy of one year ago, at which time 


By J. J. SEITZ 


President 
Underwood Eiliott Fisher Limited, Toronto 


(Importer, Exporter, Manufacturer and 
Retailers of Typewriters. ) 





Mr. Seitz 


I stated that the year 1937 would 
see a furthering of the steady in- 
crease that had commenced in 
1933. 

Speaking generally, it would be 
a courageous act for anyone to 
deal with the economic conditions 
that are ahead of us without tak- 
ing into consideration all the an- 


alysts and economists, optimists, 
and pessimists, whose articles dur- 
ing recent months have appeared 
in the press and other media of 
an informative type. 

The sudden and severe eruptions 
of the stock market, the drop in 
commodity prices, narrowing profit 
margins, over-extension of install- 
ment sales, labor difficulties, po- 
litical, domestic and international 
situations, are all factors which 
play an important part in creating 
an adverse infiuence on the course 
of business. 

Because of the pause which has 
occurred in the upward movement 
in Canada in recent months, it 
would seem that some little time 
will have to elapse before the pe- 
culiarly sensitive public will have 
gained the necessary confidence to 
realize that there is really no ne- 
cessity for a sustained recession in 
business, and that consequently 
they can feel free to loosen the 
purse-strings once again to a 
fuller extent than at present. 

However, speaking specifically of 
the sales of office equipment, and 
taking a conservative viewpoint, 
we would venture a forecast at 
this time that there is room for 
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forward progress. There should be 
some doliar volume increase 


throughout the full 1938 year, al- 


though this may not make itself 
felt during the early months, but 
in the final analysis, the percen- 
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tage of increase in 1938 over the 
preceding year may be consider- 
ably less. 


Competition of European Typewriters Tempts Dealers of American Goods 


W: TAKE the opportunity of- 
fered by your widely circulated 
magazine to write a few lines with 
the purpose of informing all those 
interested in the typewriter busi- 
ness—manufacturers, dealers, and 
consumers—and calling their at- 
tention to the most serious prob- 
lem we are facing at Costa Rica: 
price competition, started by the 
dumping of European typewriters. 
These machines are being sold at 
ridiculously low prices, made pos- 
sible by the so-called “compensa- 
tion” system. 

This problem, which so far we 
consider local, is on the eve of fac- 
ing all dealers of American type- 
writers and other office machines 
in all the Latin-American coun- 
tries, with results so injurious that 
there is no way of telling what the 
future of the trade will be. 

Since the European typewriter 
came into this market sales have 
been steadily advancing, for only 
one reason: low price without re- 
gard to quality, service, or trade 
name. To make matters worse, 
some shortsighted dealers of 
American machines, with the idea 
in their heads of getting a profit, 
no matter how small and without 
stopping to think of future conse- 
quences, have gone to the extent 
of selling typewriters to the gov- 
ernment of this country, on open 
public bids, at a profit not exceed- 
ing $1.50 per unit. 

Naturally, this has caused a de- 
pression in this line, mainly af- 
fecting those concerns properly 
organized to offer good service and 
the best advantages to the cus- 
tomer. Such concerns have fol- 
lowed the idea of increasing good 
will for the products they distrib- 
ute, living up to the standards set 
by the manufacturers, as far as 
local conditions permit, and hav- 
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ing in view the development and 
enlargement of the future trade, 
more than the mere fact of col- 
lecting an occasional small profit. 

But they have been confronted 
with a public that has no idea of 
value, credulous and always want- 
ing to buy “cheaper,” taking for 
granted all the promises made by 
unscrupulous dealers to render 
efficient service and to give un- 
conditional guaranty. 

Of course, it will be just a mat- 
ter of time for all these buyers to 
be convinced that it does not pay 
to buy cheap goods, and the re- 
sults will add another stroke to 
the loss of reputation of those 
brands now headed for the junk 
pile. But in the meantime, in this 
small market of not over 600,000 


Cuba 


population, all reliable dealers will 
have to look for other lines, as 
they cannot afford to remain in- 
active while waiting for that mo- 
ment to come. 

It can be easily seen that this 
means a great problem in the near 
future for those manufacturers of 
well-known and reputable brands 
which inevitably will be driven out 
of this market, or in the best case, 
kept only as side-lines by office 
appliance dealers. For it will be 
impossible to meet the competi- 
tion not only of the European 
manufacturers but also of those 
dealers of American products 
looking for a ready profit, if when 
selling the best articles the nat- 
ural obligation to render efficient 
service is to be considered. 


European Competition Transitory 


It is clear that this problem can 
be solved, as the European com- 
petition can be termed transitory, 
but the unfair dealings and price 
reduction brought in by some rep- 
resentatives of American products 
will no doubt bear their fruit and 
spoil the business. 

We don’t know yet whether it is 
the manufacturers or their deal- 
ers who have started this price 
reduction, but there is one thing 
we are certain of, that it will be 
impossible for them to stand it 
very long, as it seems that they 
are working without regard to 
profits or building up a name. And 
all the blame will have to fall on 
them for not having the courage 
or far-sightedness to uphold the 
reputation of the American mar- 
ket, acquired through long years 
of fair dealings, with the inevit- 
able damage that wil! result for 
those of us who work with this 
idea in mind. 


Bright Future for American Products Under Reciprocal Treaty 


Pisce THE angle of office equip- 
ment—such as all sorts of tabulat- 
ing, calculating and adding ma- 
chines, typewriters, dictating ma- 
chines, filing cabinets, desks, ink- 
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wells, pencils and other accesso- 
ries—Cuba holds a very good fu- 
ture. There are many reasous for 
this; perhaps the most important 
are the character of the Cuban 
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people, their geographical position, 
and finally the present economic 
situation. 

Cuban people on a whole are 
very progressive, always ready to 
accept modern improvements, and 
because of their close proximity 
to the United States many of them 
travel north, where they see many 
new things which they are anxious 
to bring to their native land. 

Furthermore, Cuba is very defi- 
nitely on the road to prosperity. 
Since the reciprocal trade treaty 
with the United States, this coun- 
try is assured of a constant and 
definite income, which is well dis- 
tributed among all classes of peo- 
ple. 

Perhaps the barometer of the 
economic condition of any coun- 
try reflects best in the number of 
new and expensive motor car pur- 
chases. Cuba compares well with 
any country in the world in this 
line. It would be difficult to find 
any country, with a possible ex- 
ception of the United States, 
where, proportionately of course, 
there are as many new Cars travel- 
ing over the highways as in Cuba. 
This number is constantly increas- 
ing, and it may be said that people 
on a whole have a great deal 
more money to spend than a few 
years ago. 


Another significant fact in the 
character of the Cuban people is 
that the Cubans are never Satis- 
fied with one thing, no matter how 
good it may be. They always look 
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for something better and as soon 
as they find it, immediately they 
exchange the old one. 

All of the above leads one to be- 
lieve that if the nature of the 
people is such that they are always 
ready to spend money when they 
have it, and if they are good 
spenders on the big and expensive 
products, they certainly would be 
ready spenders for smaller and 
inexpensive goods. Products like 
pencils, pens, paper rulers, and all 
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sorts of drawing equipment are no 
sooner imported than they are 
sold. Accessories of this kind have 
a great market here, not only in 
the business enterprises, but as 
well in schools and universities. 
It may bear mentioning that at 
present there is a strong drive for 
building better and larger schools 
in Cuba. Many of them will be 
built in the provinces and some 
will be “model schools’”’ for all of 
the South Americas. 

Since Cuba must import practi- 
cally all the manufactured goods 
she uses, it would appear that the 
industries of other countries would 
have a good market here. How- 
ever, American products have a 
preferential standing, and have 
protection of the reciprocal treaty 
between the two governments. 
Consequently, of all the imported 
products, those from the United 
States of America outweigh the 
other imports by at least ninety 
per cent. For any American con- 
cern who wishes to do business in 
Cuba, there is a very fertile field. 
Considering the constantly im- 
proving business and economical 
conditions here, as well as the na- 
tional relations between the two 
countries, American firms will do 
well not to overlook Cuba and try 
to expand their business here. 


American Typewriter Imports Drop, Owing to Subsidized European Competition 
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Map of Czechoslovakia Showing Principal Cities 


_— country of Czechoslovakia, 
which lies in Central Europe, has 
from the earliest times depended 
on its powerful neighbors for its 
glory or oppression. But as its 
roots were healthy and deep-set, 
it was not possible for it to be 
overwhelmed. 


Its present frontiers were de- 
lineated in 1918 by the leading 
world statesmen of that time; 
namely, President Woodrow Wil- 
son and T. G. Masaryk, first presi- 
dent of this republic. It is not 
generally known, but were it pos- 
sible to lift Czechoslovakia and 


place it on the top of England and 
Scotland, that it would exactly 
cover that island. It is not sur- 
rounded by water, however, but by 
Germany, Poland, Rumania, Hun- 
gary, and Austria. 

Czechoslovakia, which has an 
area of 140,508 km* and a popula- 


JANUARY, 1938 


tion of fifteen million inhabitants, 
is anxious to cultivate and extend 
its connections with the U. S. A. 
The population averages about 
eighty people to 1 km’. The people 
are intelligent, peace-loving and 
industrious, which can be main- 
tained from the fact that many 
have immigrated to the U. S. A., 
where they live today as natural- 
ized citizens. Many occupy high 
positions in the social and indus- 
trial world, and are always in close 
contact with Czechs in their for- 
mer mother-country and endeavor 
in every way to raise the culture 
of their people. 


Czechoslovakia, the land of 
beautiful landscapes and progres- 
sive industry and extensive agri- 
culture, is one of the few countries 
where one finds art combined with 
business. She exports timber, coal, 
resin, Sugar, beer, paper, glass- 
ware, textiles, ready-made gar- 
ments, leather products and hides, 
shoes, gloves, hats, linen under- 
clothing, iron and chemical prod- 
ucts, machines, armament, etc. 
Imports from U.S. A., include cot- 
ton, raw leather, fruits, seeds, fat, 
oil, cars, different machines, etc. 


The table below shows exports 
and imports to and from all coun- 
tries, in Czech crowns: 


Import 
23,912.315 
17,618.111. 
19,987.858. 

6,125.196. 
6,738.567. 
7,908.935. 


Export 
28,514.619. 
18,821.000. 
20,498.869. 

5,923.023. 
7,418.214. 
1936 8,008.114. 
Jan. 1-Sept. 
30, 1937 


1920 
1925 
1929 
1933 
1935 


8,599.341. 7,948.297 


Czechoslovakia endeavors to at- 
tain betterment and at the same 
time to decrease its unemployed. 
At the beginning of 1936, there 
were 836,000 people out of work, 
but today the number has de- 
creased to 231,000. What the fu- 
ture has in store depends entirely 
upon the international situation. 
One finds the effort to build up 
friendly relations with the neigh- 
boring states and, especially with 
the U. S. A., much in evidence; 
which confirms the increase of 


imports from the latter country 
as these figures clearly show: 

Import from U. S. A. to CSR: 

1935 Ke 399,501,000 
1936 Ke 483,301.000 
1937 Ke 647,058.000. 

We are especially interested in 
office machines, the sale of which 
we feel could be greatly enlarged, 
if more goodwill were shown on 
the part of the American export- 
ers. Typewriters occupy the first 
place and are the most important 
means of reaching a high stand- 
ard of culture as shown in Czecho- 
slovakia. At the present time 
there are sixteen million machines 
in the world, which means one 
machine to every 125 people. 
Of this total, six million machines 
are to be found in Europe, and 
380,000 of these are in CSR. 
In Europe there is an average of 
one machine to every eighty peo- 
ple, and in our republic, one to 
forty. 

The imports of office machines 
to CSR in pieces: 

Total 
10,640 
10,582 


16,45 5 
) 
20,309 


Typewriters 
1932 
1933 
1935 
1936 


1/9-9/30 1937 18,666 
Adding and Calcu- 

lating Machines Total 

1932 2,853 

1933 2,919 

1935 4,295 

1936 5,121 

1/1-9/30 1937 4,369 

Accounting, Duplicating, 

Addressing, Statistical 

and Other Machines Total 

1935 560 

1936 865 

1/1-9/30 1937 643 


These figures are not quite cor- 
rect owing to the fact that at the 
moment many new machines are 
on their way from the States to 
Europe, of which a certain num- 
ber will shortly find their way to 
CRS. 


Why Imporis Decline 


It is remarkable that whilst the 
import of raw materials and other 
goods from the States shows a 
rise, the import of office machines, 
especially typewriters, shows a fall 
which must be chiefly attributed 
to the lack of interest on the part 
of American manufacturers of 
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these articles. As is well known, 
the demand for office machines 
has increased of late and that is 
probably the reason why the Eu- 
ropean market is neglected. Fur- 
ther, the European manufacturers 
are able to place the goods at 
dumping prices, because they re- 
ceive a premium from their re- 
spective governments to cover the 
difference, which is a serious mat- 
ter for the Americans. The Eu- 
ropean manufacturers also devote 
huge sums of money to advertis- 
ing. 

The high standard of the past 
and present American mechanic 
is realized and appreciated in this 
country as will be seen from sta- 
tistics. It is interesting to note 
that the European manufacturers, 
who are especially pushing port- 
able machines, which have com- 
ponent parts from abroad, sell 
these machines at a lower price 
than original American portables. 
Included in the total figures are 


Switzer- 

Germany U.S: A. land Other Countries 
5,296 4,667 46 631 
+619 5,064 52 847 
8,311 6,851 694 599 
10,450 7,032 2,440 387 
10,084 5,975 2,024 583 

Germany Ry eas the Sweden Other Countries 
1,077 1,216 410 150 
1,199 938 660 122 
1,604 1,734 821 136 
1,628 2,171 1,017 305 
1,458 1,461 1,158 292 

Germany U.S: A England Other Countries 
214 121 153 72 
304 233 260 68 
288 123 162 70 


Italy, Switzerland, Sweden, France, 
England, etc. After the great war, 
Austria had many foreign ma- 
chines in stock and gladly sold 
them, and this prevented us from 
buying a greater number of Amer- 
ican machines, as we should have 
preferred doing. 

As many common interests exist 
between U. S. A. and CSR and 
their leading men—Mr. Roosevelt 
and Dr. E. Benes—it rests with 
the other people to exert every 
possible effort to improve and ex- 
tend the economic conditions. And 
we hope through codperation to 
attain this end. 


Compensation Mark Trade Basis Makes Germany the Preferred Supplier 


| — who keeps in touch 
with the foreign news and man- 
ages to read up on all revolutions 
and changes of government, 
knows that Ecuador is one of those 
great unknown quantities when it 
comes to anything related with 
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politics and business; for today, of 
course, changes of government do 
affect business in one way or an- 
other, due to the _ regulations 
which are put into effect. 

It is for this reason that it is 
most difficult, not to say hazard- 
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ous, to make any prognostications 
about any particular phase of 
business in this country. The best 
that we can do is to point out 
the facts of the present situation 
which are likely to be projected 
into the following year. 

The chief problem which faces 
American exporters to Ecuador is 
that of the German competition 
carried out through the Compen- 
sation Mark, which puts Germany 
in the position of the preferred 
supplier in most lines of business. 
We realize, of course, the answer 
of the American manufacturers; 
that they sell on a quality basis, 
and that what is required is good 
salesmanship. We know this and 
we appreciate the importance of it 
to the fullest extent, but in a 
country which has seen its cur- 
rency depreciate from a value of 
forty cents on the old dollar to 
seven cents on the new dollar,— 
where salaries and standards of 
living have always been low and 
where they are particularly low at 
the present time, due to the drag 
which must always come in sal- 
aries during an_ inflation,—the 
price factor is bound to be im- 
portant. 

To illustrate: Skilled labor 
makes anywhere from a minimum 
of U. S. 25 cents to $1,—for the 
most highly specialized work. Of- 
fice employes make anywhere 
from $10 a month to a maximum 
of $50 a month for such positions 
as accountant, etc. From that 
point up salaries correspond to po- 
sitions of some executive responsi- 
bility, such as assistant managers, 
etc. 

Naturally, this is not the sole 
criterion for calculating the possi- 
bilities of office equipment, since 
it is normally sold to business in- 
stitutions, but it provides a meas- 
uring stick for general values. And 
when a business man calculates 
his general expenses on the basis 
of such salaries, he has to fix his 
price accordingly and is, therefore, 
quite shocked when the cost of 
any particular equipment is mul- 


tiplied so rapidly. Furthermore, 
the element of labor saving is no 
argument whatsoever in the great 
majority of cases, because of the 
cheapness of labor. It is, there- 
fore, almost indispensable to sell 
machines largely on their useful- 
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ness, apart from the possibility cf 
proving a cash saving. This, ¢s 
every salesman who has dealt with 
busines men knows, is not such an 
easy matter, because of all the ap- 
peals that can be made the most 
certain is that of proven economy. 

But the real problem of German 
imports is not simply a matter of 
a difference in price. Purely aside 
from this advantage, the German 
exporters have the additional 
privilege of getting a preference 
on the concession of import per- 
mits. The reason is very simple. 
When Ecuador ships to the United 
States, it gets paid in cash and 
does not worry about purchasing 
an equal amount from that coun- 
try. On the other hand, when it 
ships to Germany, it merely gets 
a credit in Marks which can only 
be liquidated in Germany mer- 
chandise. Naturally, this credit 
can not be used as legal reserves 
for the Central Bank, and is al- 
ways considered a disadvantage to 
the country; so there is always 
given a great facility to liquidate 
these credits in import permits, 
the idea being that the sooner the 
country can get these liquidated, 
the better. 


Germany 
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Furthermore, the Ecuadorian 
exporter gets a better price on 
what he ships to Germany, aside 
from the fact that the importer 
also gets a better price on what he 
purchases, the difference presum- 
ably being absorbed by the Ger- 
man government, and in turn by 
the German people. 

In general, it might be said that 
the office appliance industry has 
been one of the last to feel the 
effects of German competition, 
but during the last year when the 
import control has allowed as 
much as two or three months to 
pass without accepting a single 
petition for permits from coun- 
tries other than Germany, the ad- 
vantage for the importers of Ger- 
man typewriters, adding machines 
and other similar devices, has in- 
creased tremendously. A study of 
the important statistics will prove 
that there has been almost a re- 
versal of import figures, from a 
distinct advantage of the United 
States, to a like preponderancy on 
the part of German merchandise. 
In addition, the Compensation 
Mark, being figured at twenty-five 
per cent less than the. gold mark, 
and duties being on the same ad 
valorem basis, the importers also 
pay less duties on Germany prod- 
ucts than an American product of 
equal quality. 

Referring thus to the prospects 
for 1938, we might say that busi- 
ness men can stand changes of 
government, and we have already 
learned to support the effects of 
the many decrees which are made 
in connection with business, but 
the present situation with regard 
to German products is a difficulty, 
which, added to the many others, 
is bound to seriously affect the im- 
porters of American products in 
the future. At the present time 
the United States is negotiating 
with Ecuador a reciprocal treaty, 
but, judging by past experiences, 
we doubt very much whether any 
effective provisions will be made 
for remedying this particular situ- 
ation. 


Government Aids Machine Makers’ Sales at Home and Abroad; No U. S. Imports 


| HAVE been asked to comment 
upon the outlook for office ma- 
chines in Germany for the year 
of 1938. 

For American products, I am 
sorry to say the prospects are 
“nil.” During the past several 
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years, the importation of foreign 
machines into Germany has been 


prohibited. In but very rare in- 
stances, and then only on a “com- 
pensation” basis, has it been pos- 
sible for a few shipments to be 
imported from some countries. In 
view of this, the stocks of Amer- 
ican office machines here have 
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been practically cleaned up—what 
remains being simply odds and 
ends. And just at present, there 
does not seem any likelihood of 
the embargo being raised, at least 
not until the present ‘“Four-Year- 
Plan” has been thoroughly tried 
out and digested. 

Generally speaking, however, 
business in office machines during 
the past year has been good. 
Through a aecree issued during 
1936, taxes were rescinded to a 
certain extent on any new office 
equipment purchased and this in- 
fluenced many concerns to replen- 
ish their equipment, which was 
sorely needed, as purchases of new 
appliances had not been made for 
some time. There followed a heavy 
demand for all kinds of office ma- 
chines. Some factories, in conse- 
quence, were unable to make de- 
liveries earlier than four to six 
weeks after orders were placed. 
For various reasons, however, 
toward the end of the year the 
demand has subsided considerably 


and it is not difficult now to get 
prompter deliveries. 

Speaking of typewriters, which 
are of particular interest to me, I 
would point out that the bulk of 
the business is in portable ma- 
chines, as the installment plan of 
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selling these machines has been 
accepted by all manuufacturers 
and the public is taking full ad- 
vaitage of it. 


Great Britain 
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At present there are thirty-five 
factories in Germany turning out 
typewriters and calculating ma- 
chines; enough, one would think, 
to take care of any reasonable 
demand, but statistics show that 
the export of German typewriters 
to all parts of the world has in- 
creased considerably over former 
years. This accounts for the de- 
liveries of products for users in the 
home market being placed in the 
background at times. 

Rumors persist of the possibility 
of a new trade treaty between the 
United States and Germany being 
consummated. Fears are expressed, 
however, that should such a thing 
come to pass, office machines 
would not be included, there being 
many other commodities for which 
Germany has more dire need. 
Were it possible to import Amer- 
ican office machines, they would, 
although higher in price than the 
domestic article, have a fair sale, 
as there are many who prefer 
them and would pay the price. 


Industrial Activity Expands; Association Chairman Sees Great Future for the Office 
Ap: liance Trades Through Pooling Ideas and Wider Application of Technical Service 


tue trend of business thought 
today holds a fair sized question 
mark as to the future. Here in 
Great Britain we are enjoying ex- 
panding industrial activity, but 
not all countries share this posi- 
tion. If we have learned anything 
at all from the past decade, we 
have certainly learned that the 
world is an indivisible whole as an 
economic unit and that it is no 
more satisfactory to have the 
world well in parts than it is to 
have one’s own body well in parts. 

We are beginning to wake up to 
the fact that we cannot function 
as free-lance individuals any long 
er in the complex and _inter- 
related markets of the world and 
that the policy of each individual 
firm must be guided by an aware- 
ness of common objectives, even to 
succeed as a long-term policy for 
itself, let alone for an industry or 
a nation. 

In the complete reversal of the 
policy of laissez-faire lies a meas- 
ure of indictment of freely operat- 
ing private enterprise, yet there is 
little room for doubt that a million 
or sO managers of businesses do- 
ing the right thing will accomplish 
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something much more fluid and 
practical throughout the whole 
gamut of human values and rela- 
tionship than the enforced edicts 
of governments. But it is up to 
business men to recognize that 
there is such a condition as com- 


mercial banditry whether deliber- 
ately applied or from a failure to 
recognize the correct standard. 

True competition is a competi- 
tion of ideas and efficiency and it 
is only when we forget our ideas 
and rely on superficial marketing 
opportunism that we acknowledge 
to ourselves and the world at large 
that our market is limited. 

Most of the business recessions 
that ever happened were made by 
thousands of individuals doing 
what appeared to be the right 
thing for themselves, on the short 
view, and the wrong thing for the 
collective well-being on the long. 
How can you have a business re- 
cession when our desires to ac- 
quire are peaked higher and 
higher by the desire for new 
standards and our capacity to pro- 
duce to meet these new standards 
is proved up to the hilt? 

The people who talk about re- 
cessions need a mental bucket of 
water and the people who take a 
line of policy as though a reces- 
sion were certain are in fact help- 
ing to produce the very conditions 
they fear. The salesman worthy of 
the name has always to sell a new 
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and a higher standard, not collect 
an order at any price to keep the 
factory going. 

Management holds the key to 
most of the world’s economic and 
social problems — management 
with wide mental horizons in its 
handling of the five M’s of the 
modern world: men, methods, ma- 
terials and money—management. 


The office appliance industry 
has a great future before it, for 
it touches all industry at a vital 
point in that it provides the ma- 


chine tools of efficient manage- 
ment everywhere. The industry 
may be pardoned for still exhibit- 
ing the growing pains of an out- 
standingly rapid growth; it still 
offers to management a_ very 
wide range of methods and me- 
chanisms whilst on not always 
well informed management falls 
the burden of determining what is 
correct for its particular needs. In 
the future there will develop a 
greater pooling of ideas within the 
industry itself, more agreement as 
to desirable standards, and a 
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much wider application of tech- 
nical service to the business world 
as a whole. 

In these developments it is but 
natural to assume that the trade 
associations will play an important 
part as a focal point of collective 
endeavor and service. I believe 
that the office appliance industry, 
in its vital link with management 
and in the extent and importance 
of its service to all business enter- 
prise, stands as something unique 
and vital to world progress. 


Exchange Restrictions; European Competition; Advocates U. S. Buy More From Greece 


— ARE two principal rea- 
sons for which I fail to foresee any 
prospect of improvement in the 
consumption, in our country, of 
the products of American industry 
during the course of 1938. 

The first reason is because of 
the efforts made by our competi- 
tors in Europe to penetrate into 
our market and _ predominate 
there. 

The second reason is because of 
the restriction of imports of Amer- 
ican goods, which restrictions, I 
believe, are to remain in force, 
and which have as their object the 
protection of the currency. 

Let us examine why the first 
reason justifies serious fears. It is 
not that the European industry 
might realize their aim, but that 
they might, at least, put consid- 
erable impediments in the way of 
the development of American in- 
dustry in Greece. 

When the European industry 
was given an opportunity, during 
the last ten years, to develop into 
a dangerous competitor to the 
American industry, by studying 
the situation, as far as our market 
is concerned, it realized that the 
only weapon it could use to com- 
bat the advantage of the quality 
and reputation of American goods 
was: 1, the elasticity of prices; 
2, commercial credit. 

It established agencies which it 
strengthened in a positive manner 
(facilities of payment, consigna- 
tion, advertisements, close connec- 
tion with agents, etc.) and armed 
them with exceptional powers to 
adjust prices according to condi- 
tions, thereby entering into a vio- 
lent struggle against American 
industry. 

The only disadvantage for the 
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European industry was that it had 
to fight against old-established 
American representative offices of 
wide experience which were close- 
ly connected with them, who, 
moreover, possessed powerful as- 
sets; such as good quality, satisfied 
customers, and sound business 
principles. It happened occasion- 
ally, however, that representatives 
were inexperienced, novices to the 
business, and ignorant as to the 
market, the articles, the customers 
and also competition. 

But on the other hand, the Eu- 
ropean industry has been fortu- 
nate in another way, as during the 
course of the last five years of its 
development, currency difficulties 
arose which resulted in the en- 
forcement of restrictions of im- 
ports and exchange of goods. This 


had the effect of hitting America, 
being a small importer of our 
goods, and thereby favoring Euro- 
pean countries, more particularly 
Germany, the latter being a large 
importer of our products and a 
considerable producer of articles 
of office equipment. And here 
consists the competition: 

The American representatives 
have limited quantities of prod- 
ucts at fixed prices and only have 
the power which good quality and 
good reputation give, whereas the 
European representatives have the 
facility of free importation with 
all the advantages that that af- 
fords. They have not had the dif- 
ficulty of securing the reputation 
of the goods, being, in that respect 
reinforced by the manufacturers. 


The competition in prices be- 
tween the agencies for European 
manufacturers has resulted in the 
reduction of prices to a minimum, 
and the final abolishment of their 
stabilization. Naturally, the ulti- 
mate result of such a policy will 
in the long run prove the fallacy 
of such commercial proceedings to 
those who have adopted them, but 
in the meantime American im- 
ports remain, and will continue to 
remain, stationary. 

In conclusion, we foresee that 
the results of the year 1938 will 
not be an improvement on 1937 as 
far as articles of office equipment 
are concerned. 

We should not close this article, 
however, without pointing out the 
means of facing the _ situation 
above described. The effort of Eu- 
ropean industries will have to be 
combatted by a corresponding ac- 
tivity on the part of American 
industries. 

The annulment of the difficul- 
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ties created by the exchange re- 
strictions rests in American hands 
and Americans will certainly agree 
with us that our imports from the 
United States are necessarily re- 


stricted, as also are our exports. 

As regards quality and variety 
of Greek products, we feel sure 
that these things are well known 
in the American market, conse- 
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quently, a small gesture on the 
part of Americans would certainly 
bring about an amelioration in the 
volume of American transactions 
in our country. 


Devaluation Stimulates Trade; Quality in Demand; Premium on Salesmanship 


Tue DEVALUATION to which 
Holland proceeded at the end of 
September, 1936 has been a stim- 
ulus for the revival of business. 
At first the improvement of con- 
ditions was judged very skeptical- 
ly, for it was questioned as to 
whether the change for the better 
was permanent or only temporary, 
—depending upon the devaluation. 

However, the strong rise in 
banking, stockbroking, and ship- 
ping had a big influence upon 
trade as a whole; so that the fear 
of buying new office machines and 
of replacing old material has dis- 
appeared. 

The turnover of machines in 
number is therefore not at all un- 
satisfactory. But the gross profit 
is, more often than not, hardly 
sufficient, owing to the competi- 
tion; especially because of the 
practice among customers of pit- 
ting suppliers against each other. 
Unfortunately for all the suppliers, 
their many efforts to arrive at an 
effective regulation of prices have 
failed repeatedly. 

On the other hand, it is very 
satisfying that buyers are grad- 
ually turning again to demanding 
quality. At present they do not 
only judge if an article is low- 
priced and if it will do, but they 
make higher demands. Certainly 
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this ought to be a hint for manu- 
facturers. 

The consequence of the more 
critical judgment of products of- 
fered is that the salesman must 
be very skilled to achieve success. 
Pettifoggery is regarded as odious. 
The salesman must not only be 
acquainted with the articles he 
offers, but also with the other lines 
on the market; and for many ma- 
chines and systems a good view 
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of administrative problems is es- 
sential. When the salesman has 
proved to the customer, however, 
that he is an expert and that he 
enlightens him on the right way 
on the choice of office appliances, 
he has gained much and has the 
chance of getting regular orders 
in the future. The mentality of 
the Dutch attaches much value to 
personal relations and to continu- 
ing existing relations. 

What is true of the salesmen 
also applies to the mechanics. 
Professional knowledge is the first 
thing the average customer re- 
quires. It is therefore pleasant 
to state that, for repairs, etc., they 
apply more and more to the bona 
fide importers, and do not allow 
the price to call the tune. 


From the above appears that we 
are well on the road to better 
business in Holland. Although 
many clouds still darken the hori- 
zon and the international situa- 
tion is very precarious—and the 
Dutch market is very sensitive to 
circumstances influencing inter- 
national trade—yet we believe 
that those who are willing to ac- 
complish constructive work on a 
solid basis, and with much pro- 
fessional knowledge, may look 
forward to the near future with- 
out pessimism. 


Has Compensatory Trade Agreements With Germany; Lacks Trade Balance 


> imports of office 
machines, consisting of machines 
of all kinds, are today standing 
under German aspects and show 
clearly the way our trade had to 
go during the years of economic 
crisis. The year 1929 showed 
American imports of office ma- 
chines of the total value of Pengo 
1,600,000 (about 300,000 gold dol- 
lars.) This amount was reduced to 
Pengo 620,000 in 1931 and to Pengo 
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180,000 in 1936. During the same 
time, German imports, steadily 
growing, were ten times more than 
in 1929, viz., far the greatest part 
of our imports are of German 
origin. 


The reasons for this change are 
obvious. Economic autarchy, in- 
troduced by central European 
countries lacking convertible for- 
eign exchange, is_ practically 
equivalent to an embargo on cer- 
tain goods coming from countries 
with which the former has an 
adverse balance. On the other 
side, economic autarchy facilitates 
traffic between countries equally 
lacking convertible exchange, re- 
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placing same by more or less arti- 
ficial constructions of clearing sys- 
tems and bartering. In our case, 
Germany is a good customer for 
our foodstuffs and pays for same 
partly with articles of the highly 
developed German office machine 
industry. 

It is also clear that Germany 
prefers the exportation of goods 
whose raw materials are gained 
from their own country and whose 
value consists chiefly of costs of 
labor. For that purpose, Germany 
grants substantial premiums 
which in no small way contribute 
to make German machines cheap 
and popular, even creating the 
lowest typewriter prices ever seen 
on our market. All these factors 
are hindering American imports, 
even if there would be any pos- 
sibility of regular dollar transfers. 

So much about the past and 
present. As to the future, I believe 
that—our adverse trade balance 


with U. S. A. digressing in quite 
a regular way—it will be possible, 
in a time not too far distant, to 
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resume business with America. If 
this be the case, the American 
office machine industry should 
bear in mind that, since the be- 
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ginning of the economic crisis, the 
situation in our market has un- 
dergone a very sensible change. 
The introduction of cheap Ger- 
man portable machines has cre- 
ated a new category of typewriter 
buyers and prospects. Portable 
typewriters are imported in quite 
respectable quantities. Even there 
are signs of weariness already. 
American standard typewriters 
have also been replaced by those 
of German make, especially since 
imports of American rough and 
rebuilt machines have also been 
minimized. Same is the case with 
adding, calculating and bookKeep- 
ing machines, in which German 
influence was always strong. 

The first condition for the re- 
newal of business with America 
will be, of course, the establish- 
ment of a trade balance between 
the two countries, enabling us to 
make regular transfers in Amer- 
ican currency. 


Conditions Improved as New Industries Open; American Market Affected 


= has never really quite re- 
covered from the _ world-wide 
slump that started in 1930, despite 
the joint efforts of the central and 
provincial governments of India 
and the large commercial houses. 
One of the main reasons for this 
is that India is not a manufactur- 
ing or industrial country in the 
full sense of the word. She has to 
rely mainly on the export of agri- 
cultural products; such as rubber, 
tea, coffee, pepper, peanuts, coir, 
timber, jute, etc. And, unfortu- 
nately for India, the prices of all 
these products are still at an un- 
economical low level, although the 
prices of some have improved dur- 
ing the last few months. 

This state of affairs obviously 
cannot be allowed to continue in- 
definitely, and the central and 
provincial governments are now 
concentrating on the encourage- 
ment and development of new in- 
dustries. Many factories are being 
erected for the manufacture of 
paper, soap, cotton goods, electri- 
cal goods, cigarettes, steel, the as- 
sembly of foreign-made motor 
cars, etc. More new industries 
have been started during the last 
three years than in the previous 
ten years. 

So far as the office appliance 
trade is concerned, a step in this 
direction has been made by the 
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opening of a fair-sized factory in 
Calcutta by Remington Rand, Inc., 
for the assembly of new typewrit- 
ers and the rebuilding of old ones. 
When the slump set in there was 
a decided tendency for typewriter 
purchasers to go over from new to 
rebuilt machines, and for several 
years the imports of American 
factory rebuilts were very consid- 
erable. 


In addition to the main type- 
writer distributors of this country, 
there were dozens of small Indian 
concerns importing American re- 
builts in batches of five and ten 
at a time for resale. The opening 
of the factory at Calcutta is bound 
to affect the imports, as they are 
turning out first-class rebuilt ma- 
chines at less than two-thirds the 
cost of similar machines imported 
from America. The latter have to 
bear a thirty per cent customs 
duty. 

Germans Making Inroads 

Another interesting development 
that has taken place in India dur- 
ing the last twelve months is the 
determined efforts of the German 
typewriter manufacturers to get 
their machines established in this 
country. Their efforts in the past 
have always met with failure, 
principally due to the appoint- 
ment of agents with little or no 
experience in the marketing of 
typewriters and with insufficient 
capital to cover the extremely 
high selling and servicing costs. 

Progress is now, however, being 
made and providing they exercise 
caution in the appointment of 
agents, considerable expansion in 
their trade with this country can 
be expected during the next few 
years. It takes time to introduce 
new articles in this country, there- 
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fore, it is necessary to organize 
the sales on sound, business-like 
methods to produce satisfactory 
results. 

The manufacturing of type- 
writer ribbons and carbons in this 
country was at first not a success, 
but great strides have been made 
during the last year or two. One 
or two factories are now working 
very successfully. 

The typewriter and office appli- 
ance trade, generally speaking, 
has felt the benefit of the im- 
proved trade conditions during the 
last two years. The chief dis- 
tributing firms, such as my com- 


pany, perhaps do not feel it quite 
so much because of the increasing 
amount of competition that is cre- 
ated by smaller firms taking up 
agencies, and competing or at- 
tempting to compete by price 
cutting methods. I am, however, 
quite confident that with no fur- 
ther setbacks in the shape of 
slumps or wars, we can look for- 
ward to still further improvement 
during the next twelve months. 
There is just one “fly in the 
ointment” at the moment which 
is causing many of us consider- 
able concern, and that is the in- 
creasing prices of many commodi- 
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Improved Conditions Seen Ahead, Despite 


a MY short article last year 
mention was made of the import 
and foreign value restrictions, 
which are in force in our market. 
Despite the fact that these 
measures have failed in their 
chief purpose, they are neverthe- 
less being continued. While the 
restrictions are a cold fact, which 
has to be accepted as such, the 
all important question is to what 
degree they are enforced, but this 
is entirely directed by conditions 
in our chief exporting industries, 
especially the fishing industry. 
To the present-day business, the 
office machine and other modern 
office appliances are a most ur- 
gent need. Depressions and ab- 
normal trading conditions do not 
diminish this need. On the con- 
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ties, including typewriters and 
steel office furniture, etc. This 
may cause a serious setback, as 
many buyers in this country are 
of the opinion that the present 
conditions will not last long and 
that prices will return to their old 
level in a few months. Naturally, 
those who think along these lines 
prefer to defer buying for the 
present. 

Let us hope that this period of 
uncertainty will be of short dura- 
tion, as anything that is likely to 
upset normal business conditions 
should be removed as soon as pos- 
sible. 


Trade Restrictions 


trary, it is increased in proportion 
to the intensification of the strug- 
gle for survival. 

The longer that normal addi- 
tions or replenishments are pre- 
vented, be it office appliances or 
other equally important articles 
which are affected, the more 
pressing the need for atonement, 
and outside of its own satisfac- 
tion, there is no remedy to calm 
this need. 

To attempt a prediction for the 
coming year, I would venture to 
say that I look forward to some- 
what improved conditions. Our 
herring-season this year was most 
successful, and in the budget of 
Iceland this is nowadays a most 
important factor. The effects 
should, therefore, be felt through- 
out our trade. 


Home Industry Protective Policy Told; Demand for Quality Foreign Machines Continues 


Note:—Mr. Kunishima, after 
graduating from a college in 
Tokio, came to the United States 
to study. He graduated from 
Rutgers university in the class of 
1924. Later he studied at the post 
graduate school of business ad- 
ministration of New York Univer- 
sity and holds both Bachelor and 
Master degrees. 


In RECENT years the develop- 
ment of the office equipment busi- 
ness in Japan has been remark- 
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able. Today practically all kinds 
of modern business machines and 
types of equipment are in use and 
demand among the large business 


corporations of Japan. It is a 
striking fact that progress in both 
the manufacture and distribution 
of office equipment in this coun- 
try has been accomplished with 
very great strides compared with 
those of general commerce. The 
history of its development in this 
country extends over but a com- 
paratively short time; not longer 
than three decades. 

Prior to the year of 1910, the 
modern type of business machines 
and equipment had been scarcely 
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used. There were no calculating 
machines in the modern sense; an 
old style Japanese calculator 
(called Soroban) was the only me- 
chanical calculating equipment. 
All checks and bills in the banks 
were written by hand with typical 
Japanese brush pencil and black 
ink. During this period efficiency 
in the office received but little 
consideration. 

Later, with the introduction into 
Japan of American office ma- 
chines, both large and small, fol- 
lowed the new order, under which 
many office utilities—such as type- 
writers, numbering machines, 
check perforators, time recorders, 
myriagraph, counting machines, 
and even steel office furniture— 
became popular. Despite the com- 
paratively high prices of those im- 
ported goods, they were gradually 
adopted by the modern business 
corporation, over ninety per cent 
of this equipment being imported 
from the United States. In the 
latter part of the great war, how- 
ever, these importations were more 
or less checked and production of 
many such manufactures started 
in Japan. 

During the post-war business 
boom, both imported and home 
made articles were widely bought 
and used. This condition con- 


tinued until about 1925, when im- 
ports of foreign manufactures 
were necessarily limited by our 
business conditions. At that time, 
on the one hand the prices of all 
commodities in the United States 

















Mr. Kunishima 


went up, while on the other hand 
the Japanese currency was coming 
down, resulting in a double burden 
upon our importers. Moreover, 
the government, which was a large 
user of office equipment, had 
gradually established the policy 
of buying home manufactures in- 
stead of using higher priced im- 
ports. Thus, the policy for the 
protection of home industry nat- 
urally brought about’ further 
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growth and progress of home 
manufacture in many fields in- 
cluding that of office equipment. 

Today, many items of office 
equipment are produced in various 
parts of the country, some of them 
being so excellent in quality and 
low in price that purchases from 
abroad seem unnecessary. Not 
only that, but our manufacturers 
and dealers are now prepared to 
export abroad, even to the United 
States—from which we had once 
imported large quantities of office 
equipment. 

Itoki-Shoten, as a pioneer in 
this line of business in Japan, has 
for many years served in the pro- 
gressive distribution of new types 
of office equipment. This concern 
is still promoting appliances of 
various kinds for office economy 
and efficiency, and continues 
studying the possibilities for intro- 
ducing improved merchandise. 

We believe that this country still 
affords an import market for new 
machines of high quality and 
equipment of special and improved 
function. Such business will un- 
doubtedly continue undisturbed in 
the future, excepting during pe- 
riods of adverse conditions—as the 
present conflict—when circum- 
stances alter the normal course 
of business. 


Mexico Progressing; All-Time High in Office Appliance Sales Seen in 1938 


a NOVEMBER 20, Mexico 
celebrated the twenty-seventh an- 
niversary of what is generally re- 
garded as its Social Revolution. 

Not unlike other national move- 
ments of this character, its early 
stage was one of tremendous 
bloodshed and destruction, fol- 
lowed by chaos, uncertainty and 
economic stagnation. This situa- 
tion prevailed until the latter part 
of 1920, when a stable government 
came into power, marking the be- 
ginning of what might be termed 
the reconstruction period of the 
Mexican revolution. 

This spirit of reconstruction 
gradually blossomed into a new 
era of National Renovation. The 
basic idea of righting social 
wrongs and of bettering the eco- 
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nomic conditions of the country 
at large brought new activities 
into every aspect of Mexican life. 


New schools, sanitation, irriga- 
tion projects, new highways and 
railroads, new homes, new office 
buildings and hotels—these are 
some of the undertakings that 
point toward a progressive Mexico, 
with a wider field for every busi- 
ness activity. 

Naturally, modern business 
equipment is rendering its service 
and sharing the profits of this 
great cycle in Mexican history. 
Sales have been growing from 
year to year, particularly since 
1932, and I am looking forward 
to 1938 to establish a new all-time 
record on volume and sound office 
equipment business in Mexico. 


Netherlands East Indies 


Turn of Tide Forecasts a Good Year for the Trade 


N ETHERLANDS INDIA is an 
export country. It exports in large 
quantities such agricultural prod- 
ucts as rubber, sugar, copra, palm- 
oil, tobacco, tea, etc. Besides, it is 
an important producer of tin and 
petroleum. 


When prices of export products 
are good, the European planta- 
tions and the exporters make 
money, the native does well, and, 
in consequence, the importer does 
a good business and the govern- 
ment’s revenue is satisfactory. 


Netherlands India has passed 
through very bad years, and 
banks, importers, and exporters 
suffered enormous losses. The na- 
tive was impoverished and the 


Expects 1938 to Bring 


Norwzemn trade with foreign 
countries in September showed a 
remarkable expansion. The value 
of imports was 110.8 millions 
kroner, compared with 96.6 mil- 
lions in August and 78.8 millions 
in September last year. The cor- 
responding export figures last year 
were 73.7; 61.8; 63.3 millions re- 
spectively. The development in 
Norway’s foreign trade during the 
months January to September is 
illustrated by the following table: 
Kroner (000’s omitted) 

1935 1936 1937 
Value of Imports...... 578,754 650,211 960,786 
Value of Exports...... 425,238 476,667 586,354 
Excess of Imports.... 153,516 173,544 374,432 
The excess of imports is well 
balanced, for instance, by the 
amount that the Norwegian com- 
mercial fleet brings to the country, 

together with the tourist traffic. 
From the above mentioned fig- 
ures it will be clear that the im- 
port during 1937 was very great 
compared to the year before. The 
figures for the import of office 
machines follow pretty close to the 
general outline. But, let it be said 
that, regarding value of the total 
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import, there is scarcely any doubt 
that due to “uncertainty” prevail- 
ing all over the world dealers have 
stocked up more heavily than or- 
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government was compelled to re- 
duce its expenses as far as pos- 
sible. 

At present this situation has 
changed for the better, and the 
government has succeeded in pro- 
ducing a balanced budget again. 

In a country like Netherlands 
India the sale of office equipment 
is immediately dependent upon 
economic conditions—much more 
so than in European countries. 
Our line of business has had to 
face very hard times, but the tide 
has changed and, unless the po- 
litical situation spoils the game, 
we expect that 1938 will be a good 
year for our trade. 


Progress in Office Modernization; Foreign Trade Gains 


dinary. Most of the office equip- 
ment dealers in this country have 
their headquarters in Oslo, and 
the majority of them are members 
of “Kontormaskin Forhandlernes 
Forening,” an association that has 
done much good for the office 
equipment trade. 

The “efficiency exhibition” that 
took place in Oslo and which was 
arranged by “Kontormaskin For- 
handlernes Forening” gave a proof, 
by its many thousands of visitors, 
that there is a great interest at 
the present time in buying new 
modern office machinery, and that 
business people as a general rule 
are more awake to the necessity 
of equipping themselves. with 
modern office machine tools. 


According to my belief, 1938 will 
bring the office equipment trade 
many steps forward in its program 
for modernizing the business of- 
fice. In this connection, the dealer 
should find his job somewhat 
easier than before, due to offering 
better economy, and to the in- 
creased understanding and greater 
need of the users. 
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South Africa 


Prosperity Reigns as Gold Mines Thrive; Offers Slogan: "Hats Off to the Past—Coats 
Off to the Future"; Also Some Marketing Suggestions for Manufacturers 


i OFFICE equipment industry 
in South Africa has enjoyed quite 
a large measure of prosperity for 
the past two years and although 
there has been some slight reces- 
sion recently, the outlook for 1938 
is quite encouraging. Much, how- 
ever, is dependent on the interna- 
tional situation and although geo- 
graphically South Africa is quite 
far removed from the seat of 
troubles in Europe and the Far 
East, we are, much as we might 
like to think otherwise, inextrica- 
bly bound up in the fortunes of 
the world in general. 

By far the most important in- 
dustry in South Africa is gold min- 
ing and as the largest gold pro- 
ducing country in the world we 
have, by what has been for us a 
most fortunate chain of circum- 
stances, been able to escape many 
of the troubles experienced in al- 
most every other part of the world. 

The departure of the leading 
countries in the world from the 
old gold standard under which 
gold per fine ounce was fixed in 
sterling at approximately 84s. was 
a most fortunate circumstance for 
South Africa. The price of the 
metal increased gradually and to- 
day is approximately 140 shillings, 
or in America $35 per ounce. There 
have been minor fluctuations but 
the price has remained compara- 
tively steady at today’s figures, 
and the concensus of well in- 
formed opinion is that there is 
little likelihood of any consider- 
able fall below 140 shillings; it is 
at somewhere around this price we 
hope it will eventually be stabil- 
ized. 

This considerable increase in 
price has resulted in intense min- 
ing activities. Certain properties 
where gold was known to exist, 
but which could not be profitably 
worked at the old figure of 84 
shillings, were reopened and de- 
veloped. As a result of further 
prospecting new and _ profitable 
gold-bearing areas were discov- 
ered. Many new companies were 
floated, numerous new shafts were 
sunk and others are still in the 
course of sinking. Unemployment 
practically disappeared and mil- 
lions of new money came into cir- 
culation. The mining houses have 
spent, and are still spending, enor- 
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mous sums in the purchase of ma- 
chinery, plant and stores and de- 
velopment work on many new 
properties is proceeding apace. 

There has been an _ intensive 
building activity, particularly in 
Johannesburg and its immediate 
vicinity, and Johannesburg today 
is probably one of the most mod- 
ern cities in the world. 

American Imports Greatly 
Increase 

The office equipment industry, 
in common with practically every 
other type of business, has prof- 
ited to a considerable extent 
through this expansion. American 
manufacturers, particularly, have 
benefited and imports of office 
equipment from the United States 
have increased by a very consid- 
erable sum. 

Fifty years ago Johannesburg, 
which is today the commercial 
centre of the Union of South 
Africa, was only a small mining 
camp, practically unknown to the 
outside world. Being a compara- 
tively new city today, it is more 
receptive to modern ideas than 
some older cities, and moderniza- 
tion in office equipment is the rule 
rather than the exception. Prog- 
ress in other parts of the Union 
has not been so spectacular as in 
Johannesburg, but the whole 
country generally has shared in 
the prosperity of the gold mining 
industry. 

Our gold mining industry is rec- 
ognized as being one of the most 
efficiently conducted industries in 
the world, and as on the produc- 
tion side in method, machinery, 
and management, so also in office 
equipment, only the best is good 
enough. Office machines and Ssys- 
tems have played a not unimpor- 
tant part in the development of 
our country and we in the indus- 
try are fully conscious of our fur- 
ther responsibilities and opportu- 
nities. 


In passing, might I suggest that 
American manufacturers, in our 
industry particularly, might profit 
from a little more intimate knowl- 
edge of South Africa and its mar- 
keting problems than they appar- 
ently possess at present. Southern 
Africa, a huge territory, approxi- 
mately two thousand miles by one 
thousand miles, is very sparsely 
populated and its white population 
is only about two millions. There 
are comparatively few important 
centres and the distances between 
towns are very great. One could 
travel almost four hundred miles 
and not find an opportunity to sell 
a box of paper fasteners. As a re- 
sult, our selling costs, I should 
say, are higher than in any other 
country in the world. You can 
imagine our feelings, therefore, 
when we receive letters from man- 
ufacturers—quite a common oc- 
currence —reading somewhat as 
follows: 

“We have received the enclosed 
enquiry from Mr. Rastus Mpana 
of Mealiefontein for a typewriter 
ribbon and shall be glad if you 
will kindly have one of your rep- 
resentatives call upon him imme- 
diately and advise us of the re- 
sult.” 

Mealiefontein may be two hun- 
dred miles away from our nearest 
branch office, have the enormous 
white population of ten souls and 
Mr. Rastus Mpana, after diligent 
search, is discovered to be the na- 
tive (black) cook boy employed by 
the local mayor. 

Another subject on which I trust 
I may be pardoned for making 
reference is that of national ad- 
vertising. This is considered to be 
an exact science in the U. S. A. 
and commends a large allocation 
annually from many of our lead- 
ing office equipment manufactur- 
ers. Why should this not be, as 
with other American manufactur- 
ers, a little more international in- 
stead of purely domestic? Even a 
small allocation in countries such 
as South Africa might, I venture 
to suggest, prove much more prof- 
itable than certain domestic ad- 
vertising. Although our population 
is small our spending capacity per 
capita is possibly greater than in 
any other country. 

In spite of our very high selling 
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costs, our trade discounts, in 
which we are told advertising al- 
lowance is included, are no higher 
than those allowed by the manu- 
facturers to their distributors in 
more densely populated centres. 
We here spend to the limit of our 
capacity in advertising, but from 
personal observation, particularly 


in the United States, I am con- 
vinced that a portion of the allo- 
cation for domestic advertising 
could be much more profitably 
employed in certain export mar- 
kets. 


We in South Africa, engaged in 
the office equipment industry, 


Uruguay 
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have every confidence in the fu- 
ture and, with the continued co- 
operation of our overseas Manu- 
facturers, we welcome a new year 
of further endeavors. My own 
company’s motto, and one which 
I think can be adopted universally 
is: “Hats off to the Past—Coats 
off to the Future.” 


Wool Export Delay Causes Lack of Foreign Exchange; Customs Up Before Congress 


Ar THE present time imports 
are practically at a _ standstill, 
owing to the lack of foreign ex- 
change, especially U. S. dollars. 
This in turn is due to the fact 
that, contrary to all expectations, 
the 1937 wool clip has not yet been 
exported. This lack of foreign ex- 
change makes it difficult to obtain 
import permits at the present 
time. 

In addition, large increases in 
customs duties are projected on 
typewriters, adding machines, cal- 
culating machines and, in fact, all 
office appliances. If these increases 
in duties are approved by Con- 
gress, it will mean that typewrit- 
ers, for example, will pay <pproxi- 


By RODRIGO LINN 


Linn & Cia, Montevideo 














Mr. Linn 


mately eight times the duties they 
have been paying up to the pres- 
ent, which will have the effect of 
very considerably restricting the 
sale of these machines. 

The foreign chambers of com- 
merce are in the meantime mak- 
ing representations to the govern- 
ment in an endeavor to cancel, or 
at any rate reduce, these projected 
new duties. 

Under these circumstances—un- 
til exports of our major products 
recommence, and until the matter 
of increased customs duties is defi- 
nitely decided one way or another 
—it is impossible to form any idea 
of prospects in this line of business 
for 1938. 


U. S. Exports of Office Appliances Gain 
on Expanded Foreign Competition 


American Typewriters Securing Increased Share of Reduced World Volume 


A RETIRED business man re- 
cently returned from a trip around 
the world, made the observation 
that American automobile and of- 
fice machine manufacturers must 
be among our most internationally 
minded people, judging from the 
fact that their products are so 
much in evidence in every part of 
the world. Many products of 
American industry are well known 
on foreign markets, in fact, being 
standard merchandise in many 
areas, but there are few typically 
American products which have a 
world-wide distribution equal to 
that of our typewriters and other 
office machines. Exports of type- 
writers from the United States be- 
gan soon after commercial pro- 
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duction was established in this 
country. By the year 1900, foreign 
sales of typewriters were valued at 
$2,697,544. Exports of typewriters, 
adding and calculating machines 
and cash registers amounted to 
$17,000,000 in 1914, reaching the 
high figure of $37,304,000 in 1920. 
During the World War and for two 
or three years thereafter, the 
world was practically dependent 
upon the American industry for 
typewriters and other office ma- 
chines as munitions manufacture 
had displaced office machine pro- 
duction in foreign plants. Foreign 
sales of office machines, after the 
slump in 1921, progressively in- 
creased from 1922 through 1929, 
reaching a peak of over fifty-three 
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WELTER S5AFEs EXPORTS OF WFO BUIPMONE AND SUPPLIED 
———  — — —— 
ating Adding-Bookkeoping Machines 427% $2,871,975 Siz $ 526,619 966 $98,398 903 $ 916,136 1,215 $3,131, 40% 1,566 $1,260, 623 
a ep Seemmnestan-S8ittng Machines 7.309 3,549,186 2,185 1,073,862 2,557 1,593,1 3,006 1,6 3.940 2,036,415 17% 2,140,668 
Listing-sdding Maghince 39.1 3.600. 0T 13, 1,054,959 19,025 1,651, 21,277 1,840, 26,519 2,437,567 29,923 ee} 
Galoulating Machines 14,686 2,762, 3. 577, 685 6,668 21,205,710 6,372 1,565. 762 ic | 2,043,208 10,337 1,876, 
Gard Punching, Sorting an‘ fabulating Machines 1,376 868,553 1,223 1,067,519 1,541 ee 4 1,761 1,697,455 1, Ipoh 316 1,617 1.830.890 
Other, including used and rebuilt machines 3.300 86 258,970 5,419 9-4 7%,125 45, 767 659 6,379 2,687 7,535 7,011 7,522 7,320 
Parte fer Accounting ané Galeulating Machines - - 738, 386 989,397 1,429,918 1,732,536 2. 3.835 
Depliesting Madines, Parte ani Supplies 611,096 ay 510,128 437,800 3,992 132 
Gosh Regicters 43, 680 9,525.1 8,435 1,503, 10, 749 — 11,393 0.398.381 12,653 2,205,362 12,380 0,090. 798 
° Parts 1,079, 843 ou ee -- 956, 702 $37.3 
ypeeriters, standard, anew 229,190 15,771,068 58,878 3,492,197 91.34% 5,947.7 115,708 7,713,479 117,622 7,698,597 101, 6,685, 660 
» portable, ser 346,193 5,991,364 56,792 1.767.363 93.437 2,825,531 103,598 3,022,690 i 2,885,665 107,1 2,918,728 
° + weed and rebuilt W9,860 1,581,172 55,120 1,220,112 51,320 1,329, 42,754 1,305,886 39, 1,272,763 40,1 1, 316, 807 
typewriter Parte 1,269,3 673,035 os 677,713 090, 643 1,015,912 
Other Office appliances 578 Ali oe 
fetal - Machines $29, 686, O74 $29,1 7(33.2h) eee" 
Wood Office Furniture and Stere Fixtures , bs, 2 67,563 91, 343 121,762 
Sheet Metal Lockers an‘ Storage Cabinets . &, 790 37, 5,509 33-050 5,516 re 4 12,467 123,406 17,268 163,525 
Sheet Metal Shelving and all Bins - 23,623 206 038 p83 93.979 
Ghoet Metal Filing Caces, act insulated 54,1529 1,445,542 12,057 278,081 15,220 397,610 18,01% a $38 25.521 554,640 26,118  565,3 
Sheet Metal Gedinets - ineulated ( ) 1,502 a 6 89,539 3,143 178, 676 275,147 4,297 221, 235 
Other Office Furaiture ant Equipment (Metal 
foetal - Furniture HR 4 20 $ 890,201 7,873 91,495,562 +225( 56. up )eeee 
Piling Folders, Index Garde and Other Office Farue 599,200 2n, 715 3. 17% 290,116 gins 260,829 
Refillable Pencils and Leads S34, 872 175, 623 208,292 203, x 432, 2h8 
Other Pencils 1,259, 652 273,711 452,136 472,956 457,701 385,337 
Metallic Peas (execpt gold) 183,503 51,78 58,383 63,100 291,549 R 
Fountain Peas 1,612,197 307, 661°° 175,150 ee 1,363, 668 1, 208, 29088 
Writing lak yo 108, 602 156,922 189,839 241,502 267,022 
Other Ink 278, 107,636 122,568 116,335 113,298 92,042 
Paste ané Mucilage 357,665 72, 67,433 +355 85,276 17, 869 
Carbon Paper 1,065, 545 349,008 4O4, 585 442, 673 475,492 416, 346 
Typewriter Ridboas 718,062 302,532 284, 309 321,392 340, 288 273,022 
Other Office Supplies 559,959 _ 9 
Pat al - Office Supplies #462, 767 $2,560,779 $2,957, $3,220,977 $5,036, 63: 583, 616(17, 0%) eee 
foteal - Office Machines, Furniture and 
Sepplice $66,477,153 $18,978, 482 $27, 528,434 $31,307, 632 $36,218, 290 $36, 361,618( 32.76) e9e9 


© Includes insulated and som-insulated types. 


** Pabulation of exporte by mail discontinued on July 1, 1933 - resused Jmuary 1, 1935 


*°° Includes fountais pen parts. 


*°°° Perecatage increase over 9 monthe @& 1936. 


Table No. 1, Referred to in the Acompanying Article 


million dollars in the latter year. 
Export sales of office furniture 
and supplies have never been as 
important in value or as widely 
distributed as office machines. 
Practically every important com- 
mercial country has a well estab- 
lished furniture industry which, 
under protective tariffs or other 
restrictive measures, have been 
able to supply a substantial por- 
tion of the local demand. Carbon 
paper, typewriter ribbons, pencils, 
etc., are produced in a consider- 
able number of foreign countries, 
anc offer competition in their own 
and other foreign markets to 
American office supplies. 


WORLD DISTRIBUTION OF UNITED STATES 
EXPORTS OF OFFICE MACHINES* 








(By percentage of total value to each area) 





The accompanying comparative 
table (Table No. 1) shows exports 
of office machines, furniture and 
supplies for several years. 


Distribution of Exports 


It is obvious that the best po- 
tential markets for office equip- 
ment and supplies are concen- 
trated in the world’s industrial 
areas. Thus Europe has always 
been the principal export outlet 
for our manufacturers, but at the 
same time, European countries are 
our principal competitors in the 
production and sale of office equip- 
ment in their own and other for- 
eign markets. Table No. 2 shows 
geographical distribution of United 
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States exports of office machines 
for selected years. It will be noted 
that our manufacturers have lost 
considerable ground in Europe, 
which has been offset to some ex- 
tent by increasing sales to Can- 
ada, Latin America and the Far 
East areas. The loss in export 
sales to Europe is primarily due to 
the increasing production in Ger- 
many and the closing of that 
market to American machines. 
Increased production in and ex- 
ports from Switzerland, Sweden, 
and the United Kingdom have also 
influenced this trend, although to 
a lesser extent than Germany. 
Table No. 3 indicates the volume 
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EXPorts of all Types of Machines from Principal Producing Areas 





By Number of Machines and Percentage Ratio to Total World Exports. 














Year 1929 & 1932 % 1934 ba 1935 4. 1936 % 
Total latin Asia & = 
Year Exports Canada America Europe Oceania Africa Country Number % Number £ Number & Number _% = Number 4 
1929 $53,754,331 7.Th 17.7% 62.6% 10.0% 2.0% Germany 95,503 17.8 39,037 19.5 47,090 15.3 100,892 26.0 119,919 27.6 
1930 42,218,308 6.3% 14.1% 67.9% 9.3% 2.4% United Kingdom 6,066 1.2 3,919 2.0 6,177 1.8 7,564 2.0 9,299 2.1 
1932 14,869,254 10.6% 8.5% 10.0% 8.2% 2.7% Italy 3,400 0.6 2,392 1.2 5,482 1.7 - - 
1934 23,680,926 7.6% 14.8% 62.4% 11.9% 3.3% Canada 1,384 0.3 11,375 5.7 8,621 2.8 3,255 0.9 10,294 2.3 
1935 27,038,784 8.0% 16.1% 60.4% 12.0% 3.5% Switzerland - 632 (0.3 3,457 1.0 8,455 2.2 29,651 6.8 
1936 29,686,023 10.3% 18.4% 55.0% 12.7% 35.6% Spein ~ 33 605 0.2 - 2 
Sweden 125 90 409 0.1 600 750 
* Includes parte Table No. - Austria 3,452 0.6 951 0.4 5861 0.2 - 
All other foreign 
countries - - 5,000* 1.3 5,000* 1.1 
PRINCIPAL EXPORT MARKETS FOR AMERICAN OFFICE Peres 
MACHINES DURING SELECTED YEARS Total Foreign 109,930 20.5 58,429 29.3 92,245 23,1) 186,766 174, 
U.S.Exports 425,243 79.5 140,902 70.7 236,107 76.9 262.056 67.5 259,630 59.7 
(Values in thousands of dollars) 
Total World 
United Exports 535,173 199,331 308,352 387,822 434,543 
Year Kingdom Germany France Canada Argentina Australia Mexico Brasil 
1929 $ 8,868 $5,795 $5,469 $4,141 $ 2,524 $ 1,851 $1,085 $1,852 
1932 2,004 1,988 2,426 1,548 261 245 342 287 (*) Estimated. 
1936 5,763 708 1,980 2,167 768 876 1,029 1,108 
1936 6,498 74 2,640 5,064 1,002 919 1,246 1,287 
Table No. 4. 


Table No. 3. 
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of exports to some of the principal 
markets in 1929 and a comparison 
of the volume to the same markets 
in 1936. Particularly outstanding 
is the decrease of exports to Ger- 
many to a nominal figure, and the 
increasing importance of Mexico 
and Brazil as important export 
markets. Sweden is the only Eu- 
ropean market which is currently 
importing office machines from 
the United States in volume equal 
to the 1929 imports. 

Foreign production of office 
equipment and supplies has been 
fostered by a number of causes, 
principally increased import du- 


ties, exchange restrictions and 
quotas. Complete and accurate 
Statistics are not available on 
production of and trade in office 
furniture and supplies in foreign 
countries, but there are sufficient 
data on typewriter production and 
trade to gauge the effect of for- 
eign competition. 

In Table No. 4 are presented 
statistics showing international 
trade in typewriters by number of 
units and the percentage of the 
total trade attributed to each of 
the principal producing countries. 
The number of typewriters ex- 
ported have been taken from the 
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official statistics of the respective 
countries. The figure of 5,000 units 
indicated for “all other foreign 
countries” for 1935 and 1936 is an 
estimate only. Italian exports dur- 
ing 1935 and 1936 were about 4,000 
and 3,000 machines, respectively. 

It is evident that up to the end 
of 1936, American typewriters were 
steadily losing the commanding 
position of 80 per cent of the total 
trade which they enjoyed during 
1929. However, it should be men- 
tioned that the percentage of 
gains in our exports narrowed in 
1935 and declined slightly in 1936, 

(Turn to page 76, please) 


U. S. Association Heads Foresee Good Year 





W une predictions concerning the commercial stationery business 
—or any other business—may not be presented as certainties, yet, 
considering existing circumstances in connection with many factors 
having influence upon the outlook for the next several months, it 
would appear that general business is to receive impulse. In which 
event the commercial stationery business should flourish. That its 
members may share in the advance and realize full measure of the 
possibilities The National Stationers Association has geared its program 
to the times. The constant services from headquarters in Washington 
—informational, educational, interpretational—will be keyed to the 
trends as revealed by careful study and analysis. 

With forward planning, based upon experience the stationer of 
today has a genuine opportunity to ‘march on.” The annual series 
of regional meetings, which will soon be in progress, will point to ways 
and means of meeting the challenge of changing conditions with profit. 
Through the year the N.S. A. program will build toward another great 
annual assembly in Chicago next September. 

May stationers everywhere participate in the joys of a prosperous 
year built on the solid foundation of sound business practice put into 
action in harmony with conditions. 











MR. HAMPTON 


Harold Hampton, President, 
The National Stationers Association. 


Preece the first half of 1938 may be slow in picking up busi- 
ness momentum, it is my considered opinion that the balance of the 
year will reveal a strongly accelerated activity: that when the final 
accounting is made, 1938 will be recorded as a good year even though 
the bulk of transactions may be booked during its last six months. 

The largest volume of business in the history of typewriters has been 
registered in the past few years, but the replacement of machines 
which became obsolescent in use during the depression is still far 
from complete. When general business receives the impulse that is in 
prospect, the influx of orders for both standard and portable type- 
writers will probably establish sales records greatly exceeding those 
of the last two or three years. 

Preparation is necessary—and the formula is simple. Just closer 
application to the job and exercise of care to assure maintenance of a 
plentiful stock of machines. The business recession is temporary, and 
when the turn comes only the dealer who has prepared will be in a 
position to meet the increased demand profitably. 

An expanded program of sales promotional activity is necessary to 
assure full realization of the potentialities of 1938. 

Lamont Wood, President, 
National Typewriter & Office Machine Dealers Association. 


Here Endeth the Prospects for 1938 Section 








MR. WOOD 
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EDITORIAL 


Hats Off to 1937 — 
Coats Off to 1938! 
@& We pass on Mr. Mathieson’s stimulative slo- 
gan, “Hats off to the past—Coats off to the fu- 
ture!”’ suggested on page 30. 

Let the members of the office appliance indus- 
try consider the past year with a lingering gaze 
upon achievements attained and opportunities 
awaiting development. Then, take up the chal- 
lenge in “Coats off to the future!”’ 

To the dealer it suggests confidence accompa- 
nied by action in regulating his business more 
in detail. It implies adjustments in all depart- 
ments: checking physical equipment to achieve 
low-cost operations; improvement of store lay- 
out and displays; analysis of lines; gearing up 
the sales organization to push profitable items, 
to improve selling methods, and to exercise all 
possible efforts in cultivating profitable ac- 
counts—present and prospective. Coats off to 
1938! 
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Encouragement to Exporters 

# Reports indicate the unpopularity of the in- 
ternational compensatory trade agreements 
which have enabled certain foreign nations to 
supply the markets in other lands with office 
machines at such low prices as to contribute to 
depressed retail price structures and diminish- 
ing profits. Not only have American machine 
imports suffered, but so have the foreign dealers 
who would prefer handling them. Also, the tax- 
payers in the manufacturing countries must 
carry the burden of their Government’s subsi- 
dies. 

“It is noteworthy,” states the December bulle- 
tin of The National City Bank of New York, 
“that the ‘trade compensation’ idea of special 
bargains is no longer popular even in Germany.”’ 


Rights of a Reputation 

@¢ Now that the Government Board of Tax Ap- 
peals absolves the late Andrew W. Mellon of 
charges of income tax fraud, the decision clears 
the memory of this man and restores his good 
name. Mr. Mellon is dead. His name is clear. 
Indeed, the board made its statement as a 
unanimous opinion. It is all very well to say that 
the law holds the man guiltless. But does that 
wholly mitigate the injury from the recrimina- 
tory charges which swept over the country at 
the time the case was instituted against him? 

Of course the law presumes a man to be in- 
nocent until such time he is proven guilty, but 
derogatory public opinion can be created by the 
way charges are made. It is doubly unfortunate 
when men in high places make loose and ap- 
probrious statements implicating another. Un- 
fortunate that a great unthinking number of 
people accept these accusations, or inferences, 
as truths—even as adjudications of one’s guilt. 
It is, then, unfortunate that despite his in- 
nocence the one charged with being an injurer 
actually becomes the one injured. 

The labor board’s charges in the recent Rand 
case made it appear that James H. Rand, Jr., 
was guilty of violation of the law, although, as 
related in last month’s issue, he was acquitted 
by a trial jury and in effect further exonorated 
by the judge, who rebuked both the National 
Labor Relations Board and the prosecutor for 
the Department of Justice. 

Famae damna majora sunt quam quae aesti- 
mari possint. — “Injuries to reputation are 
greater than can be estimated.” So, too, the 
aphorism—“A good name is rather to be chosen 


than great riches.”—G 


Here and There 


MAKES SHIP PICTURES ON 
TYPEWRITER 
Take one gifted man, one Royal 
portable typewriter, several ####, 
and a few %%%%, &&, ////, ***, 
some $/(’)!?; place them all in a 
high building in New York and you 
have typewriter pictures! 
All of which is by way of intro- 
ducing Lem Stewart, advertising 
executive, about whom the New 


York Sun of December 24 carried 


an interesting story concerning his 
ability to make seascape pictures on 
a portable typewriter. 

When Mr. Stewart observes a 
ship that takes his fancy, especially 
a sailing vessel, he draws it with 
H### ratlines, and $&) [( ?! 
sails! But that isn't all. In his re- 
markable work he manages to create 
wiin perfect perspective, a delicate 
shading of the sails, reflection of 
the ship upon the water, lapping 





waves, banks of clouds, a technical 
perfection of rig and jib, all blend- 
ing together to produce a perfect 
illusion of the rhythm of motion. 


The typewriter artist does not re- 
veal all his secrets although the 
general procedure is not hidden. 
Twisting the paper in the machine 
and the delicate use of an eraser 
are the major operations. Under- 
scores make masts, number signs 


form ratlines. T's and M's turn 
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into Handrails and the shading is 
done by using oblique strokes 
typed close together. 

Typewritten pictures are not new 
but, as Mr. Stewart points out, a 
great many of them are merely a 
series of X's, forming patterns of 
what he calls the ‘cross-stitch sam- 
pler sort.'’ His pictures, he explains, 
are accurate artistic representations 
of the originals. 

Sometimes color enters into the 
scheme. For this the artist uses a 
red, blue and black ribbon, although 
his mainstay is black. From eight to 
ten hours are required to complete 
a picture. 

Since mastering his art Mr. 
Stewart has done perfect reproduc- 
tions of square-rigged ships, three- 
masted schooners, East River tugs 
and a Gloucester fisherman—all 
on his Royal portable. 


Note. — The late George H. Pat- 
terson, founder of OFFICE APPLI- 
ANCES, was the first to do pictures 
onthe typewriter.Using a‘‘ Williams’, 
with the manufacturing company of 
which he was connected at the time, 
Mr. Patterson’s first creations were 
more or less commonplace. Grad- 
ually developing greater artistry, he 
became adept at portraiture, using 
the ‘period’ for his productions. 
His most famous picture, which was 
reproduced in many newspapers, 
was of Major William McKinley, 
soon thereafter president of the 


United States. 


INNOCENTS ABROAD! 
—Mr. and Mrs. Hazen 
Ames took a camera 
along when they re- 
cently journeyed into 
Mexico as described in 
the accompanying 
story. As a result we 
present the pictures 
shown here. (1) A 
cathedral in Saltillo, 
across the street from 
the fountain. (2) A 
camera view of Chip- 
inque. (3) Mrs. Ames 
and a camera-shy and 
untamed fawn. (4) 





INSPIRATION 


\\ 


Benjamin Franklin 





1790 


Born in January 


"The most contributing citizen 
born under American skies". Patriot 
—statesman—diplomat—scientist— 
inventor—philosopher—writer—phi- 
lanthropist — journalist — printer. 
Who gave so much to his country 
that there were none to replace him. 

"Ah", remarked a French official 
to Thomas Jefferson, who followed 
Benjamin Franklin as representative 
to France, "You replace Dr. Frank- 
lin’. 

"No", replied the great demo- 
crat, "| succeed Dr. Franklin. No 
one can replace him". 


1706 





AMES VISITS LAND OF SIESTAS, 
SENORITAS AND SAGEBRUSH 
First-hand information on mes- 

quite, and mosquitoes, ticks, tequila 
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and enchiladas was recently ac- 
quired by Mr. and Mrs. Hazen 
Ames when they made a combined 
business and pleasure trip through 
the southern section of the country 
with a side journey into Mexico. 


While the journey was primarily 
for the purpose of calling upon cus- 
tomers of the Ames Supply Com- 
pany, Chicago, of which Mr. Ames 
is a vice-president, the couple de- 
cided to see a few things not cur- 
rently found in Chicago. So, flanked 
by Manager of the Dallas (Tex.) 
Branch Tony Kartous and his wife, 
the trip to Monterrey, Mexico, was 
made. 

There they visited famous and 
historic sites, played with animals 
seldom seen north of the Rio 
Grande, and caught a few fish—at 
least Mrs. Ames caught a few fish. 

Returning from Monterrey the 
party stopped at Houston on the 
way to New Orleans. After leaving 
Mr. and Mrs. Kartous Mr. Ames and 
his wife began the trip home by 
way of Atlanta, Ga. Ice-covered 
roads soon reminded them they 
were near home. 

The entire journey covered 4400 
miles and was made in eighteen 
days, fifteen days actual driving. 
The travelers were tired but happy 
when they reached the Ames home- 
stead and said they were delighted 
at the opportunity to meet so many 
friends of the Ames Supply Com- 


pany. 


Oxen repairing streets 
on the road to Renosa 
from Monterrey. In the 
background are more 
animals to give an idea 
of the number used. 
The work progresses 
but slowly. (5) The 
same fawn but not so 
camera-shy or wild in 
the hands of Mr. Ames, 
outside a tavern on the 
Monterrey road. A 
Spanish Dagger plant 
is on the right and a 
mesquite bush on the 
left. 
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Adding Machines 


Adding and Calcu- 
lating Machine, 
Used 


Adding Machine 
Rolls and Paper 


Adding Typewriters 


Addressing Ma- 
chines 


Autographic Regis- 
ters 


Bookkeeping Ma- 
chines 


Bundling Machines 
Calculating Devices 
Cash Registers 


Calculating Ma- 
chines 


Check Endorsers 


Check Protectors 
and Writers 


Check Sorters 
Coin Changers 
Copy Holders (Me- 


chanical) 
Dating Stamps 
Desk Lamps 
Dictating Machines 
Duplicating Ma- 
chines and Sup- 
plies 
Envelope Sealers 
Envelope Openers 
Eyeletting Devices 
Fans (Electric) 
Filing Systems 
Folding Machines 
Gum Tape Machines 
Indexing Systems 
Inserting Machines 


Intercommunicating 
Systems 


OFFICE SPECIALTIES 


Thirteenth Annual Special Section 


In this section a group of successful dealers dis- 
cuss their conceptions of office specialties and 
contribute valuable suggestions upon specialty sell- 
ing procedures. To specialties—and office furniture 
—goes the distinction of having extended the very 
boundary lines of the stationery business, enhanced 
its prestige, and made it outstanding in the field of 
retail distribution. 


CONTENTS 
What Is a Specialty? 37 
By Fred L. Frost, Schenectady, N. Y. 
How This Dealer Picks His Specialties _ 38 
By Leo W. Burt, Burt & Jeffers, Inc., Hartford, Conn. 
Personal Contact Paramount 39 


By Henry N. Levy, President, Henry N. Levy & Company, 
Vicksburg, Miss. 
Pointers on Loose-Leaf Specialization 40 
By H. H. Roeder, Manager, Loose-Leaf Department, 
Marshall-Smith, Inc., Cleveland, Ohio. 
"Special Salesmen Sell Our Specialties" 4| 
By H. J. Stratford, Neal, Stratford & Kerr, 
San Francisco, Calif. 
Physical Characteristics of Thirty-four Correspondence Filing 
Systems _...... 42 
Specialties Stimulate Salesmen 43 
By James C. Brown, L. W. Holley & Sons Company, Inc., 
Des Moines, lowa. 
Ten Ways to Find Prospects 44 
By W. H. Patterson, Johnstown Office Supply Company, 
Johnstown, Penna. 


Concentration on Controlled Lines Pays 45 
By Kenneth L. Boyer, The Newell B. Newton Company, 
Toledo, Ohio. 
Think of Ink as a Specialty 46 
By Staff Member. 
Specialties Boost Sales in Slump Seasons 47 


By W. Lee Fergus, The Globe Furniture & Stationery 
Company, Chicago, Ill. 


"What We Have Gained from Specialization" 48 
By Adrian H. Pembroke, Jr., Pembroke Company, 
Salt Lake City, Utah. 


a vast are the sales potentialities of office specialties, and so 
extensively are they featured throughout the trade, that today 
we find not only a broad conception of what products are within 
the specialty field but also a great range of sales methods. The 
following pages, therefore, present a dealer symposium of unusual 
interest which should provide the dealer with many practical 
ideas for this year’s merchandising program. 

The term specialty has taken on an entirely new significance 


Letter Distributors 
Library Furniture 
Line Indicators 
Mailing Machines 
Numbering Ma- 


chines 
Paper Cutters 


Paper Fastening 
Machines 


Pencil Sharpeners 


Perforating Ma- 
chines 


Postal Scales 
Posture Chairs 
Punches 

Seals 

Sorting Devices 
Stamp Affixers 
Stapling Machines 


Storage Boxes 


String and Cord 
Cutters 


Telephone Acces- 
Time Stamps and 
Recorders 


Trimming Boards, 


Paper and Card 


Typewriter Cleaning 
Brushes 


Typewriter Cleaning 
Material 

Typewriter Cushion 
Keys 

Typewriter Cushion 
Knobs and Feet 

Typewriters, New 

Typewriters, Rebuilt 

Ventilators, Office 


Visible Record Sys- 
tems 


Water Coolers 
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since 1926, when OFFICE APPLIANCES first presented its annual 
Specialties Section. At first, an office specialty was a machine or 
device designed to provide greater speed, accuracy, and economy 
in the performance of some office function. The notion implied 
a product somewhat complicated in character, requiring special 
study before sales effort could result in compensating profit. Yet 
attention was often directed to the article instead of upon the 
service it could render. 

In recent years a shift in idea has become apparent, changing 
emphasis from merely the product to the method by which it is 
sold. Qualities or characteristics of an item today have less influ- 
ence upon classifying it as a specialty than the intensified mer- 
chandising technique by which it is promoted—in short, special- 
ized selling. 

Briefly, the current views and practices comprehend the fol- 
lowing: Some retailers specialize upon lines that are distinctly 
apart from staple products in usage and selling requirements. 
Others create specialties from their general line by concentration. 
Some specialize on a given line permanently—the year around. 
Others specialize on selected items temporarily—for campaign 
periods. Some intensify their efforts upon controlled lines in a 
given territory. Others use various lines. Some dealers encourage 
each salesman to specialize on an item of their own choosing. 
Others find advantage in special salesmen for the specialty lines. 

Whatever the plan or concept—specialties are bringing in 


profitable business! 


What is A Specialty? 


By FRED L. FROST, 


Leen. very recently, specialty 
selling was interpreted by many of 
us as that noble art of selling, 
door-to-door, various patented 
dingbats described as the latest 
developments of science. A great 
army of specialty salesmen ex- 
ploited articles ranging from auto- 
matic spinach desanders to car- 
buretor gadgets, guaranteed to 
make a Mack truck hop from 
Kokomo to Kalamazoo on a pint 
of prohibition gin. 

We had confused the term “spe- 
cialty” with “novelty”. 

Today, specialty selling, in the 
office equipment field, is the high- 
est type of salesmanship. It re- 
quires a broader knowledge of the 
potential buyer’s requirements. It 
demands a more thorough study of 
some one product to develop its 
application to the needs of the 
prospect. It involves a specialized 
sales presentation or merchandis. 
ing plan. 

Specialty selling applied to ev- 
ery-day, common-place articles is 


Fred Frost, Printer, 
Schenectady, N. Y. 














MR. FROST 


almost necessary in these days of 
keen competition, if any measure 
of success is expected. 

In some cases a specialty can be 
created by adapting a _ staple 
product to a specialized use. This 


is true of many commonly used, 
highly competitive items. When a 
special use is developed for an 
item, or perhaps by combining 
other products with it, a specialty 
unit has been created and it steps 
out of the competitive class. 

For example, I have taken stand- 
ard stock card indexing, some 
ruled and blank cards, a few blank 
guides, placed them in a card in- 
dex tray and worked out an execu- 
tive control file which, with slight 
variations, has worked efficiently 
in offices and industries employing 
from five to two hundred indi- 
viduals. All of the items were from 
our shelves. Many were slow mov- 
ing and sold in small quantities; 
single sets of alphabetical, day 
and month guides, a hundred 
ruled cards—all individual sales. 
These items combined with others 
to complete a system, placed in a 
dollar and a half tray and pro- 
moted as a specialty, sold hun- 
dreds of small items in group or 
package form, and with much less 
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INSTALLATION OF SHAW WALKER 

SKYSCRAPER OFFICE FURNITURE.— 

Made by Fred Frost, Shaw-Walker dealer 

of Schenectady, N. Y., in the office of 

president of the Schenectady Retail 
Credit Bureau. 


effort than when only dozens were 
disposed of individually. 

The group idea in specialty sell- 
ing is not confined to the small 
stationery items. Several months 
ago, I started promoting private 
office suites consisting of a steel 
desk, swivel chair, side chair, 
lounge chair, wardrobe or cos- 
tumer and a personal file indexed 
and systematized. This group was 
developed with a minimum num- 
ber of items at a stipulated lump 
price. We were compensated for 
our effort beyond all expectation, 
and in almost every instance, ad- 
ditional items were purchased. 


Insulated Files 


The insulated file is truly a spe- 
cialty in itself, and the dealer or 
salesman who is gifted with or- 
dinary horse-sense writes many 
orders for this form of record pro- 
tection, where he could not sell 





Mr. Burt 
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= are called but few are 
chosen” might well be a watch- 
word in the choice of those spe- 
cialties which will best fit into 
a well rounded, serviceable, and 
profitable business. This impor- 
tant phase of handling specialties 
is discussed below from the stand- 
point of the average stationery 
and office equipment dealer. 

There are some commodities 
which to one concern are straight 
merchandise while in the hands of 
another they are classed, sold, and 








an ordinary steel or wooden file. 
However, a prospect for filing cabi- 
nets is always a prospect for Fire- 
Files or similar devices. Making a 


Survey before suggesting the 
proper file, changes many a file 
customer to a buyer of record pro- 
tection. 

This type of specialty selling re- 
quires the convincing arguments 
employed by the insurance sales- 
man. Protection becomes a com- 
modity—the cabinet may be fairly 
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compared with the insurance pol- 
icy, delivered after the service is 
sold. 

“There is nothing new under 
the sun.” A product becomes new 
or different only when it is devel- 
oped to serve an old requirement 
better, or a new requirement is 
developed for a common product. 
In this sense, whether it be bath- 
brushes or sky-scrapers, it then 
becomes a specialty of consider- 
able interest. 


How This Dealer 
Picks His Specialties 


Outlines Procedure for 


Choosing Specialties to Be 
Featured Continually on 
an Exclusive Basis. 


By LEO W. BURT 


Treasurer, Burt & Jeffers, Inc., 
Hartford, Conn. 


serviced as specialties. For ex- 
ample, the average four-drawer 
letter file can be handled as “just 
another item” in a broad line and 
delivered on order as general mer- 
chandise. But by intelligent effort 
that stresses what it will accom- 
plish, with the necessary interior 
supplies, it also can be sold as a 


specialty. In the latter case the 
sale is more profitable and prob- 
ably effectuates more lasting good 
will between buyer and seller. 

Practically no day passes when 
the manager of an aggressive sta- 
tionery and office equipment busi- 
ness is not presented with a selling 
argument on a commodity of some 
sort which he is assured will prove 
to be the most profitable single 
item in the store. But he must 
exercise great care in his choice 
of lines. 


Method of Selection 


The method which the dealer 
follows in choosing a specialty to 
fit into the scheme of the forego- 
ing type of store is highly impor- 
tant. Frequently those who have 
the authority to do the buying are 
overly influenced by their own 
personal views, and although 
members of the sales staff are 
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consulted the decision too often 
reflects snap judgment on the part 
of the manager. 


When a manufacturer’s repre- 
sentative presents an item, even 
though he describes the possibili- 
ties of profit in glowing terms, the 
wise buyer will hear him through, 
lest a product be rejected which 
would be to the dealer’s advantage 
to handle. Then he will take ample 
time to consider it in relation to 
quality, price, the extent to which 
the manufacturer has created a 
demand for the product, the repu- 
tation and past performance of 
the firm, and, finally, those fac- 
tors involving the sales possibilities 
in the dealer’s own territory, han- 
dled by his own sales organization. 

How the product fits into the 
marketing area served by the 
dealer is a point which demands 
particular attention. Most con- 
cerns operate in definite terri- 
tories. These communities differ 
as to the types of industries oper- 
ating in them; therefore, they dif- 
fer as to offering sales possibilities 
for the various specialized lines. 

Assume that the original pres- 
entation appealed to the man- 
ager, that he had carefully ana- 
lyzed his known territorial outlets 
and found the possibilities to be 
satisfactory, he must then face the 
problem of whether or not his 
present sales force as a unit is ca- 


pable of assisting him in putting 
the job over. Salesmen are not all 
alike. What immediately clicks 
in the mind of one may not regis- 
ter in that of the next, because 
of their different past experi- 
ence, education, personal contacts, 
power of observation, imagination, 
and adaptability. 

Therefore it might be that the 
new item would not—even could 
not—be sold by all members of the 
present staff. If all are qualified, 
the problem is simple. But if not, 
it would be wise to pick one or 
more men who immediately vis- 
ualize the possibilities of the item 
and let them concentrate on this 
specialty; while the other sales- 
men might be assigned to other 
specialties suited to their interests 
and abilities. If the item found 
no takers in the present organiza- 
tion and the management still 
felt it had possibilities, then there 
would be two alternatives: either 
forget the item entirely, or employ 
a new man to specialize on the 
line. 

Responsibility to the Manufacturer 

Speaking from experience of 
having sold specialties on an ex- 
clusive arrangement for a given 
territory, we believe that the full 
line house which takes on a spe- 
cialty on a controlled basis as- 
sumes a genuine responsibility to 
the manufacturer. 


39 


Suppose that a manufacturer 
agrees to give you an exclusive 
franchise and fully protect you. 
In turn, you should thoroughly be- 
lieve in his product and codperate 
wholeheartedly with the manufac- 
turer in its promotion and sale. 
You should carefully select the 
man or men in your organization 
to specialize upon the item, and 
aid these salesmen in equipping 
themselves to demonstrate and 
sell it to your trade. When you 
are the exclusive distributor for a 
given product, you should play ball 
entirely with its manufacturer, to 
the exclusion of all others in the 
same line. If you are not entirely 
sold on stocking and pushing to 
the limit a specialty offered to 
you, drop all thoughts of it. It is 
unfair to get control of the pro- 
duct, waste a lot of the producer’s 
time and money, and then shelve 
the item simply to shut it out of 
your market. 

Being the largest in any one 
territory as to inventory value or 
cost, store space, volume, etc., is 
no longer the hallmark of suc- 
cess. But rather being the best in 
prescribing for the business office 
needs of concerns in the terri- 
tory, through the use of carefully 
chosen lines that can be classed, 
sold, and serviced as a specialty 
will earn an invaluable reputation, 
—and avoid many needless head- 
aches. 


Personal Contact Paramount 


F on thirty years I have special- 
ized in typewriters, adding ma- 
chines and_ stencil duplicators, 
during which time different meth- 
ods of selling procedure have been 
tried and observed. Various pro- 
motional methods have been in- 
cluded in these experiences and 
observations. 

I have found that the best way 
of putting over a specialized line 
of office machines is by personal 
contact out in the field, soliciting 
business. That old method of ring- 
ing door bells—canvassing the 
trade and showing the product— 
cannot be beat. This is because 
with a line of machines, demon- 
strations comprise a major part 
of the sales approach. The dealer, 
therefore, must seek out his pros- 
pects and place his equipment in 
their hands. 

With portable typewriters, how- 
ever, most of the promotional 
activity, including that of the 


By HENRY N. LEVY 


President, Henry N. Levy & 
Company, Vicksburg, Miss. 























MR. LEVY 


manufacturers, is designed to 
send customers into the dealer’s 
store. 

We have had for many years 


the franchise for products of the 
Underwood Elliott Fisher Com- 
pany (standard and portable type- 
writers and Sunstrand adding 
machines), A. B. Dick Company 
(Mimeographs), Patten Paper 
Company (Mimeo papers), and 
Markwell Manufacturing Com- 
pany (staplers). In addition, we 
handle supplies for these ma- 
chines, and operate a rental and 
repair service department. 

Next to personal calls, we find 
carefully prepared and illustrated 
Mimeographed sales letters pro- 
ductive of results. 

Then, helpful promotional sup- 
port is found in newspaper and 
radio advertising. In regard to 
manufacturers’ advertising, I be- 
lieve that if some of the money 
spent in big displays in the na- 
tional magazines were used in the 
small-town newspapers, it would 
benefit both the dealer and manu- 
facturer. 











TWO KINDS OF 
SALESMEN 
One of Them "Goes 


Places" With Specialties 
According to Mr. Roeder 

















Mr. Roeder 


le ALL dealer sales organiza- 
tions, invariably there are men 
whose propensities are either 
toward the higher order of 
creative selling or the lower 
category of order takers. 


The successful creative sales- 
man is constantly striving 
to learn everything possible 
about his products and their 
uses. His training and experi- 
ence have taught him that a 
thorough knowledge of his 
products and their uses is a 
stimulus for enthusiasm, self- 
confidence, and ability to in- 
spire confidence in his pros- 
pects and customers. He has 
the ability to originate ideas 
and plans that permit the 
application of his products to 
the benefit of his customers. 


Any sales organization that 
trains its men along those 
lines is assured permanent 
and satisfied customers. Its 
men are equipped to meet all 
equal competition, and they 
certainly need not fear com- 
petition of the lower category. 


Such men sell results and 
satisfaction. 
(Continued on Opposite Page) 


Many opportunities for profit- 


Pointers on Loose 
Specialization 


By H. H. ROEDER 
Manager, Loose Leaf Dept., 
Marshall - Smith, Inc., Cleve- 
land, Ohio. Exclusive Distribu- 
tors, Master-Craft Loose Leaf 

Devices 





Leaf 


price books. Any sized order of 

















able specialized selling can be 
found in your loose leaf line, irre- 
spective of whether you are an ex- 
clusive or a general distributor. 
Experience has shown that, be- 
sides offering a good line, the es- 
sentials are creative sales effort 
and a thorough knowledge of the 
application of the items handled. 
In the succeeding paragraphs are 
given suggestions upon the various 
items. 

Binders, Trays, and Forms for 
Mechanical Posting. This is an in- 
teresting group of products for the 
creative type of salesman. A thor- 
ough study of the field will result 
in a volume of orders amply com- 
pensating for the time expended. 
Moreover, installations of these 
lines offer possibilities for repeat 
business. Efficient application of 
your devices will produce reorders 
and additional equipment for 
many years following installation. 
It is suggested that you get ac- 
quainted with the machine men in 
your territory. If you can qualify 
as an expert on devices for me- 
chanical posting, they will wel- 
come your cooperation—which will 
prove to be of mutual advantage. 
You will find a fertile field for this 
line in your banks, department 
and retail stores, wholesale houses, 
public utilities, and the accounting 
departments in all classes of busi- 
ness. 

Catalogue Binders and Price 
Books. Take a look into this field. 
Get the habit of calling on the 
sales and advertising departments 
of manufacturers and wholesale 
houses. You will be surprised at 
the large orders that are continu- 
ally being placed; often single 
orders that call for thousands of 
catalogue covers for general dis- 
tribution, and hundreds of bind- 
ers for salesmen’s catalogues and 


these devices will amply repay you 
for the time spent on it. A record 
was kept of the time spent in con- 
nection with a prospective job that 
amounted to $900. The order was 
placed about six months after the 
date when the prospect was dis- 
covered. (The customer spent six 
months compiling his catalogue.) 
When the record of the actual 
time spent by the salesman was 
computed, including time on work 
in the office, it was found that he 
had devoted to this job a total of 
just fifteen hours—a very profit- 
able two days work. 

Meter Readers’ Books for Gas, 
Electric, and Water Companies 
and Route Books for Dairy and 
Bakery Drivers. Try making in- 
quiries in the departments using 
these products, and you will see 
possibilities for volume orders that 
will open your eyes. Somebody is 
getting this business; it could be 
you. 

Binders and Forms for County 
and Municipal Records. Step into 
the various departments of your 
court house and city hall. These 
are public offices and are wide 
open. As a rule, public officials are 
very receptive to the salesman 
who has studied and understands 
their record problems. If you are 
a local merchant and taxpayer, 
they are under no little obligation 
to give you your share of that 
business. The reorder business in 
these offices is very consistent and 
desirable. 

Visible Binders and Forms. This 
is a tremendous field, as it covers 
such a wide range of applications; 
such as stock record, purchase rec- 
ord, installment accounts, credit 
record, department store stock 
control, accounts receivable, cost 
record, collection and many oth- 
ers. Study its applications. No 
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other loose leaf device has a 
greater versatility of efficiency 
applications, and the orders are 
sizeable. 

Binders and Stock Forms for 
Pen Posted General Accounting 
Records. This class produces the 
largest variety of orders. It em- 
braces most of the commodity 
items of the loose leaf line; such 
as accounts receivable, accounts 
payable, general ledger, various 
journal records and binders for 
special designed forms. Keep in 
touch with the heads of account- 
ing departments. Cultivate public 
accountants and ascertain what 
items they generally use in their 
system work, and carry them in 
stock. Give them prompt service. 
They can originate many new ac- 
counts for you. Assist your cus- 
tomer or prospect in designing 
special forms, as this will create 
new uses for binders and future 
reorders for the forms. 

Columnar Ruled Pads—Account- 
ants’ Work Sheets. There are tons 
of this material used in every ter- 


ritory, and this business can be 
gathered in with little effort. Ask 
for it. 

Transfer Binders. From almost 
every current record there is a 
constant flow of transferred sheets 
that must be preserved and bound 
into various types of transfer 
binders. A good volume of this 
business can be picked up very 
easily by analyzing your prospect’s 
transfer problems and applying 
the device that will best fit the 
requirements. 

Bear in mind that your manu- 
facturers are often in a position 
to build special devices to meet 
extraordinary applications. 

Do not try to sell from pictures. 
If your product has merit, it de- 
serves to be demonstrated. That is 
the only way in which you can 
make an impression of its good 
features. Study it carefully and 
you will be surprised at the effec- 
tiveness of your demonstration. 
Remember, if you don’t offer it, 
you won’t sell it. And don’t forget 
—know your product and its use! 


"Special Salesmen Sell 
Our Specialties’ 


By H. J. STRATFORD 
Neal, Stratford & Kerr, 


San Francisco, Calif. 


specialties be handled 
by all the salesmen of the office 
equipment dealer or by special 
salesmen? The trend toward in- 
cluding a number of profitable 
specialties in the line, or selecting 
items from the line for specialized 
selling treatment, has in the past 
few years become well established 
in the trade. But the methods of 
procedure vary, 2nd only the indi- 
vidual concern can answer for 
itself the question as to who in the 
organization is best qualified to 
sell specialties and as to which 
organization plan is most success- 
ful. 

Experience has proven in our 
case that better results are ob- 
tained by placing specialties in 
the hands of special salesmen 
than when leaving them solely to 
the devices of our regular sales 
force. 

We try to inform our salesmen 


as fully as possible regarding all 
the lines that we carry, but we 
find a distinct advantage in hav- 
ing in each department salesmen 
who concentrate their efforts 
upon the lines in which we spe- 
cialize. These men are thoroughly 
trained in their respective fields. 
They know the various applications 
of their products and are alert to 
new uses and improved systems 
which may be of service to their 
customers. By devoting their time 
and attention to a limited number 
of items, they have acquired im- 
measurably more knowledge upon 
the items than the average full- 
time salesman would have the 
time or opportunity of obtaining. 
Accordingly, through these spe- 
cialists our concern is able to ren- 
der the maximum service to cus- 
tomers or prospective buyers. 
Among our departments of spe- 
(Turn ta page 49, please) 
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TWO KINDS OF SALESMEN 


(Continued From Opposite Page) 


The man with the most 
knowledge and training will 
show the greatest earnings, 
and, conversely, the man with 
the least knowledge and train- 
ing will show the least earn- 
ings. 


Salesmen in the organiza- 
tions of the lower category are, 
more often than not, victims 
of a policy which advocates 
little beyond mere footwork 
and exposure. They operate 
on the fallacious reason- 
ing that the law of averages 
will be good to the man who 
can make the most contacts 
and whose main objective is 
to take orders,—regardless of 
the service the customer would 
receive from the goods. 


The man with little knowl- 
edge of the use of his products, 
will, in an effort to impress 
his prospect, resort to dog- 
matic statements and peri- 
phrastic conversation which 
often inadvertently leads to 
misrepresentations. 


There is, however, some con- 
solation in the fact that he 
will avoid, if possible, any 
complicated prospective deals 
which he is not competent to 
handle or which might inter- 
fere with his “do or die” 
schedule of thirty calls per 
day. Of course, he could not 
possibly make the foregoing 
number of calls if he stopped 
long enough to sell the most 
effective way. 


Notwithstanding the prac- 
tices of the short-sighted or- 
ganization, usually within its 
ranks are men who have been 
trained or can be converted 
to the higher order of sell- 
ing. Such men can profit 
immensely by the help of 
manufacturers’ representa- 
tives, whose services are usu- 
ally available upon request. 
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Physical Characteristics of Thirty-four Correspondence Filing Systems 


(See se il Page) 






















































































































































































































Position of Position of Heightof Position of Height of Series 
Manufacturer Name of Tabe of Tabs of Miscel- Tabs of Indi- | Open _— for Bch of 
System Agate Miscellaneous laneous Individual vidual | Special Headings | Qubdivisionst | Sub- 
Guides Folders Folders Folders Folders divisions 

A. J. Amberg Busi-|Streamline 3rd and 4th position of|First position of 1/5) 934**|2ndand3rdof1/5comb.| 93(** 44% Double or Single} 50-80-100- 
ness Equipment 1/5 cut ta cut tabs Title etc. 
Corporation 

A. J. Amberg Busi-|Stardex Last3of1/5cuttabs |First position of 1/5} 934**|/2ndand3rdof1/5comb.| 93<** 4% Multiple Title | 25-30-40- 
ness Equipment cut tabs 4th and 5th of 1/5 comb. 50-60-80- 
Corporation etc. 

A. J. Amberg Busi-| Newdex Last3of1/5cuttabe (First position of 1/5| 934**|2nd and 3rd of 1/5comb.| 934** 44 Double or Single] 24- 36- 48- 
ness Equipment cut tabs 4th and 5th of 1/5 comb. Title 72-etc. 
Corporation 

Amberg File & Index| Peerless Nual Last 3 of 1/5 cut tabs|First position of 1/5) 914* |2ndand3rdof1/5comb.| 914* |Four and one-half| Double Title 24-36-48- 
Company cut tabs 4th and 5th of 1/5 comb. inches at left 72-ete. 

Amberg File & Index| Marno Last 3 of 1/5 cut tabs|First position of 1/5) 914* |2ndand3rd1/5cutcomb.| 914* |414 inches at left|/Multiple Title |25-30-40-50 
Company cut tabs 4th and 5th 1/5 cut comb. 60-80-etc. 

American Business| Practical First and second of 1/5|Fifth position of 1/5} 10 (3rd and 4th of1/5com-| 10 |Four and a half|Single Title 25-50-75- 
Supplies Company cut tabs cut tabs bined inches at right etc. 

Art Metal Construc-| Twin Index Third and fourth 1/5/Third position of 1/7; 97% /|Ist and 2nd of 1/5com-| 9% |Two and a half Single Title 25-40-80- 
tion Company cut tabs cut tabs bined inches at right —" 

etc. 

Art Metal Construc-|Amco Visible Index|Second and third of 1/5|First position of 1/5) 914 |All positions, 1/7, 1/5} 914 |None Single Title 25-40-60- 
tion Company cut tabs cut tabs and 1/3 cut widths — 

ete. 

Automatic File &/Standard Index First and Second of 1/7/Third position of 1/7| 9% |5th, 6th and 7th of 1/7) 9% |Two and a half|Single Title 25-40-80- 
Index Co. cut tabs cut tabs comb. inches in middle ete. 

Automatic File &|Autocrat Index First 2 of 1/7 cut tabs|First position of 1/5) 914 |2nd,3rd of1/5comb. 914 |9'4 inches at right|Single Title 
Index cut tabs 4th and 5th of 1/5 comb. etc. 

2nd or 3rd of 1/3 

C. L. Barkley & Findit Second and third of 1/5|First position of 1/5) 9% |4th and 5th of 1/5com-| 9% /|None Double Title 25-50-75- 
Company cut tabs cut ta bined etc. 

Browne-Morse Com-|Service Index First 2 of 1/5 cut tabs|First 2 of 1/5 cut tabs} 914 /|2ndof1/3cutand3rdof} 914 |Six and a_half|Multiple Title | 25-40-80- 
pany 1/3 cut inches at right ete. 

The Dunleavy Com-|Filex Expanding Sys-|First 2 of 1/5 cut First 2 of 1/5cut 9% |3rdand4thof1/5comb.; 10 |Two and a half|Single Title 25-50-75- 
pany tem tabs inches at right 100-150- etc. 

Filing Equipment [Bee-Line First position of 1/5)Second position of 1/5) 10 {3rd and 4th of 1/5com-| 10 |Two and a half|Singlé Title 25-40-60- 
Bureau (F.E.B.) cut tabs cut tabs bined inches at right 80-120-etc. 

The General Fire-|Simplified First 2 of 1/7 cut tabs| Third position of 1/7 10 [4th and 5th of 1/7 comb. 10 |None Double Title 25-50-75- 
proofing i cut tabs 6th and 7th of 1/7 comb. ete. 

The General Fire-| Super System First of1/5cuttabs {Third of 1/5cut tabs 10 4th and 5th of 1/5com-| 9% (First of 1/3 cut for| Double and 25-50-75- 
proofing Company bined specialname and} Single etc. 

common sur- 

name guides 

and 2nd of 1/5 

cut for their 

subdivisions 
Globe-Wernicke \Safe-Guard First 3 of 1/7 cut tabe|First 3 of 1/7 cuttabs| 944 |4th and 5th of1/5com-| 9% |Two inches in|Single Title 25-40-60- 

Company bined center 80-120-etc. 
nee Methods |Rapid System First 2 of 1/5 cut 3rd position of 1/5cut| 97% |4th and 5th of 1/5com-}] 97% |None Double Title 25-40-80- 
ompany — bined etc. 

Macey Company Clear VisionIndex |First 2 of 1/5 cut tabs|Third position of 1/5) 10 4th and 5thof1/5com-| 10 |None Single Title 25-40-60- 

cut tabs bined 80-120-etc. 

Macey Company [Perpetual Index First 3 of 1/5 cut tabs|Fiféh position of 1/5) 914 |2/5 cut tab to right off 914 |None Single Title 27-40-60- 

cut tabs center 80-120-etc. 
Oxford Filing Supply |Speed-Index First 2 of 1/5 cut tabs|First position of 1/5} 914 |2ndand3rdof1/5comb.) 914 /Four inches atj|Single Title 25-40-80- 
Company cut tabs 4th and 5th of 1/5 comb. right etc. 
Remington Rand Automatic & Direct|First 2 of 1/7 cut tabs/Third position of 1/7) 10 [3rd and 4th of1/5com-| 10 |Two and a half/Single Title 20-40-60- 
(Library Bureau) | Alphabetical cut tabs bined inches at right 80-100-etc. 
Remington Rand __/Triple Checkt First 2 of 1/7 cut tabe/Third position of 1/7; 10 (3rd and 4th of 1/5 com- 10 |Two and a half|Single Title 20-30-40- 
Auto. cut tabs bined inches at right | 60-80-etc. 
Remington Rand | Variadext First 2 of 1/7 cut tabs|Third position of 1/7| 10 (3rd and 4th of 1/5com-| 10 /|Two and a half Single Title 25-40-60- 
cut tabs bined inches at right 80-100-e te. 
Shaw-Walker Com-|Ideal First 2 of 1/5 cut tabs|Third position of 1/5, 10 /4th and 5th of 1/5 com-| 10 [None |Multiple Title | 25-50-75- 
pany cut tabs bined | | etc. 
Shaw-Walker Com-|Super-Ideal First 2 of 1/5 cut tabs|First position of 1/5) 914 |2nd of 1/3 cut and 3rd of | 914 |Six and a half|Multiple Title | 25-50-75- 
pany cut tabs 1/3 cut | inches at right ete. 
Smead Manufactur-|Tell (Eye) Vision 1st and 2nd of 1/5 cut/3rd postion of 1/5 cut 10 4th and 5th of 1/5 cut} 10 |None Single Title 25-50-75- 
ing Company tab ta combined 100-etc, 
The Victor Safe &/Visible Name Ist 2 of 1/7 cut tabs|Last position of 1/7| 97% |1/3 cut tab to right of} 97% /15% (1/7 cut third|Single Title 25-40-50- 
ag oy Com- cut tabs center position) 75-100-ete. 
pany, Inc 
Wabash Cabinet Alpha-Merical First 2 of 1/7 cut tabs/Third position of 1/7; 10 /|4th and 5th of 1/7 comb.| 10 [None Double Title 25-50-75- 
Company cut tabs 6th and 7th of 1/7 comb. ete. 
Wabash Cabinet Adaptex First 2 of 1/5 cut tabs|First 2 of 1/5 cut tabs} 914 |[2ndof1/3cutand 3rdof} 914 (Six and a half|Double Title 25-50-75- 
Company 1/3 cut inches at right ete. 
Wagemaker Com- /Duplex First 2 of 1/5 cut tabs|Third position of 1/5] 10 4th and 5thof1/5com-| 10 |None Double Title 25-40-50- 
pany cut tabs bined 60-75-80- 
etc. 
Weis Mfg. Company/Clear Index No.1 | First 2 of 1/7 cut tabs/Third position of 1/7} 10 ({4thand5thof1/7comb.} 10 |None Double Title 25-50-75- 
cut tabs 6th and 7th of 1/7 comb. etc. 
Weis Mfg. Company/Clear Index No.2 | First 2 of 1/7 cut tabs| Third “a, of 1/7} 10 |Right of 2/5 cut 10 ‘| Fourth 1/7 Double Title ee 75- 
cut ta’ etc. 
Yawman and Erbe} Direct Name Second and third of 1/5|First position of 1/5) 9% |4th and 5th of 1/5com-| 97% |None Double Title 25-40-80- 
Mfg. Co. cut tabs _cut tabs bined etc. 
*Also furnish 934 inch with guides of same body height. ** Also furnish 934 and 10 inch with guides of same body height. Use color scheme for subdivision of each letter on all 
unite. TSingle title as below Double title as below. TMultiple title as below. 
os nun 
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Put the Filing Chart to Work 


= filing systems chart on page 
forty-two contains an extensive 
fund of valuable information in 
small compass. It provides oppor- 
tunity for the filing supply sales- 
man to obtain a working knowl- 
edge of the popular correspond- 
ence filing systems in use today. 
It informs him as to the similari- 
ties and differences of the vari- 
ous systems on the market, the 
kind of information he should 
have, regardless of what system 
he may be selling. With data re- 
duced to essentials and presented 
in a form that permits easy ref- 
erence, the chart offers a “system” 
education to the alert dealer and 
his sales staff. 

Because of its value as a sales 


Approved with Enthusiasm 
by Dealers Who Have 
Tested It, the Chart on the 
Opposite Page Is of Spe- 
cial Value to Filing Systems 
Salesmen. 


implement, the chart has been 
presented on three previous occa- 
sions in successive stages of ampli- 
fication. Originated by the Oxford 
Filing Supply Company, Brooklyn, 
N. Y., it was first reproduced in 


the March, 1931, issue of OFFICE 
APFLIANCES. In May, 1934, and 
again in January, 1937, respond- 
ing to widespread interest, the 
chart was presented in expanded 
form, with the consent of the orig- 
inator. 

During the years a number of 
dealers have “put the chart to 
work.” They have been highly 
complimentary concerning its 
value. Which led to its being re- 
printed in this issue, so that oth- 
ers may derive benefits—so that 
they may know with exactness 
how systems relate or differ—so 
that they may be _ mentally 
equipped to serve their customers 
more efficiently and themselves 
more profitably. 


Specialties Stimulate Salesmen 


om sales organization serves a 
wide territory, each man covering 
a large area in which he sells spe- 
cialties along with our full line. 
The practice of our firm in pro- 
moting specialty selling is based 
upon two principal factors per- 
taining to the salesmen: 

1. We have found that in carry- 
ing our broad commercial station- 
ery line, each salesman does espe- 
cially well on some one or more 
items which he finds easier to sell. 

2. Selling specialties keeps our 
salesmen out of sales ruts, stimu- 
lating them to better selling meth- 
ods and increased sales. 

In view of these facts, the sales- 
men are encouraged to specialize. 
Correspondingly, gratifying results 
are shown in the sales volume of 
the items upon which the differ- 
ent salesmen are specializing. 

Since volume is a dependable re- 
sult of concentration, of course it 
is important to push profitable 
lines. This can be done by careful 
direction and by the use of in- 
centives. 


Sales Contests Stimulate Interest 
in Profitable Specialties 


In order to create interest in the 
profitable lines which the sales- 
men may overlook, we hold peri- 
odic sales contests. The length of 


Sales Contests on Select- 
ed Specialties Create In- 
terest in Profitable Items. 
Also Develop Salesmen's 
Selling Technique. 


By JAMES C. BROWN 
L. W. Holley & Sons Company 


Des Moines, lowa 

















MR. BROWN 


the contest period varies, and 
sometimes we have more than one 
contest running at the same time. 
Thus, besides each salesman’s spe- 
cialty, we specialize collectively 
upon items for a campaign period. 

Contest standings are sent out 
weekly and a constant effort is 
made to keep all salesmen inter- 
ested. Some salesmen are really 
surprised at their sales on items 
which they have heretofore over- 
looked. Everyone likes to see his 
name at the head of the list, and 
the rivalry among the men is al- 
ways keen. 

These specialty contests afford 
a lasting value as well as a tem- 
porary sales stimulant. The sales- 
men develop a successful selling 
technique which they never for- 
get. We find that usually they 
continue pushing the items after 
the conclusion of the campaign, 
providing the products are not of 
the seasonal variety. The sales- 
men’s abilities and volume of busi- 
ness are in this way continually 
improved by their specialty train- 
ing and sales experience. 

Specialties selected for this type 
of sales campaign may differ 
considerably. Sometimes it is a 
new style pen, pencil, or desF set, 
stapling machines, visible ledger 
outfits, or filing supplies. The 








44 


above mentioned and also groups 
of related items are among our 
recent selections. 

Any item should not require 
more time to demonstrate than 
the unit of sale justifies. For in- 
stance, $1.00 items should require 
only about five minutes, while a 
$10.00 item would justify a demon- 
stration time of longer duration. 

Items selected for specialty sell- 
ing should be easily carried, as 
samples must be shown to assure 
results. 


Restrain Approval Selling 


In many cases, stapling ma- 
chines, adding machines, posture 
chairs, and similar items are left 
on approval. They are usually left 
until the next regular call of the 
salesman. While this is the ap- 
proved method of some firms, as a 
rule we discourage the practice. 
We feel that this trial method 
tends to replace strong selling ef- 
fort on the part of some salesmen 
and results in entirely too many 
machines returned. 

If the customer is thoroughly 
sold by the salesman and really 
has a definite need, there is no 
necessity of sales on approval. 
This is especially to be avoided 
with duplicating equipment, as 
there is always a loss on every 
machine returned. 

Trials are most permissible in 
the sale of posture chairs and 
time-saving devices, such as sort- 
ers and adding machines. In these 
cases the salesman must prove to 
the prospective buyer the time and 
money saving features, or other 
advantages, afforded by the de- 
vices he presents. 

In city sales it is much easier 
to keep in contact with customers 
who have machines on approval, 
and the trial periods are shorter. 
The period, or course, may vary on 
different items. In the case of 
stapling machines or tackers it is 
only a question of whether they 
will do the job or not, so only two 
or three days are required for 
adequate demonstration. Posture 
chairs usually justify the longest 
trial period. The salesman should 
not call too often in regard to the 
chair, as he may be told to take it 
away, and the prospect might not 
again be willing to make another 
trial. However, thirty days’ trial 
should be sufficient for any piece 
of equipment, and the more this 
can be shortened the better. 

If interest is lagging in the ap- 
pliance on demonstration, some- 
times it is a good idea to get per- 
mission to talk to the person who 
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Ten Ways to Find 
Prospects 


An Outline for Specialty Promotion Developed 
from Suggestions Made by W. H. Patterson, Johns- 
town Office Supply Company, Johnstown, Penna. 


1. Attract your potential cus- 
tomers with store displays. 


a. Show specialties in win- 


dows. 
b. Arrange appealing store 
demonstrations. 


2. Suggest your specialties when 
taking other orders. 
a. Push related items. 
b. If a specialty campaign is 
running, interest your cus- 
tomer in the item. 


3. Salesmen calling on the trade. 


a. Study customers’ needs. 

b. Keep record of purchasing 
dates of customers and 
prospects. 

c. Get prospect leads from 
customers. 

d. Follow up prospects previ- 
ously seen on other items. 

e. Compile list of logical 
prospective users. Obtain 
names from _ classified 
phone book and other di- 
rectories. Plan the calls. 

f. Create prospects with trial 
demonstrations. 


4. Join clubs and organizations 
for which you or a represent- 
ative of the firm are eligible. 
Widen your acquaintance with 
key men in other concerns. 
Become known. 


5. Read the newspapers. 

a. Clip news items about ac- 
tivities of local concerns, 
suggesting leads. 

b. Watch the real estate col- 
umns for announcements 
on removals, expansions, 
new firms. 

c. Search the display adver- 
tisements for leads on 
prospective users of your 
specialties (and other 
lines). 


6. Be prospect conscious while 


on the street. Observe the 
new buildings, expansions, 
removals, new tenants. 


7. Get your name on the mail- 
ing list of as many local firms 
as possible. Especially those 
which might be prospects for 
your specialties (and other 
lines). 


8. Build a mailing list of your 
own. The salesman can well 
use such a list of his custom- 
ers and prospects. 

a. Secure aid of Chamber of 
Commerce and other asso- 
ciations, directories, etc. in 
building the list. 

b. Classify by lines of busi- 
ness so they can be worked 
on with suitable specialties 
and seasonal items. 

c. Devise the list so that the 
needs of your customers, 
and of as many prospects 
as possible, will receive 
your attention at the pro- 
pitious time. : 


9. Advertise regularly. 

a. Use direct mail campaigns 
—letters, broadsides, fold- 
ers, manufacturers’ circu- 
lars. 

b. Use display advertising in 
newspapers, local publica- 
tions, directories, outdoor 
signs. 

c. Use circulars as enclosures 
with invoices and _ state- 
ments. 


10. Feature specialty exhibits. 

a. At local business shows of 
Chamber of Commerce and 
other organizations. 

b. Sponsor your own display 
of specialties in a model 
office exhibit. 

c. Exhibit your specialties in 
empty store windows at 
strategic locations. 








actually is using the equipment. 
Perhaps there is some small detail 
which has been overlooked which 
can be easily adjusted. 


Use A Sales Plan 


Every sale requires a sales plan 
which will fit the personality of 
the salesman and the buyer. Sales- 
men should be encouraged to pass 
their experiences along to the 
other men in the organization. 


Sales meetings are helpful in do- 
ing this. 

Successful selling of specialties 
by the commercial stationer de- 
pends considerably on how well 
the salesmen have been sold; 
which may be accomplished 
through instruction by the manu- 
facturer’s representative, constant 
repetition through house letters, 
sales meetings, and contests. 


Concentration on Controlled 


a after entering the 
commercial stationery business 
about twelve years ago, it began 
being apparer.t to us that increase 
in business ana a corresponding 
increase in profits could not be 
depended: upon to come from 
“bread and butter” items. In the 
search for lines which would pro- 
duce the most profit in the quick- 
est time, we decided to concen- 
trate on articles which we could 
control in our market area and 
which would be of a character to 
induce repeat business. We found 
that selling such merchandise on 
the basis of utility and appear- 
ance was a profitable procedure. 


Demonstration portfolios for 
our salesmen are integral parts of 
our specialties selling plan. We 
prepared several of them—includ- 
ing one for each of the following 
posture chairs: aluminum chairs 
of all types, visible equipment, 
executive wood furniture suites, 
metal furniture and storage boxes. 

It is a good plan to have certain 
salesmen, so inclined, specialize on 
those important items which re- 
quire exceptional study and sales 
ability. The specialist can func- 
ton invaluably by helping his fel- 
low salesmen when they meet 
problems within the _ specialist’s 
scope. 

We have been particularly suc- 
cessful in applying specialty sell- 
ing methods to posture chairs. 
The following suggestions, pre- 
sented as part of my address at 
The National Stationers Associa- 
tion convention in Chicago last 
fall, indicate the methods our ex- 
perience has proved worth while. 

To many firms the word “pos- 
ture” or “health” is just a name 
for an office chair and will always 
remain so until the time, effort 
and ability to demonstrate other- 
wise is extended. 

Just look at the thousands of 
prospects. 


1. Use tact and contact the 
right persons. 

2. Have and make a good com- 
monsense presentation. 

3. Carry the chair with you and 
demonstrate it. 

4. Secure trials. 


Lines Pays 


Kenneth L. Boyer of The 
Newell B. Newton Com- 
pany, Toledo, Ohio, Re- 
veals the Methods by 
Which His Firm Has 
Achieved Success in Of- 
fice Specialty Selling. 














Mr. Boyer 


I might mention that when 
calling on large firms with this 
item, do so in the afternoon, when 
the office morale is at its lowest. 
You can then dramatize your 
presentation by calling the office 
manager’s attention to the num- 
ber of vacant chairs about the of- 
fice due to the fact that the typist 
is in the rest room smoking a cig- 
arette or gabbing about the office. 


Call his attention to the cost of 
time lost through improper seat- 
ing and explain it in dollars and 
cents. Just question him as to 
how long he can sit in his chair 
at a stretch. Walk and talk for 
trials, and by trials I mean a 
whole department or at least six 
cr twelve chairs, and not one or 
two as most salesmen do. With 
six to a dozen you can’t miss. 

The important thing after se- 
curing a trial is to see that each 
chair is properly adjusted to the 
individual and to give a complete 
explanation of the reason for each 
adjustment. This service requires 


time, but is absolutely necessary. 
It also gives the salesman the op- 
portunity of gaining the good will 
of the buyer. 

Don’t lose sight of the fact that 
if these persons are properly 
seated they will be your best 
boosters for this and other sales. 

It is rare that anyone will re- 
fuse to accept a new chair, espe- 
cially if it does not cost them any- 
thing, and they will fight like hell 
to keep the management from 
taking it away from them once it 
is in use. 

Good will. Don’t overlook the 
fact that if you can satisfy the 
management with health or pos- 
ture chairs, and also please the 
stenographer with a comfortable 
chair, you will most certainly get 
your opportunity on their other 
requirements and problems. 

Service man. On the sale of 
both commercial and executive 
health chairs, we have one man 
who devotes his entire time to the 
sale of this product. Not as a 
salesman, but as a service man. 

He is furnished with business 
cards and letterheads entitled 
“Seating Service.” He is able to 
get behind the scenes, so to speak, 
and gain good will through his 
ability to correct the ills of incor- 
rect seating which the properly 
adjusted chair will accomplish. 

Make repairs where necessary. 
Install new casters. Much to our 
surprise, this type of service sell- 
ing has met with approval by 
many firms to some of which we 
have never been able to sell be- 
fore. 

After all, the present posture 
chair users are our best sales peo- 
pel and they produce many pros- 
pects. 


Visible Records Offer 
Opportunities 


In merchandising visible equip- 
ment, we use the idea of sales 
portfolios, with mounted illustra- 
tions arranged as to uses. When 
calling on any firm, this portfolio 
offers the salesman an opportu- 
nity to make a complete presenta- 
tion on most any record equip- 
ment. 

For example: sales records for 
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sales departments; purchase and 
stock control records for the pur- 
chasing department; credit and 
authorization records for the 
credit department. 

These, and many more types of 
records, fully illustrated, can be 
easily shown along with the 


cabinet, frames or book units. 
A complete picture of the par- 
ticular record required is thor- 
oughly discussed, eliminating the 
mystery of visible equipment. 
This method saves buyers time 
and confusion. The mounted il- 
lustrations furnish the salesman 
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with proper subject matter and 
point out the features. 

Again the time given to pre- 
senting the proper special forms, 
covering prospect’s requirements, 
affords additional contacts and 
interviews. And produce splendid 
results if properly presented. 


Think of Ink as a Specialty 


_ was when the mention of 
ink brought to mind only a small, 
labeled bottle, containing colored 
fluid and usually purchased for a 
few cents. The average man 
thought of it as something with 
which to write letters or fill foun- 
tain pens. Ink was universally ink 
except in rare cases when someone 
demanded “India” ink. It was as 
standardized stock in a stationery 
Store aS was sugar in a grocery. 

But today the pattern of manu- 
facture and sale is greatly broad- 
ened. Ink has become a highly 
specialized product with an amaz- 
ing diversity in types available for 
general and specific uses, many of 
which are unknown or unconsid- 
ered by commercial stationers. For 
instance, who associates ink with 
walnuts, or drinking glasses. Yet 
the association exists, and repre- 
sents a genuine sales opportunity. 

Ink is now manufactured in a 
wide variety of forms, each made 
for a particular purpose. In the 
words of a recent folder published 
by the Better Marking Institute of 
Chicago, an ink is “made to mark 
a specific surface in a certain way 
under special conditions.” Which 
points to ink as an ideal specialty, 
needing but recognition as such to 
increase its profit potential for 
stationers. 

Like other specialties, ink, in its 
highly diversified forms, requires a 
special selling technique if it is to 
be a product upon which the sta- 
tioner realizes full value. Knowing 
the correct ink for a particular 
purpose in its basic forms—liquid, 
paste, cake and brick—is not suffi- 
cient. Knowledge of special appli- 
cations and adaptations—knowl- 
edge inclusive enough and 
detailed enough to permit the 
salesman to take the initiative and 
make suggestions is necessary. 
Mere ability to fill an order for a 
specialized supply may be appre- 
ciated but real selling success is 
achieved by the man who knows 


Wide in Variety and Ap- 
plication, Ink Offers a Prof- 
itable Means for Special- 
ized Selling. 
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more about the product than the 
customer and can tell him how to 
get better results. In many large 
industries special purpose inks are 
in demand. By familiarizing him- 
self with the requirements—and 
the means of filling them—the ink 
specialist raises his value to his 
customers, his employer and him- 
self. 

Surfaces and materials which 
are today marked by specialized 
inks are legion. They include 
fabrics, metals, building materials, 
glass and pottery, paper and paper 
boards, leather, food-stuffs, wood, 
rubber, special finishes and a host 
of miscellaneous products includ- 
ing cellophane, celluloid, isinglass, 
glassine and plastics. 

A more detailed enumeration of 
the many materials which require 
a special marking ink is the fol- 
lowing list published by the Better 
Marking Institute: 

Metals: Aluminum, brass, cop- 
per, steel, tin, tinfoil, lead. 

Fabrics: Burlap, canvas, linen, 
rayon, linoleum, muslin, oilcloth, 
cotton, ducking, felt, rugs, silk, 
tracing cloths and woolens. 

Building Materials: Asphalt, 
bricks, cement, stone, tile, mason- 
ite, pressed wood, fibre and wall- 
boards. 

Glass and Pottery: Chinaware, 
pottery and glass. 

Paper: Boxboard, oiled paper, 
photographs, writing paper, draw- 
ing paper, showcard stock,-: tags 
and other products. 

Leather: Chamois, leather 
goods, hides and furs. 

Foodstuffs: Cheese, meat, nuts, 
eggs and fruits. 


Wood: Cork, lumber, shipping 
cases, furniture. 

Rubber: Sponge rubber, hard 
rubber, inner tubes and other 
products. 

Finishes: Coated, lacquered, 
painted, enameled, varnished, 
waxed, oiled and colored. 

From a sales standpoint, the 
most valuable feature in the spe- 
cialization of ink is that each type 
is made for a specific purpose. 
Kinds as divergent in use as foun- 
tain pen fluid and printing ink, 
indicate the range. The two types 
differ greatly in chemical content, 
in permanency, drying time, opac- 
ity, viscosity and in many other 
respects, yet they are both basic- 
ally similar in that they are used 
to “mark a specific surface in a 
certain way under special condi- 
tions.” 

The need for treating each indi- 
vidual type of ink as a specialty 
and thereby realizing a maximum 
of volume and profit is aptly ex- 
plained in the following para- 
graph taken from the Better 
Marking Institute folder: 

“Inks used to mark linen for the 
laundry must be able to go 
through the entire cleansing and 
ironing process without itself be- 
ing removed, yet must not damage 
the material. Inks for marking 
foods must meet government 
specifications. Inks for marking 
hard rubber and bakelite must be 
light in color and opaque if the 
mark is to be legible. Ink used for 
marking through a film of oil 
must have still other characteris- 
tics. Ink used to mark glass by 
etching must be so made that it 
cuts the glass but does not affect 
the rubber stamp used to apply it 

.. and so on.” 

Ink, therefore, whatever its form 
merits consideration as a _ spe- 
cialty. Study of its possibilities 
when merchandised on a specialty 
basis will earn a good return on 
the time invested. 
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Specialties Boost Sales 
in Slump Seasons 


ls A period of business recession 
a selling organization must set its 
sails accordingly. Fortunately for 
the stationer, when trade winds 
are low and the merchandising 
seas are overcast, he can summon 
specialties to the rescue. Office 
appliance dealers are familiar 
with slack periods—seasonal and 
otherwise—when buying is more 
apt to be in the essential items of 
supply rather than installations of 
more expensive equipment. Dur- 
ing these periods some stationers 
and their salesmen have main- 
tained a substantial volume of 
steady business by concentrating 
their efforts upon making attrac- 
tive specialties of many common, 
necessary items. 

One man who sold more loose- 
leaf equipment than all others in 
his organization during the last 
depression was a fellow who knew 
practically nothing about system 
or bookkeeping, excepting the 
duplicate statement ledger. But 
he carried it around everywhere 
—to garages, auto supply houses, 
hardware stores, drug stores—to 
all manner of places and at all 
times of the day and night. He 
made a specialty of a common old 
post binder with some tumble- 
head ledger leaves and a few sets 
of duplicate statement sheets in- 
terleaved with carbon. He treated 
this as a specialty and made an 
enviable sales record with it. 
Dozens of Items Lend Themselves 

to Specialty Treatment 

Today there are available dozens 
of items which lend themselves to 
this specialty selling treatment. 
The inexpensive ring book visible 
lines offer unlimited sales possi- 
bilities to the stationers. There 
are hundreds of stock forms to be 
had, offering opportunities for 
sales to thousands of small busi- 
nesses. A leader in this line is the 
social security payroll set-up. 
Other important items are forms 
for stock records, installment 
ledgers, sales follow-ups, prospect 
records, accounts receivable, etc. 

An effective method of showing 
these visible forms is to mount a 
sample sheet at the top of a large 
sheet of ledger paper cut to the 
overall size of a bank of visible 
forms. On this sheet, which would 


An Enthusiastic Discus- 
sion Brimful of Suggestions 
Upon Building Sales During 
Slack Periods — Seasonal 


and Otherwise. 


By W. LEE FERGUS 


Globe Furniture & Stationery 
Company, Chicago, Illinois 
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commonly be 14x8'% or 1514v10%% 
inches, are drawn a series of hori- 
zontal lines parallel with the bot- 
tom edge of the visible form and 
spaced correctly to represent the 
exposed edges of the other forms 
in the bank. On these are typed 
the titles or names, sizes, etc., 
which would appear exposed on a 
bank of visible sheets. This dis- 
play shows the neatness, conve- 
nience, and alignment of the vis- 
ible records, serving the purpose 
as well as a bulky and expensive 
demonstrator. 


Another common item that 
lends to specialty treatment is the 
common ledger sheet. Few cus- 
tomers know that there are avail- 
able over a dozen standard styles 
of accounts receivable ledger 
forms, and half as many different 
general ledger forms. Some of 
these might serve your customer 
much more efficiently, than what 
he is now using. Make up a set of 


these forms and explain them 
during your calls. At least it will 
get the prospect to talking about 
his bookkeeping and it may be an 
opener to a sale. 

One good account was opened 
recently because a prospect was 
keeping loose-leaf record sheets 
loose in a desk drawer, being un- 
willing to spend the money for a 
sectional post transfer binder. 
Showing the advantages and 
economy of the Acco clip style of 
pressboard binder resulted in a 
small sale, a new account, and 
later resulted in a great many 
more sales. Many firms are in the 
market for a cheaper method of 
binding their papers. One auditor 
who would not invest in one can- 
vas binder, did order a dozen 
pressboard binders. 

Even pencil sharpeners can be 
sold as a specialty. Ordinarily 
they are bulky and difficult to 
demonstrate outside of a store, but 
a successful method is to show a 
set of neatly sharpened pencils. 
A few pencils mounted on a card 
does it, and sells pencils as well 
as Sharpeners. Dozens of similar 
items may be selected from the 
miscellaneous stationery depart- 
ment and handled in a similar 
manner. 

Filing supplies sales sometimes 
mean more money than the sale 
of the cabinets they fill. Yet, too 
often, guides and folders are not 
mentioned when a file order is 
secured. In old installations im- 
provement is always possible. To 
get this file supply business one 
firm provides an ingenious dem- 
onstrator of their filing plan, 
showing a section of their set-up 
of guides and folders. Attached at 
the bottom is a beliows pleated 
strip of vellum cloth, which per- 
mits the arrangement to be easily 
extended, like letting down a 
venetian blind. For carrying, this 
is covered with a continuous flap 
of Keratol and can be opened and 
displayed instantly. 

Many New and Improved Items 

in All Departments 

Every salesman should be anx- 
ious to show new and better items 
or devices. They always command 
attention when displayed and 
demonstrated. There are now nu- 
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merous items in every branch of 
the stationery business. 

In accounting equipment there 
are new type ring binders and 
post binders from every leading 
manufacturer. There are sheets 
with protected edges, reenforced 
punchings or flat opening features 
which few buyers have seen. 

In stenographic supplies there 
are new style note books, cleaners, 
typewriter keys and carbon sheets. 
Too much of this part of the sta- 
tioner’s business has been going 
to the specialty salesman in this 
line, who has only been using the 
very methods here described. 

In the filing department there 
are new grades of folders and 
types of guides. Also, new lines 
of cabinets are being announced 
with features that will appeal to 
close buyers at this time. In gen- 
eral lines there are dozens of new 
and sundry items which will be 
readily purchased if properly and 
promptly shown. 

Work on Neglected Business 

Much available business is ne- 
glected by the stationery sales- 
man. Every store in a block uses 
some kind of manifold register 
forms or carbon sales books, yet 
few are canvassed for this busi- 
ness. They all use tapes and rib- 
bons for cash _ registers, time 
clocks, etc. Few stationers’ sales- 


men think of these items. More- 
over, the stores buy envelopes and 
printed statements for the end of 
every month. They need inexpen- 
sive binders to bind up each 
month’s slips and bills. All these 
things add up to a large volume, 
and it is constant, once estab- 
lished. 

Engraved business cards and 
announcements have been so neg- 
lected by the stationer that the 
manufacturing engravers have 
been forced to solicit this type of 
business direct in order to keep 
up with their overhead. Every 
merchant tailor, milliner, or style 
shop needs a good spring opening 
announcement. This is a profit- 
able line and properly belongs to 
the stationer or engraver. 


Seasons and Recession Periods 
Offer Their Sales Possibilities 


Seasonable business should al- 
ways be secured when it is avail- 
able. Every experienced person 
knows that January is the most 
active month of the year. By the 
time this article appears every 
salesman should be considering the 
business likely to be had in his 
territory during the early spring. 
Such firms as realtors, decorators, 
awning manufacturers, travel and 
transportation services, milliners, 
agricultural supply houses, seed 
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firms, and similar lines will be 
preparing for their busy seasons; 
therefore, they will be in the mar- 
ket for the necessary office equip- 
ment and supplies. 

A recession in business has dif- 
ferent effects on different lines. 
Stock and bond houses find busi- 
ness very slow, while large law 
firms find an increase in their 
activities. A little study on this 
will assist in selecting the best 
possible prospects at this time and 
season. 

Under aggressive management 
the stationer can plow through 
the troughs of stormy times and 
be the better for the experience. 
While he will continue merchan- 
dising his full line, perhaps with 
more vigor than ever, he will find 
gratifying profits in turning to 
specialties with more than usual 
attention. These lines—of infinite 
variety and sales possibilities—will 
mean more money for the sales- 
man, too, if he will only make 
more calls, show more goods, study 
his customers’ needs, and think. 

Salesmen must work harder in a 
time of business recession, but as 
Captain John Smith or somebody 
said, ‘‘He who will not work, shall 
not eat.” That was during Amer- 
ica’s first major depression. Today, 
in the stationery business we say 
—specialties to the rescue! 


“What We Have Gained 


from Specialization” 


- real profit possibilities and 
future of the office outfitting busi- 
ness, we believe, lie in specializa- 
tion and specialty selling. The 
lean years of the depression forced 
most of us into the more intensive 
type of sales activity which results 
from specialty selling. The for- 
ward looking stationer should be 
convinced by this time that his 
position on the business horizon 
can only be insured by moving to- 
ward specialization. 

This type of selling, however, 
presents a difficult problem for the 
average stationer, as his “bread 
and butter” line cannot be ne- 
glected without certain loss of 
business. Nevertheless, there is a 
happy medium in the arrange- 
ment which provides for each 
salesman—outside and inside—se- 
lecting a specialty item that he 


Dealer Points Out the Ad- 
vantages of Specialty Sell- 
ing in Office Outfitting. 
Offers Some Suggestions 
on Items. 
By 
ADRIAN H. PEMBROKE, JR. 


Pembroke Company, 
Salt Lake City, Utah 


likes to sell. We are convinced 
that our salesmen do the best sales 
job with those items upon which 
they enjoy working. A salesman’s 
keen interest in an item usually 
is the result of knowledge of the 


product and understanding of its 
application. 

In our organization we are en- 
couraging our salesmen to analyze 
themselves and the lines we repre- 
sent, and to give careful study to 
some of the more specialized 
items. 

The advantages we have gained 
from our attempts at greater spe- 
cialization are: 

1. Larger average sales. 

2. Elimination of price competi- 
tion on the items more difficult to 
sell. 

3. The more successful salesmen 
are specializing. They increase 
their earnings and are happier in 
their work. Specialization thus 
definitely raises the earnings of 
the stationery business, something 
that is desperately needed. 

4. Well sold and applied spe- 
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cialty items clear the way for 
everyday merchandise. There is 
no better way to build customer 
good will. 

5. Specialization with salesmen 
calling on the trade, helps to mini- 
mize the importance of location 
and the attendant real estate and 
rental problems. We believe more 
and more volume in the stationery 
business is going to be sold by 
outside salesmen. 


Classification of Items 


A suggested classification of 
items for specialization in an or- 
ganization with five or six men 
engaged in outside contact work, 
might be as follows: 

1. Carbons, ribbons, and other 
typewriter supplies. 

2. Visible record equipment and 
loose leaf accounting record items. 

3. Carbon interlined forms. 

4. Office furniture, filing equip- 
ment, and filing system work. 
5. Duplicating machines 

supplies. 

In the smaller towns and cities, 


and 


any one of the above lines alone 
would not support even an out- 
standing man, yet the item or 
group of items can serve as the 
nucleus around which a salesman 
builds additional volume with the 
more staple stationery supplies. 


Visible Record Equipment 


Our greatest -success in special- 
ized selling has been with visible 
card record equipment. If there is 
a reason for this, it must surely 
be that we have become “visible 
minded.” Our first reaction when 
confronted with a record problem 
is to look for the possible applica- 
tion of the record on visible equip- 
ment. Our enthusiasm for this 
particular item naturally gets re- 
sults. We also find that a visible 
record system properly applied 
and installed makes satisfied cus- 
tomers and builds good will for 
other items. 

The essentials of visible record 
equipment selling, as we see it, are 
as follows: 

1. A complete knowledge of ap- 
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plication and construction of the 
line represented. 

2. A working knowledge of the 
competitive lines represented in 
the territory. 

3. A reasonable amount of un- 
derstanding of business record 
routine. 

Specialty selling or specializa- 
tion is basically selling ideas. This 
type of selling deals with the in- 
tangible of a product rather than 
the tangible. Products are, there- 
fore, sold for what they will do 
rather than what they are. This 
calls for better training and 
greater effort on the part of the 
salesmen, hence the field of com- 
petition is narrowed. The spe- 
cialty market offers a field for 
sales activity that has been only 
fractionally explored. It is diffi- 
cult, however, for the commercial 
stationer to avail himself of the 
full possibilities because of the 
great number of items he carries. 
But this is to be our goal in the 
future. 





(“Special Salesmen Sell Our Spe- 
cialties”—Continued from page 41) 
cialization are included the 
following lines: carbon paper, 
typewriter ribbons, teletype rolls, 
etc.; visible record equipment, in- 
cluding Social Security systems; 
filing equipment, office furniture; 
and printing. 

The men specializing on these 
lines obviously develop for each 
item a Selling technique designed 
properly to emphasize its impor- 


tant features and demonstrate its 
adaptability to the needs of the 
prospect. Their skill in effective 
sales presentation increases with 
time and experience. They alter 
and amplify their sales plans in 
accordance with the seasons, 
changing circumstances, and op- 
portunities. 

Although we follow this pro- 
gram of separating the activities 
of our sales staff, we encourage 
cooperation among the salesmen. 


When our full-line salesmen en- 
counter prospects that should 
have the attention of the special 
departments, they pass the names 
on accordingly. On certain pros- 
pects the specialists in each de- 
partment work with the regular 
salesmen. 

Our printing department is rep- 
resented by two special salesmen, 
and in addition the regular sales 
force is always on the lookout for 
printing orders. 
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Separate Office Furniture Store 


Builds Coast Stationer's Volume 


- stationer who wants to 
build up his office furniture busi- 
ness would do well to open a sep- 
arate store for this line, judging 
from the experience of Smith 
Bros., Inc., Oakland, Calif. This 
firm’s furniture volume has 
jumped to a new peak since an 
office furniture division was 
opened in a store of its own about 
a year and a half ago. 

One of the oldest and best- 
known stationery houses in the 
district, the Smith Bros. firm for- 
merly carried office furniture on 
the mezzanine in its main store. 
As in some stationery stores, fur- 
niture was something of a sideline 
—almost an orphan. Lack of space 
made such a condition inevitable. 

Overhead involved by operation 
of the separate furniture division 
has been well justified by the in- 
creased volume, according to Man- 
ager G. V. Breckenridge. He finds 
that use of a separate store for 
the office furniture line has many 
advantages, the most important of 
which are: 

1. Adequate display space for 
both new and used furniture. 

2. Surroundings conducive to 


the buying of better-grade furni- 
ture. 

3. Proper 
tion. 

4. A volume which justifies the 
use of furniture selling specialists. 


window representa- 


How the Plan Worked for 
Smith Brothers, Inc., Promi- 
nent Dealers of Oakland, 
Calif., after Furniture was 
Segregated. 


By L. S. FLINT 


5. Freedom from the problems 
involved in trying to have station- 
ery salesmen produce real volume 
in furniture. 

6. Salesmen have the time and 
thought necessary for following up 
big deals carefully and closing 
them. 

Good-Sized Store 

The Smith Bros. furniture divi- 
sion is located in a 35’ x 150’ store 
at 1614 Franklin street, only a lit- 
tle over a block from the main 
stationery store. The location was 
selected for its proximity to im- 
portant office buildings and to 
other office furniture stores. Since 
there wasn’t as much necessity 
for getting a heavy traffic spot as 
in a stationery store, it was pos- 
sible to avoid the extremely high 


rent demanded on Oakland’s main 
street. 

The building has a half base- 
ment, devoted to used furniture, 
and a one-third length mezzanine 
used mainly for office space. The 
large basement makes it possible 
to handle used sales directly from 
the floor rather than a warehouse. 


Full length windows all the way 
across the front make the whole 
store a veritable window display. 
The large area available makes it 
possible to leave adequate aisles 
between every set of furniture, 
setting it off as an individual unit. 

At regular intervals, positions of 
various types of furniture are 
changed—a procedure which not 
only attracts customers but also 
stimulates interest among sales- 
men. The men aren’t allowed to 
forget a desk because it stays in 
one spot until they become too 
accustomed to seeing it. 

And, contrary to usual proce- 
dure, commercial items are some- 
times given front space. They are 
a feeder for sales of the higher 
priced goods. 

Three men who have their full 
time for furniture business are 
able to handle the store and do 
outside follow-up work on leads. 
One man is kept on duty inside 
while the other two are out. Dur- 
ing rush periods, extra men are 
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brought over from the stationery 
store. 

Through unusually careful use 
of their time, they are able to 
average ten calls a day or better. 
If a prospect is busy when they 
call, they find out when he will 
be at liberty and come back later 
—getting in another call or two 
in the meantime. Experience 
showed that this plan not only 
conserves time for salesmen but 
also builds customer good will. If 


Looking Forward 

from the Mezzanine 

Floor of Smith 

Brothers Furniture 

Store in Oakland, 
Calif. 


a prospect is interrupted or is 
told someone is waiting for him, 
he isn’t usually in a good mood to 
talk furniture. 

Follow-up calls on old custom- 
ers are worked in with the new 
contact work in an equally time- 
saving manner. Each man keeps 
a list of old patrons he wants to 
call on three or four times a year 
—just to keep their attention 
and makes those contacts when 
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he’s in the proper neighborhood. 

Whenever an important new 
furniture item comes out, the 
company’s stationery salesmen are 
called into the furniture store 
for a special educational meeting 
on it. While the time-consuming 
follow-up work is done by the fur- 
niture specialty men, the station- 
ery salesmen are Kept well posted 
on furniture and are urged to 
mention it to customers and to 


furnish tips. 


This Attractive 
Display, Devoted 
Exclusively to Fur- 
niture, Invites cus- 
tomers and builds 
Sales. 


Streamlined Sales Talk 
Gets Furniture Order 


Nor long ago, I stopped in to 
see my friend Jerome Kiser, a 
very, very conservative dealer in 
flour, grain and feed. He has been 
operating this business for a good 
many years in a decidedly profit- 
able way, but recently he has not 
made so much money and I have 
thought this was in part due to 
the fact that he has not been effi- 
cient enough in handling the of- 
fice end of the business. He keeps 
books just as he did thirty years 
ago. He doesn’t have things well 
systematized and, since his is 
largely a credit business, he has 
about one more employee in the 
office than he ought to have. With 
profits reduced as they now are, 
he ought to be cutting overhead 
to the bone. 

When I asked for him, a book- 
keeper said, “Mr. Kiser’s out get- 
ting some new office equipment 
uncrated for our new set-up.” 


A Salesman Fits His Meth- 
ods to the Circumstances, 
Minimizes Resistance and 


Re-equips an Office. 


“New set-up!” I exclaimed. 


“What’s happened?” 

“Why, didn’t you know? We’re 
going to open this office into the 
next room and modernize the 
whole thing—throw out the old 
black walnut and the home-made 
pigeonholes and this high-boy I 
have to keep books on. We'll be 
regular business folks when he 
gets done.” 

And, sure 


enough, I found 


Jerome wrestling with the new 
steel furniture he’d bought—as 
tickled as a boy uncrating a new 
bicycle. 

He was too busy to visit with 
me, but a young man helping him 
paused for a few minutes to mop 
the perspiration from his face and 
light a cigarette and talk while 
he rested. 

“You never thought Mr. Kiser 
would be branching out this way, 
did you?” he responded to my 
look of surprise, as Jerome went 
off for a yardstick. “He wouldn’t 
be doing it now if I hadn’t stream- 
lined him into it.” 

“What do you mean, stream- 
lined?” I wanted to know. 

“T streamlined my sales talk. I 
fixed it so it didn’t push up a lot 
of resistance. You know what a 
sales resistance Kiser used to put 
up? Well, I spoiled that for him. 
The trouble was he had jogged 
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along in the same old rut for so 
long that he couldn’t realize there 
was any more efficient way of 
handling his business. He thought 
he was about as ambitious and 
energetic as anybody and all the 
while he didn’t have the ambition 
to bring his business up to date or 
the energy to make a change. 


“T’d been working on him for a 
long time and getting nowhere. 
He’d sit back here with everything 
around him just like it always had 
been, quite satisfied with it. I saw 
I’d have to get him out of that 
satisfied frame of mind—and I 
did it. I got him to agree to go 
with me to our factory, just for a 
ride when I was going anyway, I 
told him. So I rolled up in front 
one fine morning with the top of 
the new Ford trimmed back and 
everything working nicely and I 
proceeded to blow some of the fog 
out of his brain. I took him up- 
state over the best of roads at 
seventy per until about noon when 
we came to a town where I told 
him I wanted him to meet a good 
friend of mine and we’d all lunch 
together. I’d told my friend we’d 
be there. 

“That friend is a live proposi- 
tion and one of the big shots in 
the same business as Kiser. Well, 
to make it a short story, this 
friend talked so much about what 
a fool he’d been that he didn’t 
modernize his office furniture and 
bookkeeping equipment and all 





that sort of thing sooner, and 
what an advantage it had been in 
every way when he did do it, that 
he made Kiser feel foolish and 
almost guilty at having to own 
up to the kind of equipment he 
had. I’d got a little speed into his 
blood and he was beginning to 
think maybe he was pretty slow 
for a man of his years. Kiser 
isn’t so old, you know. He just 
acts old. 


Economy Angle Stressed 


“When we got to the factory, I 
saw to it that nobody talked to 
him about buying anything, but 
talked about the economy of effi- 
cient office furniture, and about 
what a lot more business a man 
might do if he held up his head 
and looked for opportunities and 
got over the idea he was doing 
well enough as he was. Before 
that first night Kiser’s head was 
higher. He was stepping higher 
and acting more like a guy that is 
going places. He was seeing some 
things in a way I couldn’t have 
made him see them talking to 
him ten years right in his office. 
Right there at his own desk he 
had a sales resistance he’d built 
up as high as the Washington 
monument and as strong as they 
thought the Hindenburg line was. 
But this trip got his sales resis- 
tance down. It got him out from 
behind the breastworks and into 
the open where he and I met 
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more as man to man. I didn’t 
have any trouble getting him to 
listen and look while I talked 
about a new office set-up and 
drew a sketch of how it could be 
arranged. He could visualize it 
now because he’d seen what such 
an outfit looked like.” 


And that is how Jerome Kiser 
became an up-to-date business 
man and I think that salesman 
had something there, in his idea 
of getting his prospect away from 
the surroundings that shouted at 
him, “Go slow!” “Be conserva- 
tive!’”’ “Don’t let any young sales- 
man high-pressure you into any- 
thing! Watch out!” 


Get a man out where he sees 
how much bigger other business 
men are, and he shrinks a little in 
his own estimation. Keep him 
from being afraid something is 
being put over on him, and main- 
tain his confidence in your judg- 
ment, and he will buy. 


If you can streamline your sales 
talk, eliminating some of the ob- 
jectionable features, you will find 
yourself encountering less sales 
resistance. Just as the old fash- 
ioned perpendicular windshields 
and the high tops of our cars used 
to push up a barrier of resisting 
atmospheric pressure, just so a 
sales talk that bristles with blunt- 
ly put statements and controver- 
sial claims, keeps piling up objec- 
tions in a prospect’s mind. 





NORTHWESTERN FURNITURE COMPANY DISPLAY REVEALS CONSTRUCTION 


FEATURES OF STOW-DAVIS WOOD AND STEEL DESK.—Applying the theory of 
the Chinese proverb, “One picture is worth a thousand words,” the Northwestern 
Furniture Company of Milwaukee arranged this attractive display. Salesmen can 
easily point out the construction features because they can actually see and pick 
up different parts of the desk in which they are interested. Each integral part is 
labeled and contains a brief description of how it is constructed. Floor salesmen 
say that they have no difficulty in holding a customer's interest, and the sales 


results are gratifying. 
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Salesman—Consultant—Engineer 


All in One: 





N OUR opinion, the office 

equipment merchant of 
today should be more than 
a salesman. He ought to be 
a consultant and somewhat 
of an engineer. He should 
be able not only to plan an 
efficient office, but a har- 
monious, good looking of- 
fice as well. 


Modern office planning 
presents a fruitful field for 
Specialization, and the 
awards are worthy of the 
requirements. The dealer 
who is equipped with com- 
plete planning service facilities builds larger units of 
sale than when he functions merely as a local sales 
outlet for individual pieces of furniture and other 
equipment. Often he is able to increase an order for 
a desk to an entire modern suite of furniture. 
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By possessing the ability to visualize and offer lay- 
out suggestions for the potential improvements of a 
given office, the dealer is prepared to assist customers 
with expert advice toward the solution of their office 
operations problems. Perhaps uniformity of equip- 
ment and rearrangement for better efficiency and 
convenience are needed. Or possibly a new office is 
being planned. In either case, he will combine with 
the practical, appealing harmony in color detail. 


Opportunities heretofore unavailable in color effects 
are offered in the modern office furniture and equip- 
ment on the market today. If the dealer’s furniture 
department specializes in a complete planning service, 
appropriate floor coverings, window drapes, wall deco- 
rations, and lighting equipment may be suggested to 
harmonize with the customer’s furniture selections. 


Pictures convey ideas more vividly than words. 
Accordingly, the accompanying photo reproductions 
are presented showing the modernistic offices of Gile 
and Company in Hanover, N. H., which we recently 
completed. 

The equipment in the main office is done in the new 
“Y and E” pearl grey finish, with dark blue moulded 
linoleum tops on the desks and counters. The trim 
throughout is chromium. On the floor, affording har- 
monious treatment, is a two-toned grey rubber tile, 
while the walls are decorated in a deep cream, with 
grey dado. 

The reception room is attractively furnished in a 
modernistic manner, and the main counter front is 
paneled in a two-tone grey effect. 

With an individuality of its own, reflecting credit- 
ably upon the entire suite, is the private office of A. B. 
Gile. It has a peach-rust Twist-weave rug, with 
matching over-draperies, and white Venetian blinds 
enhanced by light green tinted walls. The desks and 
chairs are finished in gun metal with dark blue leather 
upholstery. 





the Dealer 


Office Furniture Retailers Should 
be Equipped to Offer Customers 
Modern Office Planning Service 


By R. H. LLEWELLYN 
R. H. Llewellyn Company, 
Manchester, N. H. 





Rece prion Space 





Private office 
ecte 


RESULT OF DEALER’S OFFICE PLANNING SERVICE.—Modern 

new offices of Gile and Company, Hanover, N. H., recently 

equipped through the facilities of R. H. Llewellyn Company of 
Manchester, N. H.; described in the adjoining column. 
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Art Metal Construction Company 


Celebrates Fiftieth Anniversary 


Manufacturer of Steel Office Equipment Founded 
in Jamestown, N. Y., in 1888 as the Fenton Metal- 
lic Manufacturing Company 


Tux ART Metal Construction Company, Jamestown, 
N. Y., recognized pioneer in the steel office equipment 
industry, will this year celebrate half a century of steel 
office equipment manufacture.* Founded in 1888 as 
the Fenton Metallic Manufacturing Company, Art 
Metal has expanded its manufacturing facilities and 
improved its products until today it enjoys an inter- 
national reputation for the quality of its products, 
dependability of its service and for reliability as an 
organization. 

The Fenton Metallic Manufacturing Company in 
1888 announced as its purpose, “the making of metallic 
office and vault furniture and fixtures.” It had a floor 
area in its original plant of approximately 11,300 
square feet and employed about fifty men. Today its 
successor, The Art Metal Construction Company, uses 
over 700,000 square feet of floor space and gives em- 
ployment to over 1,200 men. It manufactures a com- 
plete line of steel office equipment. 

The company has three large plants in the United 
States, with eleven direct and convenient branch sales 
offices in metropolitan centers and quickly accessible 
engineering and installing facilities. 

The export department at Jamestown insures com- 
parable service for Latin-American countries. Sales in 
the United Kingdom and Continental Europe are han- 
died by complete factory and sales service facilities in 
London, England. 

The company attributes the prestige and popularity 
of its products largely to having sought consistently 
to live up to its credo of service and its dedication to 
higher office efficiency. 

“Higher Office Efficiency” 

“We at Art Metal believe that the office of 
today must work as smoothly and efficiently as 
any unit of a factory... . We believe that the 
modern office should look businesslike, and that 
it should clear the greatest possible volume of 
work with the least confusion and the least 
fatigue on the part of the office workers. 

“We believe that we can best contribute to the 
speed and ease of office work by producing 
equipment for the modern office, so designed as 
to speed and lighten the burden of detail, leav- 
ing executive hands and brains free to plan and 
build. And this is our aim and purpose.” 

This service is made effective through the large 
group of retail office outfitters who represent the com- 
pany as sales agencies in more than 600 cities through- 
out the country. Many of these sales associates have 
displayed the sign—‘“Exclusive Agency Art Metal Office 
Equipment” ever since this national distributing sys- 
tem was started by the company early in its career. 

In 1888, the year the parental predecessor of the Art 
Metal Construction Company was founded, Grover 
Cleveland was completing his first term as president; 
the population of the United States was less than 


*In a message to its dealers under the title “Fifty Candles 
on Art Metal Birthday Cake,” the company pledged itself to 
“continuing advancement of the line of products to new 
peaks in efficiency and value coupled with an aggressive 


sales policy that makes the future outlook most promising 
from every standpoint.” 





OFFICE APPLIANCES 











[ 


Art Natal 


Jamestown New York 
U.S-A 



































OE 
ART METAL FACTORY OF TODAY.—This extensive plant 
stands as a monument to the half-century of effort on the part 
of those who have guided the destiny of the Art Metal Con- 
struction Company at Jamestown, N. Y., for fifty years. Thou- 
sands of furniture pieces leave this factory every year and 
journey to every corner of the globe. 





sixty-three million; there was no Steel office equip- 
ment! 
First Equipment Patents 

First patents on practical steel office equipment were 
granted about 1885 to Horace J. Hoffman, a one-time 
resident of Eau Claire, Wisc., who conceived the idea 
of a document file of metal having a compressor in 
which documents could be filed vertically and who 
also devised a roller shelf on the same principle as the 
present day roller shelf. Securing patents, he started 
a small shop known as the American Shelf and Drawer 
Company, Milwaukee, Wisc. 

Myron S. Kelly, Pawtucket, R. I, and J. W. Hine, 
Chicago, formed the Hine-Kelly Company and located 
in Chicago, contracting through Mr. Hoffman for the 
entire output of his Milwaukee factory. Business soon 
outgrew the production of the original plant and, late 
in the year 1887, the factory was moved to Chicago. 

Interest Jamestown Capital 

Even with improved facilities, the company was un- 
able to keep up with orders and in the late Summer 
of 1888 Messrs. Hine and Kelly contacted Jamestown 
capitalists. Mr. Hine had done business with the Crane 
& Hatch Company, Jamestown, N. Y., over a period ot 
years and Mr. Kelly was an old school friend of Reuben 
E. Fenton of Jamestown, son of New York’s Civil War 
Governor. 

Having satisfied themselves of the possibilities in the 
manufacture and sale of metal office equipment, a 
group of Jamestown men organized the Fenton Metal- 
lic Manufacturing Company of Jamestown, N. Y., to 
take over the businesses of the Hine-Kelly Company, 
the American Shelf and Drawer Company, and the 
original Hoffman patents. The following news item 
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appeared in the Jamestown Evening Journal, Thurs- 
day, November 1, 1888: 


Fenton Metallic Manufacturing Company 


A New Industry Which Will Be Added to 
Jamestown List. 


This week in this city, the Fenton Metallic 
Manufacturing Company was organized with the 
following officers: President, Reuben E. Fenton; 
Secretary and Treasurer, Alexis Crane; Manager, 
Albert Gilbert, Jr. The Directors are the above 
and A. F. Allen Brown, Fred E. Hatch, and James 
W. Hine, the latter of Chicago. 

The company will bring here from Chicago 
the machinery for making fire-proof metallic 
office and vault furniture and fixtures. The 
capital stock is $100,000. This is a new concern 
which promises to become one of the most im- 
portant of our industrial plants. Certainly the 
high character and ability of the gentlemen in- 
terested makes success a foregone conclusion 
and The Journal takes pleasure in heralding the 
new establishment. 


Build Plant in Jamestown 


In October, 1888, Albert Gilbert as secretary and 
Alexis Crane as manager took charge of the business 
in Chicago. In the meantime a site was purchased in 
Jamestown and construction started on a new factory 
building which occupied the site of the present Plant 
No. 1. 

It was also in 1888 that bids were advertised for the 
furnishing of the State Capitol at Austin, Texas, and 
the City Hall at St. Paul, Minn. Both of these con- 
tracts were secured by the Fenton Metallic Manufac- 
turing Company. They amounted to approximately 
$40,000, the largest that had ever been let up to that 
time for metal equipment. There were no other con- 
cerns at that time devoting their facilities exclusively 
to the manufacture of metal equipment. 





ART METAL INSTALLATIONS OF RECENT DATE.—The two 
pictures give some idea of the enormous daily output of the 
Art Metal Construction Company's factory shown on the oppo- 


site page. One such order, which was successfully filled by 

the company included seventy-five carloads of steel equip- 

ment and went to the Philadelphia free library, the largest 
institution of its kind in the world. 
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The Fenton Metallic Manufacturing Company con- 
tinued to be the leading manufacturer of metal equip- 
ment until 1899. In that year the original Art Metal 
Construction Company was incorporated and acquired 
the properties and assets of the Fenton Metallic Manu- 
facturing Company and also the metal furniture busi- 
ness of the Art Metal Company, St. Louis, Mo., George 
D. Barnard & Company, St. Louis, Mo., The Geuder- 
Paeschke Manufacturing Company, Milwaukee, Wisc., 
and the Office Specialty Company, Rochester, N. Y. 

As early as 1902 the Art Metal Construction Com- 
pany began to issue catalogues of stock steel office 
equipment. They were small in size and of very few 
pages compared with the recent catalogues but showed 
what was a very complete line for the times. 

Purchase Other Companies 

The physical growth of the Art Metal has been ac- 
celerated at various times by the purchase of other 
companies. In 1910 the plant and properties of the 
Jamestown Metal Furniture Company were acquired; 
in 1918 the Crown Metal Furniture Construction Com- 
pany, Jamestown, N. Y., was taken over, and then in 
1918 the Steel-White Company, Jamestown, N. Y., and 
in 1919 the Interior Metal Manufacturing Company of 
Jamestown, N. Y. 

Purchase Postindex Company 

The Postindex Company of Boston, Mass., was pur- 
chased in 1927 by the Art Metal Construction Company 
to augment and complete its line of office equipment. 
This company manufactured a complete line of visible 
filing equipment. Before long, the tremendous advan- 
tages to be gained through the increased production 
facilities of the main plant of the company were real- 
ized and the Postindex division was moved to James- 
town, where it occupies a portion of the main plant. 

The Postindex Company owns more than forty pat- 
ents to visible indexes, from the most valuable features 
of which its present products have been developed. 

Simple in design and construction, Postindex form- 
holders and equipment are made of metal, assuring 
speed and facility in operation. 

Good-will and sales have increased until at the pres- 
ent time Postindex visible filing equipment enjoys ex- 
tensive application in the record keeping departments 
of American business. The Postindex Company is oper- 
ated as a division of The Art Metal Construction Com- 
pany. The present executive personnel follows: 

Charles E. Attwood, vice-president and manager of 
Postindex Division; Raymond C. Finch, assistant man- 
ager of Postindex Division; J. Arthur Johnson, man- 
ager of Postindex agency sales. 

Philadelphia Library Equipped 

Art Metal was selected to manufacture all the steel 
equipment for the Free Library of Philadelphia, Pa., 
completing the installation in 1927. This is the largest 
metal-equipped library in the world. Seventy-five car- 
loads of equipment—over 2,780,000 pounds—were fabri- 
cated. Measuring in a row of single shelves, someone 
has computed the length of this book shelving to be 
twenty-eight miles. Similar computation disclosed six 
miles of newspaper shelving. Other equipment in- 
cluded over 10,000 card cataloguing drawers, 700 doors, 
over 500 special reading tables, sixty special museum 
cases, etc. 

Introduce Airline Desks 

The quest for a more modern desk design led to the 
construction of the Airline desks, first introduced by 
Art Metal at the 1936 National Stationers’ Association 
Convention in Chicago, Ill. The Dynamique desk line 
preceded the Airline desks by a few months and was 
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the first to appear with the patented, rounded-edge 
top. Both desk lines have been accorded a favorable 
reception. 

During August, September and October, a period 
usually considered an off-season for the sale of steel 
office equipment, over 1,500 Airline desk units were 
sold. 

Why Airline Termed Modern 

Many reasons have been advanced for terming Air- 
line desks “truly modern.” One is that “they are com- 
pletely streamline in design—a design called ‘perfect’ 
by a leading architectural designer.” Others include 
elimination of end projections, converting waste space 
into extra room for knees; centered island bases under 
each pedestal instead of legs, permitting more foot 
freedom and making cleaning easier; adjustable foot- 
ings which keep desk from rocking despite uneven or 
warped flooring; provision for concealed wiring; care- 
ful inside planning, contributing to the efficiency of 
the desk user.” 

Larson Made President 

In 1937, Algot J. E. Larson, who had served many 
years aS works manager, then general manager, was 
made president and general manager in keeping with 
his responsibilities. In assuming the presidency, he 
succeeded Henry K. Smith, who became chairman of 
the board of directors. 

The present directors are Henry K. Smith, Algot J. E. 
Larson, A. C. Davis, William A. Broadhead, Frank O. 
Anderson, Roscoe W. Clark, Frederick P. Hall, all of 
Jamestown, N. Y., and Fergus Reid, Norfolk, Va., and 
W. W. Cunningham, New York City. The executive 
committee in addition to Mr. Smith and Mr. Larson 
includes A. C. Davis. The sale of Art Metal equipment 
is handled through five divisions as follows: 

Stock Office Equipment—Desks, safes, files, shelving, 
planfiles and miscellaneous equipment. A—Agency 
Sales—Edward A. Keeling, vice-president, in charge. 
B—Direct (Branch) Sales—Carl L. Elofson, vice-presi- 
dent, in charge. 

Contract Division—Hollow metal doors, elevator en- 
closures, bank and courthouse equipment, library, hos- 
pitals, stock partitions. Roscoe W. Clark, vice-presi- 
dent, in charge. 

Visible Filing Equipment—Postindex, a division of 
Art Metal Construction Company. Charles E. Attwood, 
vice-president, manager of Postindex Division. 

Export Sales—South and Central America and U. S. 
possessions. Henry C. Chadwick, in charge. 

Kitchen Cabinet Division—Carl L. Elofson, 
president, in charge. C. W. Strong, manager. 

General sales promotion and advertising for all sales 
divisions—Charles W. Simpson, sales promotion man- 
ager, in charge. 

The Art Metal Construction Company, London, Eng- 
land, is a British industry incorporated by Royal Char- 
ter. Factory and sales operations are under direction 
of E. A. Weborg, general manager. 

———= —____ 
PIERSON IS CHICAGO VISITOR 

J. Ogden Pierson, of Dameron-Pierson Company, 
New Orleans, and former president of The National 
Stationers Association, was a visitor in Chicago for 
about a week during the middle of December. His trip 
was a combination of business and pleasure. Some of 
his time was spent with E. G. Harpold of the J. L. 
Hanson Company who for years managed the sta- 
tionery department of the Dameron-Pierson Company. 
Mr. Harpold returned the compliment a short time 
later by calling upon Mr. Pierson in New Orleans. 


vice- 
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A. P. LITTLE COMPANY CELEBRATES GOLDEN 
ANNIVERSARY 

At Rochester, N. Y., fifty years ago was born the 
organization now known as A. P. Little, Inc. Sired by 
the brain of a man with inspired vision, the Little 
organization was created to manufacture typewriter 
ribbons in a period when the typewriter, in many 
quarters, was considered a novelty which would not 
long endure. 

In 1888—the year of the company’s birth—only a 
handful of earnest and far-seeing men in the whole 
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world visualized the mighty strides forward destined 
for the “writing machine.” And even they did not 
dream of the colossal industry its manufacture and 
distribution was to become. 

Christopher Latham Sholes, in 1873, had made the 
first practical typewriter—the forerunner of the 
Remington machine of today. And only six years 
before A. P. Little launched his venture for the manu- 
facture of ribbons and carbons had the firm of 
Wyckoff, Seamans and Benedict been organized for 
the purpose of creating a demand for the machine. 

That, then, was the picture when Mr. Little, a former 
supreme court reporter, opened the modest business 
which this year celebrates its golden anniversary, 
secure in the knowledge of its continual growth, and 
proud of the prestige with which it is regarded in the 
field today. 

It was in 1872 that Mr. Little graduated from the 
University of Rochester and became a court reporter. 
Through the years he did that work he dreamed of a 
business of his own—a dream to be fulfilled in 1888. 
Despite the uncertainty which then masked the fate 
of the typewriter he, spurred on by consistent faith in 
the machine and a perpetual vision of the heights to 
which some day it would attain, worked on and pros- 
pered. Under his guidance and the gospel of progress 
which he preached, his business grew until, only a few 
years later, he operated two factories in Rochester, 
maintained offices for himself in New York, Philadel- 
phia, Pittsburgh, Washington and Cleveland, and su- 
pervised distributing branches in Chicago, London, 
England; Melbourne, Australia, and Wellington, New 
Zealand. 

On January 5, 1921, Mr. Little died and his place at 
the helm was taken by M. B. Nixon, a man steeped in 
the training of the late president. Mr. Nixon had 
joined A. P. Little, Inc., upon leaving high school and 
had gained invaluable knowledge of the industry by 
working in every department of the big plant. 

Backed by the teachings of Mr. Little and the train- 
ing acquired at the factory the business acumen which, 
coupled to his natural personal charm aided him in 





JANUARY, 1938 


successfully managing the domestic and export sales 
department in New York for thirty years and carrying 
the company to still greater heights. When he died 
on June 1, 1932, the company in his honor issued a 
memorial to the life and career of him who had gone. 

In September, 1932, another hand was placed to 
guide the destiny of the company when R. V. Potteiger 
was elected president and treasurer. With him were 
elected R. C. Watson as vice-president, and A. E. 
Steele as secretary. 

Mr. Potteiger, who is president of the firm today, 
had then been with the organization for eleven years. 
He had also spent fourteen years in the typewriter 
field, eleven of them as district manager of the Under- 
wood Typewriter Company. As executive head of A. P. 
Little, Inc., he shows a progressive spirit in the direc- 
tion of sales and distribution, and with an unending 
fund of practical suggestions has created and ce- 
mented a closer relationship between the company and 
its distributors. One of the outstanding results of his 
executive ability is the fact that the factory, all 
through the depression, carried on full time for a 
five-day week. 

Today, with a fine background in the industry, the 
organization greets the dawn of its second “half cen- 
tury of progress” and carries on with a spirit that is 
young and keenly enthusiastic as to its opportunities 
for the future in its field. 

ee 
IVAN ALLEN-MARSHALL OPENS NEW HOME 

Moving from a building which it had tenanted for 
thirty of its forty years of existence, the Ivan Allen- 
Marshall Company, pioneer office equipment and ma- 
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NEW HOME OF THE IVAN ALLEN-MARSHALL 
COMPANY AT ATLANTA, GA.—Formal opening 
of the six-story building was held on January 3 
in an impressive ceremony in which hundreds 
of friends participated. 
chine house of Atlanta, Ga., on January 3 opened a 
beautiful new home at 27-29-31 North Pryor street. 
The building, which has been completely remodeled 
to accommodate the company’s large office outfitters 
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trade, is a fit housing for an organization which en- 
joys the reputation and prestige enjoyed by the Ivan 
Allen-Marshall Company. Six stories high, the build- 
ing has 11,000 square feet to each floor, with a frontage 
of sixty feet on Pryor street. It is situated between 
the Chamber of Commerce building and the Trust 
Company of Georgia. 

There are three electric elevators to all floors, fire- 
proof enclosed stairways and modern and attractive 
decorations and lighting. The colors, black and 
Silver, are carried out in the Carrara marble, hardware 
and Venetian blinds at the building’s front and in the 
blocked floor tile on the first floor. 

Separate doors lead from the vestibule to the sta- 
tionery and furniture departments as well as to the 
elevator lobby. The stationery department, contain- 
ing 8,000 items of office supplies and kindred numbers, 
is equipped with the latest in maroon steel and mod- 
ern lighted displays. The private offices of Mr. Allen 
and Mr. Marshall, as well as the general office, are on 
this floor. 

The basement is in reality a ground floor facing 
Equitable Place for 125 feet, and it is here that all 
merchandise enters and leaves. A spiral chute carries 
packages from the store to the basement where they 
are distributed to bicycle messenger, truck, express, 
parcel post and freight—not only to Atlanta and 
Georgia, but to every section of the South to the 8,000 
charge customer accounts. 

In addition to the beautiful furniture display at the 
left of the first floor, the third story contains fine 
wood office furniture while the second floor is devoted 
to steel furniture and equipment. 

Organized forty years ago, the company for the past 
thirty years has been located at 40 Marietta street. 
It was during this more than quarter century that the 
people of Atlanta and, for that matter, the entire 
state, came to know Mr. Allen for the thoughtful and 
generous public-spirited citizen he is. Using his ability 
and resources to their full power he has, throughout 
the years, time and again demonstrated his never- 
flagging interest in the city of Atlanta and the state 
of Georgia. 

As proof of this is an editorial which appeared in the 
August 10 issue of the Atlanta Georgian and which was 
printed in full in the September, 1937, issue of OFFICE 
APPLIANCES. Under a heading of “Who’s Who in At- 
lanta,” the newspaper piece briefly outlines the many 
great public improvements for which Ivan Allen is 
directly or indirectly responsible. 

“Ever since he (Mr. Allen) came, a country boy, from 
Dalton to Atlanta to peddle the new-fangled type- 
writers, Ivan Allen has been knee-deep in working for 
the city in which he was building a fortune,” this 
tribute to him read in part. 

And it is this man who, among other things, once 
raised $200,000 for Oglethorpe University and made 
a present to the people of Georgia of the historic Fort 
Mountain near Chatsworth, who is the active head of 
the organization which stands, a six-story monument 
to his genius and ability. 

A complete report of the formal opening together 
with photographs will appear in the February issue. 
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PRICE AGAIN HEADS WEST PLAINS C. OF C. 
Jerry G. Price, owner of the Price-Jones Office 
Supply Company, West Plains, Mo., last month was re- 
elected president of the West Plains Chamber of Com- 
merce. The organization of which he is the head also 
maintains stores at Parsons, Kans., and Harrison, Ark. 














“Y and E” STEEL SUSPENSION DESK LINE 


A new line No. 7900 line of steel suspension desks has 
recently been placed on the market by the Yawman 
and Erbe Manufacturing Company, Rochester, N. Y. 
The new number is the result of several months of 
experimental designing to secure an item of specifica- 
tions capable of covering every office requirement. 

The outstanding feature of the new desk is its four- 
leg construction which provides greater comfort, effi- 
ciency and economy of floor space. Elimination of 
center legs provides great foot freedom and makes 
easier the task of floor cleaning. Round cornered 
legs, top and body provide an attractive appearance 
and eliminate the hazard of injury. All desks in the 
line are drilled for concealed wiring for telephone and 
lamp. 

The No. 7900 line is made up of sixty-three differ- 





YAWMAN AND ERBE NO. 7900 DESK LINE 


ent models with a wide variety of card and letter 
drawers to fit the needs of every desk user. Colors 
available are olive green, walnut, and mahogany red 
as well as the popular No. 640 gray metallic finish, 
samples of which may be obtained by writing to 1099 
Jay street, Rochester, N. Y. 

———__9—=> -o—____—__ 


NEW EBERHARD FABER “LITE-TOUCH” PENCIL 


A recent addition to the Eberhard Faber line is the 
new No. 470 “Lite-Touch” pencil, placed on the market 
by the Eberhard Faber Pencil Company, 37 Greenpoint 
avenue, Brooklyn, N. Y. 

As its name implies, this pencil embodies the prin- 
ciple of the elimination of friction to the extent that 
its smooth and extra black lead requires very little 
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EBERHARD FABER’S LITE-TOUCH PENCIL 
pressure for a degree 2 pencil. According to the manu- 
facturer, the “Lite-Touch” affords fast, easy, and 
effortless writing. 

This pencil is of hexagon shape, black polish, and is 
fitted with a soft pink eraser. 


NEW BICKETT CUSHION PROTECTS SPINE 
The Spine Protex respirator cushion is a new item 
recently introduced to the market by the L. M. Bickett 
Company, Watertown, Wis. Combining all the neces- 
sary ventilating features, the cushion is built with a 
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THE SPINE PROTEX CUSHION 


depressed section in the rear which relieves all pres- 
sure at the base of the spine. 

The new cushion is furnished in two sizes, the Ex- 
ecutive, which is 18 inches wide by 1614 deep, and the 
Secretarial, 16 inches wide by 1415 deep. The patented 
spine protection feature is the same in both models, 
ensuring a comfortable and health-promoting seat for 
office workers. 

The Spine-Protex is available in the following cover- 
ings: corduroy, velour, Biccotex, fibre fabric, Pantasote 
leatherette and genuine upholstering leather. 

ei a 
EYE-EASEL NOTEBOOK 

The latest addition to the Rockwell-Barnes Com- 
pany’s line of Springbound Easel notebooks is this 
Eye-Easel notebook recently introduced to the market. 





NEW ROCKWELL-BARNES 
NOTEBOOK 


This new item is made from green tinted paper and 
ruled in green ink. It is available in the three stand- 
ard rulings and is priced the same as the Rockwell- 
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Barnes Springbound Easel line which is manufactured 
from white paper ruled in red. 

Dealers not already familiar with the company’s line 
of notebooks are invited to write to the Rockwell- 
Barnes home offices, 1511 West Thirty-eighth street, 
Chicago. 

—___—_—_o—>—e—______— 
NATIONAL INTRODUCES “NAT-O-PUNCH” AND 
NEW SOCIAL SECURITY PAYROLL BOOK 

Two new items have been introduced by National 
Blank Book Company, Holyoke, Mass. These are the 
“Nat-O-Punch,” a handy ring book punch which may 
be carried right in the ring book, and a new Tumbler 
Social Security payroll book. 

Described as just what every ring book user wants, 
the new National “Nat-O-Punch” punches sheets 





NAT-O-PUNCH IN OPERATION 


quickly and accurately with but a slight press of the 
thumb. Three punches are arranged at proper distance 
apart so that the holes will fit on the rings. The device 
itself is punched to fit the ring book, thus always 
being convenient for use. 

The company suggests that by selling one of these 
punches with every ring book the unit of sale may be 
increased. The punch comes for sheets in the follow- 
ing sizes: 814 x 51%, 9% x 6, and 11 x 8% inches. List 
price each, 50 cents. 

The new Tumbler Social Security payroll book is 
featured by National for small offices or small busi- 
ness establishments. This book is good for forty em- 
ployees for one year or twenty employees for two 
years. Its arrangement with cut leaves makes it nec- 





NATIONAL’S SOCIAL SECURITY PAYROLL 
BOOK 


essary to write the names only once in every three 
months. Also, the recap sheet appears at the end of 
the third month, permitting reports to be made out 
quarterly without writing the names. As the Govern- 
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ment requires reports every three months, this will 
facilitate the procedure. 

A few sheets are included in the front of the book 
for recording the name, address, and history of each 
employee. 

Containing sixty-one leaves, the size of the book 
is 7 x 8% inches. It has tumbler binding, and full 
blue Texhide cover, with Eye-Ease Hammermill paper. 
Four books are packed in a box. List price each $1.00. 
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NEW LEGAL SIZE VICTOR CHEST 

A Victor Treasure Chest in a new size, especially 
suitable for filing and protecting legal size papers 
(such as deeds, mortgages, etc.), without folding, has 
been announced by The Victor Safe & Equipment 
Company, Inc., North Tonawanda, N. Y. It also is 
adaptable for use by philatelists, as it will accom- 
modate the many sizes of stamp collectors’ albums. 

This chest measures 13% inches wide x 15 inches 
long x 634 inches deep inside. It can be furnished 
either with or without a steel utility tray which fits 
in the top of the chest, leaving a convenient storage 
compartment below. Either paracentric key or com- 
bination locks are available. 

The Victor Legal Size Treasure Chest is heavily 
insulated, with tongue and groove construction on the 
lid and walls. Each chest bears the one-hour classifi- 
cation label of the Safe Manufacturers National Asso- 
ciation, as it will protect contents fur one hour against 
severe heat reaching as high as 1700 degrees, Fahren- 
heit. 

A novel display card is supplied with the chest, as 





VICTOR'S TREASURE CHEST 


shown in the illustration. Printed on a legal size 
manila folder in two colors, it demonstrates the use 
of the chest and emphasizes the importance of pro- 
tection. 

The new size increases the Victor Treasure Chest 
line to five practical models. Further information may 
be secured by writing the company. 
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PARROT ANNOUNCES SWINGLINE POCKET-PLIERS 

The Parrot Speed Fastener Corporation, Long Island 
City, N. Y., last month announced its new Swingline 
Speed Fastener pocket-pliers. They are in two sizes, 
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the No. 3-P, and the No. 4-P, both items embracing 
features which are new. 

Among these special characteristics are 1. Both use 
standard size (any price) staples; 2. Both possess the 





SWINGLINE POCKET PLIERS 


well-known Swingline “wide open staple channel for 
quick loading or instant removal; 3. Both may be con- 
verted into efficient light-weight tackers, and 4. Both 
have large throat depth and compact, non-protruding 
design. 

Further details may be obtained from the Parrot 
organization’s home offices. 


————_——=>— —___ 


THE COMPTODESK 

Embracing eight special features which serve to in- 
crease the speed, comfort and efficiency of the key- 
operated calculating machine, the Comptodesk, manu- 
factured by Comptodesk, Tribune Tower, Chicago, has 
recently been introduced to the market. 

The Comptodesk is unique in that when closed it 
offers a full and smooth writing surface adaptable to 
practically any other type of office work. It also pro- 





COMPTODESK AND SECTIONETTE 


vides an absolute codrdination of operator and cal- 
culator due to the fact that height and angle can be 
instantly changed or adjusted. A special locking de- 
vice secures the calculating machine to a revolving 
container, guarding against theft, accident and 
vibration. 

The Comptodesk, which is also equipped with a 
five-gang plug for electrical connections, is said to 
afford a saving of twenty-five per cent in desk and 
floor space. In the illustration the desk is shown with 
the sectionette attached although this equipment is 
optional and is supplied either with two drawers for 
5x3, 6x4 or 8x5 records or one drawer in letter size. 
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METAL FURNITURE FEATURES CHROME CHAIR 
ALSO TYPEWRITER STAND 

The Metal Furniture Company, 6463 Ravenswood 
avenue, Chicago, has placed on the market a modern 
reception room chair and a chrome typewriter stand, 
as two recent items in its complete line of chrome 
furniture for office use. 

Designed to meet the demand for modern, comfort- 
able chrome seating equipment, this chair is also 
attractive. The seat is upholstered in leather and is 
available in a wide range of colors. 

The new typewriter stand developed by the Metal 
Furniture Company is likewise modern in design. It 





























METAL FURNITURE COMPANY’S NEW RECEPTION ROOM 
CHAIR AND TYPEWRITER STAND 


is of durable construction and is easily moved, but 
holds rigid when in use. The stand combines these 
practical qualities with an attractive chrome finish. 
It is also available with a patented raising and lower- 
ing device. 
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TWINPHONE INTER-OFFICE UNIT 


A new, two-way inter-office communicating system 
which retails at $19.95 was announced recently by 
Executone, Inc., 415 Lexington avenue, New York, N. Y. 
The creation of the new device, which is called the 
Twinphone, came about through a survey conducted by 
the manufacturers in which it developed that a high 
percentage of business offices are good prospects for 
a device of this kind. 

Housed in a smart piano-finished cabinet the Twin- 
phone is easily installed and may be operated at low 
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THE TWINPHONE UNIT 


cost. It is delivered with full installation instructions 
and backed by a factory guarantee. 

Dealers desiring further information as to either 
the Twinphone or dealerships and distributorships 
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available should communicate with N. A. Karr, gen- 
eral manager, at the company’s home offices. 
soe Ce es 

VEIT OFFERS NEW “TYPE-YOUR-OWN” INDEX 

The Veit Company, 1951 East Kirby avenue, Detroit, 
Mich., last month announced a new, perfected “Type- 
Your-Own” indexing in the Veco flex-ribbed index 
tab line. 

Manufactured in six brilliant colors and the three 
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VEIT’S NEW INDEX, SHOWING (RIGHT) THE SLIP-PROOF 
GRIP 


standard exposures the new tabs have several im- 
portant features including an elliptical formation of 
tab edge which provides a slip-proof grip, ensures 
security against inserts falling out and cracking of the 
edges. Sure-sticking gummed linen skirt, a self-align- 
ing feature, strength and flexibility are incorporated 
in the new tab. 

Another feature of interest to dealers is the new 
boxing which permits the buyer to view the color 
and size of the tab through a cellophane window. 

: o«tines 
ART STEEL’S 119 PERSONAL FILE 

Manufactured by the Art Steel Company, New York, 

N. Y., and made of heavy gauge steel electrically 





THE 119 PERSONAL FILE 


welded, a new personal file, listed as the “No. 119” has 
been introduced to the market. 
The file features a striking black wrinkle finish and 


polished hardware. There are two sturdy locks, one 
for the outside and one for the built-in compartment, 
with two keys. The file contains two complete folder 
indices—A to Z, and printed folder for “Automobile, 
Budget, Household Expense, Insurance, Investment 
Interest, Pending Taxes, Unpaid Bills,” and two blank 
for personal headings. 

An expanding front provides convenient removal 
in addition to a fully loaded file. It also aids finding 
and reading data without removal from case. 

——__0—>—0—__—__ 
ROTOSPEED INTRODUCES MODEL “C” 

Containing all the principal features of the com- 

pany’s other machines, a new automatic duplicator, 
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listed as the Model C, has been placed on the market 
by the Rotospeed Company, Dayton, Ohio. It is priced 
to sell at $38.50, fully equipped with supplies. 

The Model C will produce quickly and economically 
quantities of exact copies of typewritten, handwritten, 
drawn or ruled forms. Operating silently and easily 
the machine is equipped with a new type feed table 
which accommodates up to 200 sheets of paper at a 
time. It automatically feeds any weight or size of 
paper from postcard to a nine by sixteen-inch sheet. 
(Maximum printing surface is 742x14.) A simple device 
raises and lowers the position of the printed matter 
on the paper, and but one turn of the operating 
handle is necessary to perfectly reproduce a printed 


copy. 
sail aia 
HAMPDEN’S NEW COMPASS PENCIL 

A new “Jack-knife’” compass pencil which folds up 
and may be carried in the pocket like a pen or pencil 
has been developed and placed on the market by the 
Hampden Manufacturing Company, Inc., New York, 
uy 

The device contains, as part of its construction, a 
mechanical pencil of the propel-expel-repel type. A 


JACK-NIFE 
COMPASS 
PENCIL 


y 
compass point and an eraser form the balance of the 
device as a whole. 

Convenient and safe to carry in pocket or purse, the 
Jack-knife compass pencil is suitable for women and 
school students as well as workers whose industries 
require the constant use of a compass. 


——— —_____— 


MULTIPOST ANNOUNCES NEW LETTER OPENERS 
The Multipost Company, Inc., Rochester, N. Y., last 
month announced two new letter openers which are 





MODEL “BH” LETTER OPENER 


listed in the company catalogues as the model AH 
and model BH. Both are hand-operated. 

The model AH is driven by chain and sprocket from 
crankshaft to cutting mechanism and operates at a 


{ New Machines & Devices Section ] 
Continued on Page 88 
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CIHER LANDS 








Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. 


The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 


the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 


York, will be happy to be of any possible service. 


While the facilities at New York are not so many as at Chicago, 


there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 
upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4. 
Mr. Jackson’s association with the trade and his contacts with its organiza- 
tions afford him information valuable to those desiring to cultivate the British 


market. 


In subscription matters, O. Viborg-Larsen, Dalforet 16, Copenhagen, 


Denmark, is the authorized representative of Office Appliances in the British 
Isles. 


London, December 7, 1937 

Magazines and house organs come—and go. From 
time to time I receive the first editions of a new pub- 
lication, sent out with much “blowing of trumpets.” 
For a few months the magazine comes regularly and 
then it comes less frequently and regularly and then 
—dies. It is therefore refreshing to comment on the 
continuance of the monthly publication of the “Pow- 
ers-Samas Magazine.” The first issue was in May 
1935. It was intended as a bi-monthly publication but 
the Powers-Samas Company received enough encour- 
agement for them to decide on a monthly issue. 
Wisely, the publishers keep it to eight pages. It has 
the same design but a different colour cover paper 
each month. It is well printed on good paper with 
line and half tone illustrations. Again wisely, the 
contents are kept strictly to business and there does 
not appear any attempt to be weakly funny with 
stories of ancient vintage or alleged humorous draw- 
ings. Looking through some recent issues and reading 
some of the articles on statistical records I came across 
a novel application of the punched card system by 
the Ford Motor Company. Each year Ford holds its own 
motor show independent of the big national show. 
Apparently Ford dealers can have as many admission 
tickets as they like to pay for and which are used. 
To save all the bother of allowances on return of 
unused tickets—and incidentally encouraging dealers to 
requisition sufficient tickets first time—the admission 
tickets take the form of a Powers card on which is 
punched in code the dealer’s name. At the end of the 
show the cards are quickly sorted, providing interest- 
ing data and automatically producing each dealer’s 
invoice. A specimen admission ticket is in a pocket 
of the back cover of the magazine in question. 


The other day Mr. William Dixon, director of the 
Dictaphone Co., Ltd., asked me if I ever went to the 
cinema—or as we generally say “the pictures”! There 
and then I received an invitation to see a sound film 
entitled “Two Salesmen in Search of an Order.” Now 
although I had another appointment that evening, I 
accepted Mr. Dixon’s invitat‘on because I remembered 
that Mr. Sands had invited me to see this film in New 
York. I was so full up, however, that I could not see 
it on your side so naturally I was keen to see what I 
had missed. No doubt many of your readers have seen 
this film. It is certainly worth seeing especially to you 
folk who would appreciate the “fine points” and sub- 
tleties of American habits and humour more perhaps 
than some of us. One thing impressed me—the clear, 
reasoning “sales talk” of the successful salesman. 
Needless to say “the other salesman” was not suc- 
cessful—and I don’t wonder at it! 

I was one of over a hundred men and women who 
watched this film. The pictures were good, the record- 
ing clear. 

Afterwards we had a unique Dictaphone demonstra- 
tion. A transcriber had been installed on the platform 
and connected with the loud speaker. First we listened 
to a cylinder dictated by Mr. William Dixon in which 
he explained that this demonstration was arranged 
so that we, the audience, could hear exactly what a 
typist listened to. Then followed a cylinder of actual 
correspondence and instructions, with Mr. Dixon’s 
secretary sitting at her typewriter and transcribing the 
cylinder in the usual simple Dictaphone way and in 
full view of the audience. It was most impressive. 

Following the Dictaphone demonstration, a short 
film of Underwood Elliott Fisher products was shown 
with running commentary. Incidentally, Mr. E. O. 
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ROYAL IN THE NETHERLANDS.—At a recent 

sales meeting of Blikman & Sartorius, representa- 

tives of the Royal Typewriter Company for the 

Netherlands, this group picture was taken. Seated, 

in the center of the picture, are Mr. Lamfers and 

Mr. de Flines, managing directors of the Dutch 
representatives. 


Gilmore, managing director of Underwood Elliott 
Fisher, together with about ninety of Underwood El- 
liott Fisher salesmen were present as the Dictaphone 
Company’s guests. 

* * * 

Much has been written in the newspapers both on 
your side of the water and over here of a fall in trade, 
until one gets almost scared—and this is very infec- 
tious. We have had one or two shocks in the stock 
market but have recovered. This depreciation of 
shares has certainly affected such luxury sections of 
trades as the higher priced motorcars but generally 
speaking business continues to be good. The armament 
programme is nowhere near completion. Building is 
absorbing more workpeople than is usual this time of 
the year. There seems no diminution of the usual 
increased circulation of money for Christmas trade. 
There are no serious labour troubles. The Government, 
despite the obvious anxiety of international affairs, 
seems to be making a good job of things. To sum up, 
whilst there is no boom, trade is steady and the future 
looks promising. 

Certainly, Mr. A. R. Jackson, the new chairman of 
the Office Appliance Trades Association seems full of 
enthusiasm for the coming year. I happen to know 
that he has got busy during the short time he has 
been in office, encouraging the several sub-committees 
to greater efforts. Mr. Jackson is a great believer, not 
only in the tremendous future of the trade, but in the 
possibilities of the O. A. T. A. He sincerely feels that 
the association has it in its power to inspire confidence 
amongst business men for the good of all. He is out to 
foster good comradeship between each and every mem- 
ber of the association, believing that in this way the 
trade as a whole will merit the confidence of the 
business community. 

Anyhow, as a start off on the “good companionship” 
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business we are having a special Christmas luncheon. 
Cheers! 


* * * 


When this article is published we shall be at the 
commencement of another year. May it be not only 
a profitable one, but a happy year for all members of 
the trade in your country.—V E J 

a os 
BUSINESS EQUIPMENT DISPLAYED IN PARIS SHOW 

The Sixteenth Commercial Organization Exhibition 
was held in Paris from October 14 to 24, 1937. More 
than seventy exhibitors displayed office equipment of 
various types in the extensive show space of the Ex- 
position Palace. Decorated in the modern manner, the 
ensemble was impressive. 

The exhibition was officially opened by Mr. Jullien, 
under-secretary of state for technical instruction. He 
was accompanied by important delegations of bureau 
heads from each ministry. After visiting each of the 
exhibits, the members of the delegations participated 
in a reception at which speeches were made by Andre 
Chauvin, president of the Chambre Syndicale de 
Organisation Commerciale, and Mr. Jullien. 

During the days that the exhibition was in progress 
interested visitors crowded the hall, to the satisfaction 
of the exhibitors. After the exhibits were closed on 
October 24 the executives of the concerns exhibiting 
and the demonstrators of equipment enjoyed a banquet 
and a ball, which was held later in the evening. The 
master of ceremonies at the banquet was Mr. Brule 
of the Chamber of Commerce of Paris. 

Among the American manufactures displayed were 
the following: Addressograph addressing machines, 
Multigraph and Multilith duplicators, Burroughs add- 
ing machines, Elliott addressing machines, Kalamazoo 
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GENERAL VIEW OF THE DISPLAYS AT 
THE BUSINESS EQUIPMENT SHOW 
HELD AT PARIS, FRANCE, IN THE 
WEEK OF OCTOBER 14 TO 24. THOU- 
SANDS OF VISITORS VIEWED THE EX- 
HIBITS IN THE EXPOSITION PALACE. 
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pany the article on the recent Pittsburgh Business Show which appeared on pages 34 and 35 of the December issue. The 
booths shown here were maintained by (L to R) The Royal Typewriter Company, New York, N. Y.; The Shaw-Walker Com- 
pany, Muskegon, Mich., and the Woodstock Typewriter Company, Chicago, IIl. 


MERCANTILE PAPER COMPANY IN NEW HOME 

The Mercantile Paper Company, thirty-five year old 
concern of Montgomery, Ala., recently moved into its 
new home at 116 Commerce street, which was remod- 
eled at a cost of several thousand dollars. 

The modernized front of the four-story building was 
pronounced by the architect as one of the most beauti- 
ful he had done. It is of buff-colored tile, trimmed in 
black. Glass bricks are used for decorative purpose 
and, with orange colored back lighting, add an attrac- 
tive touch. The concern’s trade name, “Merpaco”’ is 
worked into the entrance floor as well as silhouetted 
over the doorway. 

Inside half of the commodious and well arranged 
sales floor is given over to the display of office furni- 
ture and the other half to stationery and related lines. 
Offices are located on the balcony in the rear. The 


THE NEW HOME OF THE MERCANTILE PAPER 

COMPANY.—Nearly 4000 persons visited this fine 

new home of the progressive organization at 116 

Commerce street, Montgomery, Ala. Modernized 

lighting, large showcases and wide aisles are spe- 
cial features of the establishment. 





second floor houses the printing shop and the third 
floor is given over to storage. 

One feature of the new store is a shipping lane by 
which merchandise may be taken in and out without 
being brought through the display room. The con- 
cern uses bicycle delivery for stationery and other 
small items. 

Some 4,000 persons visited the new store on opening 
day when about fifty beautiful bouquets of flowers 
graced the sales floor. 

The Mercantile Paper Company was founded in 
February, 1903, by Selig Gassenheimer and is now 
operated by his sons. Officers of the concern are: 
Irvin Gassenheimer, president; Sidriey Gassenheimer, 
treasurer, and Leo Gassenheimer, secretary. 

The firm serves Alabama and West Florida and Sells 
everything from clips to steel desks including paper 





DIGNIFIED CHRISTMAS ADVERTISING.—That is 
how many residents and business men of Birm- 
ingham, Ala., described this window of the L. C. 
Smith Corona Typewriter Inc., branch office 
which added considerably to the blaze of Christ- 
mas lights and decorations over the holiday 
season, without in the least forfeiting dignity or 
symmetry. A. M. Weems, branch manager at 
Birmingham received many messages of con- 
gratulation over the clever window display. The 
window was arranged by City Salesman Martin 
Ringleberg. 
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products. Some of the lines featured are Art Metal 
steel equipment; Dictaphone dictating machines, 
Wilson-Jones loose leaf systems, National Blank books, 
Victor visible record systems, Dietzgen engineering 
supplies, Hoosier and Doten-Dunton desks, Gunlocke 
chairs, Niagara duplicating machines, Sight Light desk 
lamps, Diebold safes and Yawman and Erbe filing 
systems. 

The company’s sales are divided about as follows: 
office furniture, thirty per cent; stationery, thirty per 
cent; printing, twenty per cent and paper and bags, 
twenty per cent.—_GHW 


© 


PINELLAS STORE IS REMODELED 
Adding considerable space for stock and display pur- 
poses, an entire remodeling of the Pinellas Printing & 
Stationery Company, Inc., 263-265 Central avenue, St. 
Petersburg, Fla., was recently completed. 
The work was planned by and done under the direc- 





tion of J. M. Touart, president of the company, who 
made use of several years’ experience in the industry to 
create a store both modern and attractive. Through 
his personal efforts the establishment now is equipped 
with the maximum of card racks, stock shelves, show- 
cases and center counters yet the program of laying 
out the interior has left ample space for customers to 
view merchandise from all angles. 

The store, which was established eighteen years ago, 
is operated in conjunction with the Pelican Bookshop, 
which is a part of the organization. Carrying a com- 
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plete line of office furniture, fixtures and supplies, the 
establishment is said to be the oldest and largest sta- 
tionery store in Pinellas County. 

Assisting Mr. Touart is Mrs. Ruth Burdick, manager 
of the book shop, and Eugene B. Peterson, manager 
of the stationery store. 

ee eee 
SPITZER DISPLAY SHOWS THE OLD AND THE NEW 

Bringing back old, if not exactly pleasant memories 
of the typical office as it appeared a few decades ago, 
was a clever and interesting display of Spitzer’s Office 
Furniture House, Inc., of Chicago, at the recent busi- 
ness show of the Purchasing Agents Association of 
Chicago. 

The display consisted of two booths, side by side, 
in one of which was an office furnished entirely with 
business furniture of the nineties. A battered, roll-top 
desk for the boss, and a creaky and ancient letter 
press were the dominant pieces. Aged chairs, a sten- 


LIKE A NEW STORE!—The Pinellas Printing & 
Stationery Company, St. Petersburg, Fla., recently 
completely remodeled its store with the result 
shown. Extra large showcases for the more valu- 
able merchandise, greeting card racks and stock 
shelves still leave plenty of room for customers to 
thoroughly inspect the merchandise displayed. 


ographers’ desk and a battered brass cuspidor added 
more gloom to the general depression which was evi- 
dent upon the faces of the mid-Victorian boss and his 
idle typist. 

The second booth contained a display of modern 
office furniture which accentuated the general shab- 
biness of the “place next door.” A handsome desk, 
Dictaphone equipment, an L. C. Smith typewriter, 
Milwaukee chairs, filing equipment of steel, etc., all 
combined to produce a fine office of the present day. 

The exhibition was held in the Hotel Sherman on 
November 17 and 18. 


























THE OLD AND THE NEW AS EXEMPLIFIED BY SPITZER'S OFFICE FURNITURE HOUSE, CHICAGO.—This clever display 
drew great crowds at a recent Purchasing Agent's Exposition, held by the Purchasing Agent's Association at Chicago, 
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T. J. WATSON HONORED BY KING LEOPOLD III 
OF BELGIUM 


Thomas J. Watson, president of the International 
Business Machines Corporation and of the Interna- 
tional Chamber of Commerce, was made a commander 
of the Crown of Belgium today (December 28) by King 
Leopold III in recognition of his contribution to world 
peace through international trade. 

The order, a star-shaped decoration with a pink rib- 
bon, was conferred upon Mr. Watson by Raoul E. L. 
Grenade, commercial counselor to the Belgian em- 
bassy, at a luncheon at the Rockefeller Center Club. 
The guests included Louis K. Comstock, president of 
the Merchants Association, and leaders of the Belgian 
colony in New York. 

“We are living in what some people call troublesome 
times,” Mr. Watson said in reply. “But in reviewing 
history, we find that every step forward has been ac- 
companied by turmoil. I am optimistic enough to re- 
gard the present unrest as a good omen.” 

He expressed the opinion that the recent letter of 
King Leopold to Prime Minister Van Zeeland, suggest- 
ing the organization of business, industrial and political 
leaders of all countries to undertake a study of the 
ills of civilization, was the greatest contribution of 
any ruler to world affairs. 

“Scientific education,” Mr. Watson added, “has gone 
way beyond cultural and religious education. The only 
thing we have to depend on in this world is our 
religion.” (New York Sun, December 28, 1937.) 


CHANGES IN AMES EXECUTIVE STAFF 


At a meeting of the board of directors of the Ames 
Supply Company held Tuesday, December 14, Hazen 
R. Ames, formerly secretary, was elected vice-president, 
and J. D. Marvil was made secretary of the company. 
Hazen Ames now occupies the position previously held 
by his uncle, the late Charles H. Ames, who was also 
manager of the Ames office in New York at the time 
of his death last October. Arthur R. Ames continues 
as president of the organization he founded shortly 
after the turn of the century. 

Since February, 1925, Hazen Ames, son of A. R. 
Ames, has been actively affiliated with the Ames Sup- 
ply Company. He inaugurated his career in business 
as an order clerk in the Chicago parts department. 
During the years he labored diligently in the various 


factory departments of the business and then extended 
his training to outside contacts with Ames branches, 
agencies and customers. In 1935 he was elected to the 
post of secretary of the company, an office he filled 
with credit until his recent promotion to the vice- 
presidency. 

J.D. Marvil joined the Ames organization in Augusi, 
1936, as assistant treasurer. Five years before he was 
captain of the Northwestern University football team, 
and was unanimously named All-American tackle. 
Subsequently he engaged in football coaching activity 
on the Pacific Coast, until his affiliations with the 
Ames Supply Company. 

Another action taken by the Ames board of direc- 
tors was the appointment of Mrs. C. H. Ames as east- 
ern division manager in charge of the company’s New 
York office. This is in accordance with the expressed 
wish of her husband before his death. During the years 
Mrs. Ames had worked side by side with her husband, 
taking an active part with him in the establishment 

















HAZEN AMES J. D. MARVIL 


of the Ames office in San Francisco twenty-eight years 
ago. Since 1913 until he died last October, she was 
cooperating with her husband in the direction of the 
activities of the company’s New York office, serving 
for the past twenty years as credit manager. In this 
field she has proved herself particularly skillful, evolv- 
ing a plan of operation which assures handling ac- 
counts on a personal basis instead of following a 
merely mechanical routine. 
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THREE NEW AMBASSADORS JOIN 
BOORUM & PEASE 


Taking with them impressive records as experienced 
salesmen acquired during many years in the field, three 
new ambassadors were appointed last month to the 
sales staff of the Boorum & Pease Company, Brooklyn, 
N. Y. They are Arthur C. Shearman, Steve Stout and 
Bert Brewster. 

The three men, who began their activities as Boorum 
& Pease representatives on January 1, return to terri- 
tories which they had covered for other loose leaf 
manufacturers for many years. With their thorough 
understanding of dealer problems in their respective 
fields they are able to give dealers maximum service in 
promoting sales of loose leaf devices, blank books, etc. 

Mr. Shearman goes to his old stamping grounds 
which is New England, New York state and Canada. 
His career began in 1910 when he joined the Johnson’s 
Bookstores, Springfield, Mass., and later S. D. Childs & 
Company, Chicago. With these two companies Mr. 
Shearman spent three years learning the retail sta- 
tionery business and then became a member of the 
sales staff of Irving-Pitt Manufacturing Company, 
Kansas City, Mo. 

Again he elected to start “from the ground up” and 
worked his way rapidly through the shipping, purchas- 
ing, order and correspondence departments before tak- 
ing over the New York City territory as a salesman. 
This he worked from 1914 to 1924, when he was given 
the New England-New York State-Canada territory. 

Mr. Stout started with the S. C. Tatum Company in 
1920, traveling from Maine to Virginia and west to 
Pittsburgh and Buffalo. His natural ability to make 
and hold friends plus his qualifications as a good sales- 
man quickly won recognition and in 1923 he was given 
a new territory consisting of Ohio, Indiana, Michigan, 
Kentucky and West Virginia plus semi-annual trips to 
the West Coast—from Denver, Colo., and Billings, 
Mont., westward. 

Three years later Mr. Stout joined the Irving-Pitt 
organization which he represented with honor and 
ability in the same territory. 

Mr. Brewster began his career in the loose leaf field 
with the Baker-Vawter Company as a New York City 
salesman. He had, by dint of hard work and a jovial 
personality, won a splendid reputation when Baker- 
Vawter merged with Remington Rand, Inc., with the 
result that after the merger he began selling the com- 
bined line. 

Some time later he left to take a position with the 
Irving-Pitt organization, traveling Philadelphia, Balti- 
more and Washington, D. C. Afterwards he was trans- 
ferred to Virginia, Maryland and Pennsylvania. 

















STEVE STOUT 


BERT BREWSTER 


WORTHINGTON G. M. VICTOR A. M. CO. 


Harry T. Worthington, for the past five years pres- 
ident of Ditto, Inc., was appointed general manager 
of the Victor Adding Machine Company, Chicago, IIl1., 
last month. 

Coincident with his appointment, the January issue 
of “Walk and Talk,” house organ of the Victor organ- 
ization, gave Mr. Worthington a capital send-off in 
introducing him to members of the Victor staff. Over 
the signature of A. C. Buehler, president of the com- 











H. T. WORTHINGTON 


pany, Mr. Worthington was paid five compliments for 
his achievements in the industry and given hearty 
welcome into the organization. 

As head of the Ditto organization Mr. Worthington 
established an impressive record as an executive of 
ability. 

His friends and business acquaintances in the field 
wish Mr. Worthington the best of luck in his new 
undertaking. 








EXCUSE US. PLE wee 


YOCUM NOT REPRESENTATIVE OF GF 


On page 75 of the December issue of this journal was 
a brief paragraph concerning our esteemed friend, 
Sam Yocum, and the office furniture lines he carries. 
We stated that, among other lines, Mr. Yocum carried 
the products of the General Fireproofing Company. 
We are informed that this statement was erroneous 
and that the GF company distributes their complete 
line of merchandise in the Los Angeles market exclu- 
Sively through their own branch, and that years ago 
the company discontinued the use of the Allsteel trade 
mark. Our apologies for the error. 
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THE GUEST BOOK 


Chauncey W. Brown, managing director, E. T. Brown, 
Ltd., The Brownbuilt Steel Equipment Company of 
Melbourne, Australia, gave us the pleasure of a call 
on December 8. It is Mr. Brown’s first visit here, where 
he expects to spend seven or eight weeks, before sailing 
for England, where he will remain four or five weeks. 
Thence ac. oss to the Continent for a fortnight’s stay. 
His return home will be by the southeastern route 
through the Mediterranean, across the Indian ocean to 
Bombay, thence to Australia. The evening of October 
18, before setting out from Melbourne, Mr. Brown was 
given a good luck dinner by his business associates, 
at which there was a delightful and appropriate pro- 
gram. The Brownbuilt Steel Equipment Company pro- 
duces an extensive line in which is included filing 
cabinets, tables, shelving of both office and factory 
type, upholstered chairs with tubular frame, standard 
and modernistic design, posture chairs, visible filing 
equipment, the latter employing the well established 
Tracey form and other numbers. A comparatively re- 
cent order booked by the company was for the Aus- 
tralian plant of the General Motors, the steel shelving 
of which extended for “several miles.” The chief object 
of Mr. Brown’s trip to this side is to study processes 
of manufacture and general business procedure. And 
incidentally to investigate certain allied lines which 
might fit into his company’s pattern. The business 
in the conduct of which he is associated with his 
brother (whose acquaintance we had the pleasure of 
making November 9, 1935) was founded by Mr. 
Brown’s father. In recent years the capitalization has 
been considerably increased and its operations ex- 
panded. It was a pleasure to converse with Mr. Brown. 
Not only about business, but also about Australia, that 
wonderful country, a continent in itself, destined to 
remarkable development. 


Ward Harris, San Francisco manager of the Edi- 
phone, signed the Guest Book by proxy on December 14 
and gave us the pleasure of a telephone visit. Having 
stopped in Chicago for a few hours on his return from 
Ediphone headquarters at East Orange. Business in 
flourish on the coast, despite the resistances encoun- 
tered there by general business for the past year or so. 
There is stimulant in a visit with Ward Harris, even 
if it be by telephone. The snap and go which has 
always characterized his work from his early days 
with the Dalton adding machine, increases rather than 
diminishes with the years. An intensive cultivator who 
follows sound business practice. In conversation with 
him, we always get some of the enthusiasm he radi- 
ates. Not only because of his commendation for the 
little old journal with which he has long been ac- 
quainted. Anyway, he helps us to keep on tiptoes. 


Alex M. Fordyce of Montreal, Canada, publisher of 
“Rod and Gun in Canada,” gave us the pleasure of a 
call a few days before Christmas. In Chicago on spe- 
cial business for his interesting periodical. Born and 
reared in London, Mr. Fordyce has been in Canada for 
several years. Made acquaintances with OA when a 
lad in London, when his uncle, the late W. Teignmouth 
Shore, was correspondent for the journal. About whom 
we had pleasant reminiscence. 


David Fried of New York, representative of Murphy 
Chair Company, signed the Guest Book December 29. 
He arrived early in Chicago to attend the January 
furniture market and found time during the last days 
of the old year to visit with several Chicago manu- 


facturers. 
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M. L. Poundstone, manufacturers’ representative from 
Tulsa, Okla, signed the Guest Book December 31. He 
was the last visitor of the old year. Poundie, as he is 
known by his many friends, had come up to Chicago 
to contact several manufacturers and to attend the 
furniture market on the opening day. He reported a 
good year with pleasant prospects for 1938. His re- 
turn trip was to take him to Tell City, Ind., thence to 
St. Louis where he had left his car, and back through 
his territory, which is the Southwest. He is making a 
good record as usual, which is a natural result of a 
remarkable amount of vigor intelligently applied. Be- 
lieving all work makes Jack a dull boy, he harkens 
now and then to a desire to play with the hook and 
line. 

HARRIE E. COPELAND, PRESIDENT 

Friends of Harrie Copeland in every state of the 
Union will be interested in his election to the presi- 
dency of the Cole Steel Equipment Company, Inc., 
Long Island City, at a recent meeting of the board of 


directors. 
Mr. Copeland is highly regarded in the industry 





HARRIE E. COPELAND 


upon which he is well informed. Starting with Boorum 
& Pease in 1914 as their representative for New Eng- 
land, he advanced to the vice-presidency and sales 
management of the company. He resigned in 1933 to 
accept the office of vice-president of the Wilson-Jones 
Company, in charge of eastern sales. 

As president of the Cole Steel Equipment Company, 
Inc., he will be in charge of sales with office and dis- 
play room at 296 Broadway, New York City. 

ee 
“NIAGARA” ANNOUNCES 200 NEW ITEMS 

The Niagara Duplicator Company, San Francisco, 
Calif., last month ended two years of intensive re- 
search and development by announcing the manufac- 
ture of a variety of new items which, in their range 
of sizes and forms, total 200, all of which are ready 
for Niagara dealers. 

The announcement was made in a new retail price 
list accompanied by a copy of “Niagrams” the house 
organ of the company. In the latter was a lengthy 
statement over the signature of President L. John 
Himes enumerating the new lines and touching upon 
the vast amount of work undertaken by the company 
and its executives in developing the many new prod- 
ucts to match the quality and workmanship of the 
Niagara duplicator. 

The statement, which was addressed to Niagara 
dealers and invited them to make the severest com- 
petitive tests of the new stencil, read in part: 

It will please us greatly if you will make the same 
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tests and comparisons with all the other new items. 
Observe the finished quality of the work produced, 
the excellent workmanship, the modern and attractive 
packaging, the new ideas incorporated in the line. 
Your tests will help you understand our enthusiasm.” 

The new items, each line of which is individually 
designated by the name “Niagara” in the price list, 
are as follows: 

Stencil papers, correction fluid, lettering guides, 
styli, stencil files, blotting and reference folders, styli 
kits, stylus, typing and art plates, transparent design 
plates and transparent picture plates, ink solvent hand 
lotion, type cleaning brushes, type cleaning solution, 
stencil cleaning fluids and cloths, machine lubricating 
oil and oil cans, stencil cement, protection covers, 
transparent rulers, silk sheets for stencil cushion, 
shading screens and shading plates. 

Commenting upon the above listed items President 
Himes, of the company, states: 

“Some of our new products were developed months 
ago. We believed they are unique in quality, but we 
could not know they would be the best companion 
items for the other items in development until we 
could match, test, and revise all items together to get 
the finest finished process. To achieve which we spent 
many thousands of dollars and a vast amount of 
work.” 

The price list also contains a complete showing 
of the company’s line of Niagara duplicators of every 
type and model as well as the line of Niagara inks 
and ink pads. 

= —__—_ 
ROYAL PORTABLE SALES SET RECORD 

November sales of Royal portable typewriters in the 
domestic market surpassed every previous November 
total by a wide margin according to a statement issued 
by E. C. Faustmann, president, The Royal Typewriter 
Company, Inc., New York, N. Y. 

Only one month in Royal portable history—Decem- 
ber, 1936—exceeded this past November in total volume 
of domestic business, it was said, and orders on 
hand last month justify the prediction that December 
this year will closely approach or equal last December. 

The statement declared that the record-breaking 





E. C. FAUSTMANN 


November business climaxes a year of new records. On 
December 1 the volume for the previous eleven months 
had already exceeded the greatest domestic full-year 
total in the company’s history. 

Discussing this volume Mr. Faustmann said: 

“IT think that these sales figures speak for them- 
selves in establishing that, as far as we are concerned, 
the American family is buying. The portable type- 
writer is becoming increasingly accepted as an essential 
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home utility for every member of the family, and the 
fact that its importance in student educational work is 
earning deserved recognition in our homes and schools 
today is best indicated by these rapidly multiplying 
sales figures.” 

Mr. Faustmann declared that portable typewriters 
in the $50 price range seem to enjoy the greatest popu- 
larity with the American public. 


a 


HOUGH TAKES IMPORTANT POSITION WITH 
YORK ORGANIZATION 

W. E. “Bill” Hough, widely known traveler and a 
leading light in local and national association activi- 
ties, last month accepted the position of field sales 
director of the York Safe & Lock Company, York, Pa. 

Better known throughout the industry as “Bill,” in 
practically every section of the country, Mr. Hough 
was previously connected with the Victor Safe & 
Equipment Company, North Tonawanda, N. Y., for 
which he traveled extensively. Upon entering his new 
job he temporarily stopped all other activities to begin 
forming a program by which it is planned to extend a 











W. E. HOUGH 


new service to the York company’s branches. Later, 
however, he will resume traveling which will afford an 
opportunity to continue his contacts. 

Mr. Hough has always been intensely interested in 
association work, his activities having taken him to 
high-ranking positions. For two consecutive terms he 
was president of the Penn-Mar-Va Club and for a like 
period served as vice-president of The National Sta- 
tioners Association as head of the Field Division. In 
these positions he has endeared himself to his hun- 
dreds of friends by showing an earnest desire to help 
in worthwhile projects of these groups such as sales 
training, profitable selling ideas and interpreting 
policy. 

In or out of association activities Mr. Hough has 
always displayed another pleasing trait—that of being 
ever willing to pass on a few words of encouragement 
to the “youngsters” entering the field. Discouraged by 
temporary reverses, or slightly bewildered over prob- 
lems of selling or approach, they can always find a 
sympathetic ear and a genuine desire to help out when 
they talk to “Bill.” It is this characteristic coupled 
with a fine personality and a sunny disposition, which 
is mainly responsible for the success of his career. 

In going to the York family Mr. Hough will again be 
working by the side of R. M. “Reg” Tussing, who is 
now assistant to the president of the York Safe & 
Lock Company. 
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BODE JOINS YORK SAFE & LOCK COMPANY AS 
COMPTROLLER 

Taking with him an impressive record of executive 
ability gained during the past fifteen years in the 
field, A. E. Bode last month was appointed comptroller 
of the York Safe & Lock Company, York, Penna. 

Mr. Bode made his entry in the office equipment 
field in 1922 when he joined the Safe Cabinet Com- 














A. E. BODE 


pany, Marietta, Ohio, as assistant credit manager, 
handling the firm’s credit collection and accounting 
work. 

In 1925 several companies, including the Safe Cab- 
inet Company, were purchased by Rand Kardex Bu- 
reau, Tonawanda, N. Y. Mr. Bode then was transferred 
to that point where he performed the same duties but 
on a greater scale and with increased responsibility. 
As a result of his work there he was selected in Jan- 
uary, 1928, to set up and manage accounts receivable 
and credit and collection departments in the new divi- 
sion covering the southwestern section of the country, 
with headquarters in Kansas City. 

Two years later Mr. Bode was given additional duties 
when he was transferred to Chicago to work in a 
similar capacity but covering both the Kansas City and 
the chicago territories, a much larger operation. For 
the next three years he continued in a similar line 
of work for Remington Rand, Inc., both in Chicago and 
Buffalo. 

In December, 1933, he was appointed secretary of 
the Victor Safe & Equipment Company, North Tona- 
wanda, continuing in that capacity until joining the 
York organization last month. 

_———o 
GLOBE-WERNICKE’S NEW YEAR MESSAGE 
TO DEALERS 

Under the date line of December 28, the Globe- 
Wernicke Co., Cincinnati, Ohio, sent out a leaflet en- 
titled, “‘An Important Message to Our Dealers” to its 
more than 5,000 retail representatives. The leaflet con- 
tains a printed letter over the signature of J. S. Sprott, 
president of the company, in which New Year greet- 
ings are extended and a reference made to the meeting 
of the Congress of American Industry in New York City 
early in December. From this meeting came a “Plat- 
form for American Industry for 1938.” The platform, 
presented in full in the leaflet, indicates that the 
advance of American industry, and therefore, of the 
American people, can be assured by the following: 

I. Encouragement of private initiative—the basis of 
competitive American industry. IT. Maintenance and 





extension of sound industrial practices by industry. 
III. 
dustry. IV. 


Equitable employment relations throughout in- 
Creation of new and broader markets. 
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V. Constructive efforts to alleviate depression effects. 
VI. Sound government policies. VII. Cooperation with 
agriculture. VIII. Peace. 
= en 
CHICAGO O. M. ASSOCIATION TO HOLD 
BUSINESS SHOW 

The third annual office equipment display, sponsored 
by the Office Management Association, affiliated with 
the N. O. M. A., will be held in the Exhibition Hall of 
the Palmer House on February 15, 16 and 17. 

The purpose of the display is to bring to the atten- 
tion of office managers and purchasing executives the 
latest developments planned to increase efficiency in 
business. It is also designed to arouse interest among 
students of Chicago schools of commerce in the part 
played by modern office equipment in scientific man- 
agement. 

The display will occupy approximately 20,000 square 
feet and will include over 100 booths and a special 
theater for the showing of educational films and dem- 


onstrations. 
ip ee 


WE PRESENT MISS MABRY 

If Margaret Mabry hadn’t taken a decided fancy to 
the Mimeoscope, and if she hadn’t liked to draw, and 
if her stepfather, Charles Eagan, hadn’t taken over 
the A. B. Dick Company’s Mimeograph dealership in 
Birmingham—but that’s getting ahead of the story. 

It all began two years ago when Miss Mabry was 
attending school and her father was building up the 
Mimeograph sales in Birmingham, and central Ala- 
bama. The young lady intended, as soon as her school 
work was complete, to become secretary of Charles 
Eagan, Inc. And so, quite naturally, she began paying 
visits to the store. But we let S. C. Oviatt, field super- 
visor for the A. B. Dick Company, tell about it. 

“Well, Miss Mabry having aptitude for sketching and 
liking to do it just naturally ‘took to’ the Mimeoscope 
and so persuaded her father to allow her to get out 














J 
MISS MARGARET MABRY 


a house organ. She named it ‘Tween Us’ and has 
made it one of the outstanding house organs issued 
by Mimeograph dealers. She is editor, artist, produc- 
tion staff and circulation manager. The editions are 
one hundred copies each month”. Besides which she 
keeps the company’s books, handles all city orders and 
sees that they are filled in such a manner as to call 
forth the following boost from one customer who said: 

“Eagan’s is one office I like to call over the phone 
because Miss Mabry knows just what I want; she 
knows the correct stencils to send me, also the right 
ink. She knows the needs of every user in Birmingham 
and has this information at her fingertips. Too bad 
we do not have more Miss Mabrys answering phones 
in Birmingham.” 


L 
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BEST DISPLAY INCREASES PARKER PEN SALES 


Ralph Moore, Moore Stationery Company, Topeka, 
Kans., has given the best space in his store (up front 
and to the left as the customer enters) to a new eight- 
foot display unit devoted exclusively to Parker pens, 
and built by them. His fall volume, as against a year 
ago, is up ten per cent. 

It is of bird’s eye maple, in the natural finish. The 
top grooved trays have a capacity of three hundred 
and sixty individual pens. Below are two partial glass 
shelves, which, with the bottom of the case, form three 
spaces for effective display of pen and desk sets. The 
case is equipped with indirect lighting —AG 


a 
EMERSON MADE WAHL SALES MANAGER 


Thomas Emerson, for a number of years vice-presi- 
dent in charge of sales of the Conklin Pen Company, 
Toledo, Ohio, on January 1 became sales manager of 
The Wahl Company, manufacturers of Eversharp pens 
and pencils, Chicago, IIl. 

To his new job Mr. Emerson takes a wealth of expe- 
rience gained through a long period in the field. Equal 
to his wide experience is his impressive sales record, 
which was first manifested when Mr. Emerson was 
sent to Oklahoma by the Conklin organization in 1920 
and told to “put the Conklin pen in Oklahoma.” 

Mr. Emerson took his orders literally and from 1920 
to 1925 Fung up a record of successful selling that was 
bound to attract official recognition. It did so and in 
May, 1925, he was promoted to manager of the Pacific 
Coast territory and sent to San Francisco to take 
charge of the office there. 

Moving out to California in no wise dimmed his 
enthusiasm and he immediately set about building up 
a new Sales record to beat the one he made in Okla- 
homa. In addition to the Pacific Coast he reached 
three thousand miles across the Pacific to the Ha- 














THOMAS EMERSON 


waiian Islands and established an impressive business 
for Conklin pens there. 

Three years later—in 1928—further promotion was 
in line for Mr. Emerson and he was called to the 
Conklin home offices in Toledo and appointed sales 
manager. In October of the same year he settled his 
affairs in the Pacific Coast district and, with Mrs. 
Emerson, moved to Toledo to take up his new duties 
and establish his home. 

Mr. Emerson is no stranger to the readers of OFFICE 
APPLIANCES, having appeared in the journal’s pages 
from time to time. He will best be remembered, how- 
ever, as the author of a capital article entitled “Pens, 
Ancient and Modern,” which was published in the 
April, 1929, issue. 
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ALGER GOES TO CORRY-JAMESTOWN 


Russell S. Alger, who for many years conducted a 
retail stationery store in Spokane, Wash., last month 
was appointed a district representative of the Corry- 
Jamestown Manufacturing Corporation, Corry, Penna. 
He will take over the Northwest territory. 

Mr. Alger’s appointment was announced by D. A. 
Hillstrom, secretary and general manager of the Corry- 
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RUSSELL S. ALGER 


Jamestown organization, who explained that under the 
general designation of Northwest Mr. Alger will cover 
the States of Washington, Oregon, Idaho and Montana, 
states in which he is well known to the trade. 

While conducting his own business Mr. Alger special- 
ized in steel office equipment and gained an experience 
in this particular field which will stand him in good 
stead in his new job. 

= Pe en eee 


NEW YORK BANKS INSTALL RECORDAK 


As a means of increasing service to their clients, two 
New York banks last month instailed the Recordak, a 
device for accepting and photographing checks as they 
are deposited. 

One of the machines, manufactured by the Recordak 
Corporation, division of the Eastman Kodak Company, 
was placed in service in the Lincoln branch of the 
Irving Trust Company while two more were installed 
in the Sterling National Bank and Trust Company. 

The depositor with only checks to deposit feeds them 
into the Recordak through a slot one at a time. He 
also drops a deposit ticket into the machine. The 
device then records the ticket and the checks with 
photographs on rolls of sixteen millimeter film. The 
checks are removed from the machine at the end of 
the day and entered upon the bank’s books. 


o—— et” 


SHIPMAN-WARD FINDS NEW BUSINESS IN 
ONE-DAY SERVICE 


The Shipman-Ward Manufacturing Company, 325 
North Wells street, Chicago, reports a greatly increased 
business resulting from its recently-inaugurated one- 
day service on certain of its activities. 

Orders for parts and platens are filled and shipped 
upon the day of receipt even if received in the last 
mail of the afternoon. Orders for nickel-plating and 
enameling are shipped the same day if received in the 
morning. The work involved in enameling gives an 
idea of the rapidity of the company’s services when it 
is remembered that the piece must be cleaned of its 
old enamel and thoroughly rubbed down before the 
new enamel can be applied, baked and the transfers 
put on. 





72 





MEETINGS—CONVENTIONS—DINNERS 


GRANDSON OF C. L. SHOLES MEETS WITH 
CHICAGO TYPEWRITER MEN 


At the regular monthly meeting of the Chicago 
Typewriter Dealers Association held Tuesday evening, 
December 14, George L. Sholes, grandson of Chris- 
topher Latham Sholes was an unexpected guest. He 
was present at the invitation of J. Henry Schroeder 
of Remington Rand, Inc. Mr. Sholes, who started out 
selling Monarch typewriters in Chicago thirty-two 
years ago, is now a special representative of the Gen- 
eral Shaver Corp. division of Remington Rand, Inc. 

The twenty-five or thirty present appreciated the 
brevity of the business meeting conducted by President 
Hug. After approval of the minutes of the previous 
meeting, Mr. Hug introduced Mr. Sholes, who remi- 
nisced in an interesting manner. He recalled his 
grandfather on his death bed and referred to the in- 
vention of the Sholes-Glidden machine, which was the 
first practical typewriter offered to the business world. 
Mr. Sholes has in his possession now a Sholes-Glidden 
typewriter bearing the serial No. 162 prior to the No. 1 
model. With the exception of visibility, he said, the 
old machine is very similar in its features to modern 
typewriters. 

In addition to an interesting talk Mr. Sholes also 
provided cigars to all those present. 

The liquid refreshments of the evening were pro- 
vided by Joe Burton of the Underwood Elliott Fisher 
Company. Mr. Burton took charge immediately follow- 
ing adjournment of the meeting and proved himself 
quite a capable bartender. 

Just before the gathering dispersed, the meeting was 
called to order again to hear the announcement that 
Mr. Sholes offered a Remington Rand Close-Shaver 
electric razor as a door prize for the January meeting. 
This pleasant news was followed by a decision to in- 
vite the Milwaukee Typewriter Dealers Association to 
meet jointly with the Chicago group in January. Mr. 
Sholes rose again and offered another razor as a door 
prize for the Milwaukee delegation. 


—————e—___ 


TWIN CITY STATIONERS SET PARTY DATE 
Stationers of the Twin Cities have definitely set 
February 5 as the date for their mid-winter party 
which will be staged in the Nicollet hotel, Minneapolis. 
Travelers, dealers and other members of the industry 
are cordially invited to be present when the festivities 
begin. 





WIS-ILL CLUB ELECTS OFFICERS 


The annual election of officers of the Wis-Ill Club 
was held at the Eitel restaurant in the Field building, 
Chicago, December 29. A large percentage of the mem- 
bers was present and participated in the voting. The 
new officers are as follows: president, Harry Balch, 
Quality Park Envelope Company; first vice-president, 
William E. Smith, Ace Fastener Corporation; second 
vice-president, Herbert Walsh, Southworth Company; 
third vice-president, Charles P. Mueller, Joseph Dixon 
Crucible Company. The secretary, Tom Gillice of 
Rockwell-Barnes Company, and the treasurer, Ray 
Eichenlaub of Service Steel Products Company, were 
re-elected. Prior to the election Retiring President 
Charlie Consodine paid tribute to the last two for their 
very efficient work during the year. 

When Mr. Consodine called the meeting to order he 
read a New Year’s greeting to the Wis-Ill Club from 
W. H. Kistler Stationery Company, Denver. William 
Allen, of Joseph Dixon Crucible Company, was elected 
to membership. Mr. Consodine read the treasurer’s 
report in the absence of Mr. Eichenlaub, showing re- 





HARRY BALCH 


ceipts of $1,516.67 during the year, expenditures of 
$1,273.46, and a balance on hand of $243.21. In giving 
his own report he urged the members to be fair in 
competition and to refrain from conveying news un- 
favorable to other companies even though they may 
not be competitors. 

Following the election Mr. Balch took the chair and 
a motion was passed by a rising vote thanking the 
officers for the past year of cordial codperation. 


IT WAS A MERRY CHRISTMAS.—For 
these merrymakers who attended the 
second annual Christmas party of C. L. 
Barkley & Company, Chicago, held De- 
cember 23. Similar to the event held 
last year these Barkley employes sat 
down to tasty refreshments, impromptu 
speech-making and a lot of fun, after 
which they all drew gifts from a grab- 
bag set up and filled for the occasion. 
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AT THE ROCKWELL-BARNES 
ANNUAL CHRISTMAS PARTY. 
—(Top) Happy children of 
company employes, some of 
whom were so busy with their 
candy and presents they had 
no time for the camera. (Lower 
left) Santa Claus and Mary 
Krismus AND the presents. 
(Lower right) Youngsters re- 
ceiving their gifts, with Santa 
Claus and Mary Krismus in 
background. 


ROCKWELL-BARNES HOLDS ANNUAL PARTY 

The annual Christmas party given for the children 
of its employes was held last month by the Rockwell- 
Barnes Company, Chicago. Differing from previous 
events, the party was held in the Stock Yards Inn in- 
stead of the company’s plant. 

Promptly at 1 o’clock luncheon was served for about 
200 guests—all employes of the company and their im- 
mediate families—followed by entertainment in the 
form of a Punch and Judy show and comedy magic. 
The yells of delight from the children proved the suc- 
cess of the show. 

The highlight of the day, however, was the appear- 
ance of Santa Claus in the person of genial Walter 
Maas, who has played this role at all previous Rock- 
well-Barnes parties. This year, however, he was ac- 
companied by Santa’s spouse, Mary Krismus, whom 
many of those present recognized as Ed. Conlon. 

From a stage set between two beautifully trimmed 
Christmas trees, Santa Claus and Mary Krismus pre- 
sented each child with a gift for which a special letter 
to Santa had previously been written. 

After the distribution of presents five more hours 
were devoted to candy, crackerjack and general fun 
before the youngsters, tired but happy, left for their 
homes. 

er 
100 ATTEND 12:30 CLUB PARTY 

With more than one hundred members and friends 
present, the annual Christmas party of the Stationers 
12:30 Club of New York was held December 28 at the 
Fifth Avenue restaurant where the guests enjoyed a 
beef-steak dinner and all that goes with it. 

Though a slight hitch in the arrangements for the 
evening threatened the usual calm and serenity of 
Chairman Louis Caracci, everything was in apple-pie 
order by the time the guests were ready to consume 
the dinner. The diners set to with vim and vigor, 
making the victuals disappear with amazing speed. A 
tardiness in the service was counterbalanced by the 
banter making the rounds of the table and serving as 
an admirable stopgap. 

While the coffee was cooling President Dwight N. 
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Briggs introduced a number of notables at the head 
table. Not all of the diners paid full respect due the 
occasion but—it was all in fun! 

After an hour or so of fine entertainment the 
revelers departed for their homes satisfied at having 
enjoyed a pleasant evening in the company of good 
fellows. 

3 pcidlimiepie 
SEATTLE DEALERS ELECT OFFICERS 

At the final meeting to be held last year members of 
the Seattle Typewriter Dealers Association on Decem- 
ber 7 elected the following officers to serve the organ- 
ization during 1938: 

President, William H. Burt, W. H. Burt Company; 
Vice-president, H. O. Harvey, Wholesale Typewriter 
Company, who is also the retiring president; Treasurer, 
Don Johnson, Washington Typewriter Company; Sec- 
retary, Edward N. Phelan, Seattle Chamber of Com- 
merce. Messrs. Johnson and Phelan were unanimously 
re-elected. 

At the meeting communications from three type- 
writer manufacturers and a statement from a field 
representative of a fourth manufacturer were read 
relative to the discontinuance of discounts on new 
portable typewriters to teachers except where they are 
purchased by schools on regulation requisitions. 

The majority of members urged the formulation of 
a strong state association. Secretary Phelan suggested 
that the manufacturers might be enlisted in assisting 
the formation of at least a skeleton state association 
for the purpose of disseminating and exchanging, free, 
pertinent information. 

Brief talks were made by President-Elect Burt and 
Retiring President Harvey —JCJM 

ee 
CHICO PARTY DATE SET 

As this issue is in the mails the annual Chico party 
is being held in the Medinah Club, Chicago. The event 
is scheduled for January 10. A full report of the party 
is expected to be included in the February issue. 


{ Meetings & Dinners Section ] 
Continued on Page 98 





National Association News 


Information Concerning the Activities of the National Stationers Association 


President: Harold J. Hampton, In- 
dianapolis Office Supply Com- 
pany, Indianapolis, Ind. 


Vice-President Distributors Division: 
Ed. Wobber, Wobber's, Inc., San 


Francisco, Calif. 


Vice-Chairman, Distributors Division: 
Morris Hansell ll, F. F. Hansell 
& Bro., Ltd., New Orleans, La. 


Vice-President, Wholesale Division: 
John Ford, Jr., Peterson Litho. & 
Printing Company, Omaha, Ne- 
braska. 


OFFICERS 


Vice-President, Sales Managers Di- 
vision: Harry Tehan, Charles M. 
Higgins & Company, Brooklyn, 
N. Y. 


Vice-President, Manufacturers Divi- 
sion: Craig Sheaffer, W. A. Sheaf- 
fer Pen Company, Fort Madison, 
lowa. 

Vice-President, Field Division: Charles 
Consodine, Wallace Pencil Com- 
pany, St. Louis, Mo. 

Vice-President, Manufacturers Divi- 
sion: R. A. Maish, Dennison Man- 
ufacturing Company, Framingham, 
Mass. 


REGIONAL GOVERNORS 


Vice-President, Office Furniture & 
Outfitters Division: Charles W. 
Roth, Roth Office Equipment 
Company, Dayton, Ohio. 

Vice-President, Manufacturers Divi- 
sion: W. L. Jaques, Jaques & 
Company, Inc., New York, N. Y. 

General Manager and Secretary: 
Charles P. Garvin. 

Treasurer: W. E. Stockett, Jr., Stock- 
ett-Fiske Company, Inc., Washing- 
ton, D. C. 

Auditor: Woodson P. Waddy, Ever- 
ett Waddey Company, Richmond, 
Va. 


No. 7: V. A. Hanson, Brown 


No. 10: Gus C. Lipp, W. H. 


No. |: Edgar M. Berry, 
Berry Paper Company, 
Lewiston, Maine. 

No. 2: A. G. Preston, Utica 
Office Supply Company, 
Utica, N. Y. 

No. 3: Dan Smith, Jr., Smith 
Printing Company, Wil- 


No. 4: (Eastern Division) 
J. L. Griffith, Halsey & 
Griffith, West Palm Beach, 
Fla. 


No. 5: K. L. Boyer, Newell 
B. Newton Company, To- 
ledo, Ohio. 


Kistler Stationery Com- 
pany, Denver, Colo. 


No. Il: W. J. Ortel, Shaw 
& Borden Company, Spo- 
kane, Wash. 


No. 12: J. A. Parsons, Smith 


& Saenger, Inc., Sioux 


Falls, S. D. 


No. 8: Gerry Manning, Jop- 
lin Printing & Stationery 
Company, Joplin, Mo. 





liamsport, Pa. 


No. 4: (Western Division) 
Paul W. Bumbarger, Bum- 
barger's, Hickory, N. C. 


No. 6: Fred Tracht, Univer- 
sity of Chicago Bookstore, 
Chicago, Ill. 


No. 9: Russell Grieve, Mav- 


Bros., Oakland, Calif. 





erick-Clarke Lithograph- 
ing Company, San Anto- 
nio, Texas. 


No. 13: A. J. Kerin, Tower 
Bros. Stationery Company, 
New York, N. Y. 


General Offices and Information Bureau, 740 Investment Building, Washington, D. C. 


Place and Date of Next Annual Convention—Chicago, Sept. 26, 27, 28 and 29. 


DISTRICT 3 ANNOUNCES TEN LIEUTENANT- 
COLONELS 


The appointment of ten men, well-known in the 
industry and prominent for their continued interest 
in N. S. A. activities, as lieutenant-colonels to work 
with Governor Dan Smith, Jr., has recently been 
announced. 

The new appointees and their headquarters are: 

Archer Gibbons, 966 Broad street, Newark, N. J.; 
A. W. Gill, 114 East Hanover street, Trenton, N. J.; 
Thomas Stagg, 1208 Walnut street, Philadelphia; Rob- 
ert B. Raeder, 271 Wyoming avenue, Kingston, Penna.; 
Herbert Herr, 54 North Queen street, Lancaster, 
Penna.; John Brown, 413 Wood street, Pittsburgh, 
Penna.; Jesse Kaufman, 219 East Baltimore street, 
Baltimore, Md.; Woodson P. Waddy, Richmond, Va.; 
O. N. Marquis, P. O. Box 628, Cumberland, Md.; J. P. 
Moriarty, 1009 Pennsylvania avenue, N. W., Washing- 
ton, D. C. 

— 
REGIONAL MEETING DATES ANNOUNCED 


Marking its first official statement of the new year 
the office of General Manager Charles P. Garvin has 
released dates of the first group of regional meetings 
for 1938. They are as follows: 

District No. 6, Milwaukee, Wisc., April 20 and 21. 

District No. 7, Minneapolis, Minn., April 22 and 23. 

District No. 8, Kansas City, Mo., March 28 and 29. 

District No. 9, Fort Worth Texas, March 24 and 25. 

District No. 10, Colorado Springs, Colo., March 31 
and April 1. 


District No. 11, Portland, Ore., April 14 and 15, to be 
followed by a meeting in Boise, Idaho, on April 16. 

District No. 12, two meetings in California during the 
week of April 4. 

Other meeting dates will be announced soon. 


fae ~~— > @ —___—— 


INFORMATION WANTED! 

From General Manager Garvin comes this request 
for information in a “How Do You Do It?” bulletin: 

“We have received an inquiry from one of our good 
members in reference to the stocking of columnar pads. 
If you have a particular way of taking care of this 
situation we would appreciate your letting us know so 
that we can tell our member who has asked about it 
as well as the other stationers in the association. It 
is through the exchange of information of this kind 
that we will all grow.” 

i = aa 
LOUISVILLE DEALERS HONOR HAMPTON 

On Saturday, December 4, stationers of Louisville, 
Ky., gave a testimonial dinner at the Brown hotel in 
honor of Harold J. Hampton, president of The National 
Stationers Association. 

As usual Mr. Hampton was brief in his remarks, ex- 
pressing pleasure at being present and thanking those 
whose thoughtfulness arranged the affair in his honor. 

The affair was well attended and was ably handled 
by L. G. O’Connor, Office Equipment Company, who 
was congratulated on all sides for his part in making 
this gesture of friendship to Mr. Hampton. 
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THINKER GOES 
MODERN 


y A thought is of little value so long as it 
If it is to have 


h is locked in one’s mind. 
results, it must be translated into action. 


A most modern translator of thought into 
In words 


p action is the new Mimeograph 100. 
and pictures, this precision duplicator pro- 


N jects your ideas to the man you want to reach, 
and leaves in his hands a record of what you 


Ye pe N 
Y gs 
Os: h want him to know. By hundreds or thousands, 
it whirls out almost any kind of message, easily, 
For latest 


IN 
Ny speedily and at surprisingly low cost. 
particulars write A. B. Dick Company, Chicago, or 


see classified telephone directory for local address 
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THERE'S 


a bell at the end of the line—just like 
typing a letter. 


But there's a second bell in your 
letters—the one you must ring in your 


reader's mind . .. or else. 


That too depends largely upon a 
slender line: your typewriter ribbon. 
It controls appearances. Your strong- 
est letter hangs by a ribbon: make it 
ring true! 

Select it from "The Line That Can't 
Be Matched." 


* 
Ask your PANAMA or BEAVER 


man about— 


MANIFOLD 


Manufacturers of 
PANAMA and BEAVER 
188 THIRD AVENUE * 


BROOKLYN, N. Y. 













OFFICE APPLIANCES 








rASSE ED AWA FY 


P. A. GOSIGER 


Paul A. Gosiger, president of the Loose Leaf Metals 
Company, St. Louis, Mo., and widely known to the 
stationery industry as one of the most consistent dele- 
gates to The National Stationers Association conven- 
tions, died November 10 at New York, N. Y. 

Mr. Gosiger had left St. Louis a month earlier to 
make a periodical call upon dealers in the Eastern ter- 
ritory. He visited Cleveland and Toronto but upon 














THE LATE PAUL GOSIGER 


reaching New York was stricken with an ailment with 
which he had suffered for more than three years. He 
was twice admitted to the Flower hospital but failed 
to respond to treatment for a bronchial infection. 
Prior to going to St. Louis on January 1, 1925, Mr. 
Gosiger was president of the Tenacity Manufacturing 
Company. His fine disposition and personality won 
him hundreds of friends in the St. Louis area while 
his natural ability as a salesman led him on toward 
inevitable promotion. It was on November 5, 1936, that 
he became president of the Loose Leaf Metals Com- 
pany. 

E. C. Vevier, the new president of the company, paid 
a lasting tribute to Mr. Gosiger when he said: 

“Mr. Gosiger was well liked by all of his customers 
and ail of his friends. One of the letters of condolence 
we received described him as a ‘prince among men’. 
He always wanted to be like his father about whom 
it was said when he died, ‘there lies an honest man.’ 
The same thing was said about Paul A. Gosiger. 

“We naturally feel a great loss, but as Mr. Gosiger 
had trained all the boys to carry on after his death, 
the Loose Leaf Metals Company is going to carry on 
and will follow the ideals laid out by him.” 

Mr. Gosiger is survived by two brothers, L. A. and 
C. H. Gosiger; and two sisters, Mrs. Herbert Finke 
and Mrs. Marie Ashman. 


+ - 
MRS. ANNE BREDESEN 

Suffering a stroke of paralysis early on Thanksgiv- 
ing Day, Mrs. Anne Bredesen, mother of the three 
men who own the firm of Bredesen Bros., Beloit, Wis., 
died Saturday, November 27. 

Mrs. Bredesen, who had been an invalid for a num- 
ber of years, was born at Drammen, Norway, on March 
19, 1856, and was eighty-one years of age at the time of 
her passing. She was well known in the community 
in which she lived and devoted her lifetime to two in- 
terests, her home and her church. 

Seven children survive, three of whom make up the 


JANUARY, 1938 








Rechaps it’s Corona’s exclusive features 
(like the effortless ‘‘Floating Shift,’’ for 
example), or Corona’s matchless long 


record in the portable industry, or maybe 





its steady advertising cooperation with 
. Corona’s got something! And whatever it is, the results 


dealers. One thing’s sure . 
and a Happy New Year! 


make swell year-end reading for us! Many thanks to our dealers. . . 


I, C SMITH & CORONA TYPEWRITERS INC SYRACUSE, N. Y. 
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Christopher Columbus. ment available anywhere in the world. 
; Today, as the Art Metal Construction Com 
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OF PROGRESS IN EQUIPMENT 
FOR BETTER BUSINESS ... . 


men in the field who have represented Art 
Metal in the past and who represent it today 
we acknowledge our sincere appreciation of 
their co-operation and loyalty. It has been 
a pleasure to work with them in the service 


to American business. 


Most important to its sales agencies every- 


where is the continuing advancement of the 


equip line of products to new peaks in efficiency 


ART METAL CONSTRUCTION COMPANY 
JAMESTOWN, NEW YORK 
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Art Metal 


Jamestown, New York 
U.S.A. 





and value coupled with an aggressive sales 
policy, that makes the future outlook most 


promising from every standpoint. 


Experience and research, plus ability and 
large resources have all been turned to the 
development of new products and new im- 
provements that will keep Art Metal and 
Art Metal sales agencies in the leading posi- 


tion in office equipment selling. 
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Largest Selling Line in the World! 
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THE MOST | THE MOST 


Galisfaslory Drop tabte 


TO THE USER 
0 USER) ce PILOT CADET |FOH THE DEALER 


STAPLING CHINES 


ACE FASTENER. CORPORATION 
3415 N. Ashland Ave. Chicago 
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Beloit stationery and office supply house. They are 
M. A. and E. C. and W. L. Bredesen. The remaining 
four are Philip G. Bredesen, a salesman, Beloit; Otto 
A. Bredesen, former army air service officer now living 
at a veteran’s hospital at Los Angeles; Norman F. 
Bredesen, Seneca Castle, N. Y., and Mrs. C. F. Ledell, 
Beloit. 
+ -- -& 


JOSEPH ROUSE COX 

Joseph Rouse Cox, for twenty years representative 
of the Carter’s Ink Company in London, England, and 
later in Montreal, Canada, died December 15, twenty- 
four hours after suffering a stroke. He was eighty-five 
years of age. 

Mr. Cox, whose son, Will Heath Cox, is a salesman 
working out of the Carter’s Ink Company Chicago of- 
fice, was born on November 8, 1852, at Baisingstoke, 





THE LATE J. R. COX 


Hampshire, England. When a youth he journeyed to 
Canada and became affiliated with the drygoods busi- 
ness by joining the staff of the Baker-Cox Company, 
Port Hope, Ontario. 


Experiencing a desire to visit the homeland, Mr. | 


Cox returned to England where he took a position as 
manager of the Haley Ink Company in London. His 
natural ability soon manifested itself and it was a 
matter of a short time when he resigned to become 
manager of the London office of Carter’s. He held 
this post with honor for twenty years when the Lon- 
don branch was ordered closed at the outbreak of the 
World War. 

Dissatisfied with idleness, Mr. Cox then asked for 
and was granted a transfer to Canada where he was 
assigned to the Montreal branch. He worked there for 
five or six years and then sought retirement at the 
age of seventy. From then to the time of his passing, 
he lived quietly, content to watch the career of his 
only son who, himself, came to the United States from 
England thirty-one years ago and has been connected 
with the Carter’s Ink Company ever since. 

Mr. Cox’s widow, Mrs. Elizabeth Cox, will move to 
Chicago where she will make her home with her son. 


& 


J. W. HINE 

Death brought an end to a noted career on Decem- 
ber 6 with the passing of James Wallace Hine, founder 
of the company which first marketed the Hoffman file, 
the first metal filing cabinet business in America, and 
one of the organizers of the Art Metal Construction 
Company, Jamestown, N. Y. 

Mr. Hine, who was eighty-seven years of age, died 
at the home of a daughter, Mrs. Walter Van Vleck, of 
Lakewood. Others who survive him are two sons, John 
William Hine and James Harrison Hine, both of Den- 
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Let the 


"GOOD WILL AMBASSADOR" 
Build Rubber Key Sales For You! 





( Jer a typist trys a set of PEERLESS 
KEYS, it’s as good as sold! “On its own” 
or used by your salesmen, as an ‘“‘opener” 


this PEERLESS 
cient a good-will ambassador as you’ve 
ever seen in paving the way for quick 
sales. Send for a few of these attractive 
dealer helps and see how fast they work 


“sampler” is as_ effi- 


for you! 


The New No. 25 PEERLESS BLACK 


KEY has been built for present day 
needs. It is made with a smaller, tapered 
top, which widens the space between 


the keys on the machine. This stops type 
piling almost entirely, and eliminates 
the probability of the operator’s fingers 
striking two keys at the same time, the 
cause of most mistakes. 

The good will of the secretary, stenog- 
rapher, typist is invaluable in opening 
up new accounts, in building up old 
accounts. Capitalize on her approval of 
Peerless Keys and watch your business 
grow. Start putting out some trial sets of 
the No. 25 Key now! Write us for further 
details. We really have a proposition you 
can “go to town” with. 

Made by Peerless, manufacturers of the only 
complete line of rubber key ssold through dealers. 
KEY-IMPERIAL MFG. 


General Office and Factory: 
101-407 Mulberry St., Newark. N. J. 


PEERLESS Co., INC. 


CHICAGO—19 8S. Wells St. 
1127 Wall Street 


NEW YORK 


321 Broadway 
LOS ANGELES 
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MAKE 
YOUR 


PUNCHES 


Good Ones! 


Here’s the Real **One-Two”’ 


A PROFIT KNOCK-OUT! 

















The Acco No. 10, champion among punches 

/ in brute strength and selling power. This is 

le. the original Acco punch which has set today’s 

high standards in punch construction, service 

and value. Cleanly punches two holes 4 inch 

diameter (234 inch centers) through paper, 
thicknesses up to 1 inch in bulk. 














The Acco No. 110 punch. A popular-priced 
sturdy number that can take it. The Acco 
No. 110 punch offers real value and wide- 
Write spread sales opportunities. Even the most 
for our modest office can afford one. Punches two 
‘complete 14-inch holes cleanly. Standard 2°4 centers. 
story on We create the market for you! 
PUNCHES | The rapidly widening use of Acco Fasteners 
WITH A for all types of loose leaf binding has created 
a very gratifying demand for Acco punches. 
PROFIT rere 











A ¢ Cc qt PRODUCTS, 
J RP INC. 
39th Ave. and 24th St., Long Island City, N. Y. 


Canada: England: 


Acco Canadian, Ltd.,Toronto AccoCompany,Ltd.,London | 
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ver, Colo.; another daughter, Mrs. George W. Stickler, 
of Brooklyn, and four grandchildren. 

Born in Shalersville, Ohio, in 1850, Mr. Hine attended 
Hiram college at Hiram, O., from which he was grad- 
uated. After teaching schools for a number of years 
he became associated with the A. H. Andrews Com- 
pany, manufacturers of school equipment, as a travel- 
ing salesman. Later he formed the Hine-Kelly 
Company of Chicago, said to be the first concern to 
engage in the selling of steel filing cabinets. 

Mr. Hine went to Jamestown in the eighties and 
there won the interest of the late Reuben E. Fenton, 
former governor of New York state, and the late Alexis 
Crane and Fred E. Hatch in the formation of company 
to manufacture similar products there. Mr. Fenton 
and later Arthur C. Wade headed the Fenton Metallic 
Company of which Mr. Hine was vice-president and 
general manager. 

About 1897 the Fenton organization together with 
other metal companies was consolidated with Art 
Metal, with Mr. Hine remaining as vice-president and 
general manager. For some time he was also inter- 
ested in a voting machine company organized at 
Jamestown, but retired several years ago. 

As a recreation he was deeply interested in a type 
of horse racing and maintained several trotters on the 
grand circuit. He was known as an authority on racing 
rules and regulations, and at one time was president 
of the Jamestown Club, which was a member of the 
Lake Erie circuit. 

Funeral services for Mr. Hine were held on Decem- 
ber 9 at Lakewood, followed by cremation at Buffalo, 
No’. 
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C. B. RUGGLES 

The stationery business in the Pacific Northwest suf- 
fered a severe loss on December 9 with the passing of 
Calvin B. Ruggles, owner of the Ruggles Stationery 
Company, Seattle, Wash. He was fifty-three years of 
age. 

Mr. Ruggles had been in ill health for the past year 
but of late had shown signs of considerable improve- 
ment. For this reason his sudden death came as a deep 
shock to his family and business associates. 

Known as “Cal” to his hundreds of friends in and 
out of the industry, Mr. Ruggles was prominently 
identified with association work in the territory in 
which he lived. At the time of his passing he was 
secretary-treasurer of the Pacific Northwest Stationers 
Association and was a past president of the Seattle 
Stationers Association. 

Mr. Ruggles went to Seattle about twenty-five years 
ago from the Middle West and was for three years 
connected with Lowman & Hanford. Later he pur- 
chased the Morey Stationery Company, changed the 
name to the Ruggles Stationery Company and moved 
the organization to the Alaska building in the heart 
of the financial district. 

He is survived by his widow, a daughter, Jean, and 
a son, George, who will carry on the business. 

+ + 
MRS. T. F. VAUGHN 

Failing to recover from injuries suffered in a severe 
fall two weeks before, Mrs. T. F. Vaughn, widow of the 
former president of the Wabash Cabinet Company, 
Wabash, Ind., passed away on Sunday, December 19. 
She was eighty-four years of age. 

Mrs. Vaughn fractured her hip in the accident and 
medical aid was immediately summoned. For a few 
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4 Lhe Ausiness WORLD 


x MILLIONS OF FILES must be emptied . . . contents moved on 
Flo storage to make room for the records of a new business year. 
7 in every office throughout the land, the next few weeks will be busy 
ones, transferring the records of i937 to permanent storage. in 
this annual transfer season, Liberty products slay an important part 
in the activity of the stationers. Liberty Storage Products, used for 
over 20 years by 68,000 leading businesses have Decome a national 
favorite. Check stock . . . be sure you are able to meet all 

the calls promptly. 


YOUR ANNUAL PROFIT HARVEST IS AT HAND! 

















A NATIONAL FAVORITE e «sed 
éy 68,000 LEADING FIRMS 


LIBERTY collapsible storage boxes need no introduction to the large 
users. They have been standard equipment for storage of records 
for years . . . famous for their economy, their durability, their 
long life of service. Leading stationers everywhere have featured 
these boxes as the low cost, high efficiency method of satisfactorily 
preserving records. Millions are in use today which were sold a 
decade ago. The dealer profit margin has been consistently attrac- 
tive. The comprehensive merchandising support of the manufac- 
turer with a strict policy of selling through the dealer makes the 
Liberty Box the ideal unit for the stationer to feature for profit. 


TAX ON STEE 


RADE MARK 


A DEFINITELY BETTER STORAGE 
FILE e auadalle ta 14 POPULAR 
STOCK SIZES 


STAXONSTEEL combines the features of a low cost storage drawer 
with the sturdiness of steel shelving . . . at the cost of one. 
Built with a background of 20 years experience to give the user a 
file which will stand up . . . which cannot collapse or get out 
of order. Companion to Liberty Boxes when you buy 

affording the dealer a combination discount which lifts your pool 
margins into a higher bracket. Adequately supported with dealer 
sales aids, STAXONSTEEL sales will swell your January-February 


volume! 





e 
another Aowrce of profit! 
TRANSFER SEASON is a hey-day for dealers selling Liberty Per- 
manent Storage Binders. Loose leaf records must also be trans- 
ferred and a great many concerns have learned the convenience 
and the economy of Liberty Permanent Binders. Dealers have 
learned also the satisfaction of repeat business without effort. 
Binders available in 15 stock sizes, with an exceptional service on 
special sizes available only in Liberty Binders. If you do not have 
the complete information . . . of if you need a salesman’s 
demonstrator sample . . . write today. We'll mail it tomorrow. 


©15 STOCK SIZES 
Any Special Size. 
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Dealers! 


Here's Furniture 
That Finds a Ready Market! 


The trend for reception room equipment is to- 
ward seating that is comfortable and strictly 
modern. In short, toward chrome furniture. 
The luxurious looking 
chair shown herewith is 
ideal for reception room 
use. It is com- 
fortable and 
attractive 
The seat is 
upholstered 
in leatherette 
and comes in 
a wide range 
of colors. We 
manufacture a complete 
line of chrome furniture 
for office use. 


An Up-to-Date 
Typewriter Stand 


This modern tubular 






$37.00 Retail 


Ps 









typewriter stand will 
appeal to your pros- 
pect. Attractive in ¥ 
appearance, durable 
construction, easily 
moved about but 


rigid when in use. 








: i 
Available in other pat yr 
models with patented } ‘i | 
raising and lowering i ‘ 
device. $5.50 Retail 


* 


We sell through dealers only. The Metal Fur- 

niture Company line offers excellent profit pos- 

sibilities to alert retailers. Complete details 
upon request. 


METAL FURNITURE CO. 


6463 Ravenswood Ave. Chicago, Ill. 
Telephone ROGers Park 6759 
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days she appeared to respond to treatment and it was 
hoped the recovery would be sufficient to enable her 
to journey to Florida where she had planned to spend 
the winter. But complications developed and death 
ensued. 

Mrs. Vaughn is survived by three daughters, Mrs. 
Harriet V. Rigdon and Mrs. E. O. Ebbinghouse, of Wa- 
bash, and Mrs. John N. Zigler of South Bend, Ind. She 
also leaves one sister, seven grandchildren and ten 
great-grandchildren. 

Funeral services were held from the Presbyterian 
church in Wabash on December 21. 


Tt ih & 
RUSSELL P. SHERWOOD 


Russell P. Sherwood, late owner of the Chico Book 
& Stationery Company, Chico, Calif., passed away 
October 27, in his seventy-seventh year. He had been 
ailing several months. He and his wife had been active 
in the management of the stationery business the past 
twenty years. In addition to his widow he leaves a 
brother, Samuel A. Sherwood; a niece, Mrs. John 
Neiman. 


tk i 


RAMON CANTERO 


Ramon Cantero, of the firm of R. Cantero & Com- 
pany, San Juan, Puerto Rico, died November 24. His 
passing was reported on a card sent by the company 
to its friends and which read: “It is with profound 
sorrow and regret that we announce the death of our 
beloved partner, Ramon Cantero, on Wednesday, Nov- 
ember 14, 1937. The death of our partner will not 
change the regular business of our firm and will con- 
tinue as heretofore.” 

+ - of 
J. D. SNOWDEN 


James Donald Snowden, for the past few years en- 
gaged in the typewriter sales and repair business at 
Rock Springs, Wyo., died in the Wyoming General 
hospital in that city on December 20. He was fifty-four 
years of age. 

Mr. Snowden, who was born in Alpena, Mich., in 
August, 1883, passed away as a result of complications 
which developed following an operation for appendi- 
citis. He is survived by his widow, Mrs. Pauline Snow- 
den; three sons, Donald, Terry and Richard, and two 
daughters, Margaret and Evelyn, all of Rock Springs. 

+ - 
W. S. ELLIS 

Walter Scott Ellis, manufacturer of typewriter sup- 
plies for many years, died at his Navesink, N. J., home 
on January 2. He was seventy-five years of age. 

In addition to his own typewriter supply business, 
Mr. Ellis directed the Di-Fi Manufacturing Company, 
New York, dealers in typewriter ribbons and paper. 
He had been a resident of Navesink for the past twen- 
ty-eight years. 

Mr. Ellis is survived by his widow, Mrs. Elizabeth 
Sheridan Ellis; two sons, Leo and David, and a daugh- 
ter, Mrs. Anthony Livesey.—NJNS 

+t - & 
MRS. W. J. KENNEDY 

Mrs. Mollie M. Kennedy, for fifty-one years the wife 
of William J. Kennedy, president of the William J. Ken- 
nedy Stationery Company, St. Louis, Mo., died Decem- _ 
ber 30 following a heart attack. She was seventy-four 


years of age. 
Mrs. Kennedy was a member of the Bellefontaine 
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The world over, business depends on Monroe for figure This is a simplex Monroe Adding - Listing Ma- 
chine, electrically operated by enclosed motor. 


work. In the outstanding Monroe line there are high-speed One of the extensive Monroe line of listing, ac- 
: . og: : : counting, and bookkeeping machines—all with di- 
adding - calculators, adding - listing and bookkeeping ma rect plus and minus bars, live operating controls. 


chines. Quiet, convenient and simple in operation; sturdy 
in construction and bearing a name which has signified ¥ [ON] COE 
CALCULATING MACHINE COMPANY 


quality for over a quarter of a century. 
GENERAL OFFICES #« ORANGE, NEW JERSEY 


The interesting bovklet “Cive A Thought To Keyboards” is yours for the asking. 








METAL BUSINESS EQUIPMENT: 
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gTYLED FOR APPEARANCE 
pASHIONED FOR comronT @ 
suilT FOR ENDupance: @ 


@ In the fact that correct posture 
seating keeps desk workers alert, fit 
and active and still fresh at the end 
of the day, there is definite money 
value to your customers offices, and 


definite sales value to you. 


That installation of GF GoodForm 
Aluminum Seating pays a dollar and 
cents profit return on the investment is 
a fact easily proven. In the story of cor- 
rect seating you havea telling appeal in 
your sales presentation that can be 
made to prove invaluable in dis- 
cussing with customers and prospects 
the advantage of GF GoodForm Alu- 


minum Seating in their own ofhces. 
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THE GENERAL FIREPROOFING CO., Youngstown, Ohio 


ALUMINUM CHAIRS - 


STEEL DESKS + TABLES + FILING EQUIPMENT 


SUPPLIES + SAFES »+ STORAGE CABINETS + STEEL SHELVING + SPECIAL BUILT TO ORDER: EQUIPMENT 
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Chapter No. 69 of the Order of Eastern Star and of 
the Scottish Rite Woman’s Club. 


Besides her husband Mrs. Kennedy is survived by 


three sons, William E., Chester A., and Harry A. Ken- 
nedy; two daughters, Miss Naomi E. Kennedy and 
Mrs. Edna Kennedy Davis, and two sisters, Mrs. Anna 
K. Holthaus and Miss Emma D. Weber, all of St. Louis. 

Funeral services were held on Saturday, January 1, 
followed by interment at Valhalla cemetery. 


+ bf. 
LEONARD PETERSON 


Leonard Peterson, the founder and president of 
Leonard Peterson & Company, Chicago, Ill., passed 
away January 5 at the Evanston Hospital, at the age 
of seventy-seven. Mr. Peterson’s business specialized 
in the manufacture of laboratory and library furni- 
ture. His home was at Winnetka, IIl. 
by his widow, Florence Peterson. 





THEY BAT ‘EM OUT FOR ROYAL.—The four gentlemen 
shown above represent the tennis championship team of the 
Royal Typewriter Company in the Hartford Industrial Ath- 


letic League. Royal also has championship teams in the 
bowling and softball divisions of the League. 
al allies . 


CANADIAN NEWS NOTES 
John B. Larkin, one of the executives of the Howard 
Smith Paper Mills, Montreal, Que., manufacturers of 
bond papers, was recently elected president of the 
Dominion Commercial Travellers Association at a 
meeting held in the Windsor hotel, Montreal. 


* ok * 





C. Vernon Nobbs, western manager of the Luckett 
Loose Leaf Company, Toronto, Ont., last month re- 
turned from an extended trip to Victoria and Van- 
couver, B. C. He reports business very good in that 
section of the country. 

* * * 

The typewriter agency of M. L. Hofstetter, Toronto, 
Ont., recently placed on display a Hermes baby type- 
writer. The new machine is manufactured in Switzer- 
land. 

x * * 

The Noblot pencil, manufactured by the Eberhard 
Faber Pencil Company and described in OFFICE AP- 
PLIANCES a month or two ago, is now on the Canadian 
market and is being rapidly distributed throughout 
the country. 

x * * 

The Luckett Loose Leaf Company, Toronto, has re- 
cently placed on the market an extensive and attrac- 
tive line of desk pads. They range in quality from the 
cheaper type to others made in genuine leather—SJL 


He is survived 














YOU CAN GET 
ORGANIZATION-USE ORDERS 
ON AUTOPOINT PENCILS! 
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+ THIS AD 
PAVES THE WAY FOR YOU 


This full page January magazine advertise- 
ment will be seen by more than 34,000 business 
executives. It illustrates the aggressive man- 
ner in which AUTOPOINT is going out to de- 
velop really profitable organization-use pencil 
business for you! Smart stationers are lining 
up behind AUTOPOINT’s campaign. The 
surface of this new field has barely been 
scratched, although 4,000 firms have already 
adopted AUTOPOINT pencils, leads and 
erasers for complete organization-use under 
simple control system. 


Dealer Makes $218.00 Profit on 2 Sales! 


Every employee who uses a pencil is furnished 
with an AUTOPOINT, designed for his par- 
ticular job. You get NET profit on each pencil 
installed, plus the steady repeat business in 
leads and erasers. One large firm after another 
is swinging to AUTOPOINT pencils, leads 
and erasers. Write today for full particulars 
about AUTOPOINT pencils for organization 
use. A complete sight and sound presentation 
is available for your use. Get the facts! 


AUTOPOINT COMPANY 
Dept.OA-1,1801 Foster Ave., Chicago, Ill. 














WRITE...1T'S EASIER WITH 








Better Pencil 








AND IT SELLS 
FOR ONLY $49.50 


WITH FULL PROFITS 
TO YOU! 





THE NEW 


MONARCH “MIDGET 


LISTING= ADDING MACHINE 


At last, a low cost, practical listing-adding ma- 
chine that fully meets the needs of the small 


business, the professional office and the home. 
A midget in price but a giant in value. 


Weighs under 11 pounds, lists 5 columns, 
totals 6 columns, visible writing line, total key, 


correction key, non-glare finish and rubber feet. 


And it sells for only $49.50, with full profit 


to you, 
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SEND FOR ‘‘MIDGET’’ FACTS TODAY! 


AMERICAN WRITING MACHINE CO. 
115-117 Worth St. 
New York, N. Y. 


Send me all the profit facts about the Monarch “Midget”. 
Name 
Address che Neds iieaiisadecto 


Field-Parker Company of El Paso, Tex., and built up 


New Machines & Devices Section 
Continued from Page 61 | 
(Multipost Letter Opener—Continued) 
speed of 200 per minute. The machine sells for $100 
and may, if desired, later be converted into a motor- 
driven unit at an additional cost of $50. 


The BH is operated by a crank directly attached to 
the knife shaft and works at a speed of about 75 per 
minute. Its price is $50. The principal difference 
between the AH and the BH is that the former is 
speeded up by the chain and sprocket drive. In pro- 
ducing these lower-priced numbers, in addition to its 
Model A, a motor-operated unit, the company has not 
sacrificed any feature which will affect the effi- 
ciency or durability of the two models. 


A letter to the company’s home offices will secure 
further details. 
acnenncnsiliilliaita isitsiiinin 
SEPRA-FILE SPINDLE ANNOUNCED 


A new type of spindle, which separates at the center, 
is introduced by Sepra-File Spindles, 100 North La Salle 
street, Chicago. 

Known as the Sepra-file, it combines the usefulness 
and convenience of the conventional so-called stick 
file with the following additional new features: 

The spindle is made in two sections; a pin and tube, 
which may be separated at half height by withdrawing 
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— 
SEPRA-FILE 


SEPRA-FILE 
SPINDLE 











the pin. This offers the convenience of permitting the 
removal of any desired memo without taking off the 
other papers on the file, or tearing the memo. 

The Sepra-file pin has a rounded ball type end, 
instead of the usual sharp point, yet it will pierce 
papers with ease. 

Both ends of the pin part of this device are alike, 
hence the Sepra-file is reversible and papers may be 
withdrawn in the same way they were placed on the 
spindle. 

With each Sepra-file is a display card describing its 
advantages and use. Packed one dozen to a box. 


——> 2 — 


IMPROVED PARKER “DIRECT” DUPLICATOR 


The Robert L. Parker Company, 150 West Twelfth 
street, Los Angeles, Calif., brought out a new model 
of their Direct duplicator early in December. 

The original model was introduced in 1935. By im- 
provements from time to time, it has evoluted into the 
new model with refinements in the operation, partic- 
ularly in the moistening mechanism and in attractive- 
ness of its “stream line” design. The machine has 
been handled by some Pacific Coast dealers for two 
years and by some dealers in the Mississippi valley and 
the east for more than a year. 


Mr. Parker and H. D. Field were co-founders of the 
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THE LAST WORD IN STEEL DESKS 
IS “ALL CLEAR BENEATH” 


When you sell a ’Y and E” Steel Suspension Desk you sell genuine customer 
satisfaction, for this desk incorporates every desirable feature of appearance, 
comfort and working convenience. It is the finest steel desk ever built. 


Here's why buyers specify ‘““Y and E’’ Steel Suspension Desks — 
1. Appearance — All desk body and top corners are gracefully rounded, eliminating 
sharp angles. Full sunken closed panel backs are optional. Here is eye appeal plus— 
2. Comfort—More knee space (25-7/16 in. wide) and greater foot freedom (“All 
Clear Beneath”) are due to four-leg suspension construction. This is the most comfort- 
able desk on the market today. 
3. Greater Capacity—Alll vertical file drawers (letter and cap) extend out full depth 
on ball bearing, cradle type steel progressive suspensions, giving free access to every 
inch of drawer filing space. 
4. Extra length sliding Reference Shelves—Extend 17 in. from desk pedestal—rigidly 
reinforced. When both are extended, you add 20°% to working surface. 
5. Full line—Sixty-three Models meet the needs of every office worker, from execu- 
tive to junior clerical worker. 

These are but a few of the many features of this desk, yet they are typical of the many 

advantages of the “Y and E” Franchise. 


YAWMAN AND ERBE MFG. CO. 
Factory and Executive Offices 1099 Jay Street, Rochester, N. Y. 
FOREMOST FOR ¥efi FIFTY YEARS 
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The Executive —Top 66 inches wide. Cap 
width drawers. Knee space 25-7/16 inches 
wide. Closed full panelled back. 

“ALL CLEAR BENEATH” 


CLERICAL WORKER 































NEW 
PRICES 


Adding 
Billing 
Bookkeeping 





Calculating 
MACHINES 


TYPEWRITERS 

CHECKWRITERS 

OFFICE DEVICES 
Rough and Rebuilt 


Write for Latest Price List 


Reliable 


TYPEWRITER & ADDING MACHINE CORP. 


303 W. Monroe St., Chicago, Ill. 
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a prosperous office equipment and stationery business 
in the southwest. This business was sold several years 
ago and the former principals came to Los Angeles, 
where Mr. Parker established a business for the sale 
of office machines and equipment. Mr. Field organized 
the Educational Research Bureau, drawing on the his- 
torical pictures in the files of the motion picture com- 
panies for use in the form of photographs and lantern 
slides for visual education in schools. 

Mr. Parker is also treasurer of the J. L. Davidson 
Company, Ltd., of Los Angeles, manufacturers of built- 
to-order metal files, safes, furniture, etc. 

a 


NEW GERMAN STRIP-INDEXING SYSTEM 


The German firm, Ultradex, Sackingen, Rhein, Ger- 
many, has recently placed on the market a new system 
of visible indexing. It consists of typewritten strips 
inserted on tablets provided with strips of paper in 
ladder formation, the tablets protected by celluloid. 
These tablets, made of cardboard, can be of any length 





ULTRADEX STRIP-INDEXING SYSTEM 


and width, making them valuable for any purpose 
wherein an index of fixed size is impossible. 

Priced low, the Ultradex system can be adapted to 
many uses. It may be used as an index of names and 
addresses, a report sheet for factories showing, with 
the aid of signals, various processes of completion at a 
given time, or as an indexing system for post offices, 
railroads, aviation and similar organizations. 

The owner of the patent rights is interested in com- 
municating with an American organization possessing 
the facilities to manufacture and market the Ultradex. 

ion aes 
DRAUCKER PHOTO FLOOD CALCULATOR 


The Draucker Photo Flood Calculator, a device for 
calculating properly balanced lighting for photography 
has recently been placed on the market by the Munder 
Electrical Company, Springfield, Mass. 

The calculator consists of an outer envelope in 
which a set of windows are punched. Within is a scale 
printed so that each window is synchronized to present 
the correct figures in relation to each other. The card 
containing the scale is movable and the user, by fol- 
lowing simple instructions may rapidly arrive at the 
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34 Year 


Roll Call 


May we continue to merit your confidence 
and good will in the years to come 


saughman Stay Co., Richmond, Va. 
M. Bachrach & Son, New York City 
John P. Morton & Co., Louisville, Ky. 
Jacquin & Company, Peoria, Illinois. 
W. R. Miller & Co., Binghamton, N. Y. 
H. F. Miller Stationery Co., Dayton, O. 
Chas. T. Metzler Co., New Castle, Pa. 
Messenger Printing Co., Fort Dodge, Ia. 
Wm. M. L. McAdams, Boston 
Maverick-Clarke Co., San Antonio, Tex. 
Wm. Mann Company, Philadelphia 
G. A. McGreevey, Elmira, New York 
Lucas Bros., Baltimore 

Kelly and Company, Salt Lake City 
Illinois Printing Co., Danville, Ill. 
Koch Brothers. Des Moines, Iowa 
Kilham Stay. & Ptg. Co., Portland, Ore. 
Hall Lithographing Co., Topeka, Kan 
Hoover Bros., Kansas City 

Geo. G. Fetter, Louisville, Kentucky 
Emery-Pratt Company, Lansing, Mich. 
Newell B. Newton Co., Toledo 
Robert Duncan & Co., Hamilton, Can. 
H. & W. B. Drew Co., Jacksonville, Fla. 
Sam. Dodsworth Stay. Co., Kansas City 
Young & Shelden Company, Baltimore 
Spalding Stationery Co., St. Louis 

EK. H. Sell & Co., Columbus, Ohio. 
Skinner & Kennedy Co., St. Louis 
Stromberg. Allen & Company, Chicago 
John Streibich Company, Peoria, IIl. 
Chas. G. Stott & Co., Washington, D. C 
G. E. Stimpson & Co., Worcester, Mass. 
Stevens-Maloney Company, Chicago 
Teolin Pillot Co., Houston, Texas 
Norfolk Stationery Co., Norfolk, Va. 
Reynolds Bros., Scranton, Penna, 
Walter S. Purvis, Utica, New York 
Pierce & Company, Springfield, Ohio 

P. I’. Pettibone & Company, Chicago 
Pantagraph P. & S. Co.. Bloomington 
Omaha Printing Company, Omaha 
Wilson Stationery Co., Winnipeg, Can 
Wendt & Rausch Company, Toledo 

H. H. West Company, Milwaukee 
Thorp & Martin Company, Boston 
C. R. Hoskins Co., Philadelphia 

The McCloy Company, Pittsburgh 
Scrantoms, Inc., Rochester, New York 
Wards, Boston 

Huffman Supply House, Lincoln, Neb 
Geo. H. Alexander & Co., Pittsburgh. 
Woodrow-Weil-Stanage Co., Cincinnati 
Adams, Cushing & Foster, Boston 
George Wahr, Ann Arbor, Michigan 
The B. F. Wade & Sons Co.. Toledo 
Otto Ulbrich Company. Buffalo. 


Tuttle Company, Rutland, Vermont 
Frank R. Simmons, Springfield, Ill. 
Shaw-Borden Co., Spokane, Wash. 
H. A. Shepard & Co, Boston 

West & Stevens, Peru, Indiana 
Williamson Law Book Co., Rochester 
J. R. Weldin & Co., Pittsburgh 
Zercher Book & Stay Co., Topeka 
Butler Bros., Chicago 

Clarke & Courts, Galveston. Texas 
W. H. H. Chamberlin, Syracuse, N. 
S. D. Childs & Company, Chicago 
Carlson Bros., Moline, Illinois 
Franklin Ptg. & Eng. Co., Toledo 

E. C. Fisher Co., Battle Creek, Mich. 
Gregory, Mayer & Thom Co., Detroit 
L. W. Holley & Son, Des Moines, Iowa 
Hoeckel B. B. & Litho. Co., Denver. 
Horders Stationery Stores, Chicago 
Henry R. Johnson, Springfield, Mass. 
W. H. Kistler Stationery Co., Denver 
Kansas City Stay. Co., Kansas City 
A. C. McClurg & Company, Chicago. 
Marshall-Jackson Company, Chicago. 
Dan Mohr & Company, Ada, Ohio 
H. C. Miller Company, Milwaukee 

I. Niedecken & Company, Milwaukee 
A. Pomerantz & Co.. Philadelphia 
Perkins Bros. Co., Sioux City, Iowa 
Pounsford Stationery Co., Cincinnati 
F. W. Roberts Company, Cleveland 
Richmond & Backus Company, Detroit 
Shallcross Ptg. & Stay. Co., St. Louis 


‘Southern S. & S. Co., Richmond, Va 


Standard Printing Co., Harnibal, Mo. 
Siekert & Baum Co., Richmond Va. 
Thornton-Levey Co., Indianapolis. 
Grimes-Stassforth Co., Los Angeles. 
John W. Graham & Co., Spokane, Wash. 
Gnahn's Book Store, Burlington, Iowa 
The Gibson & Perin Co., Cincinnati 
J. & F. B. Garrett Co., Syracuse, N. Y. 
E. L. Freeman & Co., Providence, R. I. 
Fitzgerald B. & A. Co., Holyoke, Mass. 
Hall Stationery Co., Topeka, Kansas 
Hammond Printing Co., Fremont, Neb. 
Buxton & Skinner Co., St. Louis 
Burrows Bros. Company, Cleveland 
Bryant & Douglas Co., Kansas City 
Brown, Eager & Hull Co., Toledo 

Geo. D. Barnard & Company, St. Louis 
Baers, Canton, Ohio 

S. Barker & Sons Company, Cleveland 
R. E. Bryan, Tyler, Texas 

The Brooks Company, Cleveland, Ohio 
Bowes Bros., Utica, New York 

Wm. Burford, Indianapolis 
Burnap-Meyer, Inc., Kansas City 
Schooley Stationery Co., Kansas City 
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They’re made from best grade material, carefully machined 
and nicely finished in Oak, Mahogany, Walnut and Green 
to match your present furniture finishes. Corners are 
locked and glued to withstand long, hard usage; bottoms 
are three-ply veneer, grooved into the sides to prevent 
warping or splitting. All Standard Line tray bottoms are 
covered with full size green felt to prevent marring polished 
surfaces. Trays may be assembled two, three or four high 
by the use of either inside or outside metal posts. Another 
type of assembly with a wood base and metal rack is called 
‘‘Redi-Rack’’—-with removable trays which may all be flush 
at front or tilted on an angle to facilitate insertion and re- 
moval of papers. You’ll be satisfied with Weis Standard 
Line Desk Letter Trays—in Letter or Cap sizes, regular or 
extra depths. 





Standard Letter Size Tray 


Also Made Legal Cap Size 


Redi-Racks are Made 
Two, Three and Four 
Trays High in Letter 


and Cap Sizes’ - - 


























If It Doesn’t Have a 
Full Size Green Felt 
Bottom—lIt Isn’t a 
Sfe Standard Line 


Letter Tray - - - 





Deep Letter Tray 
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Midget Tray Without Cover 
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Then you’ll know just where to look for it. When 
the Midget card index outfits were first introduced to 
the public some 30 years ago, their adaptability and 
convenience were immediately recognized. Their popu- 
larity as handy units for holding small indexed lists or 
records has never diminished and their use has become 
a real office necessity. The quick acceptance of Midget 
outfits by the business and professional world, imme- 
diately created a demand for trays of similar construc- 
tion but with more capacity. The result is the Standard 
Line, embracing handsome wood trays made in widths 
to hold any of the standard size indexing cards, and in 
lengths to accommodate the many demands for extra 
capacity. Then came the single drawer and two-drawer 
sectional units for holding card records to unlimited 
capacities. If you have a card filing problem, talk to 
Weis—we will have an economical answer. 





Two-Drawer 
Sectional 
Card Index 


Cabinets 


Single Drawer Card Index Cabinets 


Chicago 
Associated Stationers 


Supply Company 


MONROE 
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MICHIGAN 


New York Office: 54-56 Franklin Street 





The Finishes are 



























Oak, Mahogany 


and Walnut 





Long Card Tray 
With Cover 





Boston 
Adams, Cushing & Foster, 


Incorporated 





























’ 





JANUARY, 1938 


correct lighting formula for his type of movie or still 
work. 

The device retails for sixty cents and is packed with 
a booklet entitled “Guide to Better Photo Flood Pic- 
tures,” and is recommended by the manufacturers as 
a good item for stationery stores. 
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INTRODUCING “WHIZ” MODEL CLEANER 


The Ideal Commutator Dresser Company, 5050 Park 
avenue, Sycamore, Ill., has produced a new cleaning 
device specially manufactured for use with office 
equipment and machines. 

Named the “Whiz,” the cleaning machine is particu- 
larly adapted to removing wax shavings from dictating 
machines. The wax gathers during dictating and 
shaving operations in considerable quantities but is 
easily removed by means of the powerful vacuum cre- 





THE “WHIZ” MODEL CLEANER 


ated by the Whiz. It works equally well on all types of 
office machines, and is equipped with a blower for use 
in cases where better results are obtained by blowing 
than by using the suction tube. 

Weighing only five pounds, the Whiz is simple in 
construction and operation. Its power is obtained 
from the ordinary light socket, making the machine 
useful for supplementary cleaning where the use of a 
powerful vacuum is undesirable or destructive. 


$$ o— 9 —$_____ 


HALL’S PEN SALES CARRY TEN PER CENT OF 
STORE VOLUME 
Four major lines of fountain pens are stocked com- 
pletely as to price and style, at the Hall Stationery 
Company, Topeka, Kansas. Jack Crow, manager, says 
that he realizes that it is still controversial in sta- 





ALL EXPERIENCED PEN MEN.—Shown here is the staff 
of the Hall Stationery Company, where fountain pens 
carry ten per cent of the firm’s volume. The five sales- 
men are all pen specialists and work under the direc- 
tion of Jack Crow, store manager, shown at right. 


tionery circles just how many lines to stock and 
promote. He favors the multiple offering however, 
“because if a customer really wants a pen, we cannot 
alibi.” Every price and most of the called lines are in 
the Hall stock, which includes Parker, Sheaffer, Wahl 











PROSPER 





We’re inviting dealers everywhere to prosper 
with STURGIS POSTURE CHAIRS. There 
is a model for every requirement. STURGIS 
POSTURE CHAIRS provide ECONOMY, 
COMFORT, BEAUTY and STYLE, and other 
features that clinch sales for you. 


Be prepared to take advantage of the bene- 
fits the STURGIS line offers. These modern, 
convenient, form-fitting, posture-moulding 
chairs will pyramid your sales to a new high. 


% Easy Quick Adjustments 
(without tools or keys) 

% Positive Permanent Adjust- 
ments 


% NO METAL around seat to 
catch clothing 


% Resilient, Comfortable Rub- 
berized Seats 


% Wide Range of Styles 
% Attractive Prices 









No. 935 
STURGIS 
POSTURE 

CHAIR 


This chair is the 
last word in spring 
back metal steno- 
graphic chairs, 
Neat and trim in 
design. One of 
many attractive 
STURGIS models 
preferred by dis- 
criminating  buy- 


SOLD 
ONLY 
THROUGH 


WRITE FOR Lape 
CATALOG awn, oo 




















FOUNT-O-INK 
WRITING SETS 
The Right Principle 


They Don't Go Dry! 


Efficiency Proved. Fount-O-Ink is in its Fifth Year of 
Successful Operation 








Clean Ink 

Clean Pen 
Instant starting 
Continuous writing 
Cost saver 

Time saver 
Writing Thrill 


Quantity Ink 
Supply—Visible— 
and Hydrostatically 
sealed against 
Evaporation, dust 
and oxidation 


The Pen Actually Fills Itself! 


AUTOMATIC SUPPLY BOTTLE 
FEEDS THE WELL 


NO MESSY WELL FILLING EVER! 


Quantity users of pen and ink will save at least 50% of their 
present costs with Fount-O-Ink, and promote greater efficiency. 
Fount-O-Ink is the writing set of today. It costs real money to 
be without it. Comparative tests easily prove it. 


WITH BEAUTY AND REAL MERIT, FOUNT-O-INK 
GETS THE REPEAT SALES AND ASSURES CON- 
TINUOUS DEALER PROFIT 








Fount-O-Ink is made in a Variety of Models, and in 
Various Finishes: Onyx, Chrome, Bronze, Black 
and others 





Every Set Complete with Ink 


Wide Variety of Long Wearing Pen Points 
Ink in all colors 


A Real MONEY GETTER 
for LIVE WIRES 


GREGORY INK COMPANY 
SALES DEPARTMENT 
LOS ANGELES 


Copyright Gregory Ink Company 1938 





CALIFORNIA 




















and Waterman, with some other lines represented 
lightly. 

Three factors contribute to the pen volume, Mr. 
Crow believes. In the first place, pens have been well- 
protected from price footballing, and therefore are a 
profitable item to give sales effort. In the second 
place, pens at Halls have a showy display unit, up 
front, and earn their high-rent location by turnover, 
both in more sales and in the volume on the $5 up 
pens, sold with the satisfaction of the customer in 
mind. Constant inventory is probably largest in 
Kansas pen stocks. 

So carefully is servicing handled on used fountain 
pens, that no customer is allowed to take out a repair 
job without having the pen tried out. Every bit of 
repairing is fully guaranteed to do the job. Many 
persons, completely satisfied with service work on old 
pens, buy their new models or gift sets with confi- 
dence.—AG 





NEW TRUCK EXEMPLIFIES SLOGAN.—The El Paso Typewriter 
Company, El Paso, Texas, recently gave quite a boost to its 
official slogan, “Quick Service” by the purchase of a new 
celivery truck shown above. The vehicle will make deliveries 
in the El Paso territory of Royal typewriters, R. C. Allen 
adding machines and calculators, Columbia ribbons and car- 
bons and Rodman duplicators. Standing by the truck (L to R) 
are President Walter J. Schaffer and Sales Manager Frank A. 
Saner. 


ey aaa 
BORRESEN ENDS LONG TRIP FOR INTERNATIONAL 


M. A. Borresen, division sales manager of the Inter- 
national Typewriter Exchange, 231-33 West Monroe 
street, Chicago, last month completed a long and 
successful trip over the northern and southern terri- 
tories and arrived in Chicago for the holidays. 

Mr. Borresen, whom the trade will remember as the 
former editor and publisher of The Office Equipment 
Merchandiser, is establishing agencies for the Hermes 
Featherweight portable typewriter which is distributed 
exclusively in the United States by William F. “Bill” 
Clausing, proprietor of the International Typewriter 
Exchange. 

During his tour Mr. Borresen visited Florida and 
established George Van Acker, Dade Typewriter Com- 
pany, as Miami distributor of the Hermes portable. At 
the present time Mr. Borresen is calling upon dealers 
in Texas and will return to Chicago next month. 

simiannaggjalllaiplbisiianaden 

YOUNGSTOWN C. OF C. RE-ELECTS BRAINARD 

DIRECTOR 


George C. Brainard, president of the General Fire- 
proofing Company, Youngstown, Ohio, was among the 
six directors of the Youngstown Chamber of Com- 
merce who were re-elected for the coming year. He is 
one of the three directors representing the industrial 
division of the board—AK 
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Old Cown Dibbo ano Carbons ae 


OUTSTANDING FOR Onality ano Cconomy 


EGIONNAIRES by tens of thousands parade down Fifth Avenue ye From this mass of colorful humanity 
the Legion Girl Stands out ye She electrifies the crowds by her masterful performance as a drum major 
% Newspapers throughout the country flash her picture on the front page . . . Industries, too, have outstanding 
personalities ye Among typewriter ribbons and carbon papers OLD TOWN stands out like a locomotive head- 
light in the night ye OLD TOWN has the clean, crisp quality Typists desire, the long-life economy Purchasing 
Agents require ye Dealers are happy with OLD TOWN sales and profits, with a company relationship that is at all 
times warm and friendly ye Have you an exclusive OLD TOWN franchise in your town? 


Old Cown Ribbon ano Carbon Co, INC. 
MAKERS OF Quality Ribbons ano 


* + * Carbons FOR EVERY OFFICE NERS * * * 
JOHNSON & PRINCE STREETS BROOKLYN, NEW YORK 





















































DATERS 


“ap” IN ] 


SEASON, 
= like oysters, ““R” now in season! But rare 


though pearls may be in oysters, profits are readily 
found in daters—particularly when you feature FUL- 
TON. Pearls among daters—headed by the modern, 
streamlined FUL-KLEEN, Fulton Daters meet the 
requirements of every type of trade with real value- 





and-service, items. 

Now is the time also to push numberers, stamp 
pads, inks and other allied products. Check your 
requirements carefully against the FULTON profit 
producers listed below. 


FULTON DATERS 


The biggest value at a low 


SERVICE DATERS 


One of the world’s finest. Has 
fixed Duco-coated knob. 
Knurled duralumin drum, pre- 
vents band slipping. Heavy 
silk-steel finish. Deep mould- 
ed, live rubber bands carry 
six years dates. 


price. Have deep, well-wearing 
bands, quality nickel frame 
and many other features found 
only in high priced daters. 


NUMBERERS OF ALL TYPES 


DRI-KWIK FULTON 
STAMP PADS SELF-INKING 
A positive necessity where the STAMP PADS 


rapid use of rubber stamps is 
required. Impressions dry 
quickly without odor. Will 
not injure rubber stamps. 
Various sizes and colors of 
inking. 


The standard utility stamp 
pad containing pure glycerine 
ink, unsurpassed in beauty and 
strength of color. 


DRI-KWIK INK 
The finest ink on the market for use wherever the rapid use of 
rubber stamps is required. REMARKABLE FOR ITS BRIL- 
LIANCE, DEPTH and PERMANENCY OF COLOR. A 
quality ink at a fair price, that enables you to meet “‘cheap” 
competition with an item of definitely superior value. A number 
of colors. 


FULTON STAMP PAD INK 


The ideal ink for standard pads 
FULTON SIGN and PRICE MARKER INK 


FULTON OPAQUE INK 
DRI-KWIK INK 
for self inkers 

Allin a comprehensive 
line of colors 


RUBBER TYPE DATERS, 
PRINTERS and MOVABLE 
RUBBER TYPE 


Send for special 
folder on inks, 
stamp pads and 
other profitable 
items. 



















SPECIALTY_CO. 


Factory—Elizabeth, N. J. 
Sales Office: 200 Fifth Avenue, N. Y. City 
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Meetings & Dinners Section 
Continued from Page 73 


BOSTON STATIONERS, FIRST U. S. GROUP, PLANS 
50TH BIRTHDAY BANQUET FEBRUARY 15 

The Boston Stationers’ Association—which has the 
distinction of being the oldest organized group of 
stationers in the United States—is making elaborate 
plans for its 50th anniversary banquet to be held at 
6:30 p.m., Tuesday, February 15, at the Copley Plaza 
Hotel in: Boston. 

A number of public officials, headed by President 
Roosevelt, as well as officials of The National Sta- 





WALTER F. CUSHING 
(from an old portrait) 


tioners Association, have been invited to attend the 
celebration as speakers and guests. 

According to the records, this association held its 
first meeting in the year 1888. At this meeting it was 
proposed to form a permanent organization. There 
were 24 stationers in attendance, joining in the fellow- 
ship of the occasion which was significant not only 
in the history of the stationery industry in America 
but also among business men of other industries. 

There were but few trade associations in those days. 
These men were among the forthright members of the 
trade who were pioneering in the idea that competi- 
tors might benefit by meeting together for the ex- 
change of ideas and discussion of mutual problems. 
It was a splendid foundation which they laid for their 
own orgar ‘zation in form and spirit, and in principle 


| for others to follow. 


Today, the only surviving member of the original 
group is Walter F. Cushing, who is still active in 
business. He will be an honor guest at the banquet. 

The first officers of the Boston Stationers’ Associa- 
tion, whose names are familiar to those who have been 
in business for many years, were as follows: 

President, John S. Hooper; vice-presidents, Edwin 
W. Gay and Edward Clark; secretary, A. L. Deles- 


| dernier, New England representative of the American 


Stationer, merged with OFFICE APPLIANCES; treasurer, 
George C. Whittemore. The Executive Committee con- 
sisted of the following: Abner K. Pratt, Samuel Hobbs, 
Edwin Dresser, Samuel Ward, and A. W. Robinson. 
In connection with the golden anniversary banquet, 
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ALL ABOUT SOLDERING 





Did you know that Ames has “‘every- 4 You can do any job “right’’ when 


thing’’ you need in Solder Material 
and Equipment? Read about these 
representative items. 


Ly 


Paste Solder is a reliable combination of 
pure solder and a non-acid flux in paste 
form. Ideal for small hurried outside jobs. 
Merely apply a little to the metal and heat 
until it runs. 


When ordering, specify No. 57 Paste Solder 
Tube 25c 








“Nokorode” Core Solder is non-cor- 
rosive —just the thing for typewriter 
shops. Solders all metals except 
aluminum. Does not spatter and 
will not turn dark after using. 
“Nokorode” is a perfectly balanced 
core solder of high tensile strength. 





When ordering, specify No. 56 “Nokorode” 
Core Solder... 1Y%2 Oz. Pkg. 10¢ each; 
1 Lb. Spool 95c. 





Here is an Automatic Alcohol 
Blow Torch that is both handy 
and convenient. Ideal to use 
when soldering type on bars 
either in or out of the machine. 
Automatic and easy to oper- 
ate. It generates its own 
pressure. Not necessary to 
pump, prime or blow. A high 

7 heat flame. Leakproof. Guar- 
| ° anteed. Instructions with each 
| torch. 





























When ordering, specify No. 
53 Automatic Alcohol Blow 
: Torch $1.25 




















you have the complete Ames Sold- 
ering Equipment. Saves time and 
money. Be modern. 


‘\ 


— For accurate, quick 


S] soldering of type on 

flat type bars use this 
“Amesco” Combination Soldering Device. 
It's easy to place bar in this device, set the 
anvil, and apply the new type. 


When ordering, specify No. 51 Comb. Sold- 
ering Device $2.75 each 


“Nokorode” Soldering Paste is non- 
acid and non-corrosive. Does not 
turn dark after using. It is safe 
and fast and economical to use. 





When ordering, specify No. 59 
“‘Nokorcde”’ Soldering Paste — 2 Oz. tin 
15¢ each 


“Nokorode” Soldering Salts are 
used when a soldering flux is 
needed. Dissolves in water — 
is non-corrosive and does not 
burn hands or clothing. No 
bad fumes. Safer than acid 
and does a better job. 


I) Nowe 

Oko ROOF 
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When ordering, specify No. 60 
“Nokorode” Soldering Salts 1 Lb. 95c 


Wire solder is an easy 
form in which to handle 
this material for type sold- 
ering. It is made in 1/16 
| inch diameter, of new lead 
and new tin, carefully 
mixed. 


When ordering, specify No. 
55 Wire Solder V4 Lb. 20¢; 
V2 Lb. 35c; 1 Lb. 55e. 








AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and adding 
machine platens—parts—tools—ribbons—carbons and supplies 


564 West Randolph Street CHICAGO, ILLINOIS 


617 Commercial Place 
NEW ORLEANS 


583 Market Street 
SAN FRANCISCO 


206 Lane Street 
DALLAS 


37 Murray Street 
NEW YORK 


PHILADELPHIA 
PITTSBURGH 


SEATTLE 
WASHINGTON D.C, 


DENVER 
LOS ANGELES 


CINCINNATI 
CLEVELAND 


ATLANTA 
BOSTON 
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the right answers 
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A friendly invitation 


from the Chief 


The Boss puts in most of his days with questions— 


some for you but most for him. He needs help to get 


needs to get heads together with 


those who know most about the business. Well, then, 
a desk top for your feet and a restful chair for the 


rest of you offer ideal condition for concentration. 


eOrereres 
ore" oo Pes, 


emphasize 
quality in 





JASPER CHAIR CO. Leather Upholstered Chairs 


American business men appreciate sincerity and sta- 
bility in people—and in furniture. To get them takes 
judgment in selecting materials, inspiration in styling, 
skill in fashioning of frame and tailoring of upholstery— 
it takes plant facilities and craftsmen. Because we have 
these things and these men, we produce from solid 
American walnut and fine Eagle Ottawa leathers a 


good quality line—‘The Right Chair at the Right 
Price.”’ Office Furniture Merchants have made and are 
now making good profit thru the Jasper Chair Co. line: 
Leather Upholstered Chairs, all-wood chairs for offices, 
school and courtroom use, typist and tablet chairs, 
stools, etc., in walnut, oak and birch. The line is 
distributed by authorized dealers only. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES 


James S. Fowls (Southern) 
3414 Euclid Heights Blvd. 
Cleveland, Ohio 


Geo. A. Litchfield, Sales Mgr. 
R. J. Freeman (Eastern) 
505 Fifth Ave., New York, N. Y. 


E. W. Thomas (Southwest) 
Daytona Beach, Fla. 


W. H. Brown (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 


S. H. MacDonald (West) 
Orpheum Bldg., 
Seattle, Wash. 
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a souvenir presenting the complete history of the 
organization is a proposed feature. 

The invited guests are: Franklin D. Roosevelt, presi- 
dent of the United States; David I. Walsh and Henry 
Cabot Lodge, U. S. senators from Massachusetts; 
Charles F. Hurly, governor of Massachusetts; Maurice 
J. Tobin, mayor of Boston; Harold J. Hampton, presi- 
dent of The National Stationers Association; Charles 
P. Garvin, general manager, N. S. A.; and Mr. Cushing 
of the original Boston group. 

A large attendance is expected at the gathering. 
It is planned to make the golden anniversary banquet 
a get-together for dealers and their employes from 
the greater Boston area, and manufacturers and their 
representatives who are able to attend from various 
sections. 

The committee in charge of plans for the event 
includes the following: 

James R. Armington, Malcolm Dresser, Harry R. 
Chandler, George Hayes, William McAdams, George 
Pratt, Arthur King, Waldo Rice, Albert F. Rebhan, 
Samuel Groom, Melvin Wheeler, Fred Salmen, Harry 
Bennett, Roscoe Todd, Wallace Lovett, James Towhill, 
and Ted Bracken. 

. aii 
CHICAGO OFFICE APPLIANCE MANAGERS HOLD 
ROUND TABLE DISCUSSION 

The December meeting of the Office Appliance 
Managers Association of Chicago was held on the 
evening of the tenth at Medinah Athletic Club, with 
A. H. Foxcroft, L. C. Smith & Corona Typewriters, 
Inc., presiding. The subject covered in a round table 
discussion was a broad one including hiring, train- 
ing and compensation of salesmen. C. D. Keeler, 
of the National Cash Register Company, in tell- 
ing of the training system he employed made the 
statement, “The more you know about all the machines 
you have to sell, the easier it is to get an order.” He 
added that the salesman always should have a definite 
idea of what the prospect should have in his store or 
other place of business. W. D. Lawrence of Felt & 
Tarrant Manufaciuring Company, Mr. Foxcroft, R. D. 
Cooper of Art Metal Construction Company, and Harry 
Cross of Dictaphone Sales Corporation and others 
participated. The office of secretary-treasurer was 
performed for the evening by Donald Oakes of Postage 
Meter Company, substituting for S. H. Cundall of 
Stromberg Electric Company who was detained at 
home on account of illness. 

Two new members were added—R. H. Hammill of 
Kee Lox Manufacturing Company, and Mr. Cooper. 

————9 — 

NEW ENGLAND TRAVELERS ANNUAL MEETING 

SCHEDULED 

As this issue goes to press there was scheduled to be 
held on December 30 the annual meeting of the New 
England Travelers Club, in the Boston Chamber of 
Commerce building. It was expected that a full report 
of the organization’s Christmas party, held December 
14 in the Parker House, will be read at the meeting. 

—_——_o=— 
MILWAUKEE DEALERS SET FINE MEETING 
RECORD 

With the close of the year the Milwaukee Office 
Furniture Association completed a record of 119 con- 
secutive meetings, according to a report released by 
Conrad Netzhammer, secretary of the association and 
sales manager of the Northwestern Furniture Com- 
pany, Milwaukee. 

The group meets on the second and fourth Tuesday 
of each month the year ’round. Numbering in its 
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Built-In Automatic Shift 


Visible Record 
BINDERS 


@ The latest and most efficient develop- 
ment in Visible Loose Leaf Prong Binders. 
The modern record for Social Security, 
Accounting, Purchasing, Sales, Cost, 
Credit, Stock and Production. Pays for 
itself quickly in reduced cost of operation. 





200 to 2,500 
records in a 
single binder. 


One-half to two- 
thirds saving by 
actual result. 


Shif-Dex Binders made in all standard sizes and 
capacities. A few popular sizes are here listed. 
For complete line write for Shif-Dex circular Di114. 








Index Sheet Size 





2” Capacity 3” Capacity 
12x 10% $18.00 $21.00 
15144x10% 20.00 23.00 
18144x 10% 25.00 28.00 











WILSON-JONES COMPANY 


ELIZABETH, N,J, CHICAGO NEW YORK.N.Y, 

















102 








DEPENDABLE 


ALWAYS 





very dealer knows the satisfaction 
of handling goods in which he can 
place his full confidence ; dependable 
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| (\\The Perfect Pencil | |\\ | 


Koh-I-Noor Drawing Pencils are 
daily extending their field of useful- 
ness. Technical men and others who 
appreciate quality, are more and 
more discovering how accurately 
graded these pencils are—how thor- 
oughly dependable each degree is. 
... Much of the substantial growth 
in demand is due to the finest of all 
advertising—the word of the satis- 
fied user. 


MEPHIST 


\The| Perfect Copying Pencil 
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Most dealers have many customers 
who, when they buy copying 
pencils, always specify “Mephisto.” 
Their confidence in the “Mephisto” 
has been acquired through many 
years of satisfactory use. They 
have come to depend upon it, for 
they have learned that in all cli- 
mates and under all conditions, 
“Mephisto” is always ready for the 
day’s work. 





You know the merits of these two fa 
mous lines—why not get acquainted 
with other members of the Koh-I-Noor 
family? A catalog and price list is yours 


for the asking. 


KOH-I-NOOR PENCIL COMPANY, Inc. | 


373 FOURTH AVENUE NEW YORK, N. Y. 
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roster all of the leading dealers in Milwaukee, the 
association has rendered fine codperation to manufac- 
turers seeking to stabilize prices. As a result manu- 
facturers, it is said, fear no discrimination on the part 
of local dealers, while dealers’ salesmen are doing a 
better job in creative selling and establishing a market. 
The Milwaukee association charges dues of $1.50 per 
month, which pays for the two lunches enjoyed at the 
semi-monthly meetings. 
~ee 


SWEENEY ADDRESSES CONNECTICUT STATIONERS 
J. E. Sweeney, New York sales manager for the 





| W. A. Sheaffer Pen Company, Fort Madison, Iowa, 


was a guest of honor and principal speaker at a 
meeting of the Connecticut Valley Stationers Asso- 


| ciation held at the Stratfield hotel in Bridgeport. 


A fine turnout of members was reported at the 
meeting which was the only gathering of the year 
held in the home town of the association’s president, 
Sidney H. Challenger, Frank H. Fargo Company. For 
this reason the members turned out in force as a 
tribute to Mr. Challenger’s year as organization leader. 

Mr. Sweeney delivered an address on “Fountain 
Pen Selling,” a subject which was eagerly absorbed 
by those present. In addition to the dealers there 
were several salesmen present whose specialty in the 
various houses employing them was fountain pen 
selling. 

Before the adjourment Secretary Stanley McGar 
announced the association’s annual meeting will be 
held on February 14 at a place to be designated later. 


en 


SQUARE CLUB ELECTS 1938 OFFICERS 

With a record attendance on hand to witness the 
proceedings, the annual election of officers was held 
by the Stationers Square Club of Greater New York, 
No. 576, in the Greeley room of the Governor Clinton 
hotel, December 16. 

The officers elected to govern the New York organ- 
ization for 1938 were: 

President, Henry W. Bowman, American Pencil Com- 
pany; first vice-president, George Nicklaus, National 
Blank Book Company; second vice-president, B. T. 
Sandner, Russia Cement Company; treasurer, Harry 
Fensterheim, S. E. & M. Vernon, Inc.; secretary, Albert 
McLane, Spencerian Pen Company; financial secre- 
tary, Shepard Broad, attorney. 

The three trustees elected were: Ben Josephson, 
Josephson Manufacturing Company; Harry Yeager, 
David Kahn, Inc., and Aaron Gottlieb, L. Gottlieb & 
Sons. 

———_—=>>-0—_ 
WASHINGTON DEALERS ELECT OFFICERS 

At a meeting held on December 16 the Washington 

(D. C.) Typewriter Dealers Association elected the fol- 


| lowing officers to govern during 1938: 


President, C. B. Lynham, Office Machines Company; 


vice-president, C. H. Davidson, District Typewriter Ex- 


change, and secretary-treasurer, Frederick Kehew, 


| Central Typewriter Company. 
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OFFICE APPLIANCE MANUFACTURERS EXHIBIT 
AT COMMERCIAL TEACHERS CONVENTION 

A number of office appliance manufacturers exhib- 

ited their wares at the annual convention of the Na- 

tional Commercial Teachers Federation which was 

held December 27 to 30 inclusive at the Sherman hotel 





| in Chicago. Among the exhibitors were: Addresso- 
| graph-Multigraph Corporation, A. B. Dick Company, 














DO/MORE 
os 
STANDARD OF 


POSTURE 
~ SEATING 


Becorse of the fact that Domore originated posture seating 
and in addition, has constantly led in development of this art, 
it is possible for us to give you considerable added value. 





Domore has assembled an outstanding organization of men 
trained in the science of posture seating. Domore alone has 
always rendered a complete seating service through its edu- 
cational program which consists of instructing both employer 
and employee in the effects of sitting habits and how to sit 
correctly in order that the greatest benefit will accrue. 


The Domore idea of seating and educational service has the 
approval of many state and national medical and health asso- 
ciations. The consequent result is that Do/ More Chairs, whether 
for Executive, Clerical or Factory use, stand in a class by them- 
selves. Both Do/More chair designs and actual installations in 
your organization are supervised by scientifically trained pos- 
ture specialists. 


Send for complete details of the entire line of Do/More 
Chairs. Tests in your own organization can be arranged abso- 
lutely without obligation. 


There are still opportunities available for high type dealers. 


DOMORE CHAIR CO., INC. 
101 MONGER BLDG., ELKHART, INDIANA 


DO/MORE 


Licensed by Posture Research Corporation 








POSTURE CHAIRS FOR EVERY SEATED OCCUPATION—EXECUTIVE, CLERICAL, FACTORY 
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TRANSFER TIME! 


The new year means a new home 
for untold quantities of letters 
and documents of all kinds 


Now is the time to make a SPECIAL DRIVE on Leath- 
eroid Expanding File Pockets and Quality-Bilt Double 
Top File Jackets. 


Leatheroid Expanding File Pocket 
... with reinforced corners, and double 
fronts and backs. All sizes, with 134, 
3!/, and 5!/,-inch expansion. 





Quality-Bilt Double-Top File Jacket 

. made especially for bulky corre- 
spondence. Reinforced Tabs withstand 
continual handling. Letter and legal 
sizes, with 1, 1!/, and 2-inch gussets. 





/rite for samples an rices 
Writ pl d 


Gathewid 


QUALITY PARK ENV. CO. 


QUALITY PARK 
ENVELOPE CO. 
11-116 Merchandise Mart 
Chicago, Ill. 


Factory at St. Paul 



































Quality-Bilt Double-Top File Jacket 
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Dictaphone Sales Corporation, Ditto, Inc.; Thomas A. 
Edison, Inc.; Chas. R. Hadley Company, Monroe Cal- 
culating Machine Company, Inc.; Remington Rand, 
Inc.; Royal Typewriter Company, Inc., and Underwood 
Elliott Fisher Company. Since the convention at- 
tracted a large number of commercial educators from 
various parts of the country, the exhibitors had an 
interested audience. The teaching of office machines 
in commercial classes was one of the principal subjects 
of the convention. 
————— = —_ 


CONNECTICUT STATIONERS PARTY DATE 
ANNOUNCED 


Breaking a rule of many years standing, the Con- 
necticut Valley Stationers Association last month an- 
nounced that its annual meeting, to be held at Hart- 
ford on February 14, may include a banquet and dance 
for the ladies. 

For some time the annual event has been a stag 
party but many requests were received from members 
to return to the original style of holding a business 


meeting during the day, followed by a dinner and | 


dance in the evening. 


In order that the entire membership may have a | 
voice in discussing the type of annual meeting desired, | 
the association planned to hold a meeting on January | 


11 at the Quinnipiac Club in New Haven. 
eee 


ATLANTA JUNIOR C. OF C. HONORS HORNE 


William A. Horne, Jr., treasurer of the Horne Desk | 


& Fixture Company, Atlanta, Ga., last month was 


elected president of the Atlanta Junior Chamber of | 


Commerce. 


Other officers elected with him were Herbert B. | 
Hayes, executive vice-president; R. W. Schilling, treas- | 
urer, Vernon Brown, William A. Bugg, Terrell J. Ross, | 


vice-presidents. 

Mr. Horne, one of the popular young business men 
in the city, was the guest of honor at a dinner-dance 
held as the chamber’s inaugural dinner. He spoke at 


length asking for the cooperation of all Atlanta civic | 
organizations in development plans for the city. Among | 
projects cited for the organization which he now heads | 


are the establishment of a toy library for underprivi- 


leged children and an improvement plan for local | 


traffic conditions. 
—_——— 9 


K. C. STATIONERS HOLD DECEMBER MEETING 


At its regular monthly luncheon, held December 4, | 
the Kansas City Stationers Club had as its guest D. A. | 
MacDougall of the Stationers Loose Leaf Company, | 


Milwaukee, Wis. His presence was greatly enjoyed. 


Another visitor was George Mason who, although no | 


longer a stationer has been made an honorary member. 


Mr. Mason, now serving as secretary of the Codperative | 
Club, International, promised to attend all meetings | 


throughout the new year. 


Before the meeting adjourned the membership by | 


unanimous approval voted to adopt a deserving family 
over Christmas for which the club provided everything 
necessary to make an enjoyable holiday. 
—_—————= 0 
WINNIPEG STATIONERS ELECT OFFICERS 


At the seventh annual meeting of the organization, 
held at Moore’s Coffee Inn on December 14, the Sta- 
tioners Association of Winnipeg elected the following 
officers for 1938: 

President, Eric Jeanfavre, Grain Exchange Station- 


ery Company; vice-president, Robert Christy, Rich- | 











The 


“BIG DIPPER" 


Reservoir Penholder 


has the biggest 
SELLING FEATURE 
in a penholder 


@ Nowadays the largest profits are made from 
products with a real selling feature—products 
that stand out from ordinary stock. That’s 
why this “Big Dipper” is such a big seller. 
It has the finest penholder feature you can 
offer your customers—a reservoir that holds, 
with one dip, enough ink to write an average 
size letter. 


It has all the convenience of a desk fountain 
pen, yet retails for only 10c. The smooth 
writing Spencerian “Everbrite” Pen (made of 
rustless Sheffield steel) resists the corrosive 
action of ink. The perfectly balanced, colorful 
holder is easy to handle. 

Order the No. 260 Assortment now—12 “Big 
Dipper” Penholders in four beautiful colors, 
displayed on a good-looking counter card. 


SPENCERIAN PEN COMPANY 
134 Broadway, Dept. P, New York 


Donald McLeod, Canadian Agent, 69 York St., Toronto 


Ce oe 


er THE NAME FOR WRITING 





The holder fits 
snugly into ink- 
stands made by 
Carter and other 
manufacturers. 
Feature the “Big 
Dipper” and the 
inkstands together. 
They make a fast- 
selling, inexpensive 
desk set. 














wioau3s3u, HIddIC DIG, sv'42243265 00 A$ 

















1511 WEST 38TH STREET - 


ot Iker Wcie) 





OFFICE APPLIANCES 


ardson-Bishop Limited; secretary, C. Vernon Nobbs, 
The Luckett Loose Leaf Ltd.; treasurer, F. J. Dool, 
G. R. Bradley & Company. 

Following the election Retiring President Blanchard 
was presented with a handsome traveling bag by J. C. 
Irvine on behalf of the membership. Presentations 
were also made to Messrs. Nobbs and Dool in appre- 
ciation of their continued services during the eight 
years the association has been in operation. W. Borlase 
did the honors with appropriate addresses. 

2 
PENN-MAR-VA XMAS PARTY HELD 

As this issue goes to press officers and members of 
the Penn-Mar-Va Travelers Club are holding their 
annual Christmas party, scheduled for Tuesday, De- 
cember 28, in the Hotel Vendig, Philadelphia. Plans for 
the event include a business meeting to be held before 
the party begins. 

— > o- 

PITTSBURGH OFFICE APPLIANCE MANAGERS 

HOLD CHRISTMAS PARTY 

Featured by a lengthy program of entertainment 
and an excellent dinner, the annual Christmas party 
of the Pittsburgh Office Appliance Managers Associa- 
tion was scheduled to be held at the Fort Pitt hotel, 
December 17. A report of the event will be included 
in the February issue. 





—_e 
ILLINOIS R. AND C. DEALERS ELECT OFFICERS 
At a meeting held in the Hamilton Club, Chicago, 

on December 6, the following officers were elected to 

govern the Illinois Inked Ribbon and Carbon Paper 

Association for 1938: 

President, P. H. Braham, Old Town Ribbon & Carbon 
Company, Inc.; vice-president, A. W. Andre, A. W. 
Andre & Company, and secretary, William Fleisch- 
mann, Standard Manifold Company. 

The guest speaker for the occasion was Dean Collar 
of the Chicago Paper Company who spoke on dupli- 
cating papers used in connection with the new types 
of duplicating machines. 

The installation of officers was held at the organiza- 
tion’s annual dinner in the Hotel Sherman on Decem- 
ber 29 when a record-breaking turnout of the member- 
ship was reported. 

—— 
CHASE RETURNS HOME FROM HOSPITAL 

Word was received on December 28 that Charles A. 
(Charlie) Chase, American Pad & Paper Company, 
Holyoke, Mass., was rapidly recuperating at home fol- 
lowing an operation at the Holyoke hospital, and 
would be “back on the job” at about the time this 
issue goes into the mails. 

Mr. Chase is prominently identified with association 
activities in New England and never misses a meeting 
if he happens to be in the neighborhood. His many 
friends will be glad to hear of his recovery. 








WEDDING $§$ 


LECHNER-BURKE 

A recent wedding in St. Joseph’s Catholic church, 
Jasper, Ind., was that of Leonard Lechner and Miss 
Hilda Burke. Following the ceremony, performed by 
the Rev. Father Basil Heusler, a reception was held 
at the home of the bride where the couple will reside 
for the time being. Mr. Lechner is well known in the 
community and for a number of years has been con- 
nected with the Jasper Seating Company.—WBC 
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Beautiful in Appearance .. . Smooth in Operation . . . Meeting 
the Most Exacting Demands of Modern Business . . . Unfailingly 
Satisfactory . . . Assuring Profitable Repeat Orders . . . Sold 


Exclusively Through Dealers . . . We invite your inquiry .. . 


COLUMBIA STEEL EQUIPMENT CO. 


OFFICE AND SHOW ROOM LINCOLN-LIBERTY BUILDING 



































PHILADELPHIA 


















MAKERS OF 








PRIVATE OFFICE 


Outdoor Advertising Company, Chicago, Ill. 


COURT HOUSE 


Stark County Court House, 
Dickinson, N. D. 


WHEN 


CHAIRS ARE NEEDED...SPECIFY 


HEIR major construction features have 
won for them, during the past 50 years, 
a world-wide acceptance as the standard of 
chair quality. Wherever good chairs are used 
Milwaukee chairs are found. There are over 
5,000,000 of them in service—creating for this 


company an enduring reputation as makers 





FINE CHAIRS 











DIRECTORS ROOM 


Iowa City Press Citizen, Iowa City, Iowa 





LIBRARY 


New Mexico Normal School, 
Las Vegas, N. 


GENERAL OFFICE 


Zenith Radio Corporation, 
Chicago, Ill. 


of fine chairs. e e e 











Franchises for the 
**Milwaukee”’ line are still available in a few 
localities. Dealers are invited to write for 


further information. 


THE MILWAUKEE CHAIR CO. 


MILWAUKEE... ....- WISCONSIN 
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FOR OVER HALF A CENTURY 
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SCHOOLEY APPOINTS QUICKEL SALES MANAGER 
Tom Quickel, for many years president of the 
Thomas Quickel Company, Durham, N. C., last month 
was appointed sales manager of the Schooley Printing 
& Stationery Company, Kansas City, Mo. 
Mr. Quickel has been active in the stationery indus- 

















TOM QUICKEL 


try since 1926. After forming his own company he 
went to the Postindex Company, Jamestown, N. Y., 
where he served in the New York branch and was then 
appointed agency supervisor covering nearly all of 
the country. 

He is a member of the Midwest and Southwest 
Travelers Clubs as well as the National Association of 
Cost Accountants. 
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FEATURING THE TWIRLIT PAPER DRILL.—This attrac- 
tive Twirlit counter display is being issued to dealers 
by the Mitchell Binder Company, Hagerstown, Md., as 
a means of increasing sales on the Twirlit paper drill. 
The display and a new 11 by 81/2 inch catalogue for 
outside salesmen may be obtained by communicating 
with the Mitchell Binder Company’s home offices. 
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SIMPLE WINDOW ALTERATION INCREASES SALES 
OF ACCESSORIES 

A simple window alteration which does not in any 
way interfere with display of equipment has stimulated 
sales of small accessories for the Typewriter Exchange, 
505 Montgomery street, San Francisco. 

Around the front and one side of the window were 
built two sloping steps—made of composition board. 
On these steps are several dozen white cards carrying 
samples of various small accessory items such as type- 
writer ribbons, erasers, paper clips and paste. Above 
each sample item shown appears its name and price— 
in large black letters. 

People brought in on these small items often become 
typewriter and other equipment customers.—BART 
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ARE YOU SELLING 


DOLAR 


SPECIALTIES? 














The dealers who have arranged to install this new modern method 
of displaying our class of merchandise have increased their volume 
100%. 

On this single Wall Rack display are shown only a few of the 100 
different items in the Polar line. 


HAVE YOU RECEIVED OUR 


CATALOGUE 


PRACTICAL 
OFFICE ARTICLES 


KasA 
Cee 
A= 






It is not only a catalogue 
to be used by your buyer 
from which to order mer- 
chandise, but it is com- 
piled as an illustrated 
Salesmen’s Manual, to 
help you sell more mer- 
chandise and if it is prop- 
erly used by your inside 
sales force, as well as your 
outside salesmen, it will 
prove to be a priceless 
merchandising book from 
which to collect daily or- 
ders from consumers. 






WRITE FOR COMPLETE CATALOGUE TODAY 


POLAR MFG. COMPANY 


Terminal Commerce Building 


401 N. Broad Street PHILADELPHIA, PENNA. 
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LOOSE LEAF 
EQUIPMENT 


New Systems for 


Visible Record 
Books 


We now have available three new System 
Booklets designed to promote the sale of 
Visible Record Books. They illustrate and 
describe visible systems for Stock Control, 
Inventory and Purchase Records; Sales 
and Prospect Records; and Strip Analysis 
Systems. These new booklets will help 
dealers sell more Visible Equipment. 
Copies may be had on request. 


A Complete Range of 
Visible Equipment 
The Cesco Line of Visible books is ex- 
tensive—Non-shift and Automatic Built- 
in shift types—a wide range of sizes and 
grades of bindings. 


Exclusive Agencies Available 


No matter how well you may be satisfied 
with your present connection, an investi- 
gation of the Cesco Line is suggested. It’s 
worth your while to get our catalog and 


dealer’s exclusive agency plan. 


The C.E. SHEPPARD CO., 


44-O1 21st Street,- LONG ISLAND CITY, N.Y. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 





a winter rains have commenced and give promise 
of the normal precipitation, which means that the 
outlook is already improving. With good crops of 
fruits and vegetables there will be money in circula- 
tion and agricultural products will be cheap. 

Business is beginning to come forward somewhat. A 
short time ago collections were difficult and remain 
so, but some detect a gradual easing up. Real estate 
| and building are not up to normal, but with the com- 
ing of spring it is believed they will advance to a better 
position. 

Wars and rumors of war may have something to do 
with conditions. Anyhow, they are getting better and 


are bound to improve some more before long. 
* * * 


Carbon and Ribbon People Celebrate the Coming o: 
Christmas.—Surrounded by fine murals by a distin- 
guished French artist depicting scenes of the hunt, the 
Ribbon and Carbon Dealers Association of Southern 
California gathered about a long, well decorated table 
in the French Room of the Hotel Clark on Thursday, 
December 9, where they celebrated the annual Christ- 
mas dinner of the organization. The feature of the 
table decorations was a fan dancer doll at each plate. 
These were supplied by Mr. Sibertson, president. Some 
neat and convenient propelling lead pencils were given 
out by A. M. Heck, and Mr. Bland distributed some 
handy little leather key containers. “Santa Claus’”’ 
was present and sat on President Sibertson’s right, 
and the first person at the president’s left was Miss 
M. L. Pressey, owner of the Bushnell Ribbon Manu- 
facturing Company, 125144 West Third street, Los An- 
geles, the first lady in several years who has graced a 
meeting of the ribbon and carbon association. More 
about Miss Pressey appears in another paragraph. 


Those present at luncheon included W. E. Sibertson, 
the American Ribbon and Carbon Company, president; 
H. O. Ecclestone, Remington Rand, Inc., secretary; 
A. M. Heck, The Columbia Carbon Company of Dayton, 
Ohio; W. E. McElfatrick, Seattle, Wash.; H. A. Andre, 
Los Angeles, Mittag & Volger, Inc., Park Ridge, N. J.; 
John A. Bandy, Pacific Carbon & Ribbon Manufactur- 
ing Company, Los Angeles; Conrad G. Waltner, 
Grimes-Stassforth Stationery Company; Robert P. 
Picou, California Carbon Paper Company; W. P. Blom- 
gren, Kee-Lox Manufacturing Company; W. H. (Give 
it up), Arthur Olson, Arthur G. Wilson, C. H. Baker 
and J. G. Noe, all of Wilson’s Carbon Paper Company, 
Ltd.; C. Y. Milward, Miss M. L. Pressey, Bushnell 
Manufacturing Company; E. W. Billings, Jr., Winn- 
Billings Company; C. K. Blair, Western Carbon Paper 
Manufacturing Company; T. H. Toomey, Remington 
Rand, Inc.; E. W. Billings, Sr., Winn-Billings Com- 
pany; H. W. Martin, OFFICE APPLIANCES. 

An elaborate turkey dinner was served, after which 
the president called on those present for remarks, 
leading off with Santa Claus, whose excellent speech 
received hearty applause. Remarks were made by Miss 
Pressey, who expressed pleasure at being present, and 
congratulated the association on its growth and suc- 
| cess. Remarks were then made by C. K. Bland, Arthur 
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THERE ARE 12 PROFITABLE MONTHS 
IN THE AQE DEALER’S YEAR 


The steadily increasing demand for A-S-E 
steel filing equipment and cabinets provides 
increased profits for aggressive dealers every 
month of the year. It will pay you to get all 
the facts about this fast-selling line right 
now. Cash in on new A-S-E developments, 
new features and new ad- 
vantages. 

Greater value will be de- 


manded by buyers in 1938. 


a profit, when you sell the popular-priced 
A-S-E files. 

Appearance and superior workmanship 
assure customer satisfaction. And the dura- 
bility of A-S-E sturdy construction develops 
repeat orders. 

If you are interested in 
making 1938 a more profitable 
year, write for complete infor- 


mation about the A-S-E line 


You can give it to them, at 1-S-E Transfer Cases have NOW. There is no obligation. 


exceptional sales features. Ask for details. 
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STEEL FILING EQUIPMENT—LOCKERS—CABINETS—SHELVING 





ILLINOIS 


AURORA, 


604 JOHN ST. 
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PAT. OFF. 


January, 1938 
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Oxford Filing Supply Co., 340 Morgan Ave., Brooklyn, N. Y. 
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BOY SENT ON 


MAN'S 


But proves unequal to task of 
indexing a four-drawer file! 


Cleveland, Jan. 3—(OP)—At three 
P. M. today, a file index, a youth of 
only 25 divisions, collapsed from 
overwork. He was employed in a 
four-drawer file. 

His place was immediately taken 
by an Oxford steel tab 80-division 
index, supplied by a local Oxford 
dealer. The new index is entirely 
satisfactory. 

According to the dealer who 
spotted this under-indexing of a 
busy file: “The clerk in charge now 
has her work up to date for the first 
time in many months.” 

“I’m always on the lookout for 
such conditions,” he continued. 
“You can’t send a boy on a man’s 
errand. A 25-division index does a 
good job in a single drawer file. 
Yet many concerns with filed mate- 


ARE YOU USING 
THIS NEW 
WINDOW DISPLAY? 








You can build a nice filing supply 
window around this new 6 color 
three-dimensional Oxford window 
display. Size is 27” high by 33” 
wide. 

Now is the time to put it in, for 
January 1s your peak month on fil- 





a 


rial occuppying two, three, and four 
drawers, expect a 25-division index 
to handle all the extra work. It 
can’t be done, as what happened to 
this poor fellow demonstrates.” 


Dealers will find the chart on 
page 30 of the Oxford handbook of 
great assistance in recommending 
a quick-finding index for under-in- 
dexed files. Show this page to your 
prospect —then show the Oxford 
Speed Index in full color on page 
25—give him a glimpse of what a 
common-sense filing system would 
look like in his files. 


You can easily sell the larger 
subdivision he needs — frequently 
you'll sell a complete new Speed 
Index system with such profitable 
extras as out-folders, date period 
folder sets, bulk correspondence 
folders, etc. 


ing supplies (see our adv. in De- 
cember trade papers). 

Make it the center of a group of 
opened boxes of various filing sup- 
ply items, add some Oxford files, 
and you're telling em the complete 
transfer time story. 

Naturally you'll want some im- 
printed circulars to distribute. We 
suggest at this time the use of our 
No. 63.7 (Storage files) and our 
No. 63.0 (Filing accessories). Or- 
der some, along with your request 
for the new window display. All 
free, of course. 


* 


Be sure to insert page 26-a (just 
mailed to all Oxford dealers) in 
your Oxford handbook, so that you 
have both the Single level and the 
Double level Speed Index ade- 
quately represented.—advt. 
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For numeric filing, always 
recommend fifth-cut tabbing 


Numbers ending in 3 or 8, 1 or 6, 
4 or 9, etc., are always in the same 
row of tabs. The eye travels 
straight down a single row to its 
objective, in skips of five numbers. 
The absence of any folder is in- 
stantly detected by the break in the 
even bank of tabs. 


+r —™~— 


Keep that Oxford handbook 
busy—show it on every call! 


It may not go down in the annals 
of history as great literature, but it 
sure is potent sales ammunition! 

We refer to the blue covered 
Oxford handbook, prepared by us, 
for you, with tremendous effort, at 
great expense, and entirely con- 
suming 6714 pounds of colored 
printing inks! 

Therein lies much of its sales 
charm—pictures in color. For the 
more factual minded among your 
prospects, you can show the com- 
parative folder number chart on the 
last four pages, ask them the “ten 
checking points” questions on page 
1, refer them to the reason-why 
copy on the color pages, and for 
any item they need, find it quickly 
and quote a competitive price. 


Incidentally, be sure to refer to 
the colored price supplement for 
up-to-date prices. We are now pre- 
paring another edition of this sup- 
plement, making minor adjust- 
ments in prices, for easier figuring 
of discounts, and with stock num- 
bers rearranged for easier finding 
when checking your invoices. We 
expect to get this in the mail to you 
early in February. Look for it. 
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G. Wilson, A. M. Heck, E. W. Billings, Sr., and E. W. 
Billings, Jr., Charles Shallcross of the Shallcross Com- 
pany, Los Angeles; H. A. Andre; Messrs. Baker and 
Olson of the Arthur G. Wilson organization; H. O. 
Ecclestone, and others. Some amusing distinctions 
were made between selling goods in the East and sell- 
ing them in Los Angeles. It was asserted that the 


more conservative purchasers are to be found in the | 


western metropolis. 
* * * 

Miss Pressey Finds Old Ribbon in Perfect Condition. 
Miss M. L. Pressey, proprietor of the Bushnell Manu- 
facturing Company, typewriter ribbon manufacturers, 
125% West Third street, Los Angeles, has announced 





—— 














MISS M. L. PRESSEY 


the intention of changing the name of her company 
to the Bushnell Ribbon Manufacturing Company. She 
has rearranged the store, improved the lighting and 
increased the show window space, and has given the 
place a complete housecleaning from the manufactur- 
ing department to the front office. 

In the course of these activities, Miss Pressey came 
upon a small cubical tin box containing a typewriter 
ribbon for the old fashioned “blind” machines used in 
the eighteen-nineties, and before. The ribbon referred 
to is a black record ribbon made about forty years 
ago, and tests made in the Bushnell shop the other 
day gave a perfect impression, clear, brilliant and 
sharp, and perfectly black. The box bore the following 
labels: 


The Solar Typewriter Ribbon, E. E. Bush- 
nell, 171 Broadway, New York. 

Made for all machines and in all colors, 
record and copying; the Typewriterium, 171 
Broadway, New York. 

Typewriting machines repaired, improved 
or purchased, rented, sold or exchanged. 
Send for estimate. 

This ribbon is guaranteed by the under- 
signed not to blur or smut; not to wear in 
holes, and not to fade. It may be returned 
if not satisfactory. E. E. Bushnell, 171 
Broadway, New York. 


The Bushnell Manufacturing Company was organ- 
ized many years ago by E. E. Bushnell at 171 Broad- 
day, New York City. About 1907 he removed to Los 
Angeles where he continued the business at the Third 
street address stated above. About five years ago he 
appointed his granddaughter, Miss M. L. Pressey, his 
chief assistant, and brought her up through every 
department of the business, making her competent to 
handle every situation. About a year and a half ago 
Mr. Bushnell died, leaving the business to his grand- 
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For every office need, there’s 
the RIGHT carbon paper or 
ribbon, and you know you’re 
giving the customer utmost 
VALUE when you sell M&V. 
Display this versatile line and 


business will be, BETTER. 


Write for Samples and Prices 


MITTAG & VOLGER, Ine. 


Principal Office & Facteries: Park Ridge, New Jersey 


Sales Agenéles in Leading Cities the World Over 
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POCKET PLIERS 


The only plier-type staplers 
using standard size staples. 










































TWO SIZES 


No. 3-P, shown 
here, retails for 


$3.50. 


No. 4-P (see 

item No. 3 be- 

low), retails for 
$4.50 


l. COMPLETE INSIDE ACCESSIBILITY: Like Swingline desk 
the pocket-pliers open wide for quick loading or instant 
No 


models, 


removal of any faulty staple. No jamming. service troubles. 


9 


ae 


STANDARD SIZE STAPLES: Both machines use standard size 


(low-price) staples. Another consideration for your customers. 


3. THROAT DEPTH: No. 
3-P, the smaller machine, has a 
throat depth of 2%”, and leads 105 
standard staples. No. 4-P, at right, 
is mechanically the same, but has 
throat depth of 4”, and loading 
capacity of 210 staples. 


LARGE 


extremely light in 
Perfect for 


Both machines are 


4. COMPACT DESIGN: 


with no protrusions to catch on clothing. 


weight, 


pocket use. 


oO. THE TACKING FEATURE: 





Trip the latch, swing back 
the head, and either model 
is ready for all light tacking 
jobs. Have you ever seen the 
tacking feature on a pocket- 
plier before? The answer is 
NO. 


Genuine Swingline Staples, of 100°, Round Wire 
Now Listed at $1.00 a Box (5000). 


PARROT SPEED FASTENER CORP. 


37-18 Northern Blvd Island City, N. Y. 


Long 





| eraft Furniture Manufacturing Company, 
| Olympic boulevard, Los Angeles, who specialize on fine 
| office, club and household chairs, recently completed 
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daughter, who, on the completion of the _ probate 
formalities, took the business over. In retaining the 
Bushnell name Miss Pressey is carrying out the wishes 
of her grandfather, who earnestly desired that the 


| company name and business be continued by her. She 


is young and full of energy, and the reporter found 
her with a staff of helpers renovating the store and 
factory. 

Miss Pressey is, we believe, one of the few women in 
California who are actively engaged in the ribbon 
manufacturing business. Her attractive personality 
wins friends wherever she goes. 


* * * 


A Short Order, Quickly Done.—The Union Pacific 
railroad has just built a fine lodge for tourists and 
sportsmen at Ketchum, Idaho. The interior is finished 
in knotty pine. Everything was ready for the opening 
on Tuesday, December 21, when to the horror of the 
management it was discovered that no provision had 
been made for the office desk and accompanying 
chairs. Just any desk and chairs wouldn’t do—the 
desk had to be of knotty pine and the chairs had to 
be finished in pine color. Rather hopelessly a rush 
order was sent to Floyd A. Fenn, head of the Cali- 
fornia Desk Company at Los Angeles. The order was 
received on the afternoon of the 16th. Mr. Fenn got 
in touch with his cabinet maker, who, after very close 
figuring, promised to get the lumber and make the 
desk and chairs to match the lodge interior in time 
to have them at the Union Pacific passenger terminal 
at 6 o’clock Sunday evening to go into the baggage 
car for Ketchum. A man from the California Desk 
Company was on hand to pack the goods, which then 
went on their way, arriving at Ketchum Monday when 
the chairs, obtained in the white at Los Angeles, were 
treated at the lodge, dried, matching the desk, and 
placed in readiness for the reception Tuesday morn- 
ing. Fast work—what? 

* * * 

The General Fireproofing Company Rearranges L. A. 
Office.—C. A. Wilger, manager of the Los Angeles 
branch office of The General Fireproofing Company, 
Youngstown, Ohio, confidently believes—and the facts 
bear him out—that he has one of the finest steel 
furniture branch offices in the state, if not in the 
entire country, both in point of beauty and with 
regard to convenience. These offices are located at 
1733-1735 South Los Angeles street. The lower floor, 
neatly arranged and finished in modern style, carries 
the general offices and samples of the company’s lines 
familiar to steel furniture users and the trade gener- 
ally. The ceiling, which was exceptionally high, per- 
mitted the installation of mezzanine floors divided off 
into neatly appointed and daylighted private offices 
for Mr. Wilger on the south side and a finely appointed 
room on the north for the display of aluminum chairs 
of all the several types which the company makes. 
The rear of the mezzanine is given over to the engi- 
neering department and to warehousing and storage. 

Mr. Wilger has received many compliments on the 
re-arranged branch office. 

~ . * 


Fine Showing of Leather Furniture.—The Leather- 
244 East 


an all-leather chair installation in the famous Broad- 

way department store, Los Angeles, which has just 

opened a complete leather furniture department. 
Leathercraft chairs are distinguished by excellent 
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A REMINGTON PORTABLE 
TYPEWRITER 


.. . for every purse 
.. . for every purpose 


. 
a 


e715 me ld 


‘ ar" 
Ft 9esegenesae TTT ow 


If it's a great international sporting event, the Remington Port- 
able is always there, relating the news for the readers of the 
world. If it is a war or an earthquake or a flight across the 
Pole, Remingtons usually record the facts. 

You can take a Remington anywhere. It is a machine, always 
ready and responsive, regardless of the climate or the condi- 
tions under which you work. You may equip it with a key- 
board for any of the professions and for any language. A 
Remington is literally “tailored” to the user's needs. 

There is a machine for every price preference, a choice of 
four models, each designed for specialized requirements. You'll 
find Remingtons on display at dealers’ offices throughout the 
world. Try one. You won't ever want to go back to less 
efficient typing. 






Remington Junior 


Remington Portables have 
standard keyboards. They are 
equipped with every attach- 
ment for writing convenience. 
One model, the famous Rem- 
ington Noiseless Portable, 
types silently. Prices vary 
with size and features, and 
there is a machine suited to 
every price and purpose. See 
the Remington. Try it at your 
dealer's office anywhere in 
the world. 


Remington Rand Inc. 


EXPORT GROUP 


BUFFALO, NEW YORK 


BRANCHES EVERYWHERE 
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We are 





MANUFACTURER OF THE WORLD’S FINEST STEEL SEATING EQUIPMENT 
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quality and original design. The company has a mod- 
erate sized, but well appointed factory staffed with 
expert workmen and able executives. The company 
is a copartnership consisting of R. B. Young, A. Monte- 
verde and J. M. Shubin. Mr. Young spent a score of 


years in the service of the Heywood-Wakefield Com- 








a eS oe 


GROUP OF LEATHERCRAFT CHAIRS RECENTLY SOLD TO | 


THE CINEMA MERCANTILE COMPANY, 5857 SANTA 


MONICA BOULEVARD, LOS ANGELES.—The group is used | 
by them for rental purposes to the moving picture producers, | 


and has been shown in many recent pictures. The collection 
includes a sofa, club chair, rotary arm chair and arm chair, all 
upholstered in fine leather. 


pany; Mr. Monteverde was with that company ten | 


years, and Mr. Shubin four years. Mr. Young spent 
seven consecutive years as superintendent of the office 
of Heywood-Wakefield at Los Angeles, and was with 
the company in other capacities for thirteen years. 


* * * 


Miscellaneous Items 
Oakland, California—The United Stationers have 
opened a store at 3332 East Fourteenth street, under 
the direction of C. P. Stowers. 
Sacramento.—The Sleeper Stamp Company has 
moved to a large store at 1015 Eighth street. 


Los Angeles.—‘‘Jim” Davidson, manufacturers’ agent, | 


now represents the Imperial Methods Company on the 
Pacific Coast. 

Los Angeles.—That excellent little house organ, 
Halco-Grams, Mimeographed to friends every month, 
has undergone a new baptism. It is now called the 
Mimeo-Grams. Otherwise it remains the same. 


* * * 


Zundel Seating Company Moves.—Much larger quar- | 
ters for assembling plant and offices have been taken | 


by the Zundel Seating Company, which recently moved 


from 2922 West Vernon, Los Angeles, to 6720 Victoria | 


avenue, same city, where the company has a floor 
space of 7,500 square feet. The offices are in front, 


and the large room in the rear houses the assembling | 


plant. 


* * * 


New Line of Steel Posture Chairs.—The Zundel Seat- 
ing Company is about to put a new line of metal 
posture chairs on the market. The chairs are of tubu- 
lar steel and have the Zundel type of patented spring 
saddle seat and spring arc back. 

9 ee 


BRONNER AGAIN HEADS NATIONAL DESK 
Myron Bronner, who has served with honor as presi- 


117 





SUPERIOR 
in sharp writing quality! 


- €EN-TR-KOTED 
CARBON PAPER 


With the Perfected 
CEN-TR-KOTED Backing Sheet 


| There’s a special grade of CEN-TR- 
KOTED Carbon Paper for each use! 
Perfected Backing Sheet ensures 
superior performance . . . . finer 
quality means longer life... . rigid 
inspection makes for absolute uni- 
formity! No wonder CEN-TR- 
KOTED sales are booming! 





Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 
request and wiil give 
you many informa- 
tive facts on Carbon 


Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward greater profits. 
Write for our dealer proposition 


booklet. 
| ” 


GRAND PRIZE 
| CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 








J. Francis O’Connor, PREs. 


dent of the National Desk Company, Herkimer, N. Y., | 


was re-elected to that position at the annual meeting | 
of the company on November 24. Other officers, all of | 


whom were elected for a period of one year, are Wil- 


liam O. Richard, vice-president, and Bernard Wich, | 


treasurer. The directors are James Bronner and Mrs. 
George W. Searles. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Houston, Tex. Portland, Ore. 


Denver Seattle 


Los Angeles 


| 
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That is only one reason why the 
Corry-Jamestown Line is the 
logical choice for increasing 
your office equipment sales 
and profits in 1938. 
Not only is this line com- 
plete with over 600 items, 
including all standard units 
in a choice of grades and 
price ranges to meet all 


requirements .. . but it 
permits liberal dealer 
margins that assure 


profitable returns. 
Still another reason is 
the friendly and help- 
ful cooperation ren- 
dered our dealers 
and the _ effective 
selling helps sup- 
plied. 









It will be worthwhile 


to investigate this 
popular and fast 
growing line before 


you make definite com- 
mitments for 1938. 

Your inquiries are invit- 
ed. Full details of our at- 
tractive dealer franchise 
will be sent upon request. 
Write or wire today. 


Corry-Jamestown 
Manufacturing Corp. 


CORRY, PENNSYLVANIA 
- + + + 


Export Address: 
1105 Chester Ave., Cleveland, O. 
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NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 

John Parsons, well known to the stationery trade in 

| the Northwest, started the New Year with the Poucher 
Printing & Lithographing Company, Minneapolis, spe- 

















JOHN PARSONS 


| cializing in bookkeeping machine forms and supplies. 


Mr. Parsons has had an extensive and varied experi- 
ence in the office supply field, through twenty-five 
years with the Miller-Davis Company, Curtis 1000, Inc., 
and the Will A. Beach Company of Sioux Falls, South 
Dakota. For the past three years he has represented 
a loose leaf manufacturer, calling on the stationery 
trade. ‘ 

* * * 

Fred Vye, of the Poucher organization, has just re- 
turned from a visit to New York City. 

George Desmond, of Browne-Morse Company, spent 
New Year’s Eve in Minneapolis, and reports a very 
enjoyable time. 

* * * 

Cliff Talty has added another acomplishment to his 
many talents—that of playing bridge. Cliff has be- 
come so proficient at doubling his opponents that he 
has been asked to write a book, titled “The Art of 
Doubling in Bridge.” This book, added to his tome on 
“The Ways of the Wily Fish,” should add to his royal- 
ties. 

* * * 

Ralph Campbell of Miller-Davis Company, was con- 
fined in the Deaconess hospital late in December, an 
appendectomy being the cause. Ralph is doing well 
and will be back on the job early in January. 


: & * 


Einar Carlson, of Pouchers, is back on the job almost 


| aS good as ever, after a long siege in Asbury hospital 


of Minneapolis. 
* ~ * 

According to Ed. Cooper and Merrill Hasty, Forest 
Luff, of Burgher Williams Company, will soon become 
a member of the married men’s club of that city. 

* ” x 

February 5, 1938, is the date; Nicollet Hotel in 
Minneapolis, the place; Ed. Hansen, Art Grayston, 
Herb Fall and Sterley Jerue, the committee on ar- 
rangements for the annual stag and frolic held by the 
stationers of the Northwest. You all remember the 
wonderful time last year, and the committee has 
promised a party bigger and better in every way than 
last year’s event. Invitations will be in the mail early 
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SERVE YOUR BUSINESS 
ACCOUNTS BETTER 
BY TELLING THEM 

ABOUT QUART SKRIP 


A queer situation is found in many offices and business firms. In many desks are 
small bottles of SKRIP, Successor-to-Ink, but the purchasing agent still furnishes 
for general consumption, quart bottles of other writing fluids because of a mistaken 
feeling he is saving money. 


In a day when so much office work is done with a fountain pen, the employees have 
found that perfect writing performance is gained only with SKRIP. 


SKRIP may cost more than cheap writing fluids, but it is worth more. SKRIP 
costs more to make. It is distilled. Five gallons of fluid are needed to make one 
of SKRIP. Asa result, Permanent SKRIP is really permanent. It is the one writ- 
ing fluid that came through the floods of 1936 and 1937 with a 100% record. There 
are fluids marked ‘‘Permanent’’ that are just sun-fast and age-fast. But Per- 
manent SKRIP is all that and water-fast, too. 


In addition, SKRIP is free-flowing, quick-drying, non-clogging, sediment-free. 
For business, Permanent Red SKRIP is the only permanent sediment-free red writ- 
ing fluid, permitting all ledger entries, whether blue-black or red, to be permanent. 
Better performance, greater permanency, less waste, longer life from steel and foun- 
tain pens, make SKRIP cheaper in the long run for all business use. Alert mer- 
chants are bringing these facts to the attention of business. Write for quart SARIP 
selling plan that will increase your sales and help you serve your industrial customers 
better. W. A. SHEAFFER PEN CO., FORT MADISON, IOWA. 


SHEAFFER'S 








THE SUCCESSOR TO INK 





PERMANENT SKRIP FOR BUSINESS; WASHABLE SKRIP FOR SCHOOL AND HOME 





and of inlexest lo everyone 


Tact 
1p 
rove 
0 












Vor 


di) 
| ll} 


le 


WY 
NN 


f 


.% 


\ Z 
A> Us, 
Y 2 


TT 











JANUARY, 1938 


in January. Reservations will be held for those wish- 
ing to attend; just advise any of the committee mem- 
bers or, for that matter, any of the stationers in the 
Twin Cities. Out of town stationers and travelers are 
cordially invited to attend, and this applies to mem- 
bers of all the Travelers Clubs, manufacturers repre- 
sentatives and officials. 
* * oe 

Lou Burlingham, of Miller-Davis Company, has an- 
other hobby in addition to filing supplies. Lou is a 
veteran of the Spanish-American War, and keeps the 
records of the Old Thirteenth Minnesota, and probably 
knows more members of that organization than any 
man in similar work. 

* ” * 

Art Grayston, of Thomas & Grayston Company, was 
confined to his home by a bad cold the last week in 
December. 

” * * 

Archie Hoffman who used to run the hundred in 
about ten seconds flat, is a “Believe It or Not.” Another 
in that category is Fred Ohde, of Miller-Davis Com- 
pany. Herb Fall was a ball player of considerable 
ability in his younger days. 

~ * * 

Doug Roos played football at West High and at the 
University of Minnesota, and was mighty fast despite 
his 360 pounds. And how would you like to run up 
against that stonewall? 

*” * * 

And don’t tackle Harry Short, despite his stature, or 

a surprise will be in store for you—or me. 
* * * 

Rudy Johnson, the sage of Omaha, is accepting 
chances on the 1938 Nebraska schedule as usual, and 
advises all those who wish to participate to tell him 
of their choices for the next fall’s campaign as soon 
as possible. 

* + * 

Harry Sylvester, former big leaguer, can hardly wait 

for the opening of the baseball season. 
* * * 

Francis A. (Pat) Malia, formerly with the Wilson- 
Jones Company, and Miss Ida M. Haley were married 
on December 29. 

* * * 

Harry Bergquist and Dave Bevan, of Wilson-Jones 
Company, spent the last week end of December in the 
Chicago office. 


»* * * 


Claude the Fleet has returned from a visit to the 


Eberhard Faber factory at Brooklyn. Jack Howe, for- | 


merly the buyer at Latsch Brothers, Lincoln, Nebr., has 
joined the Eberhard Faber Pencil Company sales force. 
—_——_— oe 
ATLANTA NEWS BRIEFS 
Ivan Allen, Jr., of the Ivan Allen-Marshall Company, 
has been appointed chairman for the fifth congres- 


sional district in Georgia of the Young Democratic 


Clubs. 


* * * 


Ben Kaplan, Office Supply Company, who was re- 
cently married in Atlanta, has returned from a honey- 
moon spent in Florida. 

ok a * 

Friends of Jimmy Cooper, of the Foote & Davies 
Company, will be glad to learn that his wife, who 
recently underwent an operation in a local hospital, is 
now recovering.—_JHR 
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“THE NEWEST AND MOST EFFI- 
CIENT DESK THAT HAS COME ON 
THE MARKET IN MANY YEARS” 


THE NEW COMPTODESK ENDS Many 
years of wasted time * * * Fatigued opera- 
tors * * * Abuse of expensive calculating 
machines * * * Inadequate desk accommo- 
dations. 


A BOON TO THE 
OPERATOR 


Exhaustive experiments prove that placing ma- 
chine at angle shown in illustration is not only 
scientifically correct but that it conserves the 
energy of the operator, lessens fatigue and pro- 
motes efficiency to a remarkable degree. 


Full writing space when desk is closed. 


Machine locked securely in place at all times, 
eliminating the hazards of theft and accident in 
falling to the floor. 


In closed position the container protects machine 
from dust; and water from fire sprinkler systems. 
Saving of 25% in desk and floor space. No vibra- 
tion. 

Large drawer for statistical records and Utility 
drawer. 


Five gang plug for electrical connections. 


SECTIONETTE 


or letter file 


optional. Drawer units for cards 
Easily attached to desk. 


COMPTODESK 


CHICAGO, ILLS. 





DEALERS WRITE 








able errors in 


. ~ 2 mt 
pencil and 


ink, 

. ee rAd 

Languages 

as a wink, 
smoothly, 
the work 
the world- 


all 








W ELDON Roberts Eraser No. 121 

Elliptic performs no end of tedious 

erasing jobs about the office. So many 

@ and varied are its uses, that it consti- 

tutes one of the greatest sellers in the 
eraser industry. 


ELLIPTIC efficiency smooths away errors 
in both pencil and ink, to the delight of 
stenographers, bookkeepers and other office 
workers. Its soft gray rubber, that erases 
without “crumbing”, streaking or smearing, 
is of the same high quality that has charac- 
terized all Weldon Roberts Erasers and has 


made them so profitable for dealers the 
world-over. 
Feature Weldon Roberts Eraser No. 121 


ELLIPTIC and other erasers of the well 
known Welson Roberts Line. You will rea- 
lize that there is a very definite and profitable 
demand for these products of “America’s 
Eraser Specialists”. 


WELDON ROBERTS RUBBER CO. 


America’s Eraser Specialist 


NEWARK, N. J. 
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DELAWARE BECOMES DELCO COMPANY 
The Delaware Typewriter & Supply Company, 602 
Sproul street, Chester, Penna., last month changed its 
name to the Delco Typewriter & Supply Company. 
The organization, which is headed by Louis Klaiman, 
features the Underwood portable in its large and com- 
plete stock of office machines. 


<=> 


a atl 
HIGGINS 
cD WRITING INKS 


HIGGINS CUP DISPLAYED BY WINNER.—In the window is 
shown the Charles M. Higgins & Company, Inc., cup donated 
to The National Stationers Association for presentation each 
year to the regional governor making the most outstanding 
contribution to the N. S. A. during the year. The cup is on 
display in the window of the Santa Fe Book & Stationery 
Company, Santa Fe, N. M., of which E. B. Healy, winner of 
the cup for 1937, is president. 


HALL-WELTER FAMILY EXPECTS NEW BABY 

Flash! The Dawn Manufacturing Corporation divi- 
sion of the Hall-Welter Company, Rochester, N. Y., is 
expecting a bundle of mechanical joy about February 1. 

Just what the new infant will look like is anybody’s 


| guess, but in view of the fact that the Dawn organ- 





é 


IS THIS HALL-WELTER’S 
NEW BABY? 


ization specializes in the Erro-No copyholder chances 
are the baby will be a cute little rascal, all dolled up 
with shiny gadgets like its hundreds of big brothers 
who grace typewriters all over the country. Of course, 
like all new babies, all the care and affection of its 
fond parents will be lavished upon it so it is a safe 
bet that it will lack nothing tending toward perfection. 

Dealers who do not care to wait until February 1 for 
a full report of the new arrival, its looks, ability, utility 
and general characteristics, should write to the Dawn 
Manufacturing Company’s home offices for a preview. 
That’s all, folks. 
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Vea dean FILE 






and it's got Sales Appeal! 


INVINCIBLE 
No. 1200 Line 


ts 


Double flange con- 
struction greatly re- 
inforces roller guide of more expensive lines. And they’ll 
on drawer sides. 






Here’s a new line that’s got what it 





takes to build added sales for you. 






Experienced purchasers of office 






equipment will quickly agree that 
the new No. 1200 File Line has the 


efficiency and constructional strength 






be agreeably surprised when you tell 
7 them how very modestly the line is 
priced. Its constructional features 
and RIGHT prices are a sales-win- 
ning combination to bring you 
ADDED PROFITS by making every 
customer a STEADY CUSTOMER. 


Send for literature and full details. 





Vertical file side stif- 
feners with 8 brakes 
assure extraordinary 


strength and rigidity. Double formed torque braces Free floating roller travels in 
‘ under all cross members in- a specially heavy channel which 
sure unusual strength and is double flanged for added 

rigidity. strength. 





Front upright reinforces 
front pilaster and is re- 
turned against the side 
of file case, eliminating 
any raw edges. 





INVINCIBLE METAL FURNITURE CO. wanirowoc, wisconsin 





OFFICE APPLIANCES 


124 









AN AWARD OF 


MERIT 











OCTOBER 28, 1937 


AS OFFICIAL RECOGNITION OF MERIT IN PRODUCT DEVELOPMENT AND IMPROVE. 
MENT IN MANUFACTURING, THE ASSOCIATED INDUSTRIES OF MASSACHUSETTS 
JURY OF MERIT AWARD HAVE REVIEWED THE PRODUCTS SUBMITTED BY 


sti x ICeagnmil, Coupon 


AND HEREBY RECOCNIZE THE DEVELOPMENT OF 


oP oe ee. ee ee 


AS WORTHY OF THE HICH STANDARDS IN RESEARCH, CRAFTSMANSHIP, AND 
CONSUMER SATISFACTION INHERENT IN MASSACHUSETTS INDUSTRY. 


BALANCED ACTION 
CHAIR IRONS lia 


A most pleasing and satisfactory fixture with 














perfect balance which guarantees smooth action finest made. Simple in principle and free from 
and recovery. Equipped with tempered rubber complicated mechanical details. 

cushions and ball bearings. Lubrication unneces- pi Cor the CK “Balanced Action’ 

sary. Noiseless, as squeaks are impossible. We Putter Cention Chale tn —~ ered 
claim that in this iron we have perfected a bal- by many leading Chair Manufac- 
anced action rubber cushion iron that is the turers as standard equipment. 


NEARLY TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 





COLLIER-KEYWORTH COMPANY 


GARDNER, MASS., U. S. A. 
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WALLACE STARTS 16TH YEAR AS OFFICE FURNI- 
TURE REPRESENTATIVE 


Joseph Wallace, who for fifteen years has been the | 


Metropolitan New York representative of the Myrtle 
Desk Company and the Alma Desk Company, both of 
High Point, N. C., and the High Point Bending & Chair 
Company, Siler City, N. C., last month celebrated the 
opening of his sixteenth year by taking a vacation in 
Florida. 

It was in 1923 that, having secured the representa- 

















JOSEPH WALLACE 


tion of the three well-known furniture manufacturers, 
Mr. Wallace opened operations, entering one of the 
highly competitive regions of the country. Armed 
with a briefcase of catalogues, a pleasing personality 
and a determination to get ahead of the game, he 
started out to make New York businessmen desk and 
chair minded. 

Aided by a native ability as a salesman he succeeded 
from the start. There was plenty of competition, but 
this he counteracted by acquiring an extensive knowl- 
edge of his three lines, which he maintained at his 
fingertips at all times, as a means of backing up his 
sales talk. Times were good, too, but his job was by 
no means an easy one. 

The big test came, however, when 1929 dawned and 
things began to happen to business in a big way. But 
even a full-size depression failed to stop his activities, 
and it is the pleasant assertion of the three firms he 
represents that Mr. Wallace emerged from the dark 
days period with flying colors and his sales record in 
no wise damaged. 

Refreshed and invigorated by a month of basking 
in the Florida sunshine with his family, Mr. Wallace 
is back on the job where his many friends are con- 
gratulating him and wishing him many more fifteen- 
year periods in the field before he hangs up his hat 
and calls it a day. 


ee 


BARKLEY ISSUES NEW CATALOGUE 

C. L. Barkley & Company, 517 South Jefferson street, 
Chicago, last month distributed its new illustrated 
catalogue covering the firm’s entire line of filing ne- 
cessities and supplies. 

The book, which is in loose leaf form, incorporates 
the Barkley report folder and fastener. The illus- 
trations are attractive and the pages are tab-indexed 
for quick reference The folder and guide tab chart 
is bound in the back and serves the user to correctly 
determine folder and guide specifications. The cat- 
alogue also deals with the new Barkley Sta-Guide, a 
recent innovation in the filing supply industry. 
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| That you and your a 
| Secretary, with shorthand, 

| spend about twice the time that 

} you ought to on each day’s mail. 

| The answer lies in a technique 

| so simple it’s amazing . . . and 


impossible the shorthand way. 






| 
a 5 










That your phone calls can be 
put on the record while they 
happen with Dictaphone — thus 
making orders given or taken 
mistake-proof and alibi-proof. 
You'll be interested to see how 
easily it’s done, 











That your whole staff works 


better and more smoothly with the 


Dictaphone. Less confusion. Fewer 
misunderstandings. More gets 
done . . . at an easier pace! 





That shorter conferences are 
j one of the biggest benefits of this 
modern dictating machine. And 
not just shorter, but meatier, too, 
Most men find this an especially 
fascinating part of a Dictaphone 






demonstration. 


That the whole 
story of Dictaphone 


. what it does, 
and who now uses it, 
and how they like it 
... is yours for the 
asking. In your own 
office. As briefly told 
as you wish. With no 
Mail the 
coupon and we'll do 
the rest! 


obligation. 
_ &A 
THE TREND TO 


DICTAD ONE 


TEEPS ON 








iii 


Dictaphone Sales Corporation, 420 Lexington Avenue, New York City 
In Canada—86 Richmond Street, West, Toronto 

[_] Please let me know when **Two Salesmen in Search of an Order”’ will be ex- 
hibited in my city, 


I want to 





see your representative. 


Name —_ e — 





Company 


Address 


The word DICTAPHONE is tt 
Makers of Dictating Machines and 


e Registered Trade-Mark of Dictaphone Corporation, 
Accessories to which said Trade-Merk is Applied. 
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Tis COMPLETE LINE 


makes it eaty to meet any need 


- Sher-Man Tubular Steel Stands . 
for typewriters and other office 
machines are available in eight 
general styles, each with a full 
range of models and choice of 
finishes. 


SERIES 23 


Strong, rigid tubular steel con- 
struction, with five-ply veneer top. 
With exclusive quick-acting foot 
locking device. Available with or 
without shelves—flush or raised 
—and wood or metal drawer or 
stationery cabinet. Also special 
brace stands for heavy machines. 
















SERIES 24 


Tubular steel construc- 
tion with skeleton metal 
top having adjustable 
machine foot rests. 
Quick-acting foot lock- 
ing device. Also special 
brace stands for heavy 
machines. Models with 
and without shelves. 


SERIES 22 


Similar to Series 23 but 
with swivel casters or ball 
feet in place of foot lock- 


SERIES 33 


Lightweight tubular steel 
stands with wooden tops. Rub- 
ber tired casters on rear legs, 
rubber feet on frontlegs. Avail- 
able with or without flush or 
raised shelves, drawer, sta- 
tionery cabinet. 


SERIES 32 
Similar to Series 33 but with ( 
four rubber tired swivel 
casters. 




















SPECIAL STANDS. Models 34 and 35 lightweight stands with 
long wooden tops. Four swivel casters or four rubber feet. 
Model 36 Sorter Tray Stand for filing and deskside reference. 
Model 25 calculator Stand. Series 6 general utility stands, 
Series 7 adjustable height stands. 


WRITE FOR CATALOG NO. 835 


with complete descriptions and listings of all models. 


SHERMAN-MANSON MFG. COMPANY 


625 SOUTH KOLMAR AVENUE ¢« CHICAGO 
Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angeles 


Stock on hand for immediate delivery 


mG Hll 


TUBULAR STEEL S$ 
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ALCO BECOMES L. L. BROWN DISTRIBUTOR 

The Alco Paper Company, Inc., New Orleans, La., 
last month was appointed distributor in that city and 
vicinity for Greylock linen ledger, manufactured by 
the L. L. Brown Paper Company, Adams, Mass. The 
paper is one of the new, eighty-five per cent white 
rag ledgers made by the Brown organization. 





Low 
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MACHINISTS 
MECHANICS 
STUDENTS 


Ou 


ARCHITECTS 
DESIGNERS 











| Raa 8 DRAFTSMEN TEACHERS 
| \ ENGINEERS TOOLMAKERS 
LAYOUT MEN WOODWORKERS 
! — *@- 
: SCHOOL TEACHERS SAY: 
| a “Students Shovid Not Be Without One’’ 
| Seemet 


is HAMPDEN MANUFACTURING CO., Inc., New Yer le 


ie Made is a \ rant 


DISPLAY CARD WITH SAMPLES OF 
WORK THAT CAN BE DONE WITH 
THE JACKNIFE COMPASS PENCIL 
MADE BY THE HAMPDEN MANUFAC- 
TURING COMPANY, NEW YORK, N. Y. 
—Dealers interested in the display 
should communicate with the Hamp- 
den organization’s home offices. 





a 


WONDER LOCK ANNOUNCES 20 MODELS AND 
PRICE REDUCTION 
Coincident with the announcement that there are 
now available twenty new styles of ratchets for the 
Wonder Lock, E. H. White, president of Wonder Lock, 
53 West Jackson boulevard, Chicago, last month re- 
ported a reduction in the price of the All-Purpose 


| model, which will now sell for $1.25. 


' 


TANDS 


With the creation of the new ratchets the company 
has paved the way for dealers to stress the manufac- 
turer’s slogan of “Tell Us What You Want to Lock, 
and We Will Lock It!” 

Of the two models made, the Show Case lock is, as 
its name implies, manufactured exclusively for pro- 
tection of showcases. The All-Purpose, however, since 
the new ratchets became available, has practically un- 
limited uses among them being protection of doors, 
desks, medicine cabinets, workshop closets, filing cabi- 


nets and dresser drawers. 
—?—— 





SHIPMAN-WARD CLOSES NEW YORK OFFICE 

Last month the Shipman-Ward Manufacturing Com- 
pany, Chicago, informed the customers of its New 
York office that the branch was being closed and that 
arrangements had been made with the Ames Supply 
Company to take over the New York accounts receiv- 
able and inventory. 
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~ IN STEEL FILES 
Drawers lidequicklyand = THE NEW GLOBE-WERNICKE 


easily on ten self-adjust- 
rb ate MN-34-1-) Ma of-VOl-MEE-b alo MR AZo) 
case - hardened steel rol- 
lers, in cradle type pro- 
gressive extension slide ... 
Fab bo) oly ol bb aah ol-sa-E-Jb saab bat-ta-) 
noise. 








oaves Over 7% Floor Space 





a | Se 
Drawer front is made with _ = -- Wea)i NETS: 3 
rote (M3 Coy ob bale MB aE-bale(-MEE- bate! : . =1-171~ leu JEABH 
provided with half height 


inner drawer head. Front . | S 15 New “6700” Gy FILES 





is welded to drawer side, 


pb atoha-y-t-p bale MEE-3aa-yale ad aM bate! | : Can Be Placed in the Exact 
earity: Space Required for 14 Other 
Sie FE. eee 


These efficient and well-made Globe-Wernicke ‘‘5700”’ line files have 
many advantages including important saving of valuable floor space 

. greater filing capacity . . . extraordinarily smooth, quiet, easy 
drawer operation . . . rugged construction . . . attractive finishes with 
modern streamlined hardware and LOW COST. They carry the 
“C” grade label and are priced accordingly. 


. Made in letter and legal sizes with each drawer having a clear filing 
Gaahesaohd-\o Mol-t-3lepaWbaat-¥.¢-.-6 0s capacity of 2614”, or a total of 105 filing inches for standard four 
possible to reduce width drawer file. Standard inserts are available, including double and 


Ss ae triple document file, double box drawer and card index inserts for 
2 : 3” x 5” and 4” x 6” cards. 

portant saving in floor 

space. Write for descriptive circular, prices and additional information about 


the Globe-Wernicke proposition for dealers. 


Globe-Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions Speci 


and Wood Equipmient for Libraries, Schools and Public Buildings—Filing 
Stationers’ Products; Storage and \ isi Record Equipment and Steel Shelvins 


Service 
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{ Other Lands Section— 
Continued From Page 63 

(Business Equipment at Paris Show—Continued) 
loose leaf systems, National cash registers, Underwood 
typewriters, Sundstrand adding machines, Marchant 
calculators, Ediphone dictating machines, Allen calcu- 


lators, Dalton adding machines and Barrett adding | 


machines. 

The French associations which codperated in spon- 
soring the Sixteenth Commercial Organization Exhibi- 
tion are as follows: Chambre Syndicale de l’Organisa- 
tion Commerciale (president, Mr. Andre Chauvin); 


Chambre Syndicale de la Mechanographie (president, | 


Mr. Buhecker); Chambre Syndicale des Importateurs 
de Machines de Bureau (president, Mr. Mamet); 
Groupe des Constructeurs Francais de la Mechano- 
graphie (president, Mr. de Turckheim). 
o—e ee 
WONDERS OF AFRICA IN PICTURE AND PRINT 
To our old friend, Arthur Tunley, of Tunley’s, Bon 
Accord House, Johannesburg, we are again indebted 
for a copy of the British South Africa Annual. The 
large, 168-page illustrated book incorporates the 
Rhodesia Annual and the East Africa Supplement. 
As in former years, the book is resplendent in a 
beautiful cover in colors. This 1937-38 edition cover 
presents “Able Mountain,’ a harbor scene by Greig, 
depicting a modern ocean liner at anchor before a 
majestic crest of orange and gold mountain ridges. 
Within is the remarkable collection of full-page 
plates, photographs and interesting articles for which 
the Annual has become famous during its twenty-eight 
years of existence. Zululand, Rhodesia, the Athi 
Plains, Kenya, Mombasa and Uganda; all are covered 
in picture and text in a manner to awake a longing 
in the reader to see the wonders of Africa first-hand. 





Romance in Industry 


Still other articles deal at length and in minute 
detail with the industries of the great continent, many 
of which have been the romantic background of some 
of the world’s greatest literature. Gold and diamond 
mines, jungle reclamation schemes and dock extension 
plans, missionary heroes of the past, the fight to save 
certain tribes of blacks from extinction, big game 
hunting—all of these subjects and more are recounted 
in the pages of the Annual in an intensely interesting 
narrative manner. 

The foreword, a feature of every issue, deals this 
year primarily with the ever-increasing ease of travel 
in what was once known as the Dark Continent. In 
this connection it says in part: 

“The territories covered by the Annual are year by 
year being drawn into a closer codperation engendered 
by similar problems and common interests. Frontiers 
are flimsy barriers in an age of air travel and the 
equator is now but a few hours flying time from the 
Cape of Good Hope. 

“But it is not only the rapid development of aerial 
transport which frontiers are dissolving. Motor roads 
now link up South and North, East and West, to an 
extent which a few years ago would have seemed 
fantastic and which even today is barely realized by 
the vast majority of people.” 








Throughout the Annual are pages of advertising 
impressive of the varied industries of the United States 
of South Africa and the states of East Africa. In the | 
South is a great range of splendid products of seed, | 
plant, vine, bush and tree. While from beneath the | 
surface is brought a wealth of products topped in | 
value by gold. About the same distance south of the | 
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900 E. 95th St. 


lige TO VAIL” 





MARE 1938 
A BETTER 


YEAR ! 


Start the new year with the Vail 
line, and 1938 will be a better 
year for your paper fastener 
business. Why? For these good 
SALES are made 
Vail 
packaging and reasonable prices. 
2. REPEAT CUSTOMERS are 
insured by Vail high quality 
and honest values. 3. PROFITS 


are greater from increased sales 


reasons: 1l. 


easier by the attractive 


developed thru Vail co-operation 
and service. Let us help you with 


the advantages of this fine line! 


PAPER 
PINS, 


CLIPS, STAPLES, 
BRASS FASTENERS, 
THUMB TACKS 


Send today for dealer’s price 
list and discount sheet No. 


1138A 


VAIL 


MANUFACTURING 


COMPANY 


Chicago, Il 
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Clip this coupon 


for information and price 
list on Spongex Cushions 






There are good reasons why 
you should §be handling 
Spongex Cushions — why 
you too, should be profiting 
by the demand for these comfortable, attractive, 
and reasonably priced cushions. 


The complete price range permits you a good 
profit. Spongex Cushions are made in many 
comfortable thicknesses and in sizes to fit prac- 
tically any office chair. They are neatly covered 
with a variety of attractive and durable materials. 


Spongex Cushions are good, and we say so in 
the advertising, display cards, circulars and 
imprinted blotters which are among the sales 
helps we give Spongex Cushion dealers. 


Why not investigate the profit possibilities of 
these cushions today? Without obligation to you, 





mation, illustrations and price lists. 


the coupon below will bring you complete infor- f 


CUT HERE 





Ple 


ase send us com plete 


: informati 
rices or ‘ 10n and 
P ; Sponge X offic 


| € seat cushions, 
Name 


gs eset, 


Firm Name 


ra 
5p gee 


THE SPONGE RUBBER | 
PRODUCTS COMPANY 


160 Housatonic Ave., Derby, Connnecticut 


OFFICE SEAT CUSHIONS - TYPEWRITER AND 
OFFICE MACHINE PADS 
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|equator as the southern states of our own country, 
South Africa enjoys a delightful climate with a degree 
of moisture which gives flourish to the products of 
the soil. 

Impressive Advertising 

Indicative of the vast territory covered by the book 
‘is the East Africa Supplement which deals with 
Tanganyika, Kenya, Uganda, Beira, Lourenco, Marques 
‘and the province of Mozambique, Portuguese East 
| Africa. 

The book, which measures 11x15 inches, is pub- 
lished and issued by Horters, Ltd., printing and office 
equipment house, Johannesburg, Pretoria, Bloemfon- 
|tein, Capetown, Fort Elizabeth, East London, Durban, 
Salisbury and Bulawayo. 
| ————_*—= > 0—____ 

BEAUTIES OF NEW ZEALAND TOLD IN OTAGO 
TIMES XMAS ANNUAL 

| Through the generosity and thoughtfulness of our 
‘good friend, T. S. Coull, of Coulls Somerville Wilkie, 
'‘Ltd., Dunedin, New Zealand, comes a copy of the 
Christmas Annual of the Otago Times and Witness. 

Scanning the pictorial presentation, the imagina- 
itive mind goes on an interesting journey through 
‘this picturesque island where nature crowded some of 
‘her finest art into a comparatively small area. A 
‘land where the mountains come down to the sea, bleak 
‘and barren in part but more frequently clothed in 
‘nature’s finest adornments. A land where plenty of 
‘game tempts the huntsman—where surrounding wa- 
‘ters furnish an ever-tempting lure for disciples of 
‘Izaak Walton; where thriving cities hum with indus- 
try; where the rolling hills present the ever-interesting 
ispectacle of grazing sheep; where rugged snow-capped 
‘peaks rise in their forbidding majesty through which 
'a torrent roars here and spreads out in a peaceful, 
placid lake in yet another part. 
| An interesting place is New Zealand and from this 
‘volume we are reminded of the pride in the homeland 
lof the New Zealanders it has been our privilege to 


| meet. 


CIA LA CAMONA TAKES FRIDEN LINE 

| Recently arrangements were consummated between 
ithe Friden Calculating Machines Company and Cia 
\La Camona of Buenos Aires whereby the latter organ- 
ization takes the Friden dealership for the Argentine 
ee The sales personnel of the South American 
‘firm is broadly experienced in the distribution of cal- 
iculating machines. For the last twenty years of its 
ithirty years of existence, Cia La Camona has been 
selling mechanical calculators. The company has 
maintained an adequate check-up and repair service, 
assuring its customers satisfactory operation of the 
machines purchased. 

Other manufacturers represented in Argentina by 
Cia La Camona are as follows: Bostitch Inc., Royal 
Typewriter Company Inc., Detex Watchclock Corp., D. 
Gestetner Ltd., The General Fireproofing Co., Gledhill- 
‘Brook Time Recorders Ltd., Hedman Manufacturing 
iCo., and Underwood Elliott Fisher Co. (Sundstrand, 
‘Elliott Fisher and Underwood adding, accounting and 
bookkeeping machines only). 

Se 

LINN & CIA REACHES TWENTY-FIFTH YEAR 

Linn & Cia, Montevideo, Uruguay, will celebrate its 
twenty-fifth anniversary of the business this year, the 
company having been founded in 1913 and through the 
years developed to one of the outstanding office equip- 
ment companies in lower South America. Among the 
products handled are L. C. Smith and Corona type- 
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Now Propucinc Business 


for EXCLUSIVE SHAW-WALKER DEALERS 


The 1938 
BUYERS’ GUIDE 
| esas Wolo @sislec 


ee exclusive 
agents are already off to a flying start with the new 
1938 Shaw-Walker BUYERS’ GUIDE. 


During 1938 this 492-page sales producing catalog 
will produce extra profits for exclusive Shaw-Walker 
dealers just as the two previous editions have done. 


Any Shaw-Walker dealer will tell you that the 1936 
and 1937 BUYERS’ GUIDES are the basic reasons why 
he has enjoyed more than the normal increase in 
sales and profits during the past two years. 


Any Shaw-Walker dealer will also tell you that 
the BUYERS’ GUIDE means more calls and orders 
daily for every salesman because in one place it pro- 
vides the salesman with all order producing details, 
thereby speeding up the work of selling. 


The BUYERS’ GUIDE is only one of the six profit- 
making features of the enormous Shaw-Walker 
franchise. This franchise embracing more than 
4,000 items is the most complete line of profitable 
and saleable products in the office equipment field. 


, “Built Like a 


Ask any of the numerous dealers who have 
changed to Shaw-Walker about their increase of 
sales and profits as a result of the change. 





After listening to others you will quickly decide 


that you too can do better with the enormous 
MUSKEGON, MICHIGAN Shaw-Walker line. 





Shaw-Walker wants better representation ‘in 
certain cities—Yours may be one of them— 
ASK ABOUT YOUR CITWSRODAY 
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The Modern 
Executive O pice 


TM 








Eagle-Ottawa leather adds 


comfort as well as distinc- 


tion in this excellently pro- 
portioned sofa by the W. H. 
Gunlocke Chair Company of 


Wayland, N. Y. 
OFFICES 
N E W Y © R & 
2 Park Avenue 
CH {*S] A SOC 


912 W. Washington Blvd. 


HIGH POINT, N. C. 
900 North Main 


$sT. towers, ww oO. 
1602 Locust Street 


LOS ANGELES, CAL. 
1012 Broadway Place 


SAN FRANCISCO, CAL. 
615 Howard Street 


PORTLAND, ORE. 
1235 N.W. Glisan Street 


HETHER it be the reception room or the private office, today’s 
Ww executive or professional interiors gain much in character and 
good taste through the application of fine leather by Eagle-Ottawa. The 
best of current office furniture féatures Eagle-Ottawa as a beautifully 
appropriate and remarkably versatile upholstering and decorative medium. 
Desks and tables inlaid with Eagle-Ottawa leather look more impres- 
sive. Chairs upholstered with Eagle-Ottawa gain in wearability as well 
as distinction. Wall panels of Eagle-Ottawa leather help provide a dis- 
tinguished atmosphere that raises an office interior far above the common- 
place. There are 155 different tones and colors available in the new 
Colonial, Guildhall and Dixie lines . . . 80 of which can be shipped imme- 
diately. A request on your letterhead will bring you samples that will 


reveal the full possibilities of Eagle-Ottawa ieather. 


Encic-Ortawa Leatuer Co. 


GRAND HAVEN «- MICHIGAN 
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writers, the lines of the Yawman and Erbe Manufac- 
turing Company, visible index systems, ribbons and 
carbons and the lines of the Bates Manufacturing 
Company. 

For announcement of its silver anniversary, the com- 
pany sent to its friends at Christmas the Bates Manu- 
facturing Company’s patent list finder with the Linn 
& Cia statement printed on the metal lid. 

——_9——2- 
1800-POUND STEEL FILE INSTALLATION 


Probably the largest installation of steel files to be 
made in Topeka, Kans., is the custom-built unit re- 
cently placed in the Unemployment Compensation 
offices in the National Bank of Topeka by the Bom- 
gardner Furniture Company. 

The installation, which weighs 18,000 pounds, is a 
tabulating set of file cabinets manufactured by the 
Browne-Morse Company, Muskegon, Mich. It has a 
two and one-half million card capacity, according to 
R. W. Bomgardner, owner of the company making the 
large sale-—AG 





—_—__—_—_»9—a—¢ 


BOONVILLE BUSINESS CHANGES HANDS 


Mrs. Margaret Howard, office supply dealer and out- 
fitter, on the south side of the public square at Boon- 
ville, Ind., recently sold her store to Andy Franz from 
whom she purchased the store eleven years ago. The 
business is one of the oldest in the city of Boonville. 
Mr. Franz will enlarge his stock from time to time 
and says he will continue to carry everything in the 
office supply line-—WBC 

————- = —__ 


MESSENGER COMPANY REMODELS STORE 
The Messenger Printing Company, Fort Dodge, Ia., 
last month completed a remodeling of its establish- 
ment which resulted in removing all wood equipment 
and installing steel store fixtures of the Service Steel 
Products Corporation, Chicago, III. 
As part of the new store plan all merchandise has 


been departmentalized and floor cases arranged to | | 


provide better distribution of store traffic. 


————¥—=>—o —____ 


WILSON TAKES PLASTIC BINDING FRANCHISE 

Wilson Stationery and Printing Company, Houston, 
Texas, now has the exclusive franchise in Houston for 
plastic binding. In addition to stationery and litho- 
graphing work the firm carries office furniture, steel 
filing equipment, safes, storage cainets, and in the new 
year staged a promotional campaign on all steel trans- 
fer cases.—CG 

— - 
UEF TRANSFERS SCHUNEMAN TO OKLAHOMA 
CITY 


Lloyd F. Schuneman, who formerly represented the 
Underwood Elliott Fisher Company at Clinton, Okla., 
last month was transferred to the Oklahoma City 
office, 220 Northwest First street. He will operate as 
a city salesman in place of T. E. Brogdon who was 
transferred to the Clinton territory —EVH 

re 
BUSINESS FIXTURE EXCHANGE MOVES 

The Business Fixture Exchange, Memphis, Tenn., 
last month moved into new quarters at 174 South Sec- 
ond street from a location on Beale avenue where the 
firm had been installed for many years. The organiza- 
tion, which features office furniture as well as fixtures, 
is headed by A. Weinberg,_-CG 
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Now that inventory time is 


over check your stock care- 
fully. 

Be sure you are ready for 
your trade that want the 
Tuidiell Line 

RING BOOKS MEMOS 


RING BINDERS 
ZIP-ZIP RING BOOKS 
METAL HINGE BINDERS 
FEATHERWEIGHT MEMOS 
PRESS-TO LEDGER OUTFITS 
WIRE-O STENO. BOOKS 
MY FINANCES MY BUDGET 


Check your Auddel Catalog 
for 


and send your order in 


prompt delivery. 





TRUSSELL MANUFACTURING CO. 
Poughkeepsie, N. Y. 

















COMMUNI-CALL| 


A Profitable Specialty 
Sell! 


For You to 


30 


Complete 


Two 
Stations 


There’s money to be made selling communicating 
systems. Offices, hotels, garages, stores, hospitals, 
factories—all are good prospects. 

Communi-Call has met with remarkable success. It 
has many unusual selling points, clear reproduction 
even at a distance from receiver, extra power so sta- 
tions can be placed farther apart with perfect recep- 
tion, “talk back” feature without turning switch, 
works on all currents, comes in attractive compact 
cabinet, easily installed and readily equipped with 
extra stations. 

Prospects instantly recognize Communi-Call’s out- 
standing advantages. They simplify your sales efforts. 


Full particulars upon request. 


Chicago Sound Systems Co. 
160 E. ILLINOIS ST. CHICAGO, ILL. 
































WOODSTOCK 
TYPEWRITERS 


BRANCHES IN PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 














In February 


WE WILL ANNOUNCE A NEW LINE OF 
Murphy 


OFFICE 
CHAIRS 


which will include 
both leather uphol- 
stered and wood 
seat patterns. Illus- 
trations and descrip- 
tions will appear in 
our February adver- 
tisement. Watch forit. 


Murphy Chair Co. 


INCORPORATED 


No. 7286 






Owensboro, Kentucky 
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MIDWEST TRAVELERS CLUB NOTES 


Bill Bohart of the Eberhard Faber Pencil Company, 
is back on the job, fully recovered from injuries 
suffered in an automobile accident. About the middle 
of December he spent two weeks with his successor 
in the midwest territory and then left for New York 
where he took up his new territorial work. Jack 
Howe, who was formerly with Latsch Bros., takes 
Bill’s place here. 

* * * 

One of our most prominent visitors last month 
was Otis Steele, of the Joseph Dixon Crucible Com- 
pany. He sounded a note of optimism, saying that 
business was splendid during 1937 and will be good in 
1938. 

* * * 

Another pencil man in our midst was Ralph 
Maneval, of A. W. Faber, Inc., who came to town 
long enought to supply local dealers with plenty of 
stock for the holiday season. 

* * * 

Bill Boyd, of Acco fasteners, and Matt Dillon, 
Associated Stationers Supply Company, were also 
very much in evidence and both expressed fond hopes 
for 1938 business. 

* * * 

Frank G. Miller, Wallace Pencil Company, is now 
covering a very large territory, calling only on the 
jobbing trade while Izzy Voda takes over a part of 
the midwestern territory to call upon dealers formerly 
serviced by Mr. Miller. 

* * * : 

The Stationers Association of Greater St. Louis is 
still talking about its Christmas party held on Decem- 
ber 20 for members only. The exchange of gifts 
donated by the membership was a special feature. 

* * * 

Phil Shinn of the Victor Safe & Equipment Company 
now maintains his home and headquarters in St. 
Louis, although traveling still keeps him on the road 
a great deal. 

* * * 

Bill Klimas who graces the stationery department 
of the Midland Printing Company, Jefferson City, Mo., 
was back on the job just before Christmas, having 
recovered from a serious operation at the Jefferson 
City Hospital. 

I 


PACIFIC NORTHWEST NOTES 


As the year ends many Seattle stationers look for- 
ward with considerable optimism into the New Year, 
especially as many of their outside salesmen who have 
been reporting ‘“‘No Business” this December on various 
days have been assured by their contacts of fairly 
large orders after the holidays or early in the month 
of January. 

The year that started most auspiciously and rose 
to a goodly volume during the early Fall (the months 
of September and October), experienced a drop in 
November and a decline in December, as compared to 
the volume of many of the Seattle stationers last year. 
But high hopes are entertained for the pick-up after 
the holidays and the year 1938 has gotten under way, 
particularly since some of the salesemen for commer- 
cial stationers have been promised big orders at that 
time. 

* oa * 

A. E. Fransen, head of the Seattle stationery house 
of that name on Third avenue, left for Southern 
California and the sunshine for the holidays, driving 
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Back in 1930, when we decided to rebuild 
the Imperial line of carbon paper, we began at the very 
beginning. We secured samples of copy papers used in the 
average office. We brought into the organization three carbon 
paper technicians, men whose combined experience totaled 
over one hundred years. 

We asked these men to create sheets of carbon 
paper that would do outstanding printing jobs on these 
samples of copy paper. Because—after all—the typewriter 
is a printing press in an office, and for best results the correct 
ink formula coated on the proper kind of carbon tissue must 
be used. The goal was won in 1934 and today we are assured 
that Peerless Key-Imperial Carbons are as fine as can 
be made. 

If you have read our carbon paper ads you 


know that we have been quite modest about the quality of 


Peerless Key-Imperial Carbons. We have talked more about 
how we could help dealers build a bigger, more profitable 
business. Yet, despite this restraint in our claims, Peerless 
Key-Imperial Carbons have built up a volume that exceeds 
the business of much older manufacturers. 

The big reason for this growth is that Peerless 
Key-Imperial Carbons have sold themselves—to the public 
on their quality, to the dealers on their profit. We have 
built the line from an entirely different angle, and in market- 
ing it we are inspired by the philosophy of doing the job 
exclusively through dealers. 

Today we have the satisfaction of knowing our policy to 
have been right—of knowing that whatever we have made 
and sold through dealers has advanced the dealers’ interest— 
of knowing that both dealers and their customers appre- 


ciate it. 


PEERLESS KEY-IMPERIAL MFG. Co.. INC. 





At our expense—not yours we invite you to 
sample Peerless Key-Imperial Carbon Papers among 
your customers — and typewriter users generally. If the 
claim is true—if typists say that Peerless Key-Imperial 
carbons are “‘marvelous’—then you've really ‘“‘got 
something’’—you can build a_ bigger business—at a 
margin of profit you will marvel at. 

And the claim has got to be true. The Peerless Key- 
Imperial reputation will never be endangered by state- 
ments that can’t be substantiated. 

There is a definite sales plan for you to work on 
with Peerless Key-Imperial Carbons. The plan is proved— 
it clicks—it’s simple—it gets the cooperation of salesmen— 
it produces unusual results. 

We want active dealers. If you are such a dealer, 
be sure to write us. 


General Office and Factory: 401-407 Mulberry St., Newark, N. J. 


The manufacturer with the dealers’ viewpoint 


Branches: New York City, 321 Broadway 


Chicago, 19 S. Wells Street 


Detroit, 1000 American Radiator Bldg. 


Los Angeles, 1127 Wall Street 





, ND pots 
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The Hew 


SUPER-PRONTO 











Pat. No. 2,061,485 


Before you buy Storage Files _ 
ask these 4 questions -! 


@ HAS IT AN AUTOMATIC STOP? .. NO OTHER CORRUGATED BOARD 
@ HAS IT A SLIDING SUSPENSION ?. . STORAGE FILES OFFER ALL THESE FEA- 
@ HAS IT AS MANY AS 6 ROLLERS? . TURES. SUPER-PRONTOS ARE _ DELIV- 


@ HAS IT AN ALL STEEL BACK? ... ERED K. D. FLAT. 


WRITE FOR SAMPLE 


PRONTO FILE CORPORATION, 636 BROADWAY, NEW YORK 
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to the southland with his sister and brother-in-law. , 


On business and pleasure, he expects to be gone about 
three weeks. 


* * * 


J. S. Walton, district manager of the Pacific Carbon 
& Ribbon Manufacturing Company, manufacturers of 
Grand Prize carbon paper and typewriter ribbons at 
San Francisco, Calif., for the past thirty-five years, has 
new offices in Seattle at 425 Smith Tower, from which 
building he surveys the district. His company has 
recently doubled the size of its plant to take care of 
augmented sales volume, and has found the uniformity 
of the Coast climate of great assistance in the manu- 
facture of a uniform quality of carbon paper. The 
district manager, first coming to the Pacific North- 
west and stopping at Spokane in 1918, went East, then 
returned to the region, at Seattle, in 1922, only to 
leave thereafter for the Mid-West, but this time Mr. 
Walton expects to remain in Seattle and has pur- 
chased a home in this city for permanence. 


* * * 


Concerted effort to make this a real stationery 
Christmas in Seattle was made on the part of local 
stationers and typewriter dealers, with numerous Yule 
offerings in special Christmas packaging. Windows 
along Second avenue, at some of the office supply 
houses along this “Threadneedle Street” or Office Row, 
were exceptionally beautiful, some with effigies of St. 
Nick, and merchandise trimmed for the occasion. One 
of the most striking setups was that of E. W. Hall 
Company, Inc., two doors north of their establishment 
at 911 Second avenue, where a typewriter was being 
electrically operated, the keys magically sinking and 
clicking as by an invisible force that drew many 


window-shoppers. 
* * « 


Selling typewriters by “The Desk Test” is the new 
merchandising method of the Royal Typewriter Com- 
pany, Inc., 1516 Second avenue, Seattle, which is advo- 
cating a test on stenographer’s or secretary’s desk of 
the executive in order for the machine to prove its 


advantages. 
* * * 


“Your New Office Is Here” is the way a bid for 
business is made at the large salons of the Bank & 
Office Equipment Company on Third avenue, near 
James street, Seattle. Visitors are welcomed to the 
displays and are urged to examine the “new offices” 


that are on view. 
om on * 


Excellent advancement made in business by the 
Allen-Wales Adding Machine Corporation this year 
was recently commented upon by Mrs. Ruth McNeely, 
office manager for the Seattle district agency of that 
business machine organization at 821 Third avenue, 
Seattle. She pointed out that the adding machine 
company had for the first ten months of 1937 exceeded 
the total business of 1935 and 1936 combined. August, 
moreover, was the biggest month in the history of the 
company in thirty years, breaking all records for 
monthly volume. 


* *” * 


Wilson’s Book Store and Radio Co. No. 2, moving 
to 230 Broadway, N., Seattle, recently, has had installed 
a sub-postoffice for convenience of patrons. John N. 
Wilson is the author of the Washington State Fair 
Trade Act.—CML 








| 
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STEEL COSTUMERS 
* 


Sanymetal Steel Costumers 
sell steadily all year round be- 
cause of the extra convenience 
they offer. 

Sanymetal Steel Costumers 
with their modern lines, en- 
during imitation wood finishes, 
and “balanced” construction 
are guaranteed to stay upright 
even when the load is all on 
one hook ... do not loosen or 
warp... have no rough edges 
to catch at clothes. 

List Prices F.o.b. Cleveland, 
Ohio, are as follows: 


Green or gray.........--.-..... $10.00 
Mahogany, walnut or oak 11.00 
White enamel .................. 13.50 


Write for dealer discounts and de- 

scriptive folders showing full range 

of colors. 

THE SANYMETAL PRODUCTS 
COMPANY, INC. 


1681 Urbana Road, Cleveland, Ohio 


* 























“IL. 1. 1B. 


BINDER CLIPS 





The original and 
genuine clips, in all 
three sizes, 


No. 2, No. 5, 
No. 10. 


These clips are so 
well tempered, they 
will expand to the 
capacity of the clip 
or will securely hold 
two or three sheets 
of paper. 


Write for revised 
price list. 





a 
CUSHMAN & DENISON MFG. CO. 
241-243 West 23rd St. New York City 


Established 1884 
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NEW CATALOG - - 


Send now for your copy. Contains latest 
prices and sales information on all of these 
profitable transfer supply items together 
with handy Barkley Folder & Guide Tab 
Chart 





Pruitt for 


Low Prices! 
New Trays for 





Addressographs 


WORTH $1.15 
Now 80c 


The new trays for 

Addressograph are reg- 
ulation size with a new tilted 
card holder that makes it easy to read. 


NEW STEEL CABINETS 
FOR ADDRESSOGRAPH FRAMES 
AT USED PRICES 


The new steel cabinets come in three sizes, 6 Drawer at $10. 
18 Drawer at $18, 30 Drawer at $23. All are equipped with door 
and lock and finished in Olive Green. 
Both Cabinets and trays are outstanding values as every 
addressograph user will recognize. 
Order them now. Liberal dealer discounts. 
They will be sent upon approval if you desire. 


mm Pruitt co. 


771 Pruitt Bldg. Chicago 
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XMAS BONUSES TO WORKERS 

Employes of the W. A. Sheaffer Pen Company, Fort 
Madison, Iowa, last month were paid Christmas 
bonuses amounting to ten per cent of their individual 
salaries from June 1 through November. The gift is 
similar to one given in July when the workers were 
paid a like percentage of their earnings for the first 
half of 1937. 

An interesting sidelight of the company’s gift to its 
employes is the calculation that the entire sum, if 
divided between every man, woman and child in Fort 
Madison, would amount to over ten dollars per capita. 

The bonus, distributed in mid-December, was paid to 
every member of the organization, including those in 
the factory and home offices and the Chicago, San 
Francisco and New York offices. 


* * * 


Twenty-five dollars in cash was given as a Christ- 
mas bonus to each-of the 100 employes of the Adams 
Sales Book Company, Topeka, Kansas., according to 
John Adams, vice-president—AG 

In a part of the plant, operations are constant for 
24 hours a day, in three shifts. The average weekly 
payroll runs between $3000 and $3500. Adams make a 
million and a half of their sales books, in many styles, 
each month, and sell in every state in the union. Sales 
books are but one of their specialties; they do a gen- 
eral printing line as well—AG 


* * * 


At- the annual Christmas party held. by employes of 
A. W. Faber, Inc., Newark, N. J., F. C. Mindnich, presi- 
dent of the corporation, announced a vote passed by 
the board of directors to give a bonus of $50 to each 
employe with one year or more service. This was the 
second bonus to be distributed in this manner. 


* * # 


Totaling approximately $45,000, a Christmas bonus 
was paid on December 24 to the 1600 employes of the 
Addressograph-Multigraph Corporation’s Cleveland 
plant and New York branch. The bonus is the second 
to be received by the Cleveland workers, all of whom 
were given a similar gift in July totaling about $40,000. 


* * * 


Smith & Butterfield, office supply dealers and out- 
fitters, 310 Main street, Evansville, Ind., last month 
gave a Christmas bonus of one week’s pay to all 
employes who have been with the company for more 
than one year. A similar present was given the staff 
last June.—WBC 

Oe @ ——— 


CURRENT FINANCIAL STATEMENTS 

Remington Rand November sales totaled $4,367,791, 
an increase of 8.8 per cent over October, 1937, and 
of 14.1 per cent over November, 1936, sales of $3,827,280. 
For eight months to November 30, sales totaled $32,- 
570,996, against $27,450,829 in the like 1936 period, an 
increase of 18.7 per cent. 

“These figures,” J. H. Rand, Jr., chairman, said, “in- 
clude sales of General Shaver Corporation. Produc- 
tion by this subsidiary of the new electric razors was 
trebled recently, but the increased output is still in- 
sufficient to fill incoming orders.” (Chicago Daily News, 
December 10, 1937.) 

Royal Typewriter Company, Inc.—A dividend of 1%4 
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DO YOU KEEP UP WITH FAST-MOVING ITEMS? 


The best way to keep your stock turning over and your profits 
coming in is to handle fast-moving items—which means the 
Oakville Yellow Box Line. These items are built for speedy use 
which explains their well-established acceptance—and which in 
turn keeps them moving off your counters. Uniform, attractive 
appearance on your shelves and in your windows helps move 
them. And uniform quality keeps customers sold, helps sell other 


members of the line. 


You save time in ordering too: One order, one shipment brings 
you a full stock of paper fastening devices—saves duplication and 
extra shipping expenses. And Oakville always moves fast in 
helping you—with full cooperation, active merchandising helps, 
fair profits always. Get to know the whole Yellow Box Line 
it can help your sales. Write for the full story to the address below. 


OAKVILLE COMPANY 


DIVISION SCOVILL MANUFACTURING COMPANY 





OARvE SS con en 

f »2 WATERBURY CONNECTICUT 

5 f; PINS, CLIPS, FASTENERS, THUMB-TACKS, TAK-A-PINS, ETC. 
hon MEW YORI Consda—BROWN BROTHERS, LID., TORONTO 2, CANADA 


@EG U5 PaT.OFR 


OAKVILLE ACQUIRES 
VULCANITE HOOKS 





Formerly a product of the Vulcanite 
Manufacturing Company, a line of 
window and magazine hooks has 
been acquired by the Oakville Com- 
pany, Division Scovill Manufacturing 
Company, Waterbury, Conn. 

As the name implies, the hooks are 
useful for hanging magazines, tablets 
and other objects, especially those of 
a flat nature, in show windows and 
display stands. The window and 
magazine hooks will support objects 
up to one pound and up to two pounds 
respectively. 

While some of the Vulcanite window 
hooks have been discontinued the 
following sizes, finishes and packings 
are available: No. 2000, steel, nickel- 
plated, half-gross bulk in box: No. 
200, steel, nickel-plated, two dozen on 
card; No. 622, a magazine hook is of 
steel, nickel-plated, half-gross bulk 
in box. 
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G. any language — 
NIAGARA stands OT ACCUTACY 


Wren a machine sets a new standard of excellence and 
accuracy, it soon outgrows mere national boundaries. 
Whether it be a Stencil Duplicator or a weather indicator, 


it belongs to the world. 


Such has been the history of the Niagara Stencil Duplicator. 
In little more than three years Niagara Duplicators have been 
welcomed by executives around the globe. In North America 
and South America... in Europe and Asia . . . wherever 
modern business demands hairline ACCURACY and 
PRECISION — there you will find the Niagara. 


Though the growth of the Niagara has been spectacular, it 
has also been sound... for it is based on perfectly synchro- 
nized, smoothly operating construction features introduced 
and developed by Niagara alone .. . features which will 
carry on Niagara's record of PERFORMANCE in competitive 


tests in any land or language. 


NIAGARA DUPLICATOR CoO. 


MAIN OFFICES ¢ 128 MAIN STREET, SAN FRANCISCO 
PLANT NO. 1: 5815 THIRD ST.. SAN FRANCISCO PLANT NO. 2: 37 LITTLE WEST 12TH STREET. NEW YORK CITY 
CABLE “NIADO” U.S. A. 
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per cent, amounting to $1.75 per share, on account of 
the current quarterly dividend period ending January 
31, 1938, has been declared payable January 15, 1938, 
on the outstanding preferred stock of the Company to 
holders of preferred stock of record at the close of 
business on January 5, 1938. A dividend of $0.75 per 
share has been declared payable January 15, 1938, on 
the outstanding common stock of the Company to 


holders of common. stock of record at the close of busi- 
(Ne ¥e ] 


ness on January 5, 1938. H. A. Way, Secretary. 


Herald-Tribune, December 30, 1937.) 
—_— = 2 


E. B. MASON TAKES WEEKS AND SAINBERG LINES 
Recently Earl B. Mason was appointed representative 
of the Frank A. Weeks Manufacturing Company cover- 


ing the states of Indiana, Michigan, Ohio, Missouri, | 


Kansas, Nebraska, Iowa, Wisconsin, and Minnesota. 
He is calling on the dealers in the same territory, with 

















EARL B. MASON 


two exceptions, in the interest of Sainberg & Com- 
pany. The exceptions are the states of Ohio, which 
he does not cover for Sainberg, and Northern Ken- 
tucky which he does not cover with the Elsane line. 

Mr. Mason has had a broad experience in the office 
equipment industry. His first connection was with the 
Chicago sales organization of the Rapid Addressing 
Machine Company in 1907. After seven years of suc- 
cessful activity he moved to St. Louis where he estab- 
lished his own business distributing office machines. 
For twelve years he conducted the St. Louis business 
successfully and then for a time was engaged in work 
outside of the office equipment industry. He returned 
to the fold not so long ago and immediately began 
recording himself as a successful salesman. 

Recently he sold fountain pens to the trade in the 
middle west. Because of the experience in selling both 
at wholesale and retail, he has the knowledge which 
makes him a sales consultant capable of offering help- 
ful suggestions and ideas to dealers. 

a SS ae 
NEWS JOTTINGS FROM ALABAMA 

Joe Justo, city salesman of the Birmingham branch 
of the Underwood Elliott Fisher Company, is recuper- 
ating from the effects of an appendicitis operation 
performed recently at the West End Baptist hospital in 
Birmingham. He spent a short convalescent period at 
home but is now back on the job. 

* * * 

The Schade Office Machine Company, 608 North 
Twentieth street, Birmingham, recently increased its 
staff with the appointment of Guy Martin to the ma- 
chanical department. 


* * 


Fred Ward, honor graduate of Millsap College, Jack- 
son, Miss., recently joined the forces of the Office 


ra 





YOUR OWN SALESMEN 


A 
5 This man may be one of your customers. If 
> so, he is ready to be sold the Memindex 
System—the famous memo system on cards. 
8 Complete Memindex consists of two handy 
pe units—POCKET CASE for temporary data 
Q plus DESK UNIT for permanent records. 
a Dated and otherwise cleverly indexed cards 
=) fit both so temporary daily memos can 
O placed in permanent file. ‘“Memindex is 
ae memory in your pocket and at your finger- 
tips.” 
vn p 
WIN PRESTIGE 
with MEMINDEX 
When you sell a 
Memindex, you gain a 
friend. Many a suc- 
| cessful man claims his 
| purchase of a Memin- 
| dex Automatic Memory 
| was an impertant step 
| in his climb to the top. 
Write for Complete Information 
| WILSON MEMINDEX CO. 
153 St. Paul St. Rochester, N. Y. 
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crimminy // 1 
LOST MY CHANCE 
BECAUSE | DIDN'T 
HAVE A GOOD 
MEMO SYSTEM 


















OUR NEW BABY! 


Mother would call her a darling 
A sweetheart she’d be to her Dad 

But to all dealers she'll be a WOW! 
When on Feb. 1st this “baby” 


makes her bow. 


DIVISION OF THE 


HALL-WELTER CO, INC. 


181 ST. PAUL ST. ROCHESTER, N. Y. 














GOOD RESULTS 
From Top to Bottom of Bottle 


Start 1938 with Clarotype and increase your type 
cleaner profits. More than 4500 dealers have proved 
this fact. Clarotype gives your customers type cleaner 
value from top to bottom of each bottle. It makes 
repeat orders in place of lost orders from “do all” 
cleaners which “‘do nothing” well. Let our new mer- 
chandising aids help you double your type cleaner 
sales. Make every type cleaner buyer a satisfied cus- 
tomer. Order from your jobber or direct from the 


Clarotype Co. Inc., 16-A Hudson St., New York City 


CLAR:O-TYPE 


THE MODERN TYPE CLEANER 





THE BEST KNOWN —KNOWN AS THE BEST 











FILING 


WARSHAW "XS. 


will help you make 
1938 a banner year 


It's that extra value in WARSHAW Filing 
Supplies which satisfies customers and 
guarantees good repeat business. Of good 
quality stock made by full automatic 
machinery for precision and uniformity. 
You always give your customers the best 


buy with WARSHAW supplies. 
Keep a good stock on hand all year long. 


WARSHAW MFG. CO., Inc. 


| MAIN STREET, BROOKLYN, N. Y. 
@ 


Roll Labels 
Guides 
Index Cards 


Reinforced 
Folders 


Protex Stickons 

Mending Tape 

Gummed Index 
Tabs 
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Supply Company at that city, and will take over the 
country territory left vacant by the transferring of 
Salesmen Lucien Conner to the city territory. This 
enterprising company handles a complete line of office 
and school furniture as well as the Mimeograph, Edi- 
phone, Victor adding machine, and the L. C. Smith 
and Corona typewriters. Mr. Ward is assigned to the 
typewriter division. 





TWO GLOBE-WERNICKE INSTALLATIONS.—(Upper) Judge's 
bench, back screen, clerk's desk, witness stand and special 
members desk shown here are in the new Davidson County 
Public Building and Court House at Nashville, Tenn. This 
equipment was specially designed and of genuine walnut. 
(Lower) Chancery courtroom in the same building. All of the 
equipment as well as the full height paneling is of walnut 
and, like the courtroom above was completely furnished by 
Globe-Wernicke Company. 


_-——= 2 —___ 


OPEN HOUSE AT SPENCERIAN’S NEW QUARTERS 

The latchstring was out for everybody in the trade 
Wednesday afternoon, December 29, at the new quar- 
ters of the Spencerian Pen Company, 434 Broadway, 
New York City. President F. T. Blakeman, Secretary 
E. G. Stacy and most of the Spencerian family were on 
hand personally to receive the cordial felicitations of 
the many friends who took advantage of the occasion 
to wish them continued success in their new surround- 
ings. In an informal and friendly way all were made 
welcome. 

Spencerian’s new offices reflect this same friendliness 
and cordiality. They are more commodious and con- 
venient and, in their simple dignity, create an atmos- 
phere of efficiency and decorum. The sales promotional 
department displays an interesting array of Spencerian 
steel pens, ribbons, carbons and fountain pens which 
attracted a great deal of attention. 

Both Mr. Blakeman and Mr. Stacy impressed their 
visitors with the fact that the offices are always open 
to visitors and the staff consider a special occasion a 
visit from members of the trade. 


—" 

+ 

? 
wv 


JANUARY, 1938 





Remington Rand presents NG 


NEWEST...LIGHTEST [iisetnabunbentes 


ON NEW “BANTAM” 


LOWEST PR IC E D at only *49% retail 


ORTY-NINE FIFTY—that’s all 


L i ST] N G i A y) y) \ N G your Customer pays for the sen- 
sational new Bantam listing-adding 


machine! Yet you make an attrac- 
tive profit, just as if you sold a 
bigger, more expensive model. 
What a set-up! Here’s the most 
popular machine of its type made 
in America today. Smaller busi- 
nesses, schools, institutions and 
professional men by the thousands 
are buying it on sight... are acting 
now at today’s low price of $49.50. 


This is no makeshift or rebuilt ma- 
chine. It’s brand-new—the product 
of a world-renowned maker and 
fully guaranteed. Adds up to one 
cent less than $10,000, lists 5 col- 
umns and offers many other fea- 
tures found only in larger machines. 
So don’t delay—mail the coupon 
right now and get Remington 
Rand’s liberal dealer offer includ- 
ing free retail sales helps and the 
financing on easy terms. 


ANOTHER BEST SELLER! 


Remington 
Rand 7-col- 
umn portable 
at $75. Light, 
compact, with 
larger adding 
Capacity, easy 
and fast multi- 
plication. Mail 
coupon for full 
details. 


SALES HELP COUPON 


Remington Rand Inc., Dept. 22 
465 Washington Street 
Buffalo, New York 





Please send details about “Bantam” 
machine; 7-column portable; and free 





advertising helps. 


RemingtonRandBANTAM << 





144 OFFICE APPLIANCES 


Bassick 


CASTERS AND FLOOR PROTECTION EQUIPMENT 










This practical, attractive 
display block is creating 
business for Bassick dealers. 
Write for Catalog No. 113 
and information about how 
you cansecure this sales help. 





DIAMOND-ARROW BALL-BEARING CASTERS 
“THE ACCEPTED STANDARD OF QUALITY” 





NOMAR 
RUBBER DESK SHOES 











RUBBER 
CUSHION SLIDES 





NOMAR FURNITURE RESTS 














THE BASSICK LINE is the outstand- tunity to office equipment dealers for a 
ing line of office chair casters and floor profitable volume of business. Write 
protection equipment. In quality and in for catalog No. 113 and ask for com- 
completeness, Bassick offers a real oppor- plete information on Bassick sales helps. 


THE BASSICK COMPANY ¢ BRIDGEPORT, CONNECTICUT 


Canadian Factory: STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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TEXAS NEWS NOTES 

Jack C. Kern, southwest sales manager for Victor 
Adding Machine Company, with headquarters in Dal- 
las, Texas, reports that his territory has just completed 
one of the best months of the year with an increase 
of 135 per cent over the corresponding period for 
1936. The territory over which Mr. Kern has super- 
vision includes the states of New Mexico, Oklahoma, 
Kansas, Mississippi, Louisiana, Arkansas and Texas. 
He predicts that business will continue good, with re- 
sults dependent entirely upon the individual. 

He reports the following activities among Victor 
dealers and agents in his territory: 

E. F. Keplinger and Son, of New Orleans, has moved 
to its new location at 517 Carondelet street. 

L. M. Engart of Lubbock, Texas, has moved into 
larger quarters at 1316 Texas avenue. He is agent for 
Victor in that territory. 

James Orr, service chief, with headquarters in Dal- 
las, has returned from a trip to the factory where 
he made a close study of new Victor service work and 


methods. 
oa * * 


J. Andrew Smith reports a marked improvement in 
the installation of office furniture during the past six 
weeks. Among some of the major installations made 
by Smith recently are the complete equipping of the 
offices of radio station KTSA in their new headquar- 
ters in the Gunter hotel. The manager’s office was 
furnished with a Jacobean oak suite; several desks 
and chairs were provided for the control room and 
offices, and miscellaneous equipment was provided for 
all departments. 

* * * 

F. T. Miller, Jr., and S. A. Miceli have recently joined 
the sales staff of the Burroughs Adding Machine Com- 
pany, San Antonio branch. J. E. Klaver has been 
transferred from Wichita, Kans., and joined the cash 
register division. 

H. A. Brunson, branch manager, reports business 
conditions improving with the outlook for sales during 
1938 most promising. Since taking over the manage- 
ment of the San Antonio branch a year ago, the per- 
sonnel has been doubled, and the business volume 
substantially increased. 

* * * 

H. G. Stein, salesman of the San Antonio office of the 
Royal Typewriter Company, was among the lucky 
hunters who brought back a deer shortly after the 
opening of the hunting season. It was a six-point 
buck.—_BCR 


—_———_a oe 


PANEL-TABLE AIDS REMINGTON RAND SALES 

A combination display panel and demonstration 
table helps sell portable typewriters at Remington- 
Rand, Inc., 509-11 Market street, San Francisco. 

The vertical display panel on the back of the table 
is equipped with eight individual shelves—they are 
fastened to the panel at a down-slanting angle—on 
each of which is shown one portable typewriter. A 
ledge at the bottom of the panel provides space for 
additional display. 

Below this ledge is the table proper where machines 
are demonstrated. In drawers on either side are typing 
paper and complete sets of literature regarding port- 
ables. 

When a portable prospect comes in, he is immedi- 
ately taken to this table and given a chair. All the 
machines in the line are immediately in front of him 
and any or all can easily be taken down for him to 
try. There is no lost motion in taking the customer 








PROGRESS 
CASH REGISTER ROLLS 


There are profits aplenty in cash register 
paper sales, and you can CASH IN when 
you are stocked with PROGRESS CASH 
REGISTER ROLLS, receipt and detail 
paper for National, Remington and 
Ohmer Cash Registers. 
If you are interested in other PROGRESS 
Roll Specialties, such as adding machine, 
telautograph, teletype, mailer rolls, 
etc., write for information. 
















Manufactured 
by 











Vertex 


FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 


Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 















































Vertex” Pockets will 
satisfy your customers 


ALVAH BUSHNELL CO. 


925 Filbert Street PHILADELPHIA 
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No. 373 
ZIPPER 
POCKET 
BRIEF 
CASE 
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( New Year's Greetings—with 
. . . 
Attractive New Style Creations 
Greetings to all with sincere wishes for your 
. prosperity in 1938. ~ 
5 Our constant desire is to make well and to 
deal fairly. To profit not alone in dollars but j 
/ in the good will of all the trade. 
4 “tops” 4 
/ features j 
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in styles— 
un- 


Our New Spring Line, is 
outstanding with improved 
matched for quality. 

Every buyer of Brief, Catalog, Music Cases, 
and Wallets, desirous of 
should investigate 


and 


Zip-Binders, Zip-Cases, 
increasing sales and profits, 
MASHEK Creations first. 

Our salesmen will gladly call and make a 


presentation. Write for full particulars—NOW1 


EE. 


FRAN 


ee 


3 “If it’s made of Leather MASHEK makes it Better’”’ 
Cable Address MESEK 

/ NEW YORK—Harold Atwood—7I W. 23rd Street 
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a MARKWELL fastener means 

efficiency and dependability 
tp the dealer ... 

bo “assured profits j in permanent 

staple repeat business / 


CAttractive colorful displays, 
leaflets, mats and electros, FREF 
to authorized MARKWELL dealers. 


Onguirtes solicited from select dealers 


ARKWELL MEG.CQ, 1 


200 HUDSON STREET NEW YORK 
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from one part of the floor to another to see different 
machines. Resultant concentration of attention speeds 
up the average sale. Chrome trimmings around edges 
of the fixture add to its attractiveness—BART 





THIS VANDEX VISIBLE SYSTEM WAS RECENTLY INSTALLED 
FOR THE NORTHWEST ENGINEERING COMPANY SEATTLE 
BRANCH. The company stipulated a parts inventory stock 
record which must be “simple—speedy—not too costly—and 
portable” and this Vandex Visible system was submitted by 
its manufacturers, the Automatic File & Index Company, 
Green Bay, Wis. Its capacity is 48 cards to the panel, 125 
light-weight panels holding 6000 cards with room for expan- 
sion. An Automatic Executive file completed the installation 
which was also duplicated in the Northwest Engineering 
Company's San Francisco and Los Angeles offices. The pic- 
ture shows the Seattle branch manager reviewing a panel 
of the cards. 
77 o—___—_ 


ROTH MOVES TO NEW CHICAGO QUARTERS 

The Charles Roth Company, office furniture and 
outfitting house which occupied quarters at 59 West 
Lake street, Chicago, for a number of years, last month 
moved to 75 West Lake street. 

At the new address the company has acquired the 
entire building of four floors, two of which have bal- 
conies running their entire length; a large basement 
extending under the street, and two modern type win- 
dows large enough to exhibit entire suites of furni- 
ture. Two elevators, for freight and passengers, are 
also part of the equipment of the structure. 

On the first floor is a complete showing of desks, 
chairs, lockers, and a few office machines. The second 
is stocked with new furniture and is a continuation 
of the showrooms below. On this floor is a well- 
equipped upholstery department. 

The third floor is devoted entirely to used furniture 
as is the basement, while the fourth floor is used as a 
warehouse for new desks and chairs not yet unpacked. 

Charles Roth, head of the company, went into busi- 
ness for himself in April, 1932, and prior to that time 
was for thirty-two years an executive of the Crocker 
Chair Company of Sheboygan, Wis. That organization 
went out of business five years ago. Second in com- 
mand of the Roth company is Harold Roth, son of the 
owner and secretary of the firm. In addition to pos- 
sessing a fine selling ability he is thoroughly con- 
versant with all other phases of the business including 
upholstery. 

Among the many lines carried by the Roth organ- 
ization are Lincoln desks of the Commercial Office 
Furniture Company; Jasper chairs, Sturgis posture 
chairs, and All-Steel-Equip files and lockers. 
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OUR VERY SINCERE THANKS 


se se and an announcement 


We wish to take this opportunity to thank 
you and our other hundreds of dealer friends 
for your patience and loyalty during the past 
few months, when rapidly mounting sales 
literally swamped our production and 
inspection facilities and forced us to delay 


shipments to you. 


CNow we are happy to announce 


Our manufacturing facilities have been 
enlarged. New machines have been installed 
and we are again in a position to make 
prompt deliveries on our full line of pens. 
With our new equipment and our rigid 
inspection methods, you may depend upon 
Esterbrook Fountain Pens to continue to 
offer the same high value and _ reliability 
that have played so large a part in their 
phenomenal success. 


ESTERBROOK PEN COMPANY 


86 Cooper Street Brown Bros., Ltd. 
. rr : 
Camden, N. J. Toronto, Canada 


bstertivuk 


FOUNTAIN PENS 
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BOND BOXES 





CASH BOXES 
OFFICE BOXES 











PERSONAL FILES 
"Ideal File" 
"File-It'' 
“Number 119" 











STORAGE CABINETS 
Desk Height 
Counter Height 
Standard Height 


"Six Footers'' 





TRANSFER CASES 
for Cards 
Letter and Legal 
Correspondence 


ou aint Seen nuthin yet ! 





THE COMPLETE LINE 


OF OFFICE EQUIPMENT 


IN STEEL 











STEEM COMPANY 


INCORPORATED 
Netw Fo RR 5 


ART 














— until you've seen the new ASCO 
Catalog just hot off the press. Get your 
copy now for a Banner Year with the 


"Line of Quality at Popular Prices’ 





CARD CABINETS 


Cases & Boxes 





for 
Every Standard Size 





BOX FILES 


Four 
Different 
Sizes and Prices 





FILING CABINETS 


Three Complete Lines 
"Metropolitan" 
(suspension) 
"Gotham" 
(non-suspension) 


"Challenger" 


SHORT DEPTH 
Correspondence Files 
Letter Width 
Legal Width 








WASTE BASKETS 








TYPEWRITER TABLES 


All Steel and 
Wood Topped 


LAW BLANK CABINETS 
Single Width 
Double Width 
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TONKIN CELEBRATES 10TH YEAR WITH 
VICTOR ADDING MACHINE COMPANY 
William (Bill) Tonkin, manager of the Los Angeles 
office of the Victor Adding Machine Company, recently 
celebrated his tenth anniversary with the firm by 
holding a party for the office staff. 
Coincident with the anniversary the Los Angeles 





THEY CELEBRATED BILL TONKIN’S ANNIVERSARY.—While 


Bill is seated, holding a picture of his cake, the others are | 


(L to R) William Graton, H. V. Boll, Ethel Tonkin, Bertha 

Gaxiola, Robert Heeger, Esther Fingal, Gordon Crain, Milo W. 

Brandmeyer, Thomas Slusher and A. G. Dalgleish. The prizes 
are shown in foreground. 


staff also celebrated a victory of four of their number 
who were winners in the recent “Gold Rush” contest. 
They were Gordon Crain, Milo W. Brandmeyer, Thomas 
Slusher and A. G. Dalgleish. 

While Bill sliced the cake others of the staff placed 
on exhibition the prizes won by the four Los Angeles 
salesmen. 


+> dak 
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ROYAL HOMERUNNERS!—Among the employees of the 

Royal Typewriter Company factory at Hartford, Conn., who 

represent their company in the Hartford Industrial Athletic 

League is this group which makes up the Royal softball 

team. This championship team is expected to take addi- 
tional honors when the season again opens. 


——_——__ 9 —ate 


OFFICE MACHINES STOLEN IN THREE OHIO 
BURGLARIES 

Working during the holiday season, burglars escaped 
with office machines and equipment valued at several 
hundred dollars after robbing three establishments 
in Ohio. 

Two of the victims were in Toledo. The first of these 
was the WPA offices at 249 Cherry street where five 
typewriters were taken. On the same night burglars 
entered the Jewish Educational League building where 
they obtained five typewriters and an adding machine. 

At McComb, Ohio, the F. S. Pendleton Lumber Com- 
pany lost one typewriter, an adding machine, a check 
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PULL-PUSH 
ACTION 




















PLACE A LOT OF 


NEOTEUrt 
TOPS 
ON APPROVAL, AT OUR RISK. 


Each one will sell many more. 

Are you overlooking the easy profits 
from the perpetual repeat business on 
this nationally known material? 


Grand Rapids Mich. 
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SHIPMAN-WARD 


Service! 


PLATENS AND PARTS: 
All parts and platen orders are shipped the 
same day, even if received on the last mail in 
the afternoon. 


NICKELING: 
All nickelplating received in the morning is 
shipped back the same day. If received in the 
afternoon it is shipped the next morning. 


ENAMELING: 

All enameling is shipped the next day if re- 
ceived in the morning, or the third day if re- 
ceived in the afternoon, as it is necessary to 
take off the old enamel, rub down the parts, 
put on a new coat of enamel, bake it, put on 
a second coat, again bake it, and, finally, put 
on the transfers. 


For PROMPTNESS, 
QUALITY and SATISFACTION 


send all your orders to 


SHIPMAN-WARD MFG. CO. 


325 N. Wells St. Chicago, Ill. 


LOS ANGELES MINNEAPOLIS MONTREAL 
Shipman-Ward Mfg. Co. Shipman-Ward Mfg. Co. Shipman-Ward Mfg. Co 
314 W. Olympic Blvd. 116 S. Fourth St. 20 St. James St. 














MAKE 1938 A PROFITABLE 
YEAR FOR YOUR 
DUPLICATOR INK BUSINESS 


Dictator Supreme Ink affords 
that opportunity. 


A new ink developed after 
months of careful and in- 
tensive research. New rapid 
drying qualities will be most 
pleasing to all operators... 
a sharpness of print that is 
unequalled ... a fine rich 
toned black. 


All this, plus, an important 
feature .. . its all-purpose 

. can be used either in 
the open or enclosed drum 


machines with equal ef- bn C “ 

— . \ ss etary, ouC a 

ficiency and in any a rags company Ta 
eal AGO 

climate. rcemoar 












SUPREME lists at $2.00 per pound, packed either in 
1 Ib. or '/2 lb. attractively lithographed cans. 


Generous samples of this ink wiil be sent 
Stationers or Typewriter dealers upon request. 


INK SPECIALTIES Co., INC. 


519 S. LAFLIN ST. CHICAGO, ILL. 
FRED B. CANODE, PRES. 
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protector and an expensive piece of inter-office com- 
municating equipment. 

One piece of more than $500 worth of office equip- 
ment stolen from the Hanson Clutch & Machinery 
Company, Tiffin, Ohio, in November, was recovered 
when Detroit police found a calculator in a local 
pawnshop.—AK 

_ <>. —____ 
NEW “Yand E” CATALOGUE PUBLISHED 

The Yawman and Erbe Manufacturing Company, 
Rochester, N. Y., last month issued an attractive 
catalogue of twenty-eight pages which feature the new 
line of Y and E steel suspension desks. A striking four- 
color process cover depicts the parallel between the 














NEW YAWMAN AND ERBE CATALOGUE 


steel suspension bridge and the Yawman and Erbe desk 
with “All Clear Beneath.” 

One of the outstanding features of the new book 
is an illustrated list of the thirteen points of improve- 
ment which have been incorporated in the design and 
construction of the new desk line. The various types 
of desks as well as the different drawer arrangements 
carried in stock are shown throughout. 

The new catalogue is available in both loose leaf 
and bound form and may be secured by writing to the 
company’s home office at 1099 Jay street, Rochester, 
Ni. 

o—-e 
PENN-MAR-VA CLUB NEWS NOTES 

Ben Wachtel of the Parker Pen Company is making 
his winter sojourn in the Bahamas and Nassau. This, 
he explained, is his way of celebrating his freedom 
of the seas and his bachelorhood. 

* * * 

Gene Dulany is spending his Christmas holidays with 
the old folk in Texas. Mrs. Dulany drove him home as 
a guarantee of his safe arrival. 

* ok * 

Bert Brewster, formerly of the Wilson-Jones Com- 
pany, is now connected with the Boorum & Pease Com- 
pany. His many friends congratulate him in his new 
undertaking and offer their good wishes. 

* * * 

Earl Prenzel is making a trip to South America over 
the holidays and will return rested and refreshed to 
his stapler business. 

* * * 

Harrie Copeland has resigned from the Wilson-Jones 
Company to establish an agency business of his own 
in the Fifth Avenue building, New York, N. Y. He takes 
with him the best wishes of his many friends in the 


| industry. 
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The NATIONAL 
PRONG VISIBLE 


With AUTOMATIC 
SHIFT -CONTROL 













Rugged construction. Dura- 
ble Stanite sides with metal 
edges. Back built of steel 
with fibre protection. Work- 
ing parts heavily nickeled. 
Bronze cam. Label Holder 
with celluloid insert on back. 


See these advantages: 


Easy, speedy, auto- 


2. shift 


sheets up or down a space at 


Flat writing surface in 
any position. 


matic moves 
a time, as many as may be 
needed. Sheets quickly 
shifted, even on end banks 
when binder is filled to 
its entire capacity. 

















—— addition to the great National Visible line is the 


new prong-type binder, a superbly built device with a 
lever-operated automatic shift mechanism that’s a marvel of 
simplicity, reliability and speed. Inserting new sheets, taking 
out dead ones, rearranging-operations are now simple and 
swift. Flat as a pancake for writing. Available in four standard 


sizes, 3’ capacity.... Write today for complete description. 


NATIONAL BLANK BOOK COMPANY 


Stes i 


. 
mf 
. SS 7 
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Catalog Covers, Loose Leaf, Bound Books, Visible Records 


N. Y. City-100 Sixth Ave. 


Chicago-328 S. Jefferson St. Boston-45 Franklin St 
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Build a Live Department 
of Your Business on 


“CUSTOM REBUILT" 
TYPEWRITERS 


There is real money in typewriters that are genuinely 
rebuilt. They satisfy and they bring repeat business. 


“Custom Rebuilt” typewriters are dismantled completely 
and rebuilt by thoroughly trained expert typewriter me- 
chanics. These men are not satisfied until the machine is 
correct to every fine adjustment. Machines which go 
through our rebuilding plant emerge with the Interna- 
tional O. K., a recognized symbol of quality. 





The International Typewriter Exchange is the largest inde- 
pendent wholesale typewriter house in the world. At 
all times it carries an adequate stock of machines to meet 
the dealers’ requirements. These machines have the 
appearance of new ones from their original factories. They 
have the endurance which is necessary to the dealer for 
permanent volume. They are priced to allow a reasonable 
dealer's profit. 





W. F. (Bill) CLAUSING 


My personal guarantee is back of every 


machine we ship. You can depend on International for quality, quantity, 
price, and service. All standard makes are available for 
quick shipment. Write for our bulletin of special bargains 
—all sold with my personal guarantee. 
More than a quarter of W. F.°(Bill) Clausing, President 


a century of satisfac- 
tory service to type- INTERNATIONAL TYPEWRITER 
EXCHANGE 


writer dealers all 
over the world 231-233 West Monroe St., Chicago, Illinois 
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MONROE MOVES OKLAHOMA CITY BRANCH 


In keeping with the trend to occupy the best avail- 
able quarters in the cities in which it maintains 
branches, the Monroe Calculating Machine Company 
last month moved its Oklahoma City office to 104 
West Third street. It was formerly located at 214 
North Harvey street. 

The branch office, which is now next door to the 
Addressograph agency, is under the management of 
R. A. Peebles, district manager for Monroe.—EVH 





SHAW WALKER DESKS IN SCHOOL.—This installation of 

Shaw-Walker Skyscraper drophead typewriter desks was 

made in the Warrensburg High school by the Tanzyus Printing 

& Office Supply Company, Decatur, Ill. The smooth working 

top of the desk makes the equipment ideal for the classroom 
in which bookkeeping as well as typewriting is taught. 


CAHILL TO HEAD IMPORTANT COMMITTEE 

C. N. Cahill, general manager of the Autopoint Com- 
pany, Chicago, last month was named chairman of the 
business and industries committee of the Chicago City 
Manager Movement. 

Mr. Cahill’s committee will shoulder the responsibil- 
ity of organizing all businesses and industries in the 
city of Chicago in a united effort to place the city 
manager program into operation there. One of the 
objectives of the plan is the promotion of efficiency 
in municipal government. 


——-9— 


NEW SECURITY STEEL CATALOGUE PUBLISHED 


Containing fifty-six well-illustrated pages and 
dressed in a modernistic two-color cover, a new cata- 
logue has recently been mailed to dealers through- 
out the country by the Security Steel Equipment Cor- 
poration, Avenel, N. J. 

The book, which also contains an eight-page price 
book listed as the No. 1137-DT, carries descriptive 
matter and pictures of practically the entire line of 
the company. This includes chairs, posture chairs, 
desks, telephone stands, tables, typewriter stands and 
entire suites. 


= 


DAVIS JOINS CORRY-JAMESTOWN 

Raynes C. Davis of Denver, Colo., last month joined 
the sales staff of the Corry-Jamestown Manufacturing 
Corporation, Corry, Penna. According to D. A. Hill- 
strom, secretary and general manager of the company, 
Mr. Davis will cover Colorado, Arizona, Utah, Nevada, 
New Mexico and Wyoming, a territory which he has 
traveled for a number of years. 
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presents 

opportunity 
for profitable 
SPECIALTY 






SELLING 


Previously, paper staplers only held 
the staple in position and YOU had 
to drive it. Now, 3 3 3 at your touch 
drives the staple AUTOMATICALLY. 
It takes 210 staples to a strip, cannot 
jam or get out of order if No. 333 sta- 
ples are used, and is fitted with an im- 
proved drawband hook which simplifies 
and speeds up _ reloading. 
Emphasize this high speed, 
day long, tireless operation. 
You will increase your ma- 
chine sales and build up a 
large and regular business in 
staples. 

Now at transfer time, changes 
in office routine and methods 
are especially considered— 
Now is a good time to display 
and demonstrate 3 3 3 and 
4 4 4. Write for full details 
or better still, send us your 
order. 


FASTENER Corporation 


2531 N. Ashland Avenue Chicago, Illinois 







4 4 4 Tacker compresses and 
tacks automatically — does not 
kick back and will give perfect 
service if No. 444 staples are 
always used. 
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“HOW TO WIN FRIENDS” 


...is not only the name of a book but the name of 
a “best-seller.” And, speaking of best-sellers, you 
certainly could win many friends (life-long custom- 
ers) with Tempo Duplicating Supplies, which, inci- 
dentally, are also best-sellers. Every item—Duplica- 
tors, Stencils, Ink, Scopes, Slipsheeters, Styli, ete.— 
is guaranteed to satisfy. Try Tempo best-sellers and 
see. Also write for complete details . . . . today. 


MILO HARDING CO., LTD. 


Manufacturers of Tempo Duplicators, Stencils, Ink, etc. 














PITTSBURGH ST. LOUIS LOS ANGELES 
Milo Harding Co., Ltd. MAIL 
617 Commonwealth Annex TODAY 


Pittsburgh, Pennsylvania. 
Send Free Samples 
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HIGH POINT Chippendale 


A CHAIR produced for business men who are interested 
in graceful design, good quality and moderate cost. 


Of proven serviceability and thorough 


comfort the High Point Chippendale 





offers outstanding value in the medium 


“> 


No. 4210 


price field. Your trade will by com- 





parison appreciate its extra features. 


Besides thirteen leather upholstered 
styles, HIGH POINT makes all wood 


office chairs in many designs including 


The HIGH POINT catalog of- 


fers office equipment dealers many 


the ever popular Bank of England, ‘i : 
eo ee § opportunities to extend their sales 


windsor and bentwood chairs, settees, and service. It is worthy of your 





jury and tablet chairs, stools, etc. careful study and consideration. 


No. 4211 


HIGH POINT BENDING & CHAIR CO. Siler City, North Carolina 




















LOW PRICE... SUBSTANTIALLY MADE! 


Present conditions make this an excellent time to fea- 

ture the LOW PRICED substantially made Alma Utility 

Series, available in a number of sizes and patterns, 
Furnished in plain oak only. 


ALMA DESK COMPANY HIGH POINT, N. C. 
Three Good Lines Sold and Shipped Together 
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Successful service is the keynote in this series of well built office 
desks. Correct and pleasing design, wear resisting materials and 
finish, and rigid construction are combined to appeal to the buyer 
desiring utmost in utility at minimum cost. Moulded top, rounded 
comers, tapered legs and full panel backs are combined to produce 


a rich, distinctive effect. 


Many types and sizes — for practically every office purpose — are 
available: Double pedestal flat top 60x34 and 52x32, single pedestal 
flat top, pedestal typewriter desk, drophead and stationery bed type- 
writer desks in both single and double pedestal, also office tables 
72x34, 60x34 and 42x32, accounting machine desk, phone stand and 
costumer to match. Brass drawer pulls instead of wood, and lino- 


leum top in brown or green are obtainable at extra cost. 


2500 


combination oak 


2600 


combination mahogany 


2700 


combination walnut 


Considered as a whole, this Myrtle 
series has a wide application to busi- 
ness needs which with the low cost and 
dependable quality make it a real 
business builder for office furniture 


dealers. Write us for details. 


MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 





Three Good Lines Sold and Shipped Together 
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STEWART’S WINS STATE CONTRACT 
Stewart’s, Inc., Indianapolis, Ind., has been awarded 
the contract for office supplies by the State Printing 
Board for the next two years, at its bid of $7,778, based i 
| on 10 per cent of the estimated total—AK 
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Now you can make a REAL FY 
PROFIT on sales to the mammoth 


BRGLASS 
market for ink and typewriting 


erasers. Individually packaged and 
with one refill inserted and extra 
refill free, the RUSH-ERASER re- RUBRGLASS 
tails for 50c. Your profit often Hensler 

DOUBLE THE TOTAL SELLING 
PRICE of the ordinary ink and REFILLS 
typewriting eraser. Displays free. 
Stuffers free. Continuing profits 




















in repeat sales of refills. Money- [ HE MAKES THE ACCOUNTING WHEELS GO 
back guarantee of satisfaction to kee amp 2 ROUND.—Shown here is Fred E. Lewis, who has 
consumer. Return-stock guaran- charge of the accounting system at the Royal 
—e || AES Sir oaths hae btm, ds teagld Gor aw pas 


se aes gino years and is an authority on accounting methods 
THE ERASER _ INC. Write Today [ and factory financing systems. ’ 
121 E. Washington Street —_—_—_e—s—e______ 
Seamieiied: y, MITCHELL ISSUES “TWIRLIT” CATALOGUE 

Devoted entirely to its line of Twirlit paper drills, 
a four-page catalogue has recently been issued to 
PROVED h PERFORMANCE dealers by the Mitchell Binder Company, Hagerstown, 
y |Md. In addition to illustrating three of the drills 

the catalogue contains prices, lists of parts and gen- 


PROTECTED for your PROFITS | eral information on the product. 
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GREGORY WINS HONORS.—This Crys- 
tal-Clear model Fount-O-Ink writing set, 
manufactured by the Gregory Ink Com- 
pany, Los Angeles, Calif., recently won 
an honorable mention award in the Na- 
tional Plastics Competition of 1937. The 
award was based on beauty of material 
and design and merchandising appeal. 
our wor or In additional to the Crystal Clear model 
there are others manufactured by the 
Gregory organization in sapphire, emer- 

o TA p L I N i M A [ H I N E o ald, ruby and amber colors. 

————— 


and Staples BANDES IN NEW QUARTERS 
On January 7 Julius Bandes & Company, Inc., New 


NEVAS©LOG Pp RODUCTS. INc. York, N. Y., moved into much larger quarters at 132 


RID West Twenty-second street. The firm was formerly 
8 GEPORT. CONN. located at 810 Broadway. 
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You may have thought of it before . . . ever since 
Dusco began building lower priced duplicators, 
standards in that price field have climbed! It’s a 
Dusco habit to show the way. And for 1938, we have 
gone so far with the Challenger that the gap be- 
tween the quality of high-priced and low-priced du- 
plicators has completely disappeared. Everything 
points to Dusco including peak economy. Write or 
wire for further information about DUSCO'S 
CHALLENGER. 






ISCO 


for 1938 











FEATURES of 


America’s Finest Duplicator 


for 1938 


Ultra-modern design throughout—automa- 
tic feed—full ream capacity—clear feed 
table for easy refilling—automatic roller 
release—front paper stop with geared sec- 
ondary feed for perfect registration—au- 
tomatic inking with internal selective ink 
brush—counting device—hand operated 
and portable electric models, the latter 
with self-contained motor. The new 


DUSCO CHALLENGER 








DUPLICATOR SUPPLY CORPORATION - MINNEAPOLIS 
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\Cc. F. PEASE CQO. 
Ghicago lewanded the best 
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—— Ait CONDITIONING 


CORRECT LIGHTING 
LEOPOLD WALNUT FURNITURE 
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Pease chose furniture in walnut — built by Leopold — at Burlington, Iowa 


7 the NATIONAL line 
for 1938 is ready 


with a number of 


NEW Innova tions 


Again ... we have the new ideas which the 
trade expects from National... New and smart 
innovations that will help to keep your cash reg- 
ister clicking. 













cs 
(NATIONAL ff @ 
LJ 


Catalog case to right is our 
No. 707—a big favorite with 
salesmen and professional 
people. 


THIS IS NO. 902 
8 pocket zipper envelope. 
One of our most popular 
numbers. 


They Want Utility + Beauty 


Yes ... and they want price, too! That's where we come 
in, because the National line embraces all. Zipper Port- 
folios, Brief Cases, Catalog Cases, Zipper style envelopes, 
Travel Kits, Dres-sets . . . a most complete and elaborate 
line covering a price range for every class of buyer. 


¢ Send for Catalog ° 
NATIONAL BRIEF CASE MFG. CO. 


512 SOUTH PEORIA STREET - - - - - CHICAGO, ILL. 
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TEXAS DEALERS SEE GOOD YEAR AHEAD 
While business fell off during the last quarter, sta- 


tioners and business equipment stores of Texas will | 


close 1937 with an increase in business, according to 
statements made by numerous dealers. At the 
Maverick-Clarke Litho Company in San Antonio, R. P. 
Grieve, vice president and general manager, stated: 

“We will probably close the year with an increase 


of approximately 19 per cent in all departments. Since | 
moving to our new location, our local retail drop-in | 


sales have shown an increase, while those in the terri- 
tory have shown up well. We anticipate good business 
during 1938.” 


This firm completed a sales contest among its sales- | 


men, dividing the sales staff into three groups with 
four salesmen to each group. Prizes were awarded in 
each group for the largest percentage of sales over last 
year, and the biggest number of new accounts. Prizes 
were also tendered to each group for greatest volume 
of business during October, November and December. 

The firm held its annual sales conference in San 
Antonio, December 28-29, and the annual party for 
employes on the night of December 28. 

Mr. Grieve, as district governor of the N.S. A. Ninth 
District, and speaking of general business conditions 
in Texas, continued: 

“Ten firms reporting on business conditions show an 
average increase in business over 1936 of 19.15 per cent. 
Business was good during the first three quarters of 
the year, but off during the final quarter. The year 
will close with a general increase in business of, prob- 
ably, around 13 per cent. The outlook for 1938 is fair. 
Business will probably be quiet immediately after the 
first of the year, but will show a general improvement 
after January.” 

G. S. Thorne, assistant general manager for Paul 
Anderson Company, reported as follows: 

“We have experienced a fair increase in business 


during the year, with the best business during the 


first three quarters of the year. The last quarter has 
been rather uncertain, with business in those lines 
suitable for Christmas trade, good, but with standard 
lines off a bit. 

“We anticipate good business during 1938.” 

J. Andrew Smith, J. Andrew Smith Company, said: 

“We anticipate good business for 1938. San Antonio 
will be benefited by a large number of oil companies 
that are making this city their headquarters, or are 
establishing large branches here since the discovery of 
important oil fields in the immediate vicinity. 

“We rounded out our first year with good business. 


Opening in quarters on St. Marys street, we recently | 
leased an entire building on West Pecan street, which | 


has been improved to hold additional stock, and to 
take care of our used furniture stock.” 


Mr. Smith has been associated with the business | 
equipment field for the past twenty years. Previously | 


he was identified with S. C. Toof & Company of 
Memphis, Tenn.; Field, Parker & Company of El Paso, 
and, before entering business for himself, was manager 
of the business equipment department of Stowers 
Furniture Company of San Antonio. 

His business stocks Shelbyville desks, Gunlocke office 
chairs and clubroom furniture, Troy streamlined metal 
furniture, and miscellaneous lines of hat trees, smok- 
ing stands and occasional furniture. 

William C. Clegg, immediate past president of the 
N. S. A., and vice-president of The Clegg Company, 
stated: 


“We have had a good year during 1937, and our | 


business volume will show a slight increase over 1936; 
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THE COMPLETE 
DEALER LINE 


MIAMI 


Autographic 
Registers 
in all sizes 


Continuous forms for all makes of registers 
and typewriter Billing Machines. 
Sold almost entirely through dealers. 

Let us tell you our story. 


The MIAMI SYSTEMS Corporation 
2735 Colerain Ave., Cincinnati, Ohio 




















| COMPASS - PENCIL 






™ HAMPDEN] 


! 
JACKNIFE 








New-Distinctive 
Profitable 


A fine mechanical pencil 
with an Accurate Compass 
(folds up like a jacknife. Note 
folded position in picture.) 
Save and Convenient to 
carry in vestpocket or 
purse. 


Beautifully Designed. 
Attractively Displayed on 


ndividual cards or 12 on large 
2/3 Actual 


Size 





) display easel. 


RETAIL PRICE 25¢ each 






Patented 
Made in 
USA 





ARTISTS MACHINISTS 
ARCHITECTS MECHANICS 





DESIGNERS STUDENTS 








DRAFTSMEN TEACHERS 
tor ENGINEERS TOCLMAKERS 
LAYOUT MEN WOODWORKERS 
HAMPDEN 
MANUFACTURING CO., INC. 
17 WARREN STREET, NEW YORK, N. Y. 
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A pleasing 
turned leg desk 
from No. 3000 


Series 


EVANSVILLE DESKS 


For the prospect whose budget is limited, yet who 
expects well-built, good looking desks for the money he 
has to spend. 

Appealing in design and sound in construction, they 
offer convincing value in the lower-priced field. 

The Evansville Portfolio of Designs is the key to better 
profits in selling office furniture. Write for copy, if you 
do not have it. 


EVANSVILLE DESK COMPANY 
BUILDERS OF WOOD OFFICE DESKS 
EVANSVILLE 







INDIANA 





CABINET 


@ Here’s a “natural” for new sales to old custom- 





ers ... for getting favorable attention from new 
prospects. The Lyon FILE-HI Cabinet combines 
broad usefulness, space economy, and _ attractive 
appearance. Produces quick, profitable business 
because it fills the widespread need for a con- 
venient, adjustable all-purpose storage unit that 
will “line up” at the top with file cabinets. Roomy 
interior with four shelves 
adjustable on 2” centers. 


- Lyon “Perfect ‘ 
f a Posture” Fold- Full width doors, each 
Awe ing Chairs will equipped with three strong 
I :\ 1\ help you get concealed leaf hinges. Dur- 
..* =e gees °f able and attractive chrome 
the votume : 
ih! < Rianne’. is ae plated door handles— 


three-point locking device. 
Write today for complete 
information. 


Write for de- 
tails on revolutionary fea- 
tures and selling helps. 


METAL PRODUCTS, INCORPORATED 


community. 








LY 0 2801 River Street Aurora, Illinois 
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and, while I don’t see a very bright future in the 
immediate period, I still believe that those people who 
conscientiously try to do a good job and give good 
service, will be rewarded with their share of the 
business. 

“This country is in better shape than many others 
and we need strong men with confidence in their 
country to help strengthen business. Above all these 
people should take a very definite interest in the 
affairs of the nation, and the representatives they 
send to Washington.’—BCR 


ec 


LINN GOES TO EUROPE FOR BATES 
Planning a tour of Europe which will include a visit 
to some of the principal countries abroad, Charles 
Linn, export manager of the Bates Manufacturing 
Company, Orange, N. J., sailed from New York abroad 
the S. S. Normandie, November 24. 
After establishing temporary headquarters in Eng- 














CHARLES 
LYNN 


land Mr. Linn expected to tour France, Belgium, 
Switzerland, Holland, Norway, Sweden and Finland. 
Still other countries were to be visited if time and 
conditions permit. 

Returning to England Mr. Linn will embark aboard 
ship for the return home, arriving in New York early 
this month. 

———— = —____—— 


GENERAL STATIONERS FIRST ANNIVERSARY 

General Stationers, 187 Jefferson street, Passaic, 
N. J., specializing in large and small office systems and 
equipment, celebrated its first anniversary during the 
first week of December. Abe Simon, who has had ten 
years experience in the stationery business, heads the 
firm with Manuel Kurzberg, both of Passaic. 

The company is the local agency for files and desks 
of the Security Steel Equipment Corporation, Avenel, 
N. J., and carries a line of new and rebuilt typewriters 
and adding machines. The firm does the bulk of its 
business in Passaic, but is steadily branching out into 
its suburbs with Abe Markowitz as salesman.—NJNS 

- a 


SOUTHERN TRAVELERS CLUB ISSUES ROSTER 

A new roster of its officers, state secretaries and 
members has recently been issued by the Southern 
Travelers Club, Atlanta, Ga. 

In the fore part of the booklet the members are 
listed alphabetically with their home addresses, com- 
pany affiliations and company addresses. In the sec- 
ond half the manufacturers represented by the mem- 
bership are listed in alphabetical order with the rep- 
resentative’s name following. 

The Southern Travelers Club has secretaries in all 
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STORAGE EQUIPMENT 


A good thing will stand repeating. Last month we 
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‘STEELCASE 


| Business Hgquipment 





said, “More Buyers Specify Terrell Storage Equip- 
ment.” The facts are that every number in the 
broad line of Terrell Steel Storage Cabinets is a 
consistent sales leader ... and a persistent profit 


maker. 





‘STEELCASE 


| ,_Susiness Equipment 





More Buyers... Turnover... Profits 


invariably result when the Terrell Line is featured. 


The exclusive details of design, construction and 





finish put Terrell Steel Storage Cabinets in a class 


alone. Let us send you the facts. 





METAL OFFICE FURNITURE COMPANY 


Grand Rapids, Michigan 





STEELCASE 


|| Business Equipment 











Q Sucat Line for 1938 
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the states covered by the organization’s activities. 
These are Alabama, Mississippi, Florida, North Caro- 
lina, Georgia, South Carolina, Louisiana and Ten- 


nessee. 
—>-—___— 


TANNING REPTILE SKINS 
The Tanbarker, house organ of the employes of the 
Eagle-Ottawa Leather Company, Grand Haven, Mich., 
stated that tanning serves to stress the original mark- 


ings of reptile skins, which vary a great deal in design | 


and coloring, so each variety of these leathers is 
peculiarly distinctive. They are used chiefly in some 
shoe uppers and specialties. The pythons, boas and 
anacondas are of the greatest value because of thei: 
size, but the skins of the smaller poisonous and water 
snakes have the most beautiful colors and designs. 
They are widely sought in dangerous jungles and waste 


places throughout the world. Shoes, pocketbooks and | 


similar articles are frequently made with reptile 
leather. 


ford Stationery \°- 


The Pouns 





FEATURING ACE STAPLERS.—The Pounsford Station- 
ery Company, Cincinnati, Ohio, recently created this 
window built around a new Ace stapling machine dis- 
play card which is being issued to dealers by the Ace 
Fastener Corporation, Chicago. Reports received by 
the company indicate that the display is proving profit- 
able to stationers in every section of the country. 


el 


ZERCHER COMPANY MOVES 
Following a two-weeks’ removal sale, the Zercher 
Stationery Company, for many years at 521 Kansas 
avenue, Topeka, Kansas, under the management of 
T. L. Pattison, set up new business on January 1, at 
the new location, 706 Kansas avenue. Mr. Pattison 
will still carry office supplies, typewriters, do blue- 
printing, have a heavy stock of church supplies, and 
a reduced line of new books, in addition to the author- 
ized state texts and supplementary books. School 
supplies and greeting cards are always a factor in the 

Zercher stock, and will be continued.—AG 

—>--—_- 


RAND McNALLY CATALOGUE PUBLISHED 

A new catalogue of commercial and reference maps 
and atlases, profusely illustrated and listed as the No. 
138, has recently been published by Rand McNally & 
Company, 536 South Clark street, Chicago. In addition 
the book also describes and illustrates the company’s 
lines of colored map tacks and supplies, map-tack 
system cabinets, map wing systems and map cases 
and cabinets. 
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WOODSTOCK 
TYPEWRITERS 


BRANCHES IN PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 














DOPP-CRAFT 
We Renew An Old Pledge 


At this, the beginning of a new year we again renew to 
customers, old and new, our pledge of best quality in 
specified grades, lowest possible prices, attentive service and 
prompt shipment. A full line of zipper cases and ring binders 
is shown in our new catalog; if you haven't a copy, send 
for one. 
CHARLES DOPPELT & CO. 
(Opposite Merchandise Mart) 


412 ORLEANS ST. CHICAGO 
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NQUIRIES 


solicited 


from progressive dealers in position 
to do justice to the sale and dis- 
tribution of a quality line of Type- 
writer Ribbons and Carbon Papers. 


For 35 years, the responsibility and 
resources of the manufacturer of 
CROWN Products have been equal 
to every emergency. 


Write in for samples and full par- 
ticulars. 


Crown Ribbon 
& Carbon Mfg. Co. 


Rochester, New York, U.S.A. 











HEADLINERS 


Styled for perfect harmony, fashioned 
for gratifying comfort, customed for 
lasting wear, priced for every buyer’s 
purse these two new BRIGHT chairs 
are real headliners. The pleated backs 
and turned legs elevate them beyond 
the commonplace. Like all BRIGHT 
numbers they have sure selling appeal. 
You'll find them in the new catalog 
supplement. Write for a copy, today. 


Bright Chair Co., Inc. 


127-133 Bleecker St., New York, N. Y. 
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GETTING A HEAD START FOR 1938 

With the turn of the year, transfer boxes, new filing 
cases and cabinets, wood or steel, work organizers, 
every day files and desk classifiers are in the forefront 
of sales campaigns by the commercial stationers. These 
give a head start to the businessman for the new year, 
—and are a means of forging into the forefront of 
specialty merchandising early in the new year. 

This is the time for turning over a new leaf—or a 
whole sheaf of loose leaves,—for the year as yet is a 
page unwritten on,—with business yet to be won and 
recorded. There are new hills to climb and new ideas 
to be encountered by those determined to exercise 
better control over business. 

Most any business executive is anxious to clear decks 
for the new year, to organize and classify his work. 
That is why the J. K. Gill Company, large stationery 
house of Portland, Ore., has been focusing year’s end 
attention upon desk classifiers as handy devices for 
getting started in the new year,—for enabling the busy 
executive to put away his papers and make his own 
classifications at the beginning of the year. 

Inventory statements, transfer equipment, new forms 
and other office accessories are also highlighted among 
organization activities of leading stationers at this aus- 
picious time. This is the season for more abundant 
business for the stationer proceeding along such lines, 
for promoting larger number of specialties that have 
to do with the new year, and are of timely helpfulness. 

This is a most propitious time for moving such mer- 
chandise. At this season businessmen’s thoughts with 
the young year are like new brooms that sweep clean. 
So such desk equipment and that for the file clerk or 
office girl are linked with January volume and new 
year prosperity. 

All business is giving a thought to the future un- 
folding, and the stationer the most of all. Much of 
his initial success in the year depends on his early 
presentation of the right office control and efficiency 
stock at the inception of the new year. He must make 
the right proposals with the right merchandise at the 
right time—the best of all times during the year, for 
featuring the particular equipment just specified. 

Closely linked with the new year are all such funda- 
mental items of well-equipped stationer’s stocks. Care- 
ful selection and the focusing of public attention upon 
them will serve to move them among the leading mer- 
chandise of the day, for they meet the needs of every 
businessman,—every class of prospect. A vigorous cam- 
paign to put them into every office will start the ball 
a rolling to make business good this year, and serve 
as impetus for a running head start into 1938—CML 

ee eae 
IMPERIAL DESK CATALOGUE READY FOR 
DEALERS 

Containing seventy-four pages of illustrations and 
specifications of the firm’s complete line, a new cata- 
logue for 1938 has been published by the Imperial Desk 
Company, Evansville, Ind. 

The design of the catalogue is a notable advance- 
ment in the field of dealer selling helps. Semi-con- 
cealed Wire-O binding permits the book to be opened 
flat at any page. Dull coated, ivory-tinted paper 
eliminates glare and all halftone illustrations are 
printed in a pleasing shade of brown, while the pic- 
tures of Imperial’s Temperdesk group are finished in 
natural colors. A special feature of the catalogue is 
the use of distinctive division pages to introduce each 
series of desks. 

Copies of the new book will be sent to recognized 
office furniture dealers on request. 
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NOW! 


































IT'S 


ANSFILE 


TRADE MARK 


TIME 












Your customers are transferring now. They will 
welcome economical, safe and convenient filing 
and storing equipment. Sell them TRANSFILE to 
keep their records always accessible. 


In the four styles and thirteen popular sizes there 
is a TRANSFILE for every purse and purpose. 
Analyze your customers’ requirements. They are 
not all alike. Sell them just the sizes and styles of 
TRANSFILE made for their particular needs. 








Every TRANSFILE will give a greater measure of 
service in daily use. The steel reinforcement of 
all edges of the case gives a remarkable rigidity 
to the corrugated board. The 2-Way Inter- 
lock welds units into staunch batteries. The 
Follow Block keeps drawer contents in clean 
working condition. Sanitary Legs keep them 
free from dirt, grime and damp. The steel front 
produces a beautiful appearance. Roller bear- 
ing drawer suspension in the De Luxe makes 
drawers roll easy regardless of the load. 





Don't pass up this TRANSFILE time profit oppor- 
tunity. Go to work on your customers today. 


GUIDE SYSTEM & SUPPLY COMPANY 


335 Canal Street, New York, N. Y. 


=> 





The RSGULAR TRANSFILE for low cost record storage 
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DEALERS! You Can Safely Recommend 
UHL STEEL for LIFETIME SERVICE wis 


You will encounter very littlhe competition on 
these articles because they are distinctly different 
from anything else. 

The No. 626 High Desk Stool and the No. 7206 
High Desk ‘*Postur-Chair’’ are considered far 
superior to anything else offered. 

They are not out-classed by the 
much higher priced chairs, and 
dealers can make a substantial profit 
on each one they sell. 

Either perforated steel, linoleum 
or solid wood seat on the No. 626; the 
No. 7206 has a genuine posture style 
seat and back. 

The base is a veritable bridge-like 
structure, equipped with UHL Steel 
Ball & Socket Feet. 












No. 626-28 


Ask us for more details and prices 


Catalog on Request 


THE TOLEDO METAL FURNITURE CO. 


1638 Hastings Street Toledo, Ohio 





No. 7206-28 














$50 


To 
$5000 


ADDRESSING MACHINES 


If your present addressing machines make a disagreeable noise, you 
can achieve a quiet office by changing to the silent Elliott System. 


ELLIOTT ADDRESSING MACHINE COMPANY, Cambridge, Mass. 


Look in your telephone book for nearest branch office 
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TYPEWRITER CIRCLE COMPANY EXPANDS 
The Typewriter Circle Company, 359 Broadway, New 
York, N. Y., last month announced the opening of a 
new export department headed by Bernard D. Kahane. 


The new department was placed in operation on | 


January 1. 


Mr. Kahane has been connected with the company | 
for the past ten years as general manager and due to | 


his knowledge of foreign trade and his ability to cor- 
respond in many foreign languages is particularly 
adapted to conduct the organization he takes over. 

The domestic business of the firm will remain under 


the control of Adolph Morse, proprietor of the com- | 
pany which maintains a large stock of typewriters and | 


adding machines of all styles and models. 


Copies of a new inventory price list to be issued | 


soon will be sent dealers upon request. 
Se es 











PROTECTION PLUS!—Shown here is 
Deputy U. S. Court Clerk William 
Ritchie and his L. C. Smith typewriter 
protected by a bulletproof steel shut- 
ter at the old Philadelphia postoffice. 
In 1884 the rancor of the Civil War 
still lingered, so when the building 
was erected in that year it was con- 
structed as a virtual fortress which 
could be converted into an armed 
citadel within a few minutes. Mr. 
Ritchie shows how the shutter works. 


——___—_ 9 


STANDARD MAILING PROMOTES ONDERDONK 

A. P. Onderdonk, formerly a member of the Boston 
sales staff of the Standard Mailing Machines Company, 
Everett, Mass., last month was promoted to the posi- 
tion of district agent for the Worcester, Mass., terri- 
tory. This includes Worcester County in Massachusetts 
and the entire state of New Hampshire. 

Better known in the Standard organization as “A. P.” 
or “Bert,” Mr. Onderdonk has been with the company 
for a number of years during which he piled up an 
impressive sales record. The keystone of his success 
is his ability to thoroughly familiarize himself with 
duplicating machine and mailing machine problems. 
With his background he is well qualified to continue 
his successful career in the position of district agent. 


—> —— 
McKENZIE NOW HEADS COREY-McKENZIE 
COMPANY 


Guy McKenzie, junior partner in the firm of the | 


Corey-McKenzie Company, general office supply busi- 
ness at Omaha, is continuing the business since the 
death of Clarence E. Corey, senior partner.—BART 
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Ealarged | 
view show- jj 
ing the soi- |i | 
entific Veoo | | 
desigo 


Get the facts - Write at once! 


[legitimate retailers only] 


The WeEIT Company 


INDEXING G&G FILING SUPPLY MANUFACTURERS 
1951 East Kirby Detroit, Mich 














is DEMONSTRATION 


Demonstrate TWIRLIT with our new counter dis- 
play. Its outstanding merits, ease of operation and 
extraordinary capacity (a half inch thickness—150 
sheets at one operation) are convincingly set forth 
with it and may be proved by the prospect himself. 
The counter display invites him to test TWIRLIT 
and offers a paper pad of proper thickness for the 
purpose. 

You can sell a lot of TWIRLITS with this dis- 
play—of the single hole type as shown, at $2.50, 
the two hole at $6.25 and the three hole at $10.75. 
The two latter are fitted with nickeled scale and 
back and side guides. Four hole sizes are avail- 
able, from 1/4 to 13/32 inch. Send your order. 


Our New Catalog Is Ready 


MITCHELL BINDER CO. 


Virginia & Bower Aves. Hagerstown, Maryland 

















168 





TRINER 


BEAM POSTAL SCALES 
{ERS ELIMINATE 
POSTAGE WASTE 








= Over 
Under 
Weight 

instantly 





Capacity 1 lb. x % oz. 


WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility and tolerance 
for checking postage. 

Forty-eight cents to 96 cents per pound prevailing 
postage cost must be checked by every mailer to prevent 
costly postage waste. 

Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 
pendable and lasting service. Capacities 9 oz. to 4 Ibs. 
in various models, with computing charts on those of 1 
Ib. and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 
2714 W. 2ist Street Chieageo. Hlinois 


shown by 
his indicator 











HOTCHKISS 
GOES COLORFUL 


New models. Popular appeal. Quick profits. 





Unconditionally Guaranteed 


USES PATENTED CORONET STAPLES 
3 

Stapling Pliers with New Simple Mechanism. 
Color: Stunning Navy Blue. Distinctive name 
that the publie will quickly learn and remem- 
ber. Trade-marked name-plate of famous 
American Clipper Ship etched on each model. 
Packed in special True Blue Clipper boxes. 
Unique folder to hand out and mail. Eye- 
eatching display material to stimulate sales. 
Perfect merchandising tie-up to cash in on. 
See our salesman in your territory, or write 
direct for further information. 


HOTCHKISS SALES CO. 


NORWALK, CONN. 
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WIS-ILL CLUB NEWS NOTES 

A recent issue of the Wis-Ill-Er carried the following 
“end-of-the-year” message to the membership of the 
club: “Your officers want to say ‘thank you’ to each 
and every member of the club and to the stationers 
of the fifth and sixth districts for the fine cooperation 
that has been given us in conducting the affairs spon- 
sored by the Wis-Ill Club during our administration. 
We also want to express our sincere appreciation to the 
chairmen of the athletic, membership, golf, picnic and 
publicity committees and the chairmen of the two 
outstanding sales rallies for the fine jobs well done 
for the club and the cfficers.” 

* * x 

We welcome the following new members into our 
club: C. H. (Jack) Johnstone, Neva-Clog Products, 
Inc.; Albert J. Baugher, Carter’s Ink Company, and 
W. J. Carroll, Eberhard Faber Pencil Company. 

* * * 
We send our sincere congratulations to the newly- 
formed Stationers Association of Peoria, Ill. 

* * * 

A report of the club’s election of officers for 1938, 
held December 29, appears elsewhere in this issue. 

* * * 

The Wis-Ill Club meeting held December 17 at 
Eitel’s restaurant was unusually well attended. The 
first item of business was a pleasant surprise to the 
secretary, Tom Gillice, of Rockwell-Barnes Company. 
Charles Consodine, president of the club, compli- 
mented Tom for the capable manner in which he con- 
ducted his office at a serious sacrifice of time and 
then presented him with a handsome leather sample 
case from the club’s officers. 

Mr. Consodine read a letter from William Clegg, 
past president of The National Stationers Association. 
The letter was an expression of thanks for a certificate 
of life membership in the Wis-II1 Club which was voted 
following the 1937 convention in appreciation of Mr. 
Clegg’s service to the Travelers and the industry. 

The club voted to send a suitable token of sympathy 
to Mrs. Joe Pritchard who was injured in an auto 
accident. 

Mr. Consodine, as vice-president in charge of the 
field division of N. S. A., told of President Hampton’s 
goal to secure 100 new dealer members during the year, 
and his own purpose to build up the field division 
membership. He was given hearty encouragement by 
the club. 

* * x 

The third annual Christmas party of the Wis-IIl 
Club was held December 22 at the Eitel restaurant in 
the Field building, Chicago. The total attendance was 
approximately seventy, including all the officers. All 
were members of the club except three dealers. One 
of these was Fred Tracht of the University of Chicago 
Book Store, governor of the sixth regional district. The 
others were Walter Snelling of Horder’s, and Tom 
MacCorkindale of Just & Son who contributed a part 
to the program by singing “A Wee Doch-an-Dorris.” 

The meeting started with a luncheon and a brief 
business session called to order by President Charles 
Consodine. He read a letter of Christmas greeting to 
the club sent by Alfred J. Mayer of Gregory, Mayer & 
Thom Company, Detroit. It was signed by all the 
officers of the G. M. T. organization. He also read a 
telegram from Charlie Garvin of the NSA, with a 
hearty Christmas message. Fred Tracht was called 
upon and made a few remarks including an apprecia- 
tion of the Wis-Ill Club in its function in the industry. 

The high light of the program was the distribution 
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AUTOMATIC EXxPANDING-COMPRESSING DRAWER 
Now Embodied in This New Line of Modern-Efficient Desks! 


Like all Automatic Expansion 


files, Automatic an almost impercep- 
“Desks” h ave the tiple effort of the 
Automatic Expansion pands parts the con- 
and Compression fea- tents at the desired 
tures on all letter folder. The drawer 
drawers front tilts forward 
and the follower tilts 
backward simultane- 
ously, exposing the 
contents to view and 
leaving a 99-inch V 
shaped opening that 
permits the easy re- 
moval and filing of 
folders and papers. 












Compression 

Closing the drawer 
returns the drawer 
front and follower to 
their vertical  posi- 
tions, compressing 
the papers. tightly 
and protecting them 
from damage. 





NEW LINE 
NEW DESIGN 
NEW FEATURES 


U 





OUR INVESTIGATE 
32nd YEAR 251,” Drawer Capacity OUR 
Progressive suspension all pedestal drawers 
quan Drawers interchangeable in the Field EXCLUSIVE 
Modern Design—Rounded corners and legs. FRANCHISE 
® , Dept. 629 WEST WASHINGTON BOULEVARD 
Automatic File and Index Co. a CHICAGO, ILLINOSS 








“The Complete Line’ 


is the Dealers’ Line 


Dealers everywhere appreciate Moreover, your customers will 
the Storms’ policy of dealer pro- appreciate the built-in curl re- 
tection. No company salesmen sistance of CLEANGRIP 
specialize on the more profitable CARBON PAPER and the 
accounts in your territory, no sharp writing quality and recog- 
special company concessions are _ nized endurance of STORM- 


offered to take business away TEX RIBBONS. 














from you. That’s why they call 
“THE COMPLETE LINE” 


the dealers’ line. 


Write today for full information 


Thus, with Storms’ products, 
your sales are up and your 


profit margin increased. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
5961 GRAND AVE. 


BROOKLYN, N. Y. 
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“Yes! You Can Believe Your Eyes!” 
Here's A New Automatic 


ROTOSPEED 


to retail Ord 
on Ty 


at only “ 














This machine splits a new market wide open! 
Turn its popularity into cash! Order today! 


Now every prospect in your territory can afford an auto- 
matic duplicator. $38.50 buys this Model “C” Rotospeed 
with automatic feed. One turn of the handle produces a 
perfect copy. A simple device raises or lowers the position 
of print. Maximum printing surface 7'2 x 14’. A handsome, 
durable and efficient machine guaranteed for 5 years! At E€ oC. 
no a cag co ge five Model “C” Rotospeeds—and thereby 
make five supply customers—while you’re selling one of any aT . ; 
tech ~ tia 4 . : 327 Wilkinson Street, Dayton, Ohio 

It’s fast, silent, easy to operate, and economical! Get all 
the facts. WRITE TODAY! 


Manufacturers of Duplicating Machines and Supplies for 25 years 








Bentson 


700 


Designed and Equipped for Mod- 
ern Business 
All Standard Sizes 
Quality Exterior and 
Moderate Cost 


You can recommend Bentson 
700 without qualification for all 
general office filing. Rigid frame, 
easy operation, handsomely fit- 
ted and finished — durable. Its 
splendid reception by the trade 
enabled us to extend production 
to provide five, four, three and 
two drawer letter and legal cabi- 
nets. Check, card and ledger 
sizes also available, all 26% in. 











“KRILTAN’ 


Unground Ball Bearings for the 


deep. Drawers move on cradle ‘i 

type suspension slides, ten case 7 a a veennee satuetey 

hardened rollers to the drawer. (U. S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 

Baked enamel finishes; olive All parts machined from bar stock and _ heat-treated, 

2 alba ee Se no ory outer races are one piece and can be made in any desired 

itt Tectia: Seeetdiecins shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 


quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on ‘‘Kilian” unground 
bearings. Samples made to your specifications. 


Bentson Mfg. Co. Aurora, Ill. Kilian Manufacturing Corporation 
Syracuse, New York 


107 North Franklin Street 


See the Bentson catalog or write 
us for full details. 
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of presents. Each member was supposed to bring a 
present costing not more than fifty cents, although 
some forgot that limit and went beyond it. Everyone 
donated and everyone received. Tom Bledsoe of Auto- 
point Company was Santa Claus with Tom Gillice of 
Rockwell-Barnes Company assisting. This was fol- 
lowed by a liberal collection which was donated to the 
Good Fellows Fund to be used in spreading Christmas 
cheer among needy families. 

Interspersed with other parts of the program was 
the singing of popular songs. The well known ballad 
“In the Shade of the Old Apple Tree’ was sung in 
honor of Charles Underwood of Fulton Specialty Com- 
pany who is particularly fond of apples. The festivities 
continued until late in the afternoon. 

———— © 9 





NEW QUARTERS FOR ANOTHER ROYAL BRANCH.—J. P. 
Gwyn, Jr., manager of the Royal Typewriter Company’s 
branch office at Birmingham, Ala., recently moved into new 
quarters in the business section of the Alabama city. Mr. 
Gwyn is shown dictating to his secretary in the new office. 


—_——4 = 2 —___ 


MRS. WILLIAM E. SMITH DIES 

As this issue goes to press word is received of the 
death of Mrs. Josephine K. Smith, wife of William E. 
Smith, Ace Fastener Corporation, who passed away 
January 6 at her home, 6883 Hobart avenue, Chicago. 

Mrs. Smith had been an invalid for about eighteen 
months prior to her death and had been practically 
confined to her home. She is survived by her husband 
and three daughters, Mrs. Elizabeth Larsen, Mrs. Helen 
Breneman, of York, Pa., and Mrs. Kathryn Femal, 
Madison, Wis. 

Funeral services were held on Saturday, January 8 
at 6754 Northwest highway, followed by interment at 
Mount Emblem cemetery. 

— 2 


RELIABLE PUBLISHES NEW CATALOGUE 

Listed as the No. 890, a new buyer’s guide and 
confidential catalogue covering the company’s entire 
output of new and rebuilt machines has recently been 
published by the Reliable Typewriter & Adding Mach- 
ine Corporation, 303 West Monroe street, Chicago. 

Several pages are devoted to office machines in 
addition to typewriters. This is brought about by a 
recent enlargement of the company’s office equipment 
department in which is housed a large stock of Dicta- 
phones, Ediphones, Mimeographs, Multigraphs, etc. 

Dealers desiring copies of the new, twelve-page 
catalogue should communicate with the corporation’s 
home offices. 














Free! Pree! 


Beautiful Display Stand for 
Chrome Mount Rubber Stamps! 


A beautiful display stand offered FREE. Also your 
name engraved on handles FREE OF CHARGE. 
A constant reminder to your customers where 
they have purchased their supplies—a most valu- 
able advertising feature. 


DEALERS: ATTENTION 


Be the first in your 
community to fea- 
ture this new chro- 
mium stamp. Watch 
your sales grow as 
customers realize 
that your store takes 
the lead in introduc- 
ing the latest and 
most efficient office 
devices. The new 
B. & M. Chromium 
stamp will stimulate 
your business. OUR 
SERVICE: All orders 
received 12:00 
(noon) are complet- 
ed and shipped the 
same day. 


Write for cata- 
log and liberal 
discounts. 


Bankers & Merchants Stamp Works, Inc. 
3215 N. Sheffield Ave. Chicago, Ill. 


Ack far Chromium Mounts 
Come NO MORE Mage the Ondiaare 
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LONG RECOGNIZED 
SPECIALISTS 


IN 


HECTOGRAPH 
CARBON 


For All 
GELATIN and SPIRIT TYPE 
DUPLICATORS 


We are specialists in the manufacture 

of Hectograph Carbon and Ribbons. In 

fact we are recognized as having de- 

veloped one of the best and most com- 
plete lines on the market. 


We can meet every Hectograph Dupli- 
cating Requirement. It will pay you to 
send for prices and samples. 


PHILLIPS PROCESS CO., Inc. 
194 Mill Street, Rochester, New York 





























1888 + GOLDEN ANNIVERSARY -:- 1938 


50 


Yet always an eye to the future... . 
Serving LEADERS EVERYWHERE. 


years growth 
Unequalled Background 


This year marks the golden anniversary of the 
“Little” line, the OLDEST EXCLUSIVE in type- 
writer ribbons and carbons. It is first in experi- 
ence and ability in making up formulae, process- 
ing, and genuine quality. Its modern merchandis- 
ing and packaging help the dealer sell. 


Consider these essentials which are foremost in 
“Little” business principles: 


HIGH QUALITY PROMPT, ACCURATE SERVICE 
REASONABLE PRICES LOYAL DEALER COOPERATION 


Investigate this line which has had such a favorable 
record for results for half a century. It offers definite 
sales and profits to leaders in available territory. 


ofl; : ITTLE. 


MANUFACTURERS 


Factory Rochester, N. Y. 


1888 -- GOLDEN ANNIVERSARY -- 1938 


30 PTD 


COOK'S STAINLESS ‘STEEL FILE SIGNALS 
ALWAYS 
REMAIN 
BRIGHT 


Made of thin-gauge, stainless 
No. | No.2 steel, tempered and highly No.2V—Low Tab 
polished, they will not dis- Large Window 
color cards or sheets—are easy to attach, stay 
put, and add practically nothing to a record’s 






















































bulk. 
IN 12 COLORS Write for this 
FREE CARD 
Bright _ fast-color, OF ACTUAL 
non-chipping| SAMPLES. 


saMPie 


enamels—plain or | 


printed with letters | ah 


of the alphabet, | > , i “An 


days of the ask" 

and month, months 

of the year. A type for every modern filing 
requirement. Useful sample card shown above 
sent on request. 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


STATIONERS’ SPECIALTIES 
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TOPEKA TYPEWRITER COMPANY WINS SERVICE 
CONTRACT 

To the Topeka Typewriter Company, owned by Wil- 
bur Johnson and E. G. Crowder, was awarded the 
servicing of the seventy-four Royals, Remingtons and 
Underwoods which make up the Topeka, Kans., high 
school equipment. The work was completed, with all 
new platens, in the week preceding and the week fol- 
lowing Christmas. Having the machines serviced dur- 
ing school vacation, made loan typewriters not neces- 
sary. Best of all, Mr. Johnson points out, he is getting 
very close to full price, such as an individual would 
pay on a repair overhaul job. The letting was com- 
petitive; but a slashed price was not part of the pull 
which brought the job to the Topeka Typewriter 
company.—AG 

——_ =o 
MELIND INAUGURATES BULLETIN PLAN 

As a means of aiding dealers to improve sales, keep 
up with new items, and obtain technical knowledge of 
value to them, the Louis Melind Company, 362 West 
Chicago avenue, Chicago, last month launched a new 
plan of issuing monthly bulletins. 

These bulletins will be mailed out to dealers one or 
more each month. Each will contain information by 
which dealers of the Melind line of rubber stamps, 
racks and kindred items may gain useful and profit- 
able selling points. 

Three of the mailing pieces start the ball rolling. 
They are the price bulletin, sales bulletin and the shop 
bulletin. These respectively deal with price changes 
and new items, selling points with which to impress 


| customers, and technical information on metals. 





$$$ 9~— > —___—_ 


GF PRODUCTS FEATURE OF BUSINESS SHOW 

A large and complete display of products of the 
General Fireproofing Company, Youngstown, Ohio, 
marked a recent business show held by McCartney’s, 
GF distributor at 1107 Eleventh street, Altoona, Penna. 

The display, which attracted considerable attention 
from local business men and members of their staffs, 
consisted principally of GF aluminum chairs, files and 
metal desks. 

Several men from the home office of General Fire- 
proofing attended the show, among them A. R. Ander- 
son and Claude Allen. 

—-- 


“REGAL” PRESENTS PENCILS 

“Regal” dealers were recipients of a propelling 
pencil filled with red and black crayon and topped 
with a framed magnifying glass three-eighths inch 
wide and an inch and a half long, sent with the good 
wishes of Marcus Harwitz, general manager of the 
Regal Typewriter Company. And with the suggestion 
that the glass may be used to magnify “serial” and 
telephone numbers, the black lead for writing more 
business in ’38 and the red for underlining greater 
profits. 

ST 
CEL-U-DEX INCREASES DEALER SERVICE 

As a means of augmenting services to stationers in 
every part of the country, the Cel-U-Dex Corporation, 
Brooklyn, N. Y., last month announced that factory 
stocks of Cel-U-Dex products are now maintained in 
key cities of the United States and Canada under the 
supervision of direct representatives of the company. 
Further particulars may be obtained by writing the 
corporation’s home offices, 1 Main street, Brooklyn, 
NM. %. 
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These Gilson Bolens Irons make the best chairs better! 


Type VR is the famous Low Fulcrum rubber iron with controlled re- 
siliency. It tilts on a low axis with an easy comfortable swinging arc 
like a rocking chair—contrast this with high fulcrum actions which 
teeter on a high axis like a teeter-totter. Type VR is firm in its hori- 
zontal position for desk work and provides a uniform cushion in all 
stages of tilt. No other rubber iron has these advantages. Other fea- 
tures are ball bearing thrust, self-oiling sleeve, oilless tilt bearings 
and fiber insulation. The only office chair iron with a screw spindle 
ground to a close fit like an automobile crankshaft. This insures long 
life without wobble. 








Also made with steel springs 


Number 378 Posture Chair Iron has everything that posture minded 
chair salesmen have been asking for. The chair user sits down and 
instantly adjusts the back for complete comfort. No wrench or other 
tool is needed. If change of work or afternoon fatigue call for slight 
readjustment it’s there-——at the finger’s tip. This iron has greater 








z eiiinion strength and closer fitting parts to prevent wear and back wobble. 

p= It is definitely ahead of all posture irons. The adjusting mechanism 

#4 is patented. The only posture chair iron with a screw spindle ground 

| to a close fit like an automobile crankshaft. This insures long life 
Also made with rubber without wobble. 


The extra value which Gilson-Bolens irons add to any chair 
will make your selling easier and your sales more profitable. 


Gilson Bolens Manufacturing Co., Port Washington, Wis. 














Here’s just one of Impertals many new 


OUTSTANDING DESK VALUES FOR 1938 


Your office furniture cus- 
tomers will respond prompt- 
ly—and __ profitably — to 
Imperial’s remarkable new 
No. 2400 Series. The eleven 
matched pieces in this qual- 
ity-built group bring you a 
sensational sales opportun- 
ity, because they combine the 
twin appeal of _ striking 
beauty and moderate price. 
The No. 2400 Series is just 
one of the many new out- 
standing desk values in Im- 
perial’s line for 1938. 

Start the New Year right— 
by investigating the grest 
“plus” potentialities of an 
Imperial franchise. A copy 
of Imperial’s 1938 catalog 
will be gladly sent on request. 


pmpetial—_ DESK COMPANY 


EVANSVILLE, INDIANA 





No. 2467 Flat Top Desk— 





66” x 36” x 301%” high. Full 






Walnut exteriors. Cast brass 





drawer pulls. 
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We wish to thank our friends for their loyal INDIANA 
support... and to wish them and the entire DESK 
industry a happy and prosperous new year. COMPANY 


Jasper, Indiana 
e 
New Indiana 
LEATHER UPHOLSTERED oo 


Office Chairs 



















CARBON 
PAPERS 


TYPEWRITER 
RIBBONS 





Developed for a 
Discriminating Trade 


The Codo Manufacturing Corporation was built 
by salesmen. It was established and is now mak- 
ing progress because these men knew that better 
grade carbon and ribbon is in demand and can 
be sold in large volume if uniform results can 


or value easily demonstrated, take : 
this New “Bieta Chair No 702. Sub be assured. The success of Codo Ribbons and 
b4iiod ING aa i ai ai . a. uw” ° . . 
stantial framing, deep down cushions Carbons is proof of their better quality. The 
ot aati a 4 ai aa ’ 4 eiliVUllo . 
quality leathers of fast color, fine woods fact that these products are sold in profitable 
Shipped in pool Se a a ie pF uantities at various markets testifies to the op- 
ith Indi The New Indiana Chair Co. line in- 4 =e ; : 
cede as "a 09 iain: Leiden. cibaleieeid ail ofl portunities now available elsewhere. Write for 
esk Co. desks Ciuaes eal pholster I ll " 
if desired, saving W0Od chairs in solid walnut, quartered details. 
time and cost of | oak and birch, also tablet and teachers ¢ . C 
freight. chairs, etc. Catalog on request. C ° d °o M anufacturin g orp. 


. ‘ : Coraopolis, Penna. 
New Indiana Chair Co., Jasper, Indiana Sia ate ‘ Chicago 
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— States Exports Hold Position in ‘wine 
Markets—Continued from Page 33 

which were the two years in which there were large 
increases in German and Swiss exports, but current 
United States exports are about one-third over 1936 
figures. The gains in recent months may bring the 
United States percentage somewhat higher for 1937 
than the 59.7 percentage figure for 1936. Exports of 
typewriters from the United States during 1936 were 
61 per cent of 1929 sales, while German exports for the 
former period were 125 per cent of the 1929 trade. 
From less than 1,000 machines in 1932, Swiss exports 
rose to 29,651 in 1936 (3,000 per cent increase), a rather 
sensational record in typewriter trade. Practically all 
of the Swiss typewriters exported are light weight 
portable machines. 

Latest available information indicates that produc- 


tion of typewriters in the United Kingdom is about | 


40,000 units annually, and in Switzerland approxi- 
mately 50,000 (during 1937). No official figures are 
available for German production, but estimates range 
from 200,000 to 300,000 machines per year. Perhaps a 
fair estimate of world production outside of the United 
States is 400,000 typewriters annually, which compares 
with 811,260 machines produced in this country during 
1935. No official production figures for 1936 or 1937 
have been compiled, but the production during each 
of these years probably has exceeded 900,000 units. 
While the American industry still produces over half 
of the total world production, there is no doubt that 
its position in world trade has been seriously threat- 
ened during the past few years. 


In Germany, Sweden and Switzerland there has been | 
increased production of and export trade in account- | 
ing and calculating machines, but in general this com- | 


petition has not been as extensive as in the typewriter 
field. 

There are now Reciprocal Trade Agreements in effect 
between the United States and sixteen foreign coun- 
tries. Duty reductions or other benefits to American 
office machines are contained in twelve of these agree- 
ments. Although exports have been rising generally, 
it appears quite certain that the benefits secured in 
trade agreements have been of substantial value to 
exporters of office appliances and supplies. As many 
producers in these industries have large stakes in for- 
eign markets, in some instances exporting over one- 
third of their total output, further developments in 
the reciprocal trade program should be of vital inter- 
est to them. 


Importance of Export Organizations 
American office appliances and supplies are recog- 


nized throughout the world for their quality and effi- | 


ciency. However, a good product needs sound and con- 
sistent merchandising technique and, in the case of 
office machines, satisfactory upkeep and repair service 
to the customer. The wide acceptance of American 
office equipment in the world’s markets is perhaps due 
as much to the intelligent manner in which export 
sales are handled as to the excellence of the product 
itself. The high principles of business conduct em- 
ployed by our office equipment exporters have done 
much to create good will in foreign countries for 
American products in general. Through long expe- 
rience in foreign trade, in some cases extending over 


a period of thirty years or more, our exporters have | 


built up well organized export departments and stable 
foreign outlets. There are numerous instances of for- 
eign dealers having a continuous association with one 
manufacturer for a long period of years. With gui- 


SINCE 1868 WE’VE 


Been Putting EXTRA VALUE 
into OFFICE TABLES 


Here at the biggest table factory in 
the world, we’ve been making Ameri 
ca’s favorite office tables since 1868! 


That’s Why 

Handling the jr tros ots at sell plus i 
St. Johns Line seri ctce colors. olden, me 
Means Extra ecient, every table equipped 
| Profit for You! wrens: wrte taiey tor catalog an 


prices. 









St. Johns Office Table No. 24 






Northern Gray Elm. Golden 
Finish. Top, 7%” thick. Legs, 
214” square. 6 Sizes: 24x36, 
27x42, 27x48, 27x54, 27x60, 
and 30x72. Shipped K. D.; 
Packed two of one top-size in 
crate. 


ST. JOHNS TABLE COMPANY 


Cadillac, Michigan 


Office Furniture Warehouse Company, 573 Broadway, New York 

























| A bey office ayplaaact hit 
Electro -Call 


THREE DISTINCT 
SYSTEMS FOR 
EVERY PURPOSE 


AVAILABLE IN | TO 6 STATIONS 





A hit when first introduced a few months 
ago, ELECTRO-CALL is a sales knock- 
out today! Unanimously accepted in thou- W% 
sands of firms—coast to coast. No wonder! 
ELECTRO-CALL is the two-way, selective 
intercommunicative system in which NO 
SELECTOR SWITCH IS NECESSARY. 
Station calling and station selection are 
combined in one operation. Other big-hit 
features: tone monitor control; powerful 
P. M. speaker—normal talking voice clear- 
ly reproduced 100 ft. away. Easy to 
install, simply connect cables and plug in. 
Start making BIG money, today! Choice 
territories still open to distributors, job- 
bers, dealers! 


“PROFIT PLAN’: 








UNI : E D UNITED SCIENTIFIC LABORATORIES 
SCIEN IFIC x venue, New ork, N. Y. 

LAB 0 RAT 0 RI ES wae “ae about Eleectro-Call 
512 SIXTH AVENUE | ., 5.2. 





NEW YORK,N.Y. Foo 


QUALITY MANUFACTURERS FOR 16 YEARS 
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Promote this smoker designed 


for BIG BUSINESS 








New American Walnut Wood- 
Grained finish _....................88.50 





T HE ideal smoker to promote for offices, clubs 
or hotels. Its streamlined beauty . . . its 


EXCLUSIVE 


superior features practically sells itself. Touch ASH-AWAY 
the Ash-Away Dispenser button—and butts, ashes, step comtecedciet 
debris disappear into an air-tight container, com- DISPENSER 
pletely out of sight and smell! A complete line 

including new wood-grained finishes with out- 

standing sales-appeal. A line that is bound to 

boost your smoker sales to offices. Write for 


1938 catalog. Priced from 75c to $12.50 retail. 


SMORERS 


THE NAGEL-CHASE MFG. CO. 





Operates at mere 
touch of finger! 











2811 No. Ashland Ave., Chicago, Ill. 742 S. Hill St., Les Angeles, Cal. 





“Worlds Largest Smoker Mauufpacterecs” 











No. 338 
Size 38x22 











Student Desk 
With Shelf 


A beautifully finished student desk in 
two woods: Genuine maple and also 

ombination Walnut. Has two drawers 
in pedestal and arch drawer with genu- 
ine brass pulls. A book shelf is con- 
veniently located under the arch drawer. 
Catalogue showing this and other inter 
esting items will be mailed on request 





Tell City Desk Company 


TELL CITY, INDIANA 





























OFFICE APPLIANCES 


dance and assistance from their principals, foreign 
dealers and distributors have built up good sales and 
service organizations throughout their respective ter- 
ritories. It has often been observed that the most 
aggressive and prosperous business firms in many 
cities of the world are representing one or more Ameri- 
can manufacturers of office appliances and supplies. 
It can be said that because such a large portion of its 
production is exported, this industry is of necessity 
required to give generous attention to its export de- 
partments. A more accurate statement is that the 
industry has acquired its export trade through inten- 
sive and intelligent promotion and not by treating the 
export department as a step-child, as is done in many 
industries. 
a ee 
GORDON RETIRES FROM CARTER’S INK 

Taking a step which he has steadfastly shunned 
through the years until arbitrarily ordered by his 
physician, Charles B. Gordon, whose entire business 
life has been spent with the Carter’s Ink Company, 
last month retired as vice-president of the firm. He 
had completed nearly forty-four years of active service 
with the Carter organization. His close devotion to 
his work hastened the time when the state of his 
health compelled retirement. 

A hard worker from boyhood, he earned a large part 





CHARLES B. GORDON 


of his expenses at Dartmouth College. In addition, he 
not only found time to manage the Dartmouth foot- 
ball team—no sinecure in those days—but made so 
good a record that when he graduated in 1893, he was 
the first recommendation of the president to the ink 
company. After seven years in various subordinate 
positions, he was promoted to that of general manager 
which he held for thirty years. During this period, 
owing largely to his industry and efficiency, the com- 
pany developed from a very modest status to its 
commanding size and position of today. For some 
years he held the office of treasurer and more recently 
that of vice-president. In addition to business affairs, 
he has served on the Newton Board of Aldermen, and 
engaged in many other activities for various organiza- 
tions including his church. He is still a trustee of the 
Newton hospital and treasurer of Bridgton Academy, 
one of the oldest schools in Maine. 

Great numbers of men and women who have known 
him through the years, not only in all divisions of com- 
pany activity but among customers and competitors 
as well, have paid Mr. Gordon the tribute of friendship 
for himself and admiration for his accomplishment. 
All his many friends will unite in regret for the limita- 
tions on his activity and in the hope that his new 
leisure with his family will prove happy and fruitful. 
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a ( TWINPHONE HAS 


z= CERTAINLY PAID FOR 
= (irseur IN THE TIME 11 
HAS SAVED, MISS AMES 


YES MR.SMITH I FIND 
I AM GETTING OUT 


MORE WORK THAN 


BEFORE 








COMPLETE Intercommunication for only $21.95 


Price includes both Master-station and Sub-station 


Now, tor the first time, through TWINPHONE, you can obtain simple, clear, 
instantaneous two-way inter-room conversations for only $21.95. Think what this 
means to modern business! Time is saved. Steps are saved. The pace and efficiency 
of any office are substantially stepped-up. TWINPHONE provides a direct wire 
between the executive and any subordinate. Always open. No busy signals. Tele- 
phones are left free for important incoming calls. 

TWINPHONE more than pays for its small original cost during the many years 
of its usefulness.) Every TWINPHONE is fully guaranteed for one year. Our fac- 
tory will repair or replace any equipment failing to give complete satisfaction. Instal- 
lation as simple as setting up a radio. Operating cost less than a small electric fan. 

Write today for our booklet giving complete information about TWINPHONE 
and about our 5-Day Free Trial Offer. 





Executive’s Desk 





@ 
Ye DEALERS 
Dealerships and Distributorships stilt 


available. TWINPHONE at $21.95 is the 
A Product of only fast-moving intercommunicating sys- 

tem offered for sale. No service expense. 

EXECUTONE i No installation problems, Every office, 
? nc. professional suite, factory or home an 

eager prospect. Write immediately for 


415 Lexington Ave., New York City details. 








SUBSTATION for use on Associate’s or 
Subordinate’s Desk 








Your Problems 








Answered 
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Complete lines in each grade 


Dealers can find the answer to the customers problem 


in our general catalog. 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH & HASBROOK STS., PHILADELPHIA, PA. 




















Popular Office Chairs 


QUALITY CRAFTMANSHIP ... 
MODERN STYLING... 
EXTRA COMFORT 


Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and de- 
tails on request. 


Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 
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Like the 
1938 


Automobiles 





Universal | 
OFFICE MACHINE | 


THE MARK OF QUALITY STAND 
— is the utmost in operating efficiency 


Moves noiselessly on 38-inch rubber tired casters, locks rigidly 
in position with cam brakes. Mechanical equalizer adjusts for 
any unevenness of the floor and the top can be adjusted for 
nearly all office machines now in use, holding them safely and 
securely, operating shocks being absorbed through rubber and 
| felt. Side drop leaves 16 by 18% inches afford ample working 
space. Weighs 40 lbs. packed for shipment. 
TUSCO is the apex of quality in office machine stands, above | 
| the profitless volume class. Retails at $24.50 up according 
to drop leaves desired and finish of steel work. For saving 
| time and energy and promoting accuracy, recommend TUSCO. 
TUBULAR SPECIALTY MFG. CO. 
| 1940 STANLEY AVENUE DETROIT, ‘MICHIGAN | 
REPRESENTATIVES: C. E. Ritter, 2451 E. 78th St., Chicago 
(phone REGent 1110); Western Wholesale Stationers, Ltd., 
307 E. Third St., Los Angeles, Calif. 














iF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 













Everything from a Safe 
to a Waste Basket in 
Steel Office Furniture 


. . - and Twirlit Drills 


IN NEW YORK 
STOCK 





‘# 

CAL CAMERON 
112-114 WOOSTER ST. 
NEW YORK, N. Y. 


PP 4 
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DARNELL 
Office Chair 
CASTERS 


e BUILD and HOLD 
Featuring the Darnell Patented R U S | N E S S 


Double Ball-Bearing Swivel 











Your customers will 
appreciate the smooth, effortless, quiet operation 
of Darnell Casters, Famous because they 


Always SWAW EE. and ROVE- 


—Darnell Casters have longer life and give the 
maximum of floor protection. Made of highest 
quality materials throughout. Office Furniture 
and Appliances Factory-equipped with Darnell 
Prcducts indicate the manufacturer’s high regard 
for quality. 
The new Darnell Caster and Wheel Manual 
is now ready for distribution. 




















D A R N E L L Write for 
CORPORATION, LTD. FREE Sample 
P. O. Box 4027-O, Sta. B Set of Darnell 
Long Beach, California Noiseless Glides 

24 E. 22nd St., New York City and Special 

36.N. Clinton, Chicago, Illinois Proposition 

for Darnell 

Dealers 
= 
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The local branch of the Underwood Elliott Fisher Com- 
several new salesmen—Harry P. Carlin (adding machine 
Rhodes (accounting machines); and Edward Reiss (adding 





Baltimore, Md. 
pany has added 
division); R. J. 
machines). 

New York, N. Y. 
opened an export department, directed by 

Burlington, Vt.—L. J. Dingerson has been 
by the Underwood Elliott Fisher Company. 

Dallas, Texas.—_H. W. Welch has been appointed manager of the local 
branch of the Underwood Elliott Fisher Company. He had been active in 
sales work in southern territories. 

Fort Wayne, Ind.—The Fort Wayne Business Machines Company has 
been appointed a sales agent for the Underwood Elliott Fisher Company. 

Hartford, Conn.—The Hartford sales office of the U EF has added 500 
square feet of office space, to care for expanding business. 

Jacksonville, Fla..-The Underwood Elliott Fisher Company 
an office on Biscayne boulevard. 

Montpelier, Vt.—The Manusell Company has been appointed sales agent 


The Typewriter Circle Company, 359 Broadway, has 
Bernard D. Kahane. 


appointed sales agent here 


has opened 


for the Underwood Elliott Fisher Company. 

San Francisco, Calif.—The local branch of the Woodstock Typewriter 
Company has moved from 21 Second street to 330 Market street. The 
premises have been remodeled and redecorated. Alex F. Shepherd is 


local manager. 


Oklahoma City, Okla.—Lloyd F. Schuneman has joined the local office of 


the Underwood Elliott Fisher Company, 220 Northwest First street. He 
was transferred from the office at Clinton, Okla. 

Topeka, Kans.—The Zercher Stationery Company has moved to 706 
Kansas avenue. Office machines are handled in addition to office supplies. 

Lubbock, Texas.—L. M. Engart, representative of the Victor Adding 
Machine Company, has moved to 1316 Texas avenue. 

New Orleans, La.—E. F. Keplinger & Son has moved to 517 Carondelet 


street. 








ADDING MACHINE S 


The local branch of the Monroe Calculating Ma- 





Oklahoma City, Okla. 


chine Company, Inc., has been moved from 214 North Harvey street to 
104 West Third street. 

San Antonio, Texas.—J. EK. Klaver, of the cash register division of the 
Burroughs Adding Machine Company, has been transferred to this city. 








OTHER MACHINES 


Orange, N. J.—Charles Linn, export manager of The Bates Manufactur- 
ing Company, is in Europe on an extended business trip. 

San Francisco, Calif._-The Louis Melind Company, 591 Market Street, 
has been appointed western distributor for the Roberts line of numbering 
machines, daters and typographic numbering machines. J. L. Yager, local 
manager, states that the trade-in allowance plan on numbering machines 
is ‘‘meeting with dealer approval.” 





San Francisco, Calif._0. H. Davison, of 0. H. Davison & Company, 
788 Mission street, reports good business on both his north and south 
trips, for the ‘“‘Neva-Clog’”’ line of stapling machines and staples. Also 
the ‘‘Ful-Clean” dater of the Fulton Specialty Company has been taken 
on by a number of additional dealers on the coast territory. 

San Francisco, Calif.—R. L. Smith made a trip recently through the 
southwest. He reports a fine reception for the new Hotchkiss staplers, 
the ‘Aristocrat,’ ‘‘RedHead”’ and the ‘‘True Blue Clipper.”” Mr. and Mrs. 


Smith plan spending the Christmas holidays with his folks at Greensboro, 
N. C. A trip to the Hotchkiss plant at Norwalk, Conn., is included; the 
George B. Graff plant at Cambridge, Mass., will be visited also. 








MARKING DEVICES 





San Francisco, Calif._J. L. Yeager, manager of the Pacifie Coast 
branch of the Louis Melind Company, 591 Market street, says that the 
‘\Justrite’’ self inking line dater is having a good reception. 





L-oosct peas 














Long Island City, L. I., N. Y¥Y.—Harrie Copeland has been elected presi- 
dent of the Cole Steel Equipment Company. He had been with the 
soorum & Pease Company many years. 

Russell S. Alger has joined the Corry-Jamestown Manu- 


Corry, Penna. 


facturing Corporation. He will operate in the Northwest territory. Mr. 
Alger had conducted a retail stationery business at Spokane, Wash. 
Oakland, Calif.—Ralph Buckley, Pacific coast representative of the 
Automatic Pencil Sharpener Company, Chicago, has returned from an 
extended trip covering the Northwest and the Southwest. February 15 
he takes to the road again for the Rocky Mountain territory. He has 
headquarters at the Coit hotel. 

Passaic, N. J.—General Stationers, 187 Jefferson street, celebrated its 
first anniversary early in December. This business has the local agency 


for the Security Steel Equipment Corporation. Office machines are handled. 
St. Louis, Mo.—-Phil Shinn, of The Victor Safe & Equipment Company, 
now maintains his headquarters here. He does considerable traveling. 


San Francisco, Calif.—E. T. DiVecchio, 779 Mission street, has been 
appointed Northern California distributor for the Steel Furniture Manu- 
facturing Company, Ltd., of Los Angeles. He succeeds Milton Mann, 


who passed away recently. 

York, Penna.—A. E. Bode has been appointed comptroller of The York 
Safe & Lock Company. He has had an extended experience in the office 
equipment field. 
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NO METAL TOP TO BEND OUT OF SHAPE 


Keep Vul-Cot on display. Cash in on repeat 
business by showing Vul-Cot in windows and on 
counters. Vul-Cot is constructed throughout of 
National H-A-R-D Vulcanized Fibre. NO SOFT 
FIBRE to bend out of shape. No metal top to 
dent, rust or lose its finish. Colors to match 
office furnishings. 


NATIONAL VULCANIZED 
FIBRE CO. 


Wilmington, Delaware 


THE MOST PERFECT TOP 
For DESKS—TABLES—COUNTERS 


Perma Tops ARE PROOF AGAINST 
WARPING—CRACKING—W ATER—COLD—HEAT 


Perma Tops ARE RIGID 
INEXPENSIVE—DURABLE—ATTRACTIVE 
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Modern Way To Re-New Old Desks And Tables 
Modern Way To Protect New Desks And Tables 


PERMA—the remarkable fabricated board which endures long 
30”x54” to 36”x72”: 


and severe wear. Tops measuring up 

Colored Brown, Green, Maroon or Black. 

List Price 4%” thick 

3/16” thick $6.00 (Felt Back) $7.50 


List Price Subject To Dealer's Discount. 


GEO. E. FOX & COMPANY 


Manufacturers 
420 Orleans Street Chicago, Illinois, U. S. A. 
OPPOSITE THE MERCHANDISE MART 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 
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TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
free DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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SPINE-PROTEX 
RESPIRATOR CUSHION 
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U. S. Patent No. 2,025,712 


SPINE-PROTEX Respirator Cushions are so constructed that 
all pressure on the end of the spine is relieved. 

A study of the bone structure of the human body will clearly 
demonstrate the beneficial features of the SPINE-PROTEX Cushion. 

Combining the ventilating features of the famous Respirator 
Cushion with the spine protection afforded by this new type of 
cushion the result is a health promoting, comfortable seat 
cushion that creates a new standard in chair equipment. 

SPINE-PROTEX Respirator Cushions are recommended for 
cases where there is an anterior subluxation of the apex of the 
sacrum. 

Can be furnished in two sizes, viz., Executive (18” wide, 16!/,” 
deep) and Secretarial (16” wide, 14'/,” deep). 

Covered with Corduroy, Velour, Mohair. Biccotex, Fibre 
Fabric, Pantasote Leatherette and genuine upholstering leather. 


L. M. Bickett Company 


WATERTOWN, WIS., U. S. A. 











RIBBONS AND CARBONS 


ae ~ 
Orton has joined the sales staff of the 
He had had an extended experience 





San Francisco, Calif.—Al G. 
Pacific Carbon & Ribbon Company. 
in this field. 


- 


United States Exports of Typewriter Ribbons, Carbon Paper, Duplicating 
Machine Suppiles and Office Supplies, October, 1937 


776: 











‘ 
Duplicat- 
4750 a 
Filing folders, machines, 
index cards, and 9395 parts and 
other office 9392 Typewriter supplies 
forms Carbon papers ribbons for 
Countries No Value Lb Value Doz. Value Value 
OE Oe ; 5 aes 15 34 ney 
ae ‘ 218 $ 51 90 $ 75 115 400 $ 5,711 
Bulgaria ere ae : 4s 49 chine oe — 
Czechoslovakia..... 574 1,026 sae ines 33 116 , 
TS eee 54 105 é seus ae ears 157 
oo SS eae 1,240 27 , 485 1,871 2,684 
CHOOOS.. 2 vv cess ; 112 133 26 69 Soe 
SEL ET ee 75 48 26 62 13 
Italy ne weis . ae 3 7 . 
Netherlands....... 809 159 598 366 403 1,092 4,384 
Norway.. Siew. 9 12 666 840 356 1,002 58 
Poland and Danzig. : ; 35 137 : 
Portugal. . a a 538 176 29 20 25 53 58 
Rumania.......... 18 13 ; 6 412 
Sweden bee oa 400 141 2,625 2,016 33 79 1,210 
Switzerland........ 1,712 416 681 50 131 384 33 
United Kingdom... 3,432 3,387 3,909 2,325 8,076 9,059 
Canada Ee 21,560 7,283 2,693 447 1,321 8,350 
British Honduras... a a : 162 40 96 ‘ 
Costa Rica........ 211 89 260 ee ‘ies 372 
Guatemala : 1,543 460 63 1 3 132 
Honduras.. err 4,281 1,024 100 23 98 75 
Nicaragua.. Re 724 332 387 28 139 7 
Panama hisses 4,210 1,089 426 24 64 656 
a rr er 44 ee ces 129 
Mexico : fa 2,911 1,124 778 635 1,293 2,12 
Newfoundland and 
Labrador...:;..... 874 100 253 19 51 a) 
DGRMRIGR., 2.2 cccccne 875 499 9 wre oe, 
Barbados ara en 294 102 27 3 7 
Jamaica ee 2,370 591 276 31 114 72 
Trinidad and Tobago 951 198 16: 32 93 83 
Other British West 
ea 125 87 . 7 22 pane 
Cuba ee 2,041 1,226 2,927 2,069 494 1,198 778 
Dominican Republic 637 192 400 645 5 28 pa 
Netherlands West 
Indies = 4,333 1,374 68 45 14, 71 158 
Haiti, Republic ' 121 41 8 5 ere , 1 a 
Argentina te ee 483 263 4,297 2,635 1,280 2,187 2,824 
Bolivia. : ; 390 98 118 144 206 518 2,793 
Brazil.. ; 1,170 741 2,206 2,656 59 329 1,040 
Chile or ae : 134 203 510 658 89 258 1'422 
Colombia aries 3,489 2,887 1,666 1,193 654 rE 3.328 
Ecuador ; 337 121 26 31 52 142 1,425 
Paraguay 48 7 ‘ ‘ 4 17 aks 
Peru.. Ae 748 216 305 110 350 852 
Uruguay : 5 46 ee 176 483 820 
Venezuela eae 19,637 5,163 829 190 707 315 
British India 858 118 2,889 a7 arte 576 
British Malaya..... a ‘sane 42 69 25 68 oe 
Ceylon ' ‘ 144 52 26 44 
Netherlands Indies 1,210 666 799 946 172 436 
Hong Kong ‘ 186 102 99 54 12 39 
Japan : 320 68 8,113 3,861 80 207 
Philippine Islands 2,103 897 4,765 2,459 727 1,877 
Siam ; 12,471 6,940 11 6 96 196 
Syria 30 32 8 22 11 
Turkey s ree eas 52 111 
Other Asia.... 864 523 a a aan — 
Australia 327 206 3,988 2,085 oe 5‘ 664 
British Oceania 13 29 
New Zealand 909 429 50 90 28 91 83 
Belgian Congo.... 93 62 48 124 
British E. Africa 380 93 9 31 
Union of S Africa 164 122 889 741 618 1,570 67 
Nigeria 2 38 24 10 27 75 
Egypt. . ; 950 146 496 255 et Sark 
Other French Africa apie eri 2 7 
Liberia ‘ ae a 153 
Mozam)hique 177 73 46 96 eee 
Other Port. Africa 84 83 25 80 
Canary Islands 125 30 : 2 nS 
2 .|l le 104,383 $41,509 50,541 $37,173 10,631 $29,737 $56,469 
Shipments to 
Hawaii... . 80,784 $30,316 784 3 660 163 $ 534 $ 4,499 
Puerto Rico : 8.635 2.095 2,041 1,204 76 287 615 
Virgin Islands 128 21 Se fate ae amis ar 





STATING A & RS 


Chicago, 111.—The Stationers Corporation has been chartered to deal in 
stationery, printing, office supplies, etc.; incorporators—N. Sommerfield, 
I. J. Cantron, H. M. Hauptman, incorporators; Herbert M. Hauptman, 
charter representative, 139 North Clark street. 

Chicago, I11.—The Alvin H. Meyer Company, 2415 North Seminary street, 
has been chartered to carry on the business of stationer, printer and 
lithographer; Lester B. Shafton, charter representative, 10 South La Salle 
street. 

Jefferson City, Mo. Bill Klimas, of the Midland Printing Company, has 
recovered from a serious operation at the Jefferson City hospital. 

Montgomery, Ala.—The Mercantile Paper Company is operating in its 
new store at 116-18 Commerce street. 

Oakland, Calif.—The United Stationers has opened a new store at 3332 
East Fourteenth street, handling office equipment and commercial sta- 
tionery. The principals are Frank Dewey and Henry Ambrose. Charles 
Stowers is store manager. 

Stockton, Calif.—Treadway’s, commercial stationery house, has moved 
from 429 East Weber avenue to a more commodious location at 322 East 
Main street. The store has a frontage of sixteen feet and depth of ninety 
fet. The layout affords a complete view of the entire store from the 
street. 





(Please turn to Page 183) 
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DESK 


TRAYS 


Your customers will like the artistic design of these new trays. 


Made in all woods and finishes. 





No. 012—Letter Size 





No. 16—1534” long 


Send for samples and new price list. 


No. 42. 


IMPERIAL METHODS CO. 


FOREST PARK & 


ILLINOIS 





l 


all iil in iI 


7G AYLO™ 


= CORRECT POSTURE 
— FOLDING CHAIRS 


Ideal for offices, sales rooms, 
schools, churches, clubs, lodges, 
' beauty shops, etc. Riveted 





















iil 


fortable and rigid in construc- 
tion. Opens and closes 
quietly. Folds flat and stacks 
easily. Upholstered seat and 
legs. Baked Synthetic 
Enamel Finish. 


Colors: Mahogany, Black, 
Green, Tan and Bone 
White. 


An investment in GAYLO 
superior quality equipment 
means service, economy 
and durability. Backed by 
an organization of many 
years of manufacturing 
experience. 





THE GAYLO MFG. CO. 
CHICAGO, ILL., U. S. A. 
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820 NORTH MICHIGAN AVE. 
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The Art Piellvm 





JACKSON DESK 


A New and Better Design 
popular among business men 


substantial construction and 
and file space, 
service for the 


Graceful form, 
conveniently arranged storage 
this desk offers up to date 
office. Requires less floor space because of 
small overhang of top. Veneered top and 
panels are genuine walnut, also top rims and 
drawer fronts. Desk is also supplied in ma- 
hogany. Three sizes flat top, 50, 60 and 66 
inches, available, also single pedestal 42 by 32 
and 36 by 28—and typewriter desks and tables. 
Art Moderne is one of ten designs illustrated 


in the Jackson catalog. 





Jasper Office Furniture Co. 


JASPER, INDIANA 








“WORD OF MOUTH’ ADVERTISING 
IS THE BEST RECOMMENDATION 


Typewriter 
Key 
Pass Along 
the Word 
MUNSON 





Users 
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INTERNATIONAL 
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MUNSON SupPLy Co., 348 Hudson St., New York City 


Please send information about the New Key 
—New Package and Counter Display to 
































OUR No.1 RESOLUTION 
FOR 1938: (.: 


for the past 42 years, to supply our dealers with ribbons and car- 
bons of fine quality at prices that allow handsome resale profits. 


U.S. TYPEWRITER’*RIBBON MEG. CO 


Sansom at Tenth Street 


Dealers 
I ngqui r1es 


Solicited 


OFFICE APPLIANCES 








which 
won be 


were )., continue, as we have 


Philadelphia, Penna. 























MaMaTaaa"a sees La 
* PRACTICAL 
: SERVICEABLE 
ATTRACTIVE 


Metal Furniture Which Meets the 
Growing Trend in Modern Offices 


The ouly complete line of modern chrome furniture for equip- 
ment of executive, professional and general offices. Ideal also 
for vestibule, lounge and recreation room. A line that offers 
substantial profit possibilities. 








Get on the Troy bandwagon. Dealer prop- 
osition and complete catalog upon request. 


THE TROY SUNSHADE COMPANY 


Dept. P-117 Troy, Ohio 
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| Inspect the high quality and get the 
| attractive prices of Browne-Morse 
| office equipment and supplies. Put 
| your stock in order with merchan- 
dise that sells. . .. . The Retail 
Trade is hitting a new high level. 


Are You Prepared ‘0 casu tn 


on improved business conditions? Write today 
| Begin now to sell more with real profits. 


Browne-Morse Company 
MUSKEG( ON, MICHIGAN 
































@ for All 2 
office paper fastening 
e finish. 


CLIP-ON CORP. 


ever again. Three sizes, brass or nickel 
Write for samples and prices. 


Oswego, N. Y. 


and 


NATIONAL SPONGE RUBBER CUSHIONS 


| ° 





The complete 
quality line 
at popular 
prices 
* 


All colors—all sizes 
oy 





Write for descriptive 
circular. 
- 


Discounts 











Attractive 
« 


110 Grand St. 
New York, N. Y. 





NATIONAL OFFICE CUSHION CO. 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 


ye 


POCKET SEALS 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 
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LEVER SEALS 


SPECIMEN IMPRESSION 
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VICTOR 


STENCILS AND INKS | 
AND CORRECTION FLUID 





Send today for 
SAMPLES 


® 
The Victor Safe & 
Equipment Co., Inc. 


NORTH TONAWANDA, N. Y. 


VICTOR 


DUPLICATOR 


STENCILS 
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JANUARY, 1938 


Stationery 
(Continued from Page 1s0) 


New York, N. Y.—Harrie Copeland, formerly with the Wilson-Jones 

Company, is conducting an agency business in the Fifth Avenue building. 
Oakland, Calif.—Mr. and Mrs. Bert Wheatly have opened a new sta- 
tionery store at 3251. The arrangement of the store interior is open 
display throughout. 

Los Angeles, Calif.The Zundel Seating Company has expanded its 
assembling plant and offices. 

San Francisco, Calif.—The H. D. Dye Company has moved from 133 
Kearney street to 315 Sutter street. 

San Francisco, Calif.—Wilber & Son, chair cushion manufacturer, has 
appointed C. J. Schubert, Jr., as Los Angeles representative. He is 
located at 339 East Third street, Los Angeles. He has a warehouse 
stock. 

Seattle, Wash.—A. E. Fransen, stationer, took a holiday vacation in 
December, driving to Southern California, accompanied by his sister and 
brother-in-law. 

West Plains, Mo.—Jerry G. Price, of the Price-Jones Office Supply 
Company, was re-elected president of the West Plains Chamber of 
Commerce. 

San Francisco, Calif._-E. T. deVecchio, who has been distributor in 
Northern California for the Steel Manufacturing Company, Los Angeles, 
has resigned. He has joined the Chicago sales staff of the Yawman and 
Erbe Manufacturing Company. He is succeeded by E. Bell, who had 
been assistant to Mr. DiVecchio. 

Upper Darby, Penna.—Shreiner Affiliations, formerly at 7204 Bradford 
road, has moved to 7108 Greenwood avenue, Upper Darby, Penna. This 
organization handles office equipment and office specialties. 





PENS AMD PENCILS 


New York, N. Y.—Bill Bohart, of the Eberhard Faber Pencil Company, 
has recovered from an automobile accident, and will cover the midwest 
territory. 

Chicago, tl.—Tom Emerson has been appointed sales manager by The 
Wahl Company. 

San Francisco, Calif.—H. G. Konnersman, special representative for the 
Eagle Pencil Company, Rialto building, completed a trip through the 
northwest, and found business good. 

San Francisco, Calif.—Oliver Pierce, coast manager for The Conklin Pen 
Manufacturing Company, 101 Post street, is receiving good dealer recep- 
tion on the new line of colored barrels for fountain pens. 

San Francisco, Calif...Lee Hewitt, of Bellevue, Wash., representative 
in the Pacific Northwest for The Conklin Pen Manufacturing Company, 
was a recent visitor at the headquarters of Oliver R. Pierce, Pacific 
coast manager. 





— - 


Place Names Indicative of Origin of Goods 


(Commerce Reports) Industry is associated with geography in many 
ways. Pioneering movements have opened up new frontiers for indus- 
trial developments. The Indies were the goal of the early traders who 
knew of the great demand for the spices all over Europe. ‘‘Mocha’”’ and 
‘Java’ for coffee were almost generic fifty years or more ago, and there 
was no counterpart for Connecticut tobacco. Worcestershire sauce (from 
England) was on the tables of the houses of many lands. New Orleans 
molasses, though bought in bulk from the local grocer before the advent 
of the chain stores, indicated to the housewife a product which just 
seemed to be inimitable. 

While it is true that no one believes that Irish potatoes must neces- 
sarily be grown in the Emerald Isle, Scotch tweeds were not expected 
to have been of any other origin than the land of the heather. So we 
can now go on to the products of one country, then to those of another, 
which carry with them a geographic cognomen universally acceptable. The 
names of provinces, cities or villas have, in many instances, become the 
generic terms of locally grown or manufactured products, and the 
improper use of such names in connection with articles of commerce 
originating in another place may not only work an injustice to those 
who have a preference for such products and are entitled to protection 
from misleading brands, but also to manufacturers or producers privileged 
to use such terms in connection with their goods. 


Protecting the Public 

Safeguarding the interest of the consuming public, as well as the pro- 
ducer, the laws of many countries prohibit the registration of trade 
marks which are geographical. These laws have been supplemented by 
international agreements having the same purpose in view. International 
trade had reached such a stage of development in the latter part of the 
Victorian period that the question of false indication of the origin of 
goods became quite acute. 

Those countries of the world in which there are places renowned 
throughout the world as the source of certain products saw the need 
for use of preventing the use of the names of such places on goods 
produced elsewhere. Domestic legislation designed to protect these names 
was not extensive beyond territorial boundaries. Accordingly, the sug- 
gestion for a conference of nations to consider means of stopping the 
use of the practice of using places of origin on goods which did not 
correspond with the facts, met with a ready response. Delegates were 
sent to this conference, which was held in Madrid, and in which there 
was signed April 14, 1891, “The arrangement of Madrid for the Preven- 
tion of False Indication of the Origin of Goods.’’ This arrangement, 
which was subsequently revised at Washington June 2, 1911, and at The 
Hague November 6, 1925, was supported by over twenty-three nations. 


> 


Parcel Post to Colombia 


According to Commerce Reports certificates of origin are required on 
parcel post packages to Colombia when the declared value is ten pesos 
or more, and containing dutiable merchandise or merchandise specified in 
the Colombian customs tariff must be accompanied by a certificate of 
origin approved by the Colombian Exchange Control board. Heretofore 
only parcel post shipments valued at more than fifty Colombian pesos 
were required to be accompanied by certificate of origin. 
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LINE.. EXCLUS/VELY/ 


“STEEL:-STRONG’ PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY . 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure . . . with the guaranty of Members of The 
Nat’! Ass’n of Stationers. 
~ Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 





STEEL STRONG "PRODUCTS 







MANUAL 
COIN 
COUNTER 





BILL STRAPS 








THE C.L.Dieemeey CO. cincinnati. o. 

















PERFECTION METALS 


for ring books and post binders— 
a service for manufacturing stationers 


Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied from 
our ample facilities. 

Mary manufacturers and wholesalers can _ best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form. 

Be sure to have our catalog on file. It will help 
you realize on many opportunities. 


LOOSE LEAF METALS CoO., INC. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative 
S. & D. Loose Leaf Co. 427 San Pedro St. Los Angeles 
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WITH TWO New 
BRILLIANT 
MODELS 






Backed by past enthusiastic 
Public 4Pproval, 
greatly improved § 

rint brings to us 
dealers the kind of 
tor they want. 
history 


field h 


the new 


ers and 
duplica- 
Never in the 
of the duplicating 





Ch a shor+ 
Period of time. No other 


Product offers such a great 
Pportunity for dealers to 


SELL SAVINGS as 


the new 
Speed-O-Print 


HAND FEED ? We 


; ee hy! 
FETTER DUPLICATION 
@ A B : 


WIRE OR WRITE For 
FURTHER DETAILS 
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$18.75 














186 





DEALERS WANTED 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(no rubber to wear out) 


Write for our interest- 
ing proposition. 


Speed Key Mfg. Co., Inc. 
299 Columbus Place 
Brooklyn ms as 

















SELL 
ENGRAVING 


No Investment 
Simplified Price List 
America’s Lowest Prices 
Dealers Wanted 
LETTERHEAD SAMPLE BOOK FREE 





Social sample book containing full line of social engraving mailed for deposit of $1.00 
which is refunded after receiving $25.00 net of engraving or return of sample book 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 








Why..... 


in nine short months has the 
MITE Scale won the favor of 
stationers throughout the 
country??? 


Che A wswer ) ) ) 


e pound scale with cast rocker arms and a perm 
the only inexpensiv ve scale with enclo 

scale on the market wit} 
Order direct or from 


ne agg smal 
accuracy. List $1 1.50 





Manufactured by 


MARVEL SCALE CO., INC. 


3010 West Wells St. Milwaukee, Wis. 














OFFICE APPLIANCES 


a R18y> a 


Sn, 


Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 



















Stanley R. besstou” a. 
24 + Central Ave.West Orange. na 





Are You Mounting 
Your Own Stencils? 


We can furnish the Buff Manila, Cushioned 
White, and Oiled Tympan Backing Sheets for 
every Stencil Duplicator. Also with everything 
that is needed for MOUNTING and PACKAGING 
stencils. Check your stock now, and place your 
order before prices advance. Write for a copy 
of our new catalogue. 


THE TECHNYGRAPH 


TECHNY, ILLINOIS 





wiasERT 


ur rae 70 se 


WRITE OR TYPE SUBJECT ON INSERT- 
CUT TO SIZE -MOISTEN and APPLY - 


1 Main Street 


CEL-U-DEX CORP., BROOKLYN, N. Y. 








A PROFITABLE 
REPEAT ITEM 


Nationally advertised. At- 
tractively packaged. 


Supplied in six sizes. 
Brush-in-cap can, Half 
Pint, Pint, Quart, Gallon 
cans and handy tube. 

Preferred for over a dec- 
ade for every paper-join- 
ing need in the Home, 


Office, School and Studio. 
Stocked by leading jobbers 





Write for Sample and Dealer’s List 8B 
UNION RUBBER & ASBESTOS CO. 
TRENTON, N. J. 





CLOYES 


Replacement Parts for Adding, Book- 
keeping, and Caleulating Machines 


New (Not Refaced) 38-39 and 39-40 Type 


now ready for delivery from stock. Get 
your orderin early. F irst come. first served 


Write for our new revised catalog. 
New items, new prices. 


CLOYES GEAR WORKS 


17214 Roseland Rd, N. E.. Cleveland, Ohio 
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SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


Bont Say Cleaner 
Say... Refinisher! 
DR. SCAT 


Refinisher and Cleaner 
FOR THE TYPEWRITER 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 





A ge used ba Cleaning Type- PINISHE tabulated in convenient 

writer ype, efinishing Platen <° “4 "ee f 

Rolls, Polishing Enamel and Nickel %,, . 3 nt 6 weigreets Sold = 10 day 
Mis a eae free trial basis. Nation- 








- - - Prevents Rusting - - - 







ally advertised! Write Simply tip 
the card 


Manufactured b 
y for details nowl and copy 


DR. SCAT CHEMICAL CO, :2=*™sx=x | Mesticen: titel atlas 





178 N. Franklin St. -:- Chicago, Ill. * Chicago, ill. 


To DOMESTIC and| The 
FOREIGN DEALERS € 














Ideal BOOK RING 





We present the opportunity for real profits when | , es 
ben tle: emia Mite THAT FLATTENED JOINT 1s there 
| Presa no for a a gory to ~— a ry! = 
HY 1 Ww. e 

Select rough and rebuilt ace eae: vi tnd fumble. to ana = Tisee 1. 
MOV. 6, 1923 the ring opens, t’s an Adams ring. 
TYPEWRITERS @ ADDING, CALCULATING Here is che simplest, dulckest-operat 
ng and most satisfactory ring ever 
and BOOKKEEPING MACHINES iis tales invented ‘Tor ‘perforated sheets or 
Our stocks include thousands of machines. Our Inside Diameters: prema eg pg gna ees ti 
present scale of prices meets all competitive market Il Wo. 000, %a’? No. 1. 1%” point. The enlarged joint, nicely 
conditions No. 00.%’? No.2, 1%” rounded and smoothed, keeps ring 
ial Se eigen, “a right side up in position to be in- 

Write for November price list. Ne. 6.%'" No. 4, 2% stantly unlocked. 
No. 6, 8’’ Order through your wholesaler. We also 
J S MORSE TYPEWRITER co manufacture inexpensive loose leaf metais 
. . ° 8561 So. Chi Ave., 
529 BROADWAY, NEW YORK, JU. S. A. Henr y T. Adams ica CO. Chicace. titinote x 
CABLE: TYPEMORSE, N. Y. ene Se teen comma 











You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (7%) 










Sales Ammunition ! 


New York City — It’s as far in advance of the old fashioned call- 

SS with the New page Acoma Co ing ecard, as the cartridge from powder and ball. 
. Chatfield & Woods Co The stationer who insists that his printer or 

S ACME No. 1 : Ci be ti : engraver uses Wiggins Book Form Card Stock on 

NS The Chased Panes ies the business card orders from him, is loading up 

S . ; ay with sure fire sales. For these, in a Compact 
Heavy Duty Detroit ' Binder, never fail to hit the bull’s eye of 





Seaman-Patrick Paper Co 
appeal. 


Tell your printer or en- 
graver to contact any of 


Hand Stapler Grand Rapids 


Carpenter Paper Co 











Houston 
L. S. Bosworth Co., Inc these paper merchants for 
St. Louis samples and prices, or 
Tobey Fine Papers, Inc write us direct. 


The JobnB. WIGGIN 


1162 Fullerton Avenue, Chicago 


COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 


A ; ROLLING UP PROFITS FOR YOU 


No. 2479 Double Ball Be aring Caster is in 
use in most of the country’s leading indus- 
trial and professional offices and institutions. 
It is a leader to sales of other Faultless floor 
protection equipment shown. Write for Cata- 
log and facts about this profit-earning line. 
FAULTLESS CASTER CORPORATION , 


Evansville, Indiana 





Book Form Cards Compact Binders 
































Cerd-eases, any size; loese-ieat envelopes, punched 
menu covers, factory record protectors; ag holders, 
bill-fold envelopes, stamp containers, ete. Made of 
ecetate (slow-burning) transparen’ cellulose. We 
build to fit your particular need Write us for details 


MARKILO COMPANY, Mfrs. 
3633c S. Racine Ave Chicago, U.S. A. 





(above) Faultless Unbreakable Rockite 
and Ruberex Cups. Round or Square. 
(left) Faultless quiet Cushion Chair 
Glides are mounted in live rubber. 


Ruberex 
Wheel 
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Only with ie 
ryt 


WEBSTER ELECTRIC 


ieletal 


. . Can you meet all \/ 


jj 


intercommunication requirements 


Webster Electric Sound Systems are licensed by agree- 
ment with Electric Research Products, Inc., under pat- 
ents owned by Western Electric Company, Inc., and 
American Telephone and Telegraph Company, Inc. 
WEBSTER ELECTRIC COMPANY 


RACINE, WISCONSIN, U.S.A. ¢@ Established 1909 
Export Department: 100 Varick St., New York City Cable Address: ARLAB, N. Y. 








New Year and Inventory . . . time 
to replenish your stock of H. A. Eradicators 


**For removing < 
ink from paper 
and white cloth”’ 


For sale at 
Leading 
Stationers 
Manufactured 
for over 


thirty years : ‘ yt | rs 
H.A oo 
. » INK ERADICATOR CO. 
1707 ZEREGA AVE. NEW YORK, N. Y. 
Cable: ERADICATOR 

















Steady Advertising 
is Creating 
Steady Sales for 


MOORE Maptacks 


Every day sales maps are 
going up on office walls 
from coast to coast. And with every new 
map a dozen ormoreassorted color packets 
of MOORE Maptacks are sold. National 
advertising is creating new markets, and 
the MOORE display cabinet is clinching 
on-the-spot sales. Sent FREE with order 
for Maptacks. Write yonr jobber today. 


“| | MOORE PUSH-PIN CO. 
>) Manufacturers of MOORE Push-Pins 
fy and MOORE Pushless Hangers 


113-125 Berkley St., Phila. 












NATION'S 
BUSINESS 














ALL DATER 
: uC MACHINE 
TWO TYPE SIZES 
STANDARD 


NOV 18 “42 


TINY TYPE 
NOV 1842 
Write For Discounts 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 
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THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE $490 POST FREE 


The most valuable money- 
making volume ever placéd 
before the Stationer Trade 
—Contains nearly 200 hints 
in connection with every de- 
partment of your business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equip- 
ment. It ts conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stationer may find sugges- 
tions on the particular phase of his business that he may be 
interested in at the time. The subjects run all the way from 
account books to window dressing and are written in such a 
way that the volume ts an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

—The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 

It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome. 

—The British Printer. 


A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, Ltb. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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Write for Free Tube 






ALLEN 


WALES 






Tis special 


adhesive holds with a 
sinewy grip —yet Grippit 
can never wrinkle paper . . . it strips 


off like adhesive tape. . . it issoclean 
that any excess rubs off, leaving work 





ADDING MACHINE 
CORPORATION 







and fingers unsoiled 








515 Madison Ave. NEW YORK CITY 


Boston 





Harriman-Welts Products Co., 200 Summer St., 





























Sell More 
Hanson 
Scales! 


There is a wide market for 
shipping, postal and air 
mail scales—and there is a 
Hanson for every scale use. 

Hanson scales are me- 
chanically perfect and the 
Hanson merchandising plan 
helps the dealer build 
profitable distribution. Send 
for Bulletin No. 5 


SPEED-MO 


No. 400 


FOUNTAIN 
BRUSH 


and 


CLEANER 


Unique new fountain brush cleans type or removes spots from 
clothing—easily, quickly, safely. A keen profit-maker. Smart 
self-display package. Write us for details on this and other HANSON SCALE CO. 
SPEED-MO products. $17 50 Est. 1888 


_RIVET-O MFG. CO., 58 Jason St., Orange Mass. wattle ren sone 


Lower Price S ” Pe tty Thefts 


Means 


Greater Volume 
STENTOR CYLINDERS 


Because STENTOR cuts your customers’ office supply 
costs, because the new processed STENTOR elimi- 
nates all surface noises, because STENTOR gives 
stationers and office supply dealers a better margin 
of profit—you owe it to yourself to 
write for prices and discounts. Get 















Heavy Duty 
Parcel Post 
Scale 

















WONDER [OCK does everything the or- 
dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely lock 
every kind of a drawer, file or door. 
(See illustration). Also made to pro- 
tect the contents of show cases. No 
holes to drill—no nails or screws, no 
tools required. Two drawers may be 


secured with one WONDER [OCK by the 


use of brace plate furnished. 














all the facts on this lively repeater! Every store, office, factory and home a prospect. Ideal for traveling 
DICTATING MACHINE & public. Write at once for new price and full particulars. 
RECORD CORP. WONDER [ocK 53 W. JACKSON BLVD., CHICAGO, !LL. 
156 E. 42nd St., New York, N. Y. 




























VISE SIGNALS 






Easy to put in use 
Safe and Secure 
Quick Reference 2 s 





















LOOSE LEAF 1\, 2 a 4 (5) 6 
HOLDER for all types of follow-ups. Graff 
Fastens the transferred sheets in a Made of corrosion-resistant py r [f co 
Pettied’ ep rcerrel'ta Kocomme. | Steel properly tempered, and | Graffeo JUNIOR 
dates any size of sheet or distance durably enameled in brilliant - SIGNAL ~ SIGNAL 
between centers; interchangeable colors. Im 2 sises and 12 
posts of various length provide vs Ss ae 
capacity to meet your requirements colors. 


$ 3 50 or Gqoen one, om a. S F ; d . 
New York. Write fof Se »e sample rice 
sample and details end for free samples and prices 


F. B. Mfg. Co. GEORGE B. GRAFF COMPANY 


1228 Intervale Ave. . 
NEW YORK, N. Y. 64 Washburn Ave. Cambridge, Mass. 
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AGAIN, for the 4th consecutive year, Royal has smashed all previous records 
in the history of the Company! @ AGAIN, typewriter dealers everywhere have 
enjoyed greater Royal Portable volume and profits than ever before! @ 1938 
is young but it looks extra-good for Royal Portable dealers . . .1937's successful 
Royal "'live lead" coupon advertising will continue . . . the strongest, most ag- 
gressive actual-selling advertising the Industry has ever seen—and it will be 100°, 
for Royal dealers! @ For 1938—Look to Royal! @ Royal Typewriter Company, 
Inc., 2 Park Avenue, New York City. 


World's largest company devoted exclusively 
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“Outstanding 1 


_ Typing Performance 


. 


rk ... Smart 1n Design. 
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Modern in 


bes: we unboxed our 
first machine,” writes Mr. Leo 
C. Horal of The Denver Type- 
writer Company concerning the 
new Underwood Typemasters, 
“we were certainly most agree- 
ably surprised. The machine not 
only came’up to our expecta- 
tions but even surpassed them. 
After giving it a trial and a thor- 
ough inspection, it is certainly 
outstanding in typing perform- 
ance, smart in design, and mod- 
ern in style. The sealed action 
frame gives maximum protec- 
tion against dust. Of course, 


the Champion Keyboard, Touch 





DEALERS FIRST 


In the Underwood Portable 
sales policy the Dealer always 
comes first. Underwood Port- 
ables are sold “over the 


counter” through authorized 





Underwood Portable Dealers. 


All Underwood promotional “¥ 
activity is designed to send | 
customers into the Dealer’s . 


Se, 


’ 


store. 








Style. 








Tuning, and other exclusive 
Underwood features could not 
be improved upon. The machine 
meets with little sales resistance, 
and we are proud to show these 
two fine portables to our pros- 
pective customers.” 


If you are not now stocking 
the new Underwood Typemas- 
ters write us at once. No other 
machine on the market offers the 
same big talking points, the same 
outstanding Portable value, the 
same possibilities for Portable 
sales. Why not write today? 
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Underwood Typemaster Portable 
Champion Model, retailing at $64.50 
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Underwood Typemaster Portable 
Universal Model, retailing at $54.50 


Portable Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters, Accounting Machines, Add- 

“3 ; ing Machines, Carbon Paper, Ribbons it 
Re 4 and other Supplies Up 
New York, N.Y. “F 

Sales and Service Everywhere 


Underwood Elliott Fisher Speeds the World’s Business 


One Park Avenue 











